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RVICE SECTION 


Sparks Dealers’ New-Car Stocks Mount 


State of the Nation’s Economy: 
Up 


Business Fanures—Dropped 
slightly to 162 in week ended Jan. 
29, Dun & Bradstreet reports. There 
were 173 bankruptcies in the pre- 
ceding week and 164 in the compar- 
ative week last year. 


Heavy CONSTRUCTION — Awards 
are running at a record high; 
totaled $288,505,000 in latest week 
reported to bring cumulative 
figure for first six weeks of 1953 
to $2,175,025,000. The record total 
was 59 percent above the com- 
parable 1952 period. 


U. S. Bonps — Sales totaling $504 
million in January exceeded re- 
demptions by $69 million and were 
14 percent above January, 1952. 


Lire INSURANCE—Last year’s sales 
totaled $33.4 billion, a new high, 
and compared with $29,450,000,000 in 
1951 and $30,675,000,000 in 1950. 


Bank CuLearincs—According to re- 
ports of 25 leading cities, they 
amounted to $17,283,038,000 in latest 
week. This was 9.3 percent more 
than the $15,810,312,000 aggregate 
for the 1952 week. 


* * * 


Down 


Paper — Output dropped 5.9 per- 
cent last year from the record set 
in 1951, totaling 24,520,986 tons, 
versus 26,048,143 in 1951. 


CarLoapINGs — Freight for the 
week ended Jan. 31 amounted to 
697,616 cars, or only 25 units fewer 
than preceding week. 


* * 


General 


Foop— World supplies are at 
record high, but are still not large 
enough to feed the population as 
well as before World War II, the 
Agriculture Department reports. 
That’s because the population has 
increased 13 percent, compared 
with 9 percent for food production. 


* 


139,631 Vehicles | 
Builtin Week 


Output Boost Slated 
For March; Quarter 
May Hit 1,850,000 


RINDING a little faster last 

week despite labor troubles, 
the auto industry penetrated deeper 
into a first-quarter production 
volume beginning to look like 1,- 
510,000 cars and 340,000 trucks. 

That total of 1,850,000 vehicles 
would add up to the best 
quarter’s output U. S. plants have 
recorded under government ma- 
terial-usage controls, and would 
compare well with record-1950 
totals. 

February schedules likely will 
hold to current levels, but most car 
makers—particularly the Big Three 
—are girding for a big production 


push in March. 
* * * 


| prem in U. S. plants last week, 
according to AUTOMOTIVE News’ 
estimates, were 116,554 cars and 
23,077 trucks for a total of 139,631 
units. The previous week’s total of 
137,824 units was made up of 115,- 
633 cars and 22,191 trucks. 
Preventing a sharper rise in car 
building last week was labor 
trouble at Briggs Mfg., which 
shut off the flow of bodies to 
Packard and Plymouth on Tues- 
day. Both plants were back at 
work Wednesday. Meanwhile, 
however, Kaiser-Frazer closed for 
the week for “automotive inven- 
tory adjustments,” and Lincoln 
was strikebound in Detroit. 
Truck production showed a slight 
rise last week, and is due to rise 
higher as soon as Ford starts 


getting volume on its 1953 models. 
* a” - 


RROSPECTS for first-quarter car 
production have greatly im- 
proved over the past few weeks, 
and makers have their eyes on 
(Continued on Page 108, Col. 1) 


CMP Decision Slowed 


Chance Still Seen for ‘Open-Ending’ by Apr. 1; 
More Price Decontrols Due 


By William Ullman 
Washington Correspondent 

ASHINGTON.—Top-drawer Ad- 

ministration officials, after 
weeks of huddles even at the White 
House level, can’t make up their 
minds on what to do about produc- 
tion controls. 

At press time of Automotive 
News last week, they had not 
reached a final decision about the 
fate of the Controlled Materials 
Plan and the longevity of NPA, 
although such a policy determi- 
nation was expected momentarily. 


At press time Thursday also, there 


' had been no further action of price 
_ decontrols, 
_ almost certain that used cars would 


although it appeared 
be first among auto products to be 
decontrolled, with new cars second. 
It was also expected that tires, 
tubes, lead, tin, zinc and scrap, 


kX” Record Bdition 


Consisting of 116 pages, this 
issue of Automotive News is the 
largest rexular edition in this 
publication’s 23-year history. The 
previous record issue (100 pages) 
was on Jan. 28, 1952. 


— 


among other items would be decon- 
trolled over the weekend. 


+ + * 

Ysera to publish immedi- 

ately an OPS price decontrol 

list for the benefit of sellers who 

are “on the anxious seat” was a 

principal question before the De- 

fense Mobilization Board in session 

here at Automotive News’ press 
hour. 

The DMB is comprised of all 


Cabinet members except the attor- 
(Continued on Page 114, Col. 1) 
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As Output Continues Upward 


U. C. Inventories 


Dealers’ Average New-Car Stocks |/Pose a Threat 


(In Field and in Transit to Field) 


FEB. 1, 1953 


JAN. 1, 1953 


Y VIITITTSIL SST Sify 
Y,38 06s VY Jan. \. 1952 


* 


* 
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MARCH 1, 1952 


PREVIOUS RECORDS 


HIGH 
12.3 Cars — Apr. 1, 1951 


LOW 
3.9 Cars — Aug. 1, 1952 


—Automotive News estimates 


NADA Convention Opens 
With 10,000 on Hand 


By Bob Finlay 
Managing Editor 
AN FRANCISCO.—Nearly 10,000 
dealers and guests were on 
hand here today for opening busi- 
si ness sessions of 
one of the most 
significant con- 
ventions ever held 
by NADA. 
Already heavy 
attendance has 
been recorded 
at three service 
and one sales 
clinics held Sat- 
urday and Sun- 
day. West Coast 
J. Saxton Licyd dealers from 
San Diego to Seattle took particu- 
lar advantage of the clinics, 
bringing in several members of 
their managem»nt staffs. 
Significant problems facing deal- 
ers are scheduled for more open 
discussion than has been the cus- 
tom in the past. The hot issues are 
being brought out of the cloak- 
rooms onto the convention floor. 
* * * 
[as is a policy fostered by Presi- 
dent J. Saxton Lloyd, whose 


forthright approach to problems 
has moved a contingent within 
NADA to press for his reelection. 

Many see this as a year of 
important decisions for dealers. 
They are looking for the first 
full year of competition since 
1940, with the nation under a 
new Administration and the 


Automotive News 
At NADA 


During the NADA convention 
in San Francisco this week, 
Automotive News will maintain 
hotel headquarters at the St. 
Francis Hotel and will occupy 
Booths 177-178 in the NADA 
Show at Civic Auditorium. 


alarms and economic legerde- 
main of the New Deal behind. 

Important decisions also are ex- 
pected during the year in the field 
of dealer-factory relations. 

There also was speculation as to 
whether NADA leaders would name 
the association’s new managing di- 
rector at the convention. Officers 

(Continued on Page 109, Col, 2) 





52 Dealer Used-Car Sales: 6,862, 712 


By Sam Sampson 
Staff Writer 

HERE were 6,862,712 used cars 

sold by U. S. franchised dealers 

during 1952, according to a report 
issued last week by NPA. 

This figure is just short of the 
total for 1951, the report showed, 
when 6,960,383 used units were 
turned over. On a monthly basis, 
best sales figures were shown for 
May, when ’52 volume was 722,946 
units and ’51 turnover was listed 
at 678,141 cars. 

(New-car sales for 1952 totaled 


4,158,394. New-truck sales hit 812,- 
099. See story on page 3.) 

The second quarter of both years 
led in quarterly sales, with 2,014,- 
152 cars sold in ’52, and 1,947,542 
units in ’51. 

* * * 
[Te NPA report, which is based 
on figures supplied by all auto 


In This Issue 


Registrations, Prices ..........Page 76 
Used-Car Auctions ........Pages 6, 34 
Service Highlights ............Page 49 


manufacturers, showed considera- 
ble change, however, in the com- 
parative stock figures for the two 
years. 

Used-car stocks in the hands of 
franchised dealers made the 
largest growth of the two-year 
period during the last quarter of 
1952. At the end of October, 
479,018 cars were reported to be 
held by dealers, and at the end of 
December, the figure had grown 
to 598,316 cars—an increase of 

(Continued on Page 108, Col. 3) 


Average Number 
Of New Cars Now 
9.5 Per Dealer 


By Bernie Thomas 
Associate Editor 

SHARP increase in new-car 

inventories found franchised 
dealers generally, with the ex- 
ception of one line group, uncon- 
cerned on that score when they 
opened for business this month. 

However, a large majority of 
dealers contacted in Automotive 
News’ latest field stock survey 
said they scented a _ stronger 
aroma of possible trouble in the 
used-car side of their businesses. 

The survey found that relatively 
high output in January swelled the 
average franchised dealer’s po- 
tential stock of new cars to 9.5 
units on Feb. 1, as compared with 
8.4 a month previous and 6.0 on 
Feb. 1, 1952. 

a * + 

(- FEB. 1, this year, survey 

tabulations showed the number 
of new cars at dealerships around 
the nation—plus those warehoused 
by dealers and factories; demon- 
strators and units still in transit— 
totaled 423,535, as against 374,971 a 
month earlier and 267,762 on Feb. 
1, 1952. 

Dealers said a decline in Janu- 
ary sales volume reflected the 
abandonment of practices that 
accomplished 1952 model cleanups 
in November and December. Now, 
they added, the trades that came 
in on cleanup sales are proving 
hard to move, without incurring 
losses. 

Some dealers said they were 
taking their losses on used cars in 
stock more than 30 days, and 
hoping for better market conditions 
on the trades they get on sales of 
1953 cars. 

* * * 
* SHARP contrast to the opti- 
mism they were expressing at 
the start of this year, most dealers 
—regardless of make of vehicle 
handled—seem to think now that 
(Continued on Page 111, Col. 1) 


Top Cars 
Final Standings 
Make 

Chev. 
Ford 
Plym, 
Buick 
Pontiac 
Dodge 
Olds. 
Mercury 
Stude. 
Nash 
Chrysler 
DeSoto 
Cadillac 
Hudson 
Packard 
Kaiser 
Willys 
Lincoln 
Henry J 51,372—17 
Austin 3,800—21 
Brit. Ford 3,508—22 
22— 2,679 Crosley 5,304—20 
23— 1,566 Allstate 


Total All Makes 
4,158,394 5,060,903 


For further details see page 
76, today’s issue. 


1952 Pos. 
1—852,542 
2—732,481 
3—433,134 
4—3 10,806 ‘ 
5—266,351 
6—246,464 
7—218,189 
8—185,883 
9—157,902 

10—142,520 

11—113,392 

12— 91,677 

13— 87,306 

14— 78,509 

15— 66,346 

16— 41,022 

17— 41,016 

19— 28,718 

20— 4,804 

21— 3,854 


1951 Pos. 
1,067,042— 1 
862,309— 2 
542,649— 3 
392,285— 4 
337,821— 5 
298,603— 6 
273,472— 7 
233,339— 8 
205,514— 9 
140,035—11 
112,6438—12 
97,093—13 
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Higher Base Pay Pressed... 


Lifting of Wage Lids 
Spurs UAW Drive 


By Ed Howard 
Staff Writer 

RESIDENT LEisenhower’s_re- 

moval of wage lids generated 
little early reaction in the automo- 
tive industry, but most observers 
believed it would add pressure to 
the UAW-CIO’s drive for reopening 
of its long-term contracts. 

The union is demanding an 
upward revision in base wages, 
now forbidden under the five- 
year nacts. Union members are 
drawing 25 cents an hour in 
“cost-of-living” allowance, how- 
ever. 

Meanwhile, the National Labor 
Relations Board gave strong sup- 
port to stability of the current 
pacts by ruling unanimously that 
rival unions cannot force repre- 
sentation elections in plants covered 
by the five-year agreements. Previ- 
ously, the board had placed a 





three-year limit on such protection. 
* * * 


L ATEST development in the 
turgid Milwaukee auto 
salesmen’s muddle was a ruling of 


Chrysler Dealer 
* 
Entering Stock 
e = 6 9 
Engine in ‘500 

CROWN POINT, Ind.—A Chrys- 
ler-powered racing car will take 
part in the Indianapolis 500-mile 
speed classic on Memorial Day, the 
first time a stock-car engine will 
be back on the track for this event 
since early racing days when man- 
ufacturers used to compete directly 
in the race. 

Lou Belanger, local Chrysler- 
Plymouth and farm equipment 
dealer and owner of several racing 
cars, is entering a car equipped 
with a souped-up Chrysler V-8 en- 
gine and a Kurtis-Kraft chassis. 

The engine horsepower will be 
hiked to 215, and the stroke will 
be shortened to bring displacement 
down to 270 cubic inches, as re- 
quired by American Automobile 
Assn. racing rules, 

Belanger also will enter two 
standard racers. One, No. 99, fin- 
ished first in the 500-mile race in 
1951, while the other, No. 1, finished 
fourth last year. 

Last year, the AAA contest board 
allowed cars powered with stock 
engines to compete in national 
championship dirt track events. 
Plans were considered for such en- 
gines in the Indianapolis race with 
handicaps which would have al- 
lowed a cubic-inch displacement of 
up to 335. This would have opened 
the door to engines of top-bracket 
stock cars without any necessary 
changes or modifications. 

However, when a tryout was held 
on the track with a 335 cubic-inch 
passenger-model engine, the car 
ran so fast that it was felt it 
would not be fair to allow these 
cars to enter while standard racing 
cars had to conform to a 270-cubic- 
inch displacement. 

Opinion is that if the Chrysler 
engine, and any others which might 
subsequently be entered, make a 
good showing, it will stimulate 
stronger interest by auto manufac- 
turers in actually competing in the 
race. 


Wolfe Promoted 
By Chevrolet 


DETROIT.—Henry C. Wolfe has 
been named national car distribu- 
tion manager for Chevrolet accord- 

ing to W. E. Fish, 
general sales 
manager. Wolfe 
was assistant car 
distribution man- 
ager under the 
late J. M. Hen- 
drie. The new de- 
partment head 
joined Chevrolet 
as a clerk in the 
Atlantic coast re- 
gion and held 

Henry ©. Wolfe = field distribution 
posts until his transfer to Detroit 
in September, 1948, 


unfair labor practice against a 
dealer accused of refusing to hire 
two salesmen because of prior labor 
activities. 

Monart Motors had been accused 
of refusing to hire Michael Schiro 
and Clarence Carlson because the 
men had been active in organi- 
zational work for Local 174, Auto 
Salesmen’s Union, Optical and 
Instrument Workers, CIO. Schiro 
had previously filed a charge of 
unfair labor practices against a 
former employer. 

NLRB Trial Examiner Lee J. 
Best ruled that Monart was 
guilty of discrimination against 
Schiro, but not against Carlson. 
The company indicated it would 
appeal the ruling on Schiro, while 
the union said it would appeal 
the ruling on Carlson. 

Best “recommended” that the firm 
offer Schiro a job, and pay him 
what he would have earned since 
Feb. 13, 1952, when he was refused 
work. He also recommended that 
Monart stop “discouraging member- 
ship” in the local. 

* * * 


— had filed a charge of 
unfair labor practice against 
Ruby Downtown Chevrolet Co. on 
Feb. 4, 1952, shortly after he was 
fired by that firm. The charge was 
dismissed late last year. 

Best indicated that in the Monart 
case, he believed that Schiro had 
been hired, but was refused per- 
mission to start work when the 
firm discovered his role in the 
Ruby case. 

In other Milwaukee decisions, 
Ryan Nash reached a settlement 
with a former salesman, Alfred 
Fenner, by paying him $1,000 in 
back wages, and Sawyer Down- 
town Motors, Inc., filed an ex- 
ception to an examiner’s decision 
that it had been guilty of unfair 
practices in discharging two 
salesmen. 

Cases involving similar com- 
plaints against Soerens Motors Co. 
and Milwaukee Nash Co. are under 
advisement by board examiners. 

Spitzer Motor Sales, Inc., of New 
York City, has been ordered by the 
full NLRB to bargain collectively 
with Local 259, UAW-CIO, which 
(Continued on Page 110, Col. 4) 


Truck Men Seek Ike's Aid— 


The nation’s steadily growing trucking industry, which now carries 75 percent of 
the total freight tonnage of all forms of transportation, has urged that President 
Eisenhower lend his support to the prompt creation of a new Federal Motor Transport 
Commission under the Department of Commerce to handle motor transport affairs now 
assigned to several Government agencies. The plea made by the labor-management 
Trucking Industry National Defense Committee, representing all segments of trucking, 
was presented at the White House. With President Eisenhower are (from left) Roy 
Fruehauf, Detroit, president of Fruehauf Trailer; B. M. Seymour, New York City, 
president of Associated Transport, a trucking firm; President Eisenhower; Dave Beck, 
Seattle, president of the International Brotherhood of Teamsters (AFL), and Arthur D. 
Condon, Washington attorney. The first three are members of the committee's executive 
board, while Condon serves as general counsel. 


$78 Million Chrysler Net 
Tops ’51 by 9.3 Percent 


DETROIT.—Chrysler Corp. re- 
ported last week net profits of 
$78,696,599 for 1952. This was up 9.3 


Plymouth Will Offer 
‘Hy-Drive’ for $145.80 

DETROIT. — Plymouth last 
week announced a factory-de- 
livered price of $145.80, including 
federal excise tax, for its Hy- 
Drive, a semi-automatic trans- 
mission slated for volume in- 
stallation on Plymouths by late 
spring. 

An engine-fed, torque con- 
verter unit, Hy-Drive offers 
automatic operation after the 
driver has shifted directly into 
high gear. Manual shifting 
through first and second gears 
is possible for extreme driving 
conditions. 


percent from a net of $71,973,469 
in 1951, 

The profit was equal to $9.04 a 
share in 1952 compared with $8.27 
the previous year. 


Net sales were $2,600,958,683, 
about even with the $2,546,678,799 
of a year ago. 

The annual report, signed by 
Chairman K. T. Keller and Presi- 
dent L. L. Colbert, shows that the 
firm sold fewer vehicles in 1952 
than it did the previous year— 
1,114,228 against 1,395,833. 

However, dividends from subsidi- 
aries gained to $4,260,115 from $3,- 
819,770 in the previous _ report. 
Interest and miscellaneous income 
dropped to $3,639,762 in 1952. This 
compared with $5,097,062 in 1951. 

Also on the up side were ad- 
ministrative, engineering, selling, 
advertising, service and general 
expenses. For last year, they 


(See CHRYSLER, Page 113, Col. 2) 


New-Car Sales Vary with U.-C. Demand 


By Sam Sampson 
Staff Writer 

HE relationship between new 

and used-car sales at franchised 
dealerships was pointed up in re- 
ports received at Automotive News 
last week. Most areas reporting 
brisk new-car sales mentioned that 
used-car sales were also becoming 
more active. 


Where used-car sales are slug- 
gish, however, dealers are not so 


Steering Aid Redesigned— 


With weight reduced from 58 to 32 
pounds, this new Hydraguide hydraulic 
power steering unit has been announced 
by Gemmer Mfg. Co., Detroit. The new 
unit has an aluminum housing, die cast 
aluminum valve body, powdered metal 
valve operating block, flange bolted 
cylinders, die cast aluminum pistons and 
a new adjustment on worm. Mechanical 
parts now are automatically lubricated by 
the same oil that is used in the hydraulic 
circuit. Hydraguide, the original power 
steering unit is used on Chrysler Corp. cars. 


quick to say new-car sales are 
satisfactory. Many dealers report 
heavy stocks of used cars are 
standing in the way of new-car 
volume, and that activity on the 
lots must be increased first. 


Several dealers also foresee the 
possibility of heavier new-car 
stocks ahead, as factories ship 
steadily increasing numbers of new 
cars to outlets. To move them, it 
may be necessary to overallow or 
discount further which would com- 
plicate things even more for the 
dealer as long as used-car prices 
remain low, it is pointed out. 

* « 7 


Most dealers feel there is very 
little chance of a sizable in- 
crease in used-car prices until 
spring, and maybe not then if the 
emphasis on new-car buying con- 
tinues. 

Cleveland reports new-car sales 
up for the week ended Feb. 7, 
but added that increased activity 
on the used-car lots occurred at 
the same time. Both new and 
used-car sales have improved in 
several areas in Kentucky, in the 
wake of a bumper tobacco crop. 

Philadelphia reported “a signifi- 
cant increase” in new-car volume 
since the beginning of the year, 
adding that the demand for clean, 
late-model used cars has also 
“perked up.” 

Dealers there pointed out that 
one of the future problems was 
keeping down stocks of new cars. 

* + 7 
T AKRON, used-car business in- 
creased for the week ending 
Jan. 31, with a total of 692 used 
units sold for the period—72 cars 
more than the previous week. New- 
car sales settled back to 393 units 


for the week, after a previous 
week’s high of 418 units. 

Buffalo reported new-car busi- 
ness opened up strongly for the 
year, and that at least two large 
dealers had established the best 
January volume on record. Cus- 
tomers were said to be buying 
readily, and doing little haggling 
over prices. 

Purchasing power appears to be 
high in the area, as reflected by the 
number of cash sales dealers are 
handling. One dealer said two- 
thirds of his ’53 sales so far were 
for cash. 

* * 
T= smaller community of 

Hutchinson, Kans., reports that 

used-car business fell to a new low 
during January, but that there 
were signs the market was firming 
up. Dealers pointed out, however, 
that new-car sales were not help- 
ing dealer conditions any, since 
there were only more used cars 
being thrown on the market. 

Another smaller area, Carthage, 
Mo., reported new-car demand 
fairly strong, with a larger than 
usual amount of buyers offering 

cash. 

“Used cars continue to be a 
headache,” the report said, “with 

the situation having grown worse 
recently. All dealers see used cars 
as their key problem, and some are 
beating down tradein prices.” 


This Issue: Digest 


Auto Firms List 
Headquarters at 


NADA Parley 


SAN FRANCISCO.—Auto manu- 
facturers have opened special hotel 
headquarters here for the NADA 
convention. Some firms also have 
made plans for special receptions 
for their dealers. 

Here is the list: 

O.psmosiLte—F'airmont Hotel. 

Buicx—St. Francis Hotel. 

Pontiuc—Fairmont Hotel. 

CHEvROLET—Fairmont Hotel, Ter- 
race room. 

CurysLer—Palace Hotel, Room 
2040. 

DeSoto—St. Francis Hotel, Room 
220. 

Dovce—Fairmont Hotel, Squire 
Room. 

PitymMoutH—Mark Hopkins Hotel, 
Mandarin Suite. Every evening 
through Wednesday (Feb. 18) from 
5 to 7 p.m., there will be receptions 
for dealers and their wives. 

Forp, LincoLN AND Mercury — St. 
Francis Hotel, Room 221. 

Hupson—Sir Francis Drake 
Hotel. 

INTERNATIONAL-HARVESTER — Mark 
Hopkins Hotel. 

Katser-F'razer—St. Francis Hotel. 

NasH—St. Francis Hotel, Italian 
Room. A breakfast for dealers will 
be held tomorrow (Feb. 17) and 
open house all day. 

Packarp— Fairmont Hotel. Re- 
ception and dinner for dealers and 
their wives tonight (Feb. 16) at 
6:30. 

STUDEBAKER — Fairmont Hotel. 
There will be a supper party for 
dealers at Mark Hopkins Hotel 
tomorrow (Feb. 17). 

Wuire Truck—St. Francis Hotel. 

Wittys—Whitcomb Hotel. 

U. S. Rubber has announced that 
it will maintain a “hospitality 
suite” in Room 210 of the St. 
Francis Hotel. 


Added Features 
Mark GM’s 


Show in Miami 


By George S. Connell 

Staff Correspondent 
MIAMI. — With the big brass on 
hand, from President H. H. Cur- 
tice down, the General Motors 
Motorama opened in Miami 
Wednesday (Feb. 11) after a break- 

neck race against time. 


A horse show closed its per- 
formance in Dinner Key Audi- 
torium the previous Saturday 
night, and before the automobiles 
moved in, the horses and 400 
cubic yards of dirt had to be 
moved out. 


H. B. Stubbs, the Detroit con- 
tractor setting up the show, was 
prouder of winning a $5 bet than 
he was of completing the big 
moving task. Stubbs bet that he 
could move the horses—and the 
dirt—in six hours. Three hours 
later, the huge auditorium was 
ready for Motorama crews to begin. 


The Miami show, three times 
larger than that at the Waldorf- 
Astoria Hotel in New York, con- 
tains all of the Waldorf exhibits 
plus others from Detroit. 


Even before the Motorama 
opened, Chrysler threw a big press 
party to announce that its New 
Worlds of Engineering exhibit 
would be staged here beginning 
Apr. 24. Although the traveling 
exhibition has been shown to nine 
million persons during the past two 
years, Miami is to get the first 

(See MOTORAMA, Page 109, Col. 2) 


of Service Clinics | 


For those who missed the opening sessions of the NADA conven- 
tion Saturday and Sunday, Automotive News publishes in this issue 
condensations of several clinics held over the weekend. 

Starting on page 56 is the clinic on “Value of Equipment”; on 
page 50 is “Organization for Business,” while starting on page 20 is 
“Management’s Responsibility in Organizing the Business.” 
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For years I have been getting 
most excellent dealer bulletins 
from Rhode Island. They are 
written by Harry Sandager 
(Ford), of Cranston, R. I., our 
guest conductor for this week. 
Harry has been a dealer since 
1931 and a senior member of all 
of the Rhode Island dealer activi- 
ties for a great many years. 


He was a newspaperman on the 
Providence Journal & Tribune 
and the Pawtucket Times. For 12 
years he served as a representa- 
tive in the State Legislature as 
well as one term as a member of 
Congress. He therefore speaks 
with authority on a great many 
subjects. 


I am delighted to have him 
agree to serve as a guest conduc- 
tor this week, at which time I 
will be attending the NADA con- 
vention in San Francisco. 

ee ¢ «6 


controls out the window 

and two dealers holding high 
places in President Eisenhower's 
official family, the trade is looking 
for better days to come. Better days 
in the way of less Government 
meddling and interference in the 
retail automobile business, that is. 


It is a fact not generally recog- 
nized by political experts and com- 
mentators that automobile dealers 
played no small role in the record 
national turnout last election day. 
Spurred by NADA in its get-out- 
the-vote drive, from coast to coast 
and north to south, new-car mer- 
chants in all states not only dis- 
played placards and posters urging 
people to vote, but went out and 
drove them to the polls. 


Why did the dealers interest 
themselves as never before in the 
last election? The answer is 
simple. To them it was not so 
much a question of Communism, 
Korea and corruption, nor even 
high taxes, but the desire for a 
change—a respite from the 
burden of federal controls, re- 
strictions and directives affecting 
prices, wages and profits that 
have been surging in upon them 
from Washington. 

The new-car dealer was in truth 
the whipping boy of the Federal 
bureaucrats. They flooded him 
with rulings, edicts and decrees, 
most of them couched in verbiage 
which could scarcely be interpreted 
by a Philadelphia lawyer. The only 
provisions spelled out in cold and 
startling terms were the costly 
penalties for violation. 


Thus it was that even in the 
south—in states like Texas, Ten- 
nessee, Virginia and Florida—men 
traditionally and historically 
Democratic foresook party al- 
legiance and not only voted their 
resentment but induced many of 
their friends and associates to sup- 
port a Republican presidential 


candidate. 
= * * 


Remember OPA Days? 
UNNING a retail automobile 
business hasn’t been altogether 
easy since World War II because 
of constant and annoying super- 
vision by the Government. Not 
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| 
only have many dealers found it| 
necessary to employ an attorney 
with more or less regularity to 
interpret the many Washington 
regulations, but virtually all have 
been compelled to increase their 
office and clerical staffs to carry 
out to the letter the orders of the 
various bureaus, boards and com- 
missions. 


The capital commissars didn’t 
miss a trick. They policed the re- 
tail cars and trucks to parts and 
service, while at the same time re- 
stricting wage increases to deserv- 
ing employes. 

It is to be earnestly hoped that 
the new Administration will 
recognize the countrywide _ re- 
sentment on the part of business, 
big and small, against this alpha- 
betical regimentation which has 
plagued industry for the past two 
decades, and that it will proceed 
in orderly fashion to remove 
some of the hobbles so hamper- 
ing to free enterprise. In fact, 
with real businessmen in the 
Cabinet, this can confidently be 
expected, 

Left to their own devices, most 
businesses and the retail automo- 
bile business in particular can and 
will regulate themselves. Take the 
days of the OPA, for example. 
During the years following World 
War II, OPA, by threats of fines 
and imprisonment, endeavored to 
control retail automobile prices. 


In those days of a lush seller’s 
market, the Government would 
have required a legion of agents, 
undercover men and spies to con- 
trol the gougers, who for some 
time reaped an inglorious harvest. 
Then NADA swung into action. It 
embarked upon a campaign to in- 
duce dealers to forego hijacking 
the public and be satisfied with 
legitimate profits. 
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Now It’s Factories, Too 


nam printed posters and 
placards which dealers could 
display in their windows and show- 
rooms, proclaiming that these were 
establishments where the customer 
could expect fair prices and fair 
treatment. Purchased by new car 
merchants all over the country, 
these posters had a definite force 


and effect in compelling high-price | | 


operators to swing into line and 
curb their rapacious tactics. 


Summed up, NADA, by moral 
suasion, accomplished much more 
through its fair-price campaign 
than did OPA with all its threats 
of fines and imprisonment. 


But to get back to our main 
topic of Federal interference, it 
is interesting to note, as far as 
the automobile industry is con- 
cerned, the tendency of manu- 
facturers to follow the Govern- 
ment line of supervision and con- 
trol of the retailer. Here, too, in 
late years, have been increasing 
demands by the factories for a 
monthly mass of statistical in- 
formation in the form of long 
and complicated statements. 


These statements are a statis- 
tician’s dream. Some of them have 
more than 4,000 slots supposedly 
required to be filled out. The infor- 
mation desired has the office staff 
of the dealer tearing out its hair 
for one-third of the month. The 
resulting mass of data results in 
a statistical abstract intelligible 
only to expert accountants. 


Frequently, when the statements 
from all over are amassed and 
compiled, the time required for 
this herculean task is so extended 
that when the figures are finally 
complete they are attained too late 
to be of any practical value. 

There have been definite indi- 
cations of late that the era of good 
feeling between factories and 
dealers, nurtured when the indus- 
try was in a seller's market, is 
slowly coming to an end. In their 
endeavors to prepare for the com- 
petitive days ahead, some facto- 
ries are pressuring dealers for new 
buildings, more service facilities 

(Continued on Page 24, Col. 1) 








By Sam Sampson 
Staff Writer 
ASH, Ford and Willys were the 
| 4 biggest individual winners in 
| auto sales during 1952, according | 
|}to AvtTomotive News calculations 
based on R. L. Polk & Co. com- 


|pilations of new-car registrations, 


which totalled 4,158,394 cars for the 
year. In 1951 the total was 5,06U,- 
903 cars when production re- 
strictions were not so severe. 
Nash took .66 of a percentage 
point more that its share last 


How They Fared... 


year, ending with a total of 3.43 
percent of the market, or 142,520 
cars. Ford was second, taking .58 
| of a percentage point more for 
17.62 percent of the market, or 
732,481 cars, while Willys took 
third with .48 of a percentage 
point more to total just short of 
1 percent of the market with 41,- 
016 passenger cars. 


The Big Three, as a whole, lost 
to the Independent makers during 
the year—nearly 1 percent (.99) of 
sales shifting to the latter group. 





New-Car Sales by Makes 
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rds to Speak 


At La. Parley in March 


NEW ORLEANS. — Discussion 
subjects for the 16th annual con- 
vention of the Louisiana Automo- 
bile Dealers Assn., 
to be held here 
March 9-10 at the 
Jung Hotel, have 
been announced 
by Joseph A. 
Paretti, president 
and chairman of 
the speakers’ 
committee. 

T. J. O’Neil, di- 
rector of Ford 
5 product sales and 
Nem dealer organi- 
zation planning, will speak on the 
opening day on “Capital Ideas for 
a Competitive Market.” 


Karl M. Richards, manager of 
the field service department of the 
Automobile Manufacturers Assn., 
also on March 9, will have as his 
subject, “Shooting for the Moon.” 

Speakers on March 10 will be 
Rufus W. Fontenot, collector of 
revenue for Louisiana, on the topic, 
“Four Decades of Tax Adminis- 
tration.” S. J. Rogers, chairman of 
the Highway Safety Committee, 


T. J. 


Arndorfer Names 


Wis. Committees 


MILWAUKEE.—Russell Arndor- 
fer, president of the Wisconsin 
Automotive Trades Assn. has 
named the following committee 
members: 


Apprenticeship: Murel Hum- 
phrey, Anthony Jaeger and John 
Doyle; parking and highways: L. 
L. Kvam, Harold Warshauer and 
Edward C. Wehe; finance: Harry 
Kaminsky and Emil Schwartz; 
membership: Ed Mazzoni and 
Joseph Renner; safety: Arndorfer 
and Wallace Rank; yearbook: 
Leonard Rohrbach and Wehe; en- 
tertainment: Rohrbach, Arndorfer 
and William Lutter, and public 
and employe relations: Wehe, 
Rohrbach and Kvam. 


will discuss “Highway Safety 
Education as Seen by Junior 
Drivers.” 

R. S. Abbott, NADA vice-presi- 
dent and LADA director, will talk 
on “Why NADA?” Cecil M. Hunt- 
er, Oklahoma humorist, will answer 
the question, “What’s the Matter 
With the Small Dealer?” 

Gov. Robert F. Kennon, of 
Louisiana, will speak at the open- 
ing session. 

Frank B. Ellis, attorney for the 
association, will be convention 
chairman. rl 


Mike Persia, chairman of the en- 
tertainment committee, announced 
that a cocktail party will be given 
by Ford Motor Co. on the first 
night, while the Chevrolet dealers 
of the state will stage an enter- 
tainment on the closing night. 

William J. Willkomm, chairman 
of publicity, said the three local 
newspapers will publish convention 
sections. 


On the House . 


Nash, Ford, Willys Top Gainers 


Total Big Three sales for '52 were 
3,567,835 as compared to 1951's 4,- 
392,507. Independents sold 590,559 
cars in '52, as compared with 668,- 
396 a year earlier. 
cd * + 

_ the Big Three, however, 

Ford Motor Co. was a gainer, 
taking .63 of a percentage point 
more than last year’s share for 
22.79 percent of the market. Chrys- 
ler Corp. lost 52 of a percentage 
point from last year’s share, while 
General Motors fell off 1.10 from 
the previous year. 

It is interesting to note that the 
Ford division gain of .58 exactly 
paralleled Chevrolet’s loss of .58 
of a percentage point. Chevrolet 
sold 852,542 cars during the year, 
as against 1,067,042 in ’51, while 
Ford’s total was 732,481 in 1952 
compared with 862,309 in 1951. 

All of the Ford company prod- 
ucts increased shares in ’52 ex- 
cept Mercury, which fell off .14 
of a percentage point. Lincoln 
showed a gain of .19. 

Within Chrysler Corp., Dodge 
was the only division to show a 
gain, increasing its share by .03 of 
a percentage point. Plymouth was 
off .30, Chrysler .23, and DeSoto .02. 


* * x 


LL General Motors divisions lost 

small shares of the market as 
compared with last year except 
Cadillac, which gained .20 of a 
percentage point. Buick fell off by 
.28 of a percentage point; Chevrolet 
by .58; Oldsmobile by .16 and 
Pontiac by .28. 

Except for Allstate, which 
entered the market during ’52, all 
Kaiser-Frazer models lost slices of 
the sales pie. Henry J was the 
heaviest loser, dropping off .33 of 
a percentage point from the previ- 
ous year’s share. Kaiser was off 
by .04. 

British Ford and Austin, two of 
the smaller foreign-made cars, 
added an additional .03 of a per- 
centage point share of the 
market, while the miscellaneous 
cars, which includes more than 

60 other foreign makes, added .18 
to its total to stand at .51 percent 
of the overall market. 

Crosley, which went out of 
business last summer, dropped off 
.05 of a percentage point from last 
year, and garnered only .06 percent 
of ’52 sales. 

Packard was fourth in line for 





New Products 
At NADA 


Starting on page 80 are photos 
of new products being displayed 
by exhibitors at the annual 
NADA convention show in San 
Francisco. Booth numbers also 
are given. 





those which increased shares of the 
market, with an increase of .28 of 
a percentage point. Packard’s total 
was 1.60 percent of the market. 

fe ~ * 


Grune Ane was the largest 
loser among the independents, 
dropping .26 of a percentage point 
from last year. However, its share 
of the market was still 3.80 percent. 

Hudson fell off by .02 of a per- 


(Continued on Page 109, Col, 3) 


If Sax Lloyd is not reelected, the next NADA president will prob- 
ably be Bob Armacost, head of association’s factory relations com- 
mittee, or Charley Freed, head of the national affairs committee. 





Wemhoft 


That’s the scuttlebutt as NADA parley opens in 
San Francisco today . . 
ing for enactment of a Sunday-closing bill just 
introduced in state legislature .. . 


Confirming previous reports, 
Little has advised Campbell-Ewald agency work- 
ers that the late Henry Ewald’s agency stock will 
be sold back to the agency and its employes. It’s 
expected that agency ownership will be broad- 
ened to include other key workers in addition to 
the original six veteran employes who had agency 
stock for several years and have prior option to 
Mr. Ewald’s stock... 

W. H. Hemby jr., 


. Detroit dealers are press- 


President Ted 


comptroller, has been made 


acting general manager of the Virginia dealer association, pending 
selection of a successor to Johnny Raine, who resigned two weeks 


ago.. 
rating its 40 years... 


. Cleveland association has issued a nifty report commemo- 


—Pete WeMHorr, Editor, 
Automotive News 
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Eisenhower Administration 


Off to a Good Start 


Y POSITIVE action in its first few weeks of operation, 
President Eisenhower’s Administration has gotten off to 
a good start. 


Abolition of needless controls over prices and wages, re- 
organization of Federal bureaus and a general tightening up 
on loose governmental functions are major steps in the 
right direction. 


The general tenor of Ike’s actions has been orderly and 
business-like. His relations with Congressional leaders, 
despite a few opening troubles over cabinet appointments, 
have likewise augured for a smooth-operating adminis- 
tration. 


That Ike has surrounded himself with excellent men is 
attested by the furore over C. E. Wilson’s designation as 
defense secretary. Few men, with Wilson’s proved abilities, 
would have divested themselves of personal stock holdings 
at considerable financial loss, unless they sincerely believed 
in Eisenhower’s program. 


It is ironic that some of the same senators, who forced 
Wilson to sell his General Motors stock, did not divest them- 
selves of their GM holdings. 


The nation is hopeful that Ike’s first few weeks in office 
is a harbinger of good things to come. 


But the nation, and Ike’s Administration, must realize 
that everything will not be hunky-dory all the time. The 
problems of the nation—and of the world—are so great and 
varied that no one can hope to solve them overnight. 





Auto 
Forum 


“We attribute this wholesale 
highway traffic massacre to 
open weather, open roads and 
closed minds.”—National 
Safety Council President Nep 
DEARBORN. 

* * * 


Sour Grapes? 


“Tt used to be ‘Mr. Smith goes 
to Washington.’ But now, in line 





with ‘time for a change,’ the 
script calls for ‘big business 
comes to Washington.’ And a 


super big business, at that.”— 
The Democratic Digest. 
+ a * 


The Truth Is Out 


A survey by Petoskey 
(Mich.) high school students 
on three downtown street 
corners showed 1,118 traffic 
violations within an hour. 

Nearly all the violators were 
adults, the survey teams de- 
clared.—A. P. Dispatch. 


* * x 





Men of Experience 

“To exclude men with experi- 
ence in large business enter- 
prises, or in big labor organiza- 
tions from serving the govern- 
ment on the theory that their 
views might be damaging to 
public policy is a form of 
‘thought control’ which true lib- 
erals will be the first to con- 
demn. No honest man should be 
regarded as ineligible to serve 
his government because of ‘past 
economic experiences.’ — Davip 
LAWRENCE. 

* * = 


Labor Counts Friends 


According to a report of the 
League for Political Education 
of the American Federation of 
Labor, 160 members of the 
present House of Representa- 
tives are friendly to “or- 
ganized labor”, 239 unfriendly 
and 36 doubtful. In the previ- 
ous House the score was 181, 
222 and 82. 


In today’s Senate 38 sena- 
tors are rated friendly, 57 un- 
friendly and one doubtful, 
compared with 40 friendly and 
56 unfriendly in the last 
Senate.—(Steel Magazine.) 

* * * 


lt’s a Viewpoint used, if you so request. 

The head of an agency we 
know has a penchant for all 
that is racy and plush in the 
automobile line including Jag- 
uars and Cadillacs. A while 
back, he got a brand new Rolls- 
Royce, which he drove every- 
where, including a cross-country 
junket to his agency’s Los 
Angeles office. 


On one of those long desert 
stretches he stopped off at a 
little beanery where every 


Eight Fingers 

Re the picture at top of page 
two, Feb. 2 issue (showing Harold 
S. Vance, president of Studebaker, 
with eight fingers raised). 


Having noted list (of top cars in 
sales) at lower left of page one, it 
looks like Vance is gunning for 
eighth spot on the list. 

What’s your guess?—R. J. Laka- 
nose soon pressed against the tos, Adcraft Sales Promotion Co., 
front window for a better look Detroit. 
at the sparkling Rolls. - eee 
Our agencyman was human We are very surprised that you 
enough to be pleased and even | could not figure out what the eight 
when a waitress stopped him he |fingers signify in the picture of 

determined to be gracious in | Mr. Harold S. Vance. 
eneweting some query on the | It seems pretty obvious that it 


fabulous car. The waitress’ Ss ‘ 
question, however, was, “Gee, | ™eans 53— The greatest year in 
Studebaker history. 


mister, where did you ever find 
the antique!”—/Tide Magazine.) Do you ever play anagrams?— 





10 Years Ago a 


The Big Story 


OPA is considering “freeing” passenger tires recapped with re- 
claimed rubber . . . Prospects are improving for easing of eastern 
ban on pleasure driving by April ... Rubber Czar William Jeffers 
says Government’s rubber program, although behind schedule, has 
begun to “move along nicely” .. . President Roosevelt decrees 48-hour 
work week, with auto plants little affected, and dealer employes 
affected only in 32 critical labor areas .. . Ford Motor Co. announces 
B-24 bombers coming off Willow Run production lines on schedule 
. .. Selective Service officials insist all boards have received Occupa- 
tional Bulletin 42, allowing deferment of auto mechanics, but say 
many boards are swamped, can’t read all bulletins, so it’s up to 
dealers to insist that boards read this one . . . Some mechanics re- 
ported returning to dealer shops from war plants... U. S. Budget 
Director Harold Smith orders nondefense arms of government to 
adhere to five-tire ruling for their cars, predicts move will release 
100,000 “hoarded” tires. 


—-From the files of Automotive News. 
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‘Sign Language... . . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 
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PRSALES SAVVY ey 


THATS WHAT HE Says -) 
THATS WHAT THE 
SAYS 
MAN SAY pauls 


ACCORDIN TO 
How YA FEEL, 


OF COURSE 


BIG RUBBER COMPANY SEZ 
CHEMISTS HAVE NEW PROCESS 
THAT WILL MAKE OBSOLETE 
PRESENT U.S. SYNTHETIC 
RUBBER METHODS —News Kem 
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E. R. Mutuns, Kibart Motor Sales 
(Studebaker), Brockton, Mass. 


~ of * 
An Owner’s View 
We read with interest your 


article on Speed vs. Safety in the 
Jan. 26 Automotive News. We, how- 
ever, wish to differ in some state- 
ments you and Mr. Knudson 
(James K. Knudson, head of the 
Defense Transport Administration) 
made. 

We will start off by saying there 
is NO 100 mile per hour car. 

One of the Big Three delivered 
me a 1951 two-door eight-cylinder 
sedan in May of that year. With it 
they gave me an owners manual. 


| In the warranty is the first chilling 


statement. It says “It is agreed that 
the —-—-————_ Co. makes no war- 
ranty whatsoever regarding pneu- 
matic tires.” 

Under technical specifications 
they tell me to carry 24 pounds in 
the front and 21 pounds in the rear 
in the 6.70 x 15 tires the car was 
equipped with. 

They do not tell me that these 
are only four-ply tires, that as 
they become worn the speed of 
the car should be reduced accord- 
ingly, and they also do not tell 
me that these recommended pres- 
sures are not right for speeds 
above, say, 50 miles per hour. 
On race cars where speeds of 

100 miles per hour are common 
the tires are specially built tires 
and the pressures carried are 
about 90 pounds and that one set 
of tires will not go 500 miles at 
top speed. Yet —--———— sells me a 
set of very inferior tires for the 
speed the engine will produce. Did 
they sell me a car that is safe 
over 50? 

They do not tell me whether the 
body panels are twice tin-can 
(Continued on Page 104, Col. 4) 
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President of VANDERZEE MOTORS, Inc., 
Successful Dodge-Plymouth Dealer 


of Newburgh, New York, says: 


“COMMERCIAL CREDIT PLAN 


covers the complete financing 


needs of our business” 


R. vANDERZEE, whose company has used ComMMER- 

ciaL Crepit Pian since VANDERZEE Morors, 

Inc. was founded, also says, ‘““CoMMERCIAL CREDIT 

makes it easy for us to properly and efficiently conduct 
all of our finance transactions.” 


Mr. vanDerZee paid tribute to CommerctaL Creprt’s 
“fast credit approval” and made special mention of the 
“prompt and satisfactory insurance settlements” his 
customers have experienced with COMMERCIAL CREDIT 
PLAN. 


° + . 


Dealers who have worked with ComMERcIAL Crepit for 
10, 20, 25 years or more look upon this association as 
far more than an important tool for closing time sales. 
They have found CommercitaL Crepit’s business 
“know how,” complete facilities and ample resources 
can be relied upon in times of war or peace, prosperity 
or depression. 


Call or write your nearest ComMERCIAL CREDIT office. 
Ask to see “The Dealer’s Stake in Time Selling.” 


CoMMERCIA: 
CREDIT 


CORPORATION 


; | a A service offered through subsidiaries of 
COMMERCIAL CREDIT DEALERS ARE Successful DEALERS | conmerciot credit Company, Baltimore 
... Capital and Surplus over $1 25,000,000 
+» « Offices in principal cities of the United 
States and Canada. 
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Crowds Still Breaking Records .. . 





Shows Reporting Brisk Sales 


gpm ile presen crowds and 
reports of many “firm” sales 
from the floor keynote this week’s 
reports of auto shows from New 
York to California. 

Meanwhile, shows in Milwau- 
kee, Jamestown, N. Y., and Sara- 
sota, Fla., have drawn to a close 
during the past week, and dealers 
in four more communities are 
prepared to open their sales 
drives before the week ends. 

Ft. Wayne starts first, followed 
by Burlingame and San Mateo, 
Calif., Fresno, Calif., and Washing- 
ton, D. C. 

The Binghamton (N.Y.) show will 
open a six-day stand a week from 
today (Feb. 23). 

* * * 
PPARENTLY encouraged by re- 
sults of shows to date, the San 
Bernardino Motor Car Dealers 
Assn. has announced an 11-day 
show, March 19-29, to be held in 
San Bernardino in conjunction 
with the city’s 38th National 
Orange Show. 
The show, 


U.S. Autos Safest, 
2 ‘Heretics’ Tell 
Sports-Car Set 


NEW YORK.—American auto 
makers have long since become 
inured to the jibes of foreign-car 
enthusiasts who describe the native 
product in terms less than endear- 
ing. 

Thus it may be refreshing to the 
industry and enlightening to users 
of its products that at least two 
spokesmen for the sports-car set 
have rebelled against “supposedly 
erudite articles in criticism of the 
alleged lack of safety features” in 
American automobiles. 

These two, Bill Callahan and Bill 
Schroeder, defend the American 
ecar’s safety, performance and 
efficiency in the forthcoming April 
issue of Motorsport magazine. 
Their article is titled “Built-In 
Safety Versus Sudden Death.” 

According to Callahan and 
Schroeder: 

“The shortcomings of the Amer- 
ican car, as listed by these experts, 
would have a monotonous same- 
ness if it were not for the pic- 
turesque metaphor used to describe 
them.” 

The pair reviews such terms as 
“marshmallow suspension,” and 
“merry-go-round” steering. Bodies, 
they note, are “upside down bath- 
tubs” to the elite, who also speak 
glibly of “rubber band braking.” 

The Motorsport article says that 
the safety standards of the so- 
called experts are “just a little be- 
yond the realm of common sense” 
until people can design “a crash- 
proof human body or relegislate 
the laws of gravity, centrifugal 
force and kinetic energy.” 

“We do not wish to eulogize, ex- 
cuse or apologize for American car 
designers,” Callahan and Schroeder 
say. But they add, “It is our sin- 
cere opinion that in spite of its 
critics and its admitted shortcom- 
ings, the American car is the safest, 
most dependable vehicle produced 
anywhere in the world.” 


Railroads Seek 
To Quash Pa. 


Truckers’ Suit 


PHILADELPHIA.—A $250 million 
damage suit filed by 37 trucking 
firms and the Pennsylvania Motor 
Truck Assn. against eight railroads 
is “vague and indefinite,” the rail- 
roads contended last week in a 
petition asking U. S. District Court 
to dismiss the suit. 

The petition charged that the 
truckers sought to interfere with 
the railroads’ right of free speech, 
and that they had failed to state 
a claim upon which the courts 
could act. 

The truckers, in their suit, had 
charged the railroads with a “cam- 
paign of vilification and slander,” 
and said they were the victims of 
an illegal conspiracy to drive them 
out of business. They also asked 
an investigation on possible viola- 
tion of the Sherman antitrust act 
by the railroads. 


which association 


members promise will be “one of 
the nation’s largest, from an at- 
tendance standpoint,” will be 
housed in a 6,000-square-foot tent, 
lighted with an eye to the spec- 
tacular. 

Show officials said limousines 
would vie with family cars and 
sleek new sports models. The San 
Bernardino affair will be the 38th 
so far held or scheduled this season. 

* * * 


N EARLY report from Sara- 

sota’s Roland Davis, chairman 
of the association’s sixth show, 
termed it “the best ever.” It opened 
Feb. 13 and closed yesterday (Feb. 
15). 

Also in progress is the Canadian 
National Motor Show, which 
opened Friday (Feb. 13) in Toronto, 
where it will continue until next 
Sunday (Feb. 21). It will then move 
to Montreal, where it will run from 
Feb. 27 to March 8. 

Buffalo’s Golden Anniversary 
Show, which set a new attend- 
ance record by drawing 92,000 
visitors, was also highly success- 
ful from a business standpoint. 

Dealers report they are working 
through fat prospect lists after 
having written numerous orders on 
the floor during the eight-day show. 

General Chairman George C. Os- 
tenford said the attendance of 
92,000 was up 20,000 from the best 
previous mark, set in 1956. 

* * * 


Mo on-the- floor selling was 
done in afternoon hours, when 
smaller crowds gave salesmen more 
time to talk to prospects. 

Dealers reported that displays 
of foreign-made sports cars and 
antique cars of American manufac- 
ture helped to build more public 
interest than was apparent in 1950. 
They also said that, with a more 
stable car market than three years 
ago, orders at this show were con- 
sidered firm. A shortage of new 
cars in early 1950 resulted in de- 
ceptive order lists that year, they 
said. 

Car buyers are showing care 
and selectivity, viewed as the first 
indication of the highly competi- 
tive market so often forecast. 

The nine-day show in St. Louis, 
first since 1940, was another highly 
successful feature of the early 1953 
sales season. It drew a total paid 
attendance of 96,916, according to 
Clifford F. McClure, show commit- 
tee chairman. 

Complimentary tickets brought 
the total of visitors to 104,000. 

* ” * 


Ts paid attendance more than 
doubled that of the 1940 show, 


when turnstiles counted 44,554. Ex- 
hibitors reported many cars sold 
from the floor, and a prospect list 
good for at least 90 days of in- 
tensive cultivation. 

McClure termed interest mani- 
fested in the show “more than 
gratifying,” and noted that it had 
also increased the traffic in show- 
rooms of local dealers. 

The 30th Los Angeles Interna- 
tional Automobile Show drew to 
the close of a record-shattering 

10-day run Feb. 8. 

As the last motor fans checked 
through huge Pan-Pacific Audi- 

torium, attendance hovered in the 
neighborhood of 200,000. Chairman 
Ted Wessen immediately an- 
nounced plans to beat that mark 
next year. 

The show, managed by Charles 
H. (Chuck) Elmendorf for the Los 
Angeles Motor Car Dealers Assn., 
displayed 135 new 1953 models, 
entered by 19 American and 14 
European car makers. 

+ * + 


NTERTAINMENT came from 

Xavier Cugat, Abbe Lane, the 
Cugat band and a stage star line- 
up. The evening of Feb. 3, “Old 
Timers’ Night,” drew many men 
who helped found the automotive 
industry. 

Attendance for the first four days 
of the Milwaukee show surged far 
ahead of 1951 totals, which were 
held back by inclement weather. 
A Sunday crowd of 20,995 helped 
push the total to 54,000, with a 
grand total of 85,000 expected. 

Crowds hung around cutaway 
models which showed power 
steering, power brakes, isothermic 

(Continued on Page 113, Col, 2) 





FRB Expected to Ask 


Credit Control Power 


WASHINGTON. — When the 
Senate Banking Committee opens 
hearings on extension of controls 
later this month, it is expected 
that the Federal Reserve Board 
will ask for return of the power 
it once had to limit consumer 
credit. 

FRB Chairman William Mar- 
tin is listed to be a witness be- 
fore the committee. Capitol Hill 
observers feel sure he will urge 
that the board be given the au- 
thority to again impose, if neces- 
sary, Regulations W and X. A 
board spokesman told Automo- 
tive News that as yet no such 
decision has been made. 





Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


Feb. 11 


(Weather held down consignments. 

Sold 67 cars out of 94 offerings.) 

BUICK—’49 RM 4-dr., $835*, $870*. '48 
RM 2-dr., $675*. °46 Super 2-dr., 
$460. 

CHEVROLET—’52 %-ton pickup, $980. 
‘51 SL Deluxe 2-dr., $1,260. °50 SL 
Deluxe 2-dr., $875, $1,000; %-ton 
pickup, $775. ‘'48 SM 2-dr., $705, 
$620; %-ton panel, $325. ‘47 FL 
aerosedan, $475. 

DeSOTO—’'49 Custom club coupe, $905*. 

DODGE—’52 Meadowbrook 4-dr., $1,- 
400*. °’50 Coronet 4-dr., 2 at $925, 
$995*. ‘47 Custom 4-dr., $680; De- 
luxe 4-dr., $350. 

FORD—’52 Custom (6) 4-dr., $1,695*. 
’51 conv., $1,355; Custom (8) 2-dr., 
$1,245, $1,170; Custom (6) 2-dr., $1,- 
115. '50 Deluxe (8) 2-dr., $810; Cus- 
tom (6) 4-dr., $885; 2-dr., $830, $775. 
*49 Custom (8) 4-dr.. $715, $625, 
$585; 2-dr., $765, $620. ‘47 SD (6) 
2-dr., $360. 

HUDSON—’51 Hornet 4-dr., $1,315. 
KAISER—’51 4-dr., $890, $900; Henry 
J (6) 2-dr., $650. °48 4-dr., $240. 

LINCOLN—’'49 2-dr., $825*. 

MERCURY—’52 club coupe, $2,065*. ’51 
club coupe, $1,430*; 4-dr., $1,355; 
2-dr., $1,380*. ‘49 4-dr., $750. 

OLDSMOBILE—'49 (98) 4-dr., $1,030*. 
’48 (98) 4-dr., $775, $580. ‘47 (66) 
2-dr., $450. 

PACKARD —’49 (200) 4-dr., $725. 

PLYMOUTH—'51 Belvedere, $1,330. '50 
Deluxe club coupe, $920. ‘47 2-dr., 
$365; 4-dr., $420. 

PONTIAC—’52 Chieftain (8) 4-dr., $1,- 
835*, $1,860*. °51 Chieftain (8) 4-dr., 
$1,660*. ‘50 Catalina, $1,420*. ‘49 
SL (8) 2-dr., $880. °'48 Chieftain (6) 
2-dr., $550; 4-dr., $600. 

STUDEBAKER—Commander (8) 4-dr., 
$1,190; Champion 4-dr., $1,100*; club 
coupe, $1,040. ‘47 Champion sedan, 
$425. 


Feb. 4 


(Market very good. Sold 66 units 
out of 118 offerings.) 

BUICK—’51 Super 4-dr., $1,580*. 
station wagon, $1,100. 

CADILLAC—’49 (62) 4-dr., $1,750*. 

CHEVROLET — ’51 FL Deluxe 2-dr., 
$1,170. °50 SL Deluxe 2-dr., $1,035, 
$980; Bel Air, $1,265; %-ton pickup, 
$750. °49 conv., $900; FL Deluxe 
4-dr., $690. °48 FL aerosedan, $745. 

CHRYSLER — ’50 Windsor 4-dr., $1,- 
210*, $1,070*. °49 Windsor 4-dr., $1,- 
030*; NY conv., $1,010*. 

DODGE—'51 Coronet club coupe, §$1,- 
255*. °50 Meadowbrook 4-dr., $950. 
"46 Custom 4-dr., $375. 

FORD—’51 Deluxe (8) 2-dr., $1,060. 
"50 Custom (6) 2-dr., $800, $750. °'49 
Custom (6) 4-dr., $765, $640, $625; 
Custom (8) 2-dr., 2 at $810, $800; 
cones $855. ‘48 SD (8) club coupe, 
480. 

HUDSON—’50 PM 2-dr., $785. 

KAISER—’51 4-dr., $1,060, $875. 

MERCURY—’52 club coupe, $2,100*. ’51 
Monterey, $1,560; 4-dr., $1,400. ‘48 
station wagon, $400. ‘47 4-dr., $485. 

NASH—’51 Statesman 4-dr., $1,125. °'48 
(600) 4-dr., $425, $405. 

OLDSMOBILE—’53 (98) 4-dr., $3,410*. 
‘51 (88) 4-dr., $1,510*, $1,330*. ’50 
(88) 2-dr., $1,320*, $1,100. °49 (88) 
2-dr., $875. 

PACKARD—'49 4-dr., $800. ‘48 4-dr., 


$545, $530. 

PLYMOUTH—’53 Belvedere, $2,210. '52 
station wagon, $1,500. '51 Cambridge 
club coupe, $1,130, $1,015. ‘50 De- 
luxe 4-dr., $875. ‘48 SD 2-dr., $615. 

PONTIAC—’52 Catalina, $2,300*, $2,- 
270*. °51 Chieftain (6) 2-dr., $1,515, 
$1,325. °50 SL (8) 2-dr., $1,070. °49 
Chieftain (8) 2-dr., $1,010, $890. °'48 
Chieftain (8) 2-dr., $680. ‘47 Chief- 
tain (8) 2-dr., $500, $480. 

STUDEBAKER — '51 Champion 4-dr., 
$1,015. 


"50 


*Indicates automatic transmission or overdrive, and (ps), power steering. 
Other Auction reports are on Pages 34, 35 

















Dealer Designs Fiber Glass Body for Henry J— 


These two fiber glass bodies were mounted on Henry J chassis by Tom Masano K-F 
Sales, Inc., Reading, Pa. The body on the left is the Glasspar, which was brought out 
in California. On the right is a body designed and built by the dealership. “We 
designed this body to fit a standard Henry J chassis, with the idea in mind that if 
we decide in the future to manufacture these bodies, we can sell them to jobbers," 


explains Tom Masano, of the dealership. 


By J. B. Van Tassel 

Dealer Business Counsel 
QALESMEN have a_ break-even 
\’ point in their operations just as 
the dealer has in his business. Each 
has to sell a certain number of cars 
to break even, and after the nut is 
cracked, the 
profit or commis- 
sion per car sold 
can be put in the 
bank. 

In either case, 
the break-even 
operation is the 
same in principle. 
However, it is 
only applied to 
dealer operations, 
and salesmen are 
very seldom, if 
ever, approached on the _ idea. 


I think it would be very help- 
ful and productive for both the 
dealer and the salesman to de- 
velop a plan whereby the sales- 
man would always know how 
many cars he has to sell in order 
to pay his fixed expenses and 
then be on the profit side of the 
budget on all future sales. 

It would be my suggestion that 
the dealer or sales manager take 
each salesman into his confidence 
on a financial basis as well as a 
sales basis. The dearest and near- 
est thing to a man’s heart is his 
pocketbook. 


* * * 


Happiness a Factor 
(= by making money in excess 
of what it takes to pay the 
rent, the grocery bill and the many 
other fixed expenses of a household 
can a salesman be expected to do 
those little extra things for his 
family that bring him so much 


NPA May Ease 
Procurement of 


Machine Tools 


WASHINGTON.—NPA last week 
was considering an amendment to 
Order M-41 to eliminate Exhibit D, 
which lists the most critical ma- 
chine tools which cannot be pro- 
cured without rated orders. 

The proposed amendment would 
be helpful to the auto industry, 
which wants many of these Exhibit 
D tools. 

The amended M-41 would permit 
the acceptance of unrated orders 
for tools in Exhibit D, and would 
reduce the military set-aside in this 
area from 70 percent to 60 percent. 
Delivery dates on service orders 
currently on the books would be 
protected. 

Military orders for machine tools 
have been slumping in _ recent 
months. 

The amendment would materially 
aid producers of machine tools, 
whose rated-order business is fall- 
ing off, officials explained. 


Orr, Roberts Aid N. H. 


John D. Orr, of Concord, N. H., 
secretary and manager of the New 
Hampshire Automobile Dealers 
Assn., has been elected secretary 
of This Is New Hampshire, Inc., a 
new organization to promote tour- 
ism in the Granite State. 

John Roberts, Lancaster dealer, 
was named to the organization’s 
board of directors, 


J. B. Van Tassel 


Dealer Business Counsel 


Interest in Salesman’s Home Life May Produce 
That Extra Effort Spelled Profit 








happiness. What he wants is se- 
curity. 

So, in analyzing the break-even 
plan from the standpoint of a 
sales target, be sure to point out 
to your men the importance of 
getting sufficient extra dollars 
over and above the break-even 
point to maintain a good savings 
account or some insurance an- 
nuity. 

The use of this plan should not 
only help dealers to increase sales 
but also will help to develop a 
closer and more personal relation- 
ship with each employe and the 
responsibilities he carries on his 

(See VAN TASSEL, Page 8, Col. 5) 


20,000 Expected 
At Chicago Show 
Preview March 13 


CHICAGO. — A preview of the 
Chicago auto show will be held 
at the International Amphitheater 
March 13, the evening before the 
official opening of the event, Ed- 
ward L. Cleary, general manager 
of the sponsoring Chicago Automo- 
bile Trade Assn., has announced. 


The preview will be for auto deal- 
ers, their staffs and families, fac- 
tory officials and representatives of 
the press, radio and television. Ap- 
proximately 20,000 are expected. 

This group will see exhibits of 
accessories, parts, equipment, and 
19 makes of cars and nine of 
trucks. They also will see “Stars 
of Motordom,” a production ex- 
travaganza staged on the 150-foot 
stage of the central arena. 

With the aid of two turntables 
and 19 neighborhood beauty queens, 
each of the cars will be displayed 
to best advantage. “Stars of Mo- 
tordom” features a cast of nearly 
100, including orchestra, singers, 
dancers and actors. 

Harry Hunt, of Hunt & Carson, 
public relations agency, is assisting 
Walter Bermingham, director of 
publicity for the show. Hunt also 
did publicity work for the 1936 and 
1937 auto shows. 








Aids "Dimes' Drive— 


John D. Giachetto (left), chairman of the 
March of Dimes, and Charles H. Sebering, 
of Metropolitan Chevrolet Co., Springfield, 
lll., count up receipts from a benefit show 
sponsored by the dealership for funds for 
the Dimes campaign. 
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GM Executive Takes In St. Louis Show— 


H. J. Klingler (left), vice-president of General Motors, 
Lovis auto show by J. Rush James (center), president of the new-car dealers’ associ- 


is welcomed to the St. 


ation, and C. F. McClure, chairman of the show committee. Klinger spoke at the 


annual meeting of the Chamber of Commerce while in St. Louis. 


‘Shannon Motors’ Now 

Ritchey Motor Co., 

Miss., has changed its name _ to| dent; Hubert Ayo, of New Orleans, 

Shannon Motors, Inc. Shannon|treasurer, and George C. Babin, of 
Copponex is president; Dr. Benton! New Orleans, secretary. 


Gulfport, | Ayo of Raceland, La., is vice-presi- | 


jin the nation’s highway programs 
|is needed “to give us the automo- 








Klingler Sees Output 
6,833,000 This Year 


ST. LOUIS. — Predicting an out-) bility we 
put of 6,833,000 cars and trucks this | cars.” 
year against 5,550,000 in 1952, H. J.| Stating that “we must make clear 
Klingler, General Motors vice-presi-|to our political leaders what we 
dent, told the St. Louis Chamber! want and need and are willing to 
of Commerce, “It’s going to take a| pay for,” Klingler expressed the 
little selling, for there will be keen | opinion that it is the legislatures 


competition. But we welcome a} 
Auto Stocks 





need 





return to competition.” 


Klingler, who had come here Feb. Feb. 1952-53 
to attend the automobile show, i 4 High Low 
also discussed at a press confer- |Chrysler 90% 93% 98 6814 
ence safety devices and traffic |GM 65% 69% 69% 50 
conditions, Hudson 15% 16% 17% 12% 
He said he would like to see| K-F 8% = 4% 7 3% 

more safety devices used in cars, | Nash 24 24 17% 
such as belts for passengers, doors| Packard 6 6% 6% 4% 
that won’t pop open in a crash and | Stude. 40% 43 43 31% 
padded instrument panels. | Willys 12% 12% 13% 8% 

Turning to the road _ problem, 

; : Average 32.30 33.76 
Klingler emphasized that a speedup Compiled from reports of trading on the 


N. Y. Curb and N. Y. Stock Exchange 








That’s where 
your Purolator sales 
will go in ’53! 


HERE’s wuy! 


With more cars on the road today than 
ever .. . and bigger car production—more 
driving ahead . . . need for filter changes will 
go sky-high! 
And with more makes of cars coming off the 
lines Purolator-equipped ... and more owners 
reading and hearing about PUROLATOR 
Micronic* O11. FILTERS . . . the demand for 
Purolator refills will go sky high! 


Better latch on to every guy who drives a 
car because he’s sure to be a prospect for 2 
or more Purolators in the coming season. 
Plan now always to check the filter when 
you change the oil. Plan, also, to ‘‘put every 
regular” on a regular filter-check basis. 


Watch for powerful ALL-OuT Purolator 

Bonanza Oil Filter Check Time Program. 
Your supplier will tell you all about it... 
ComInG Soon. 


PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey and Toronto, Ontario, Canada 


*Reg. U.S. Pat. Off> 


« loknest O§1L FILTER. 


and want for our 


| 
| from which must come the answe 
|to how much of this improvemen 
|; we are to get and how soon w: 
will get it. 
| “We don’t like to spend an 
exasperating amount of time in 
traffic jams,” he said, “waiting 
| for two or three changes of 
| traffic lights to get through an 
intersection. We don’t like the 
creeping paralysis of highway 
congestion that is overtaking our 
personal and business life. 

“It makes everything we use cos 
a little more, because everything 
we use is delayed at one time or 
|another by highway congestion. I 
|}makes our time a little mor 
costly and a little less valuable, be- 
cause it wastes time, and the way 
we use time is one of our greatest 
natural resources.” 





Industrial Students 
Offered $45,000 
In Ford Awards 


DEARBORN.—Ford motor posted 
$45,000 in awards last week to be 
given to junior and senior high 
school students in the company’s 
seventh annual Industrial Art 
Awards competition. 

Rule books and entry blanks are 
being mailed to 55,000 industrial 
arts teachers and others interested 
in developing mechanical skills in 
youngsters. 

The competition is open to 
students under 21 in grades seven 
through 12 of any public, private 
or parochial school. Projects must 
be a part of regular work in shop, 
drawing or printing courses. 

The competition is divided into 
13 divisions — mechanical drawing, 
wrought metal, patternmaking and 
molding, plastics, machine shop, 
woodworking, electrical, archi- 
tectural drawing, printing, leather, 
ceramics, and model and _ open 
divisions. 

The 30 top award winners and 
teachers will be guests of Ford in 
September for three days of sight- 
seeing and entertainment in Dear- 
born and Detroit. 
| Prize-winning entries will be 
shown at the Chicago Museum of 
Science and Industry during the 
National Industrial Arts Awards 
Fair in August and September, and 
all entries will be on display at the 
|Henry Ford Museum here, 


| 
| 


Van Tassel 


| (Continued from Page 6) 
| shoulders outside of his business 
relations. 

This is very important because 
one of the principal reasons that 
|an employe is not doing a good job 
may be some trouble he is having 
at home, sickness in the family, or 
|lack of money to pay rent or buy 


| groceries. 
LJ * * 


Financial Analysis 
Ts more you can impress upon 
your salesmen the fact that 
they, too, have a break-even point 
that has to be cracked before they 
can take home that extra cash, the 
more sales volume will be reached. 
To accomplish the best results, 
each salesman’s personal financial 
affairs should be analyzed by the 
dealer or, where the salesman does 
not want to reveal his financial 
affairs, he should be given all 
necessary data so he can draw his 
own conclusions. 

However, it should work bet- 
ter if both the dealer and sales- 
man get together on this project. 

I doubt if there is any dealer in 

the country today who does not 
know how to set up a break-even 
budget for his business, so by using 
the same principle he should have 
very little trouble in setting up 
these projections for his salesmen. 

(Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of 
AvuTOMOTIVE NEws.) 





| Parking Sinners 
| Buffalo Church ‘Tags’ Them 


To Attend Rites 


BUFFALO. — If you park over- 
time, members of a local church 
will tag your automobile—with a 
summons to Sunday services. 
| Forgetful motorists find a note 
on their windshields from the 
Salem Evangelical and Reformed 
Church. It tells them a coin has 
been inserted in the parking meter, 
and invites them to church. 





| 
| 
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NEW HIGHER POWER! 
NEW HIGHER COMPRESSION! 
NEW HIGHER VOLTAGE! 


UBLE DYNAMITE 


POWER 


Helps Oldsmobile Dealers 
Blast Competition in 1953! 


“ROCKET”! . . . most famous name in high-compression power! 
SUPER “88”! , . . hottest number on the highway! Both are new .. . all 
new for 1953! This is the “double-dynamite” selling combination that no 
other car can match! New higher-power, higher-compression, higher- 
voltage “Rocket” Engine! New Super “88” with Power Styling, Power 
Steering, Power Brakes and other standout features! This is why the Super 
“88” for 1953 is receiving the greatest acclaim in Oldsmobile history! And 


dealers are more convinced than ever: It’s SMART to BE with Olds! 


BRAKES! POWER STVLine 8 POWER STEERING! 


FRENAS AWE 
Oi ne 


worm Pf LDS MOBILE 


OLDSMOBILE 


DIVISION 


GENERAL 


MOTORS CORPORATION © LANSING, MICHIGAN 
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Building Better Drivers 


Dealers’ Help Hailed as Pennsylvania Is Cited 
For Safety Work in 332 Schools 





















Two Luxury Chryslers 


Priced at ’52 Level 


DETROIT. — Chrysler’s two 
Crown Imperial models, most 
expensive cars in the Chrysler 
line, will carry price tags simi- 








HARRISBURG, Pa. — (UTPS) his contribution to the statewide 

In connection with a ceremony| effort being made to give our lar to those of 1952, the division 
during which Gov. John S. Fine} teen-age drivers proper in- announced last week. 
po! ype oa tor denak ——— = before they take to the Advertised - delivered price of T 
eee Gaetan ya eveloping - road. ; the eight-passenger sedan will i 

»r-edu program in €| Klugh added PAA’s “thanks to| be $6,921.50 and that of the 
state’s high schools, Claude S./all dealers who have participated limousine, $7,043.75. The prices | 
Klugh, of Harrisburg, general man-|in the past and who are now of last year’s models were 
= — cae nude an participating in this program.” $6,921.52 and $7,044.49, re- 
tention to the fact that 332 schools} Presentation of the plaque was spectively. Both the sedan and 
now offer behind-the-wheel made by Thomas N. Boate, former limousine carry Fluid - Torque 
traini ‘ captain of the Pennsylvania State transmission and power steering 
raining. Police and now ident. : as standard equipment. 

“All of these cars are loaned to accident-prevention 

schools by members of PAA,” ged S the Assn. of Casualty 
Klugh pointed out, “Therefore, ee ee enone 
the auto dealer is recognized for Pn yoy the award to Dr. N ° Y. OF Dealer Ss 
——e ee ch cae, SUReTCEnene GL ba 
N. C. Charters Dealer Group the State Public Instruction De- Format Laid for Advertising— Elect Horgan ~. 
i Mestieen Ciciie mare whose Division of High- With Hilary T. Martin (right) as moderator, these dealership representatives outline ° 
n Vaviaso ounty way Safety Education is in charge! “nNew.car Sales Management and Advertising’ at an NADA clinic. Panel members To Presidency | 


The Davidson County Automobile | Of the courses. 
Dealers Assn., Inc., with offices in Boate disclosed that his group 
Denton, N. C., has obtained a State| had cited 19 states for varying 
charter. degrees of success with driver 


a _— left) Harvey Crane re Page Lamoreaux (Cadillac-Pontiac); NEW YORK.—Joseph W. Farlow, i 
es Schwimley (Studebaker), and Martin, resident-manager for Earle C. Anthony, Inc.,| executive vice-president of the Au- 
California Packard distributorship. tomobile Merchants Assn. of New 

It is a non-stock corporation.| training during the 1951-52 school |= York, has announced the election of 
Principals include J. E, Hill and R.| term. pating, with 727,000 students in| are gaining is going to be reflected| Ralph T. Horgan as president. 
L. Johnson, of Denton, and Moyer| “Out of the 20,000 high schools|these courses,” Boate said. ‘“The|in fewer highway horrors in years Horgan, who succeeds Nelson K 
Smith, of Lexington. in the U. S., 8,218 now are partici-| skill which all these young people| to come.” Mintz, is president of Ralph Hor- 


gan, Inc. (Ford), Manhattan. 
ONLY DITZLER’S DEPENDABLE PERFORMANCE CAN GIVE SUCH 


Inc., White Plains, was reelected as 
a aa 


first vice-president, while Adolph 
-% 














Schnurmacher, of East Side Chev- 
rolet, Manhattan, was elected sec- 
ond vice-president. Charles Kreisler, 
of Charles Kreisler, Inc. (Oldsmo- 
bile), Manhattan, was named secre- 
tary-treasurer. 

Elected to the board of directors 
were R. Hargrave, of Motor Asso- 
ciates, Inc., White Plains; P. J 
Kaufmann, of Kaufmann Chevrolet, 
Inc., Mt. Vernon; H. King, of Range 
Motors, Inc., Manhattan; B. Lech- 
ner, of Lechner Motor Car Co., 
Bronx; M. Lipp, of Tremont Chev- 
rolet, Inc., Bronx; R. Nelson, of 
Robbins Reef Motor Co., Inc., Staten } 
Island; W. J. Solomon, of Kellogg 
Pontiac Sales & Service, Manhat- 
tan, and H. Turnure, of Turnure & 
Blood, Manhattan. xh 


U.S. Rubber Ups 
Arthur in Sales 


NEW YORK.— Appointment of 
John F. Arthur, former district 
manager of the San Francisco 
branch, as man- 
ager of U. S. 
truck tire sales 
has been an- 
nounced by H. C. 
Oliver, sales man- 
ager of the U. S. 
tire division of U. 
S. Rubber Co. 
Arthur will make 
his headquarters 
in New York 
City. 

Richard M. 
Payson, former manager of farm 
market sales, will succeed Arthur 
in San Francisco. 

At the same time, John W. 
Carpenter, former district manager 
of the Fisk-Gillette division in New 

York, was named district manager | 
5AM then of the Denver branch. 








J. F. Arthur 


Hl bs 
Allin 


nt 





Eleven-Point Program 
Is Set for Congress “- 





eeeeeaeoeaeoeo ee ee eee + 

° : ; ae ; WASHINGTON. — President | 
° DITZCO . HE SUPERIOR QUALITY of Ditzler Finishes is best Dwight Eisenhower and Con- 
. . shown by their outstanding performance in the eran aa teakaen tae 
: QUICKSET ENAMELS “ motorcar industry. For fifty years these excellent coat- gram for this session, according 
° ° : ‘ to a White House announce- 
° OFFER YOU THESE ; ings have been preferred by most of the leading manu- ment. Bills in the “must” cate- 
© et ° : 

° +  facturers of passenger cars, trucks and buses. This gory include: 

° 3 GREA . : ; ; ready 
° 3_GREAT FEATURES ° continuous preference—which lifted Ditzler to its a ae on . 
: ' — ° present rank as the leading exclusive manufacturer of 2. Appropriation bills to clear 
. Cost less to apply because their : : : : House and reach Senate no later 
« : : m4 —Ww a 

. unusually high solid content gives : automotive finishes as gained solely by the year-in than May 15. 

° them more film-forming materials. : and year-out dependability of its products. There can 3. Hawaiian statehood. 

> * _ be no stronger proof that Ditzler Finishes are better 4. Taft-Hartley amendments. 
. ° h h fe ll finishi 5. Limited extension of con- 
. Colors are acc urately matched to ° than any others for all your refinishing needs. trols and allocations for defense 
. motorcar manufacturers’ original . mee Tidelands oil. 

: color standards. * _ DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 2. Batension of recigrecal 
= : Detroit 4, Michigan trade law. 

° . ° 8. Custo implificati 

° Have better color retention be- ° 9. Seteneien of ‘Social Saeentiy 
e cause they are formulated from ' law to groups not now included. 
the same pigments as the original ° DI 10. Temporary Federal aid to 
° factory color. schools, 

° . TZ GLASS 11, Two new commissioners for 
eeeeeeeseeeeeeeeeeeeseeeeeeeeeeeeseees hs See Sa the District of Columbia. 











Auto dealers. 









Boost 








new-car profit 
your customer 


PLUS-10 DOUBLE EAGLES! 


® Each change-over sale— @ No need to carry stock. ® New-car buyers are top 
Goodyear dealers handle prospects. You get ’em 
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s by 


s change-overs fo 


Cord passenger-car tire 







at the time they’re easiest 
to sell, 


PLUS POINTS ARE PLUS SALES! 
YOU SHOULD KNOW ALL THESE: 


a selling 
-Nylon 
the only All-Ny 
i 

and you sell 5 at a time— 
means increased profits it for you. 
for you. 

| PLUS 1—Theonly passenger-car tire 


in the world with an All-Nylon Cord 
<> body. 


PLUS 2— Goodyear Heat-Tempered 
Nylon Cords make the new Double 
Eagle 11% to 2 times as strong as 
standard tires. 


PLUS 3—Safety! Over 2,000,000 
miles of gruelling road tests prove 
this is the safest tire ever designed 
for a passenger car. 


PLUS 4—26°, more nonskid tread 
thickness gives up to 42°, more safe 
mileage than standard tires. 


PLUS 5—Sensational new Resist-a- 
Skid Tread, an exclusive Goodyear 
development, grips at all angles of 
skid! Quicker on the start, safer on 
the stop! Gives safer, surer traction 
on wet roads, on snow—even on ice! 









PLUS 6—Full, safe traction for life! 
Exclusive Resist-a-Skid tread de- 
sign never needs recutting to restore 
its traction. 


PLUS 7—Welcome comfort! Low- 
pressure, Super-Cushion ride soaks 
up road shocks, saves wear and tear 
on the car and passengers. 


PLUS 8—New Scuff Rib protects 
white sidewalls when tire scrapes 
the curb. 


PLUS 9—Extra beauty! Gleaming 
whitewall contrasts with diamond- 
sculptured jet-black shoulders. 


PLUS 10—Value! With all the ad- 
vantages of the exclusive Resist-a- 
Skid Tread, the Nylon Cord body, 
this tire costs only about 5% more 
than ordinary premium tires made 
of rayon! 


THE INDUSTRY’S GREATEST 
PREMIUM PACKAGE! 


PLUS-10 


DOUBLE EAGLES 


GOOD, 



















THE NEW 


SYEAR 


..make bigger new-car profits 
' with Goodyear’s change-over package! 






d increase 





customers—an 


e! Puncture-safe! 


ETY TUBES! 


Protect your 
your profits! 


Install Blowout-saf 


LIFEGUARD SAF 







YOU ADD TO YOUR PROFITS on every change- 
over sale of LifeGuard Safety Tubes. And re- 
member, you make extra service-profits from 
wheel-balancing, too! 


A TREMENDOUS MARKET! Every other driver 
had a puncture last year!* 1 out of 8 drivers had 
a blowout and 1 out of every 12 tube sales were 
safety tubes last year.* Among new-car pur- 
chasers, the percentage would be higher! It’s a 
huge market, just waiting for a suggestion! 


LIFEGUARDS ARE EASIER TO SELL! New Life- 
Guards offer the only blowout and puncture pro- 
tection that doesn’t wear out when the tires do 
—outlast at least 3 sets of tires—good for 100,000 
miles or more! That means customers save 20% 
to 43%. And they hardly notice the extra cost in 
their monthly payments. 


NO BOTHER WITH STOCK! Most Goodyear 
dealers handle your stock for you and even take 
care of servicing. All you do is complete the sale 
and take the extra profit! Ask any Goodyear 
dealer to explain this ‘‘perfect deal’’ to you. Or, 
write Goodyear Car Dealer Tire Dept., Akron 
16, Ohio. And why not do it today? 





*From Crowell-Collier Seventh Annual Tire Survew 


THE NEW LIFEGUARD SAFETY TUBE! . 


1. Safe against all blowouts! 
2. Seals its own punctures! 
3. The only 100,000-mile re-usable protection! 















LIFEGUARD 
SAFETY TUBE 






AKRON, OHIO LifeGuard, Double Eagle, T. M."9—The Goodyear Tire & Rubber Company. Akron, Ohio 
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—Coming Events= 





Dealer Conventions 


Feb. 14-18 — National Automobile Dealers 
Convention, Civic Auditorium, San Fran 
cisco. 

Feb. 14-18—''Bob-tailed"’ session of North- 
ern California Motor Car Dealers Assn., 
San Francisco. 


March 9-10—Louisiana Automobile Dealers 


Assn., Jung Hotel, New Orleans. 
March 23-24—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 


March 24—Brooklyn and Long Island Au- 
tomobile Dealers Assn., Granada Hotel, 


Brooklyn. 
March 25—Rhode Island Automobile Deal- 
ers Assn., Sheraton- Biltmore Hotel, 


Providence, 


May 3-5— North Carolina 
Dealers Assn., Carolina Hotel, 
N. C. 


Automobile 
Pinehurst, 


May 4-5— Missouri Automobile Dealers 
Assn., Chase Hotel, St, Louis. 

May 12 — Automobile Merchants Assn. of 
New York, Inc., Waldorf-Astoria Hotel, 
New York. 

May 12-13 — Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 


Boston, 

May 14-15— Illinois Automotive Trade 
Assn. and 7 Automobile Trade 
Assn. (jointly), Palmer House, Chicago. 

May 21-23 — Washington State Auto Deal- 
ers Assn., Davenport Hotel, Spokane, 
Wash. 


June 25-27—Michigan Automobile Dealers 





Assn., Grand Hotel, Mackinac Island, 
Mich, 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 10-12— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, Me. 
Sept. 13-14—Colorado Automobile Dealers 
Assn., Broadmoor Hotel, Colorado 

Springs, Colo. 

Sept. 13-15—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, Ark. 
Sept. 13-15 — New York State Automobile 
Dealers Assn., Saranac Inn., Saranac 

Lake, N. Y. 

Sept. 13-15—Wyoming Automobile Dealers 
Assn., Irma Hotel, Cody, Wyo. 

Sept. 14-I15—Automobile Dealers Assn. of 
North Dakota, Patterson Hotel, Bis- 
marck, N, D 

Sept. 17-19—New Mexico Automotive 
Dealers Assn., Fonda Hotel, Santa Fe, 
N. M. 


Sept, 20-22—Kentucky Automobile Dealers 
Assn., Inc., Phoenix Hotel, Lexington, 
Ky. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 21-22—Minnesota Automobile Deal- 

ers Assn., St. Paul Hotel, St. Paul. 

Sept. 24-25—New Jersey Automotive Trade 
a i Hotel Traymore, Atlantic City, 
N 


Sept. 27-28 — Georgia Automobile Dealers 
Assn., Biltmore Hotel, Atlanta, Ga. 
Oct. 3-5— Arizona Automobile Dealers 
Assn., Hotel Westward Ho, Phoenix. 





Used-Car Panelists in Huddle— 


Panel members listen with interest as Fred Georgi (right), used-car manager of 
S & C Motors (Ford), San Francisco, explains an idea incorporated into the NADA 
clinic on used-car and truck sales and advertising. Other panel members are (from 
left) Lex J. Daoust, Marysville Chevrolet dealer; Walter E. Allee, of Reynold C. John- 
son Co. (Packard), Oakland, and Arthur H. Kenney, clinic moderator, Marine Chevrolet 
Co., Vallejo. 





Oct. 4-6—National Used Car Dealers Assn. Oct. 13-16— Federation of Automobile 
convention, Hotel Statler, Detroit. Dealer Assns. of Canada, Royal York 
Oct. 4-6—Texas Automotive Dealers Assn., Hotel, Toronto, Ontario. 
Texas Hotel, Fort Worth. Oct. 18-20— Tennessee Automotive Assn., 


Buena Vista Hotel, Biloxi, Miss. 


Oct. 9-10—Pennsylvania Automotive Assn., 
Oct. 25-27 — Automobile Dealers Assn. of 


William Penn Hotel, Pittsburgh. 





U/hen they 











Use Federal-Mogul exchange 
: insert connecting rods 


FEDERAL-MOGUL SERVICE 


(Division of Federal-Mogul Corporation) 
DETROIT 13, MICHIGAN 


on every overhaul! 


Don't take a chance! Just one extra 
thousandth of out-of-roundness in 
the rod bore can ruin your best over- 
haul. Federal-Mogul reconditioned 
rods are always right! 


Engine Bearings (Main, Connecting Rod and 
Camshaft) ¢ Bushings * Connecting Rod 
Service—Exchange Insert Rods, Rebabbitted 
Rods * Connecting Rod Bolts and Nuts « V-Seam 
Piston Pin Bushings * Shims and Shim Stock 


gtARI ng 






Sd 7. 


FEDERAL-mogy, 


$870 CP-20 


oT iTS 


Alabama, inc., Buena Vista Hotel, 


Biloxi, Miss. 

Oct. 25-27 — Flerida Automobile Dealers 
Assn., Sheraton Beach Hotel, Daytona 
Beach. 

Nov. 9-11 — Ohio Automobile Dealers 
Assn., Hotel Commodore Perry, Toledo. 

Nov. 9-11 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond, 

Nov. 18-19 — Oklahoma Automobile Deal- 
ers Assn., Mayo Hotel, Tulsa. 

Nov. 30- Dec. 2—Idaho Automobile Deal 
ers Assn., Boise Hotel, Boise, Id. 

Dec. 3— Utah Automobile Dealers Assn 
Newhouse Hotel, Salt Lake City. 

* ® 


Dealer Auto Shows 


Feb. 18-22—Fort Wayne Auto Trade Assn., 
ro Memorial Coliseum, Fort Wayne, 
nd. 

Feb. 20-22 — Burlingame and San Mateo 
dealers, Fiesta Bldg., San Mateo, Calif. 

Feb. 21-28—Central California Auto Show, 
ene Motor Car Dealers Assn., Fresno, 
alif 

Feb. 21-March I—Washington Automotive 
Trade Assn., Washington, D. C. 

Feb. 23- 28 — Binghamton Junior Chamber 
of Commerce and Automobile Dealers 
Council, Binghamton C, * C., West End 
Armory, Binghamton, N. Y 

Feb. 26-28—Anderson ‘Automobile Dealers 
Assn., City Auditorium, Anderson, S. C. 

Feb. 28-March 7—Johnstown Automobile 
Dealers Assn., Cambria County War 
Memorial, Johnstown, Pa. 

Feb. 28-March 7—Motor Car Dealers of 
Greater Kansas City, Kansas City, Mo. 

March 2-7—Schenectady Automobile Deal- 
ers Assn., Schenectady, N. Y. 

March 7-8—Hutchinson Automobile Deal- 

| ers Assn., Hutchinson Arena, Hutchinson, 

| Kans. 

March 7-14—Pittsburgh Automobile Deal- 
ers Assn, Hunt Armory, Pittsburgh. 
March 7-15—Seattle Automobile Dealers 

Assn., Seattle Armory, Seattle. 

March 12-19—Oakland Automobile Dealers 
Assn., Oakland, Calif. 

March 14-2i—Rochester Automobile Deal- 

ers Assn., Rochester, N. Y. 

| March 14-22—Chicago Automobile Show, 

| International Amphitheater, Chicago. 

March 21-29—Motor Car Dealers Assn. of 
San Francisco, San Francisco. 

| March 27-29—Columbia City Chamber of 

| Commerce, 4-H Fair Grounds, Columbia 
City, Ind. 

April 6-11 — Sioux City Automobile Deal- 


ers Assn., Municipal Auditorium, Sioux 
City, 

Apr. 6-11 — Denver Automobile Dealers 
Assn., Denver Auditorium-Arena Bldgs., 


Denver. 
| Apr. 22-26—~ Long Beach Junior Chamber 
of Commerce, World Auto Show, Long 
| ; each Municipal Auditorium, Long 
each. 





Aftermarket Shows 


March 9-10—Canadian Autcmotive Whole- 
salers & Mfgrs. Assn., King Edward 
Hotel, Toronto, 

March 26-2?—Southwest Automotive Show, 
Automobile Bidg., Fair Park, Dallas. 

* * * 


General 


Feb. 26-March I—Pacific Automotive Show, 
Civic Auditorium, San Francisco. 

March 9-10 — National Truck Leasing Sys- 
tem, spring conference, Ambassador 
Hotel, Los Angeles. 

April 4-9—''Easter Parade of Stars’ Au- 
tomobile Show, Waldorf-Astoria Hotel, 
New York. 

April 4-12—International Motor Sports 
Show, Grand Central Palace, New York 
City. 

April 21-24—Middle Atlantic Regional Au- 


tomotive Show, Commercial Museum, 
Philadelphia. 
April 22-May 3— International Motor 
Show, Turin, Italy, 

May 22-24 — Southeast Automotive Show, 
Miami, Fla, 

Nov. 9-12—American Petroleum Institute 


meeting, Conrad Hilton Hotel, Chicago. 


Wis. Skid Tests 
Study Jackknifing, 
Safety Devices 


CLINTONVILLE, Wis. — Experi- 
ences gained from the skid tests 
held here annually under auspices 
of the National Safety Council 
have contributed materially to re- 
ducing highway deaths, particu- 
larly in winter driving, according 
to Prof. Ralph Moyer, of the Uni- 
versity of California, chairman of 
the council’s committee on winter 
driving hazards. 

The skid tests now being held 

will especially study the problems 
of jackknifing by tractor-trailers. 
They also will test new devices to 
|make driving safer and some anti- 
| jackknifing devices. 
Prof. Moyer declared that since 
| 1939 the death rate on highways 
per miles traveled has been cut in 
|half. Although fatality totals 
actually have increased, he ex- 
plained, they have not kept pace 
with the postwar surge in motor 
travel. 

Stanley T. Siegel, safety council 
traffic engineer, is in charge of the 
tests. 
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IT SAYS SOLD...BUT IS IT? 


No sir. The “sold” customer who “bought” that used car 
just walked out of the picture to get a loan, arrange his 
financing or insurance. He may be back, but then again he 
may see or hear of another good buy on the way.... 
Look. Don’t let it happen to you. Associates’ Prompt- 
Action Used Car Sales Plan is loaded with proved sales 
aids — a complete one-stop finance and insurance service 
that lets you fill all the customer’s needs right at the time 
of the sale. You get prompt okays on credit applications, 


The Old Sage Anup... 


“There's many a slip between a ‘sold’ 


tag and a buttoned-up deal.” 





simplified and quick-to-use rate charts, contract forms, 
purchaser’s agreements . . . fast and competent Associates 
service geared to your requirements. You’re in control, 
equipped to complete each sale right now, with no loose 
ends dangling. 

Let’s team up to close those used car deals, move your 
inventory, build up your cash position in time for the spring 
new car rush. Call your nearest Associates office. You'll get 
prompt action. 


ssociates 





Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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How Dealer Graue Handles Customers .. . 








Sell Hard, But Bring ‘km Back 


By L. H. Houck 

Staff Correspondent 
CARTHAGE, Mo.—-A dealer with 
30 years’ experience in auto selling, 


who now owns three dealerships in 
three states and who has had but 
one repossession in the past nine 
years, offers some suggestions on 
car sales now and later. 


John Graue sr., associated here | retail quota at the established list| he says. 


give him adequate financial re- 
ward in the long run. 
“It certainly has rewarded me, 


and I sold Plymouths and Chrys- 
lers to dealers during the war for 
a standard profit of $25 and $25 
when I knew they were resold in | 
a black market for $1,000 to $1,500 
profit. 

“At the same time, I sold my} 


a big price than in making a profit 
for the owner of the ceal. Almost 
none, he says, are selling new cars 
on their value. 

Here are some of the things 
Graue calls essential to develop- 
ing a hard-hitting, profit-making 
sales crew. 

Deals made right in the first 
place do not develop repossessions, 
Since there are always 


with his son, John Graue jr., in Joy | price when I knew my customers | more repossessions of used cars 


Motor Co. (DeSoto-Plymouth), also | 
owns dealerships in Arkansas and | 
Kanses. He was sales manager for | 
two firms selling Chryslers in Jop- 
lin, Mo., for 13 years. 

Graue specializes in repeat 
deals. He says he has sold some 


were reselling them at a tremen- 
dous profit. Today, most of the| 
dealers who bought my cars have 
either failed or been canceled out. | 

“When it looked like everybody 
was making money except myself, 
I kept faith with my religious con- 


| victions and wound up in this pres- | 


than new ones, Graue says he turns 
no speedometers back, sells no cars 
with flat crankshafts, checks every 
used car for actual condition and 
sells it on that basis. 

The buyer of a used car can’t pay 
high repair bills and keep up the 
payments. If it develops that some- 


FASTER - SMOOTHER 





Packard Deal Opens in New Rochelle— 


Ed Petrecca, partner in a new dealership, Packard New Rochelle, New Rochelle, 
N. Y., is shown (center, holding literature) chatting with prospects who attended the 








ent time with more than I ever| thing has been overlooked and the 


customers as many as 20 times, 
expected to have.” |car is not what it was thought to 


and scores have bought their 


firm's open house. Petrecca and Jack DiMaria are partners in the firm. 





Graue thinks that the automobile | be, there are no 50-50 deals. Graue 
business is plagued with more than| repairs the car without charge| this treatment are eager to tell 
its share of those who worship the| whether it be a faulty tail light,| their friends, and to buy again 
| “fast buck,” and he blasts the prac-| bearings or rings. He charges this} from the same man wherever he 
honesty and straight dealing. He | tices of present-day salesmen who, | repair job to the entire used-car| may be, Graue declares. 
must avoid the ‘fast buck,’ and|he says, are more interested in/ department. | A salesman has to have a lot on 
have faith that his princip!es will| buying the customer’s tradein for Buyers who have experienced | the ball to get a job from Graue. 


fifth and sixth cars from him. 
“To keep the customer coming 

bac's,” Graue advises, “the dealer 

must use a good standard brand of 


why risk wrecking 
your business ? 


GOOD BRAKES 
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WAGNER 
BRAKE LINING 


Inferior brake lining could cause tragic wrecks, injury, death, property 
loss, damage suits. The bad publicity thus created could ruin your repu- 
tation ... even wipe out your business. Don’t take that chance. Insist on 
Wagner Brake Lining—the performance-proven lining that’s engineered 
to meet the needs of heavy-duty brake service. 

Wagner Brake Lining is unsurpassed for quick, safe, smooth stops. It 
retains the same excellent frictional qualities throughout its operating 
life, despite excessively high operating temperatures. It contains no 
abrasive materials to injure drums... will never com- 
press or swell . . . does not deteriorate with age... 
will not absorb moisture. Available in sets, blocks, 
rolls, slabs, cut segments, and on shoes, either 
bonded or riveted. Coverage is complete for all trucks, 
cars and buses. See your nearest Wagner jobber, or 
write us for details, also ask for free copy of HU-197, 
“MAINTENANCE HINTS.” 

Wagner Electric @rporation 


6393 PLYMOUTH AVE., ST. LOUIS 14, MO., U.S.A. 
(Branches in principal cities in U. $. and in Canada) 


® 853-3 


... The best known name in brake service 





LOCKHEED HYDRAULIC BRAKE PARTS and FLUID * WoRol * CoMaX BRAKE LINING © AIR BRAKES © TACHOGRAPHS © ELECTRIC MOTORS © TRANSFORMERS © INDUSTRIAL CRANE BRIDGE BRAKES 





Speaking of salesmen as a class, 
Graue says they are a lot of “liquor 
drinkers, liars and lady chasers.” 


The sales manager who directs 
their activity, according to Graue, 
must have no pets and must estab- 
lish iron-clad supervision so that 
the salesman works for and gets 
paid for his own sales only. 


Graue’s system is to allot pros- 
pects, who are recorded on cards, 
in even numbers to the sales force, 
with no more than 50 to each sales- 
man. 


If there are more than 50, he can 
coast on the sales that drop in, 
Graue says. Each salesman gets 
the prospects listed on the cards 
for 30 days. Whatever names are 
left at that time are given to other 
salesmen, 


In the meantime, each sales- 
man reports his progress on these 
names on a work sheet, detailing 
his calls and the result. Graue 
checks with the prospect right 
behind the salesman, and finds 
that half the time the salesman 
has not made the calls he claims 
he has made on the work sheet. 
He pays the salesman his com- 
mission on the card sales, so 
that if he does not work his 
cards he doesn’t make the sales. 
Graue says that a minimum of 
eight calls per day is necessary to 
justify the existence of a salesman, 
and that a salesman who will work 
can make almost all the money he 
wants. He adds that a salesman 
must be thoroughly trained in cre- 
ating a desire for the car he has 
to sell but must not misrepresent 
that car. 

Graue says it is the policy of his 
dealerships not to “sell the prospect 
up” to a higher-priced car than the 
one he originally sought, but it is 
the salesman’s duty to get as large 
a downpayment as possible. This 
keeps the customer better satisfied, 
because he owns more of the car, 
Graue says, and it helps keep re- 
possessions down. 

However paradoxical it may 
seem, Graue also believes in not 
letting a deal pass merely because 
of short downpayment. He sells 
cars with less down, takes a note 
for the downpayment or makes any 
other reasonable arrangement if 
circumstances warrant. But he does 
not let the customer “overbuy” 
himself. 


Gar Wood to Push 


Development of 


New Machinery 


WAYNE, Mich. — Gar Wood In- 
dustries has announced it will push 
in 1953 its development program 
for truck equipment and construc- 
tion and road-building machinery. 

Since 1949, when the program 
was initiated, Gar Wood has de- 
veloped a new line of cable and 
hydraulic dozers for Allis-Chalmers 
crawler tractors. A new line of 
tractor-drawn scrapers also was 
brought out recently. 

Other recently developed prod- 
ucts include power shovels, truck 
cranes, hydraulic pumps, and a 
new line of hoists. 


Nash Deal Christened 
A business name has been filed 
in the Erie County (N. Y.) clerk’s 
office for Frontier Nash Co., of 
Lake Shore Rd., Hamburg, by Wil- 
liam F. Miller, James E. Hustead 
and Walter W. Gerber. 
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Here it is! The inaugural announcement of the 1953 lines of 
General Motors cars. 


And, with it, GM inaugurates a completely new and fresh version of 


the famous ‘‘Key”’ campaign. 


For in 1953, these advertisements appearing monthly in leading 
national magazines will be illustrated with dramatic 


full-color photographs showing GM engineering in action. 


And the copy will tell even more dramatically how GM engineering 
works to make the key to a GM car the key to greater value — 
and, greater sales for you. 


eal 


— a 


any 


mai aa) 02 


ae = =(GENERAL MOTORS 
‘ PRESENTS The Key Values 
For 1953 — Handsome 


examples of the engineering 


progress that makes the key 


to a General Motors car your 








key to greater value! 
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Economists Tie ‘Giants’ to Progress. . . 


Big Business a ‘Coordinator’ 


NEW YORK.—“In our economy 
big business undertakes the major 
role of coordinating individual ef- 
forts and resources into collective | 
achievement,” is the thought with 
which Dr. A. D. H. Kaplan, econ- 
omist of the Brookings Institution, 
and Alfred E. Kahn, Cornell Uni- 
versity professor, sum up their 
study, “Big Business in a Competi- 
tive Society.” 

A summary of a forthcoming 
comprehensive Brookings report, 
the study has been published in 
Fortune magazine. 

Alfred P. Sloan jr., in a fore- 
word, stresses the fact that “large 
enterprise is essential for the 





most effective utilization of man- 
agerial brains, investment, and 
productive facilities required by 
the high standard of living that 
is inherent in a _ society 
nated by advancing technology.” 


domi- 


of the situation in the rubber in- 
dustry. 

“It has been 
j}authors write, 


estimated,” the 
“that the cost per 


The authors emphasize that the} uct improvements have never given 


main form of competition in big 
business is innovation. “Some 
giants have fallen behind because 
of a management that dragged its 
feet or had a vested interest in 
older methods,” they remark. 
Innovations, the authors say, 
lower prices or give the consumer 
more for his money, and they illus- 
trate the complexity of the com- 
petitive process with an analysis 


a continuous advantage to one com- 
pany over another, particularly 
among the Big Four. Innovations 
have quickly become common 
knowledge, and the advantage of 
the innovator has been wiped out, 
leaving only the buyer the bene- 
ficiary.” 

The study also points out that 
there is only a relatively small 
number of extremely large organ- 


thousand miles was half in 1952 of | 
what it was in 1926. Yet the prod-| 


AUTOMOTIVE NEWS. FEBRUARY 16, 1953 


| izations in this country and a 
| very large number of small ones. 
| The large firms therefore ac- 

count for a _ disproportionate 
| share of total national employ- 
| ment, output and investment. 

It is also made clear that big 
business assumes leadership as 
much by product diversification as 
by concentration. The concentra- 
| tion ratios mean little, the authors 
add, because of the fluidity of the 
market “which has sharply limited 
any discretionary power of monop- 
olists over price that they may 
have once possessed.” 

According to the writers, the 100 
largest industrials in 1948 ac- 
counted for about 12 percent of all 
income originating in American 
private business, and about 10.6 
percent of the total national pay- 
roll, private and governmental. 

The authors warn, however, 
that “giants may carry integra- 
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Hastings gives you both a regular and a chrome-faced pis- 
ton ring set for all popular passenger cars—"‘Motor Engi- 
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neered” around the basic Steel-Vent oil control ring, the 
ring that’s tough on oil-pumping, gentle on cylinder walls. 











It’s gentle because Steel-Vent’s two 
wall-contacting steel sections have 
rounded edges which provide hairline 
contact and reduce drag to a minimum. 





Result: maximum life, minimum wear. Count 
on Hastings for complete coverage—in regular 
and chrome sets, Motor Engineered for each 
make and type of engine, for each engine con- 


dition and operating need. 


It’s gentle because the Steel-Vent 
spacer has extra wide vents that let oil 
flow through freely for extra cylinder 
wall lubrication. 


Motor Engine 
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It’s gentle because Steel-Vent’s flex- 
ible, low-tension inner-spring works 
only against the steel sections—holds 
them on the cylinder wall with soft 
pressure. 
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tion too far for their own good. 
Their own profits, as well as the 
competitive vigor of the markets 
in which they operate, may suf- 
fer when mere agglomeration is 
confused with efficient growth.” 


“Big business represents an in- 
stitutional compromise,” the study 
points out, “that is one of the most 
| distinctive features of American 
society . . . Big business has not 
|merely been kept effectively sub- 
ject to competitive control; on the 
| Whole it has also made an essentia! 
contribution to its scope, vitality 
and effectiveness.” 


No New Taxes 
In Rhode Island, 


Governor Pledges 


PROVIDENCE. — Highlighted by 
a pledge of no new taxes, the sec- 
ond-term inaugural message of 
Gov. Dennis J. Roberts was warmly 
received by dealers, motorists and 
other Rhode Island taxpayers. 


Roberts said that while there is 
a gap of $7 million between the 
tax yield of about $50 million and 
the aggregate sought by depart- 
ment heads for 1953-54, he has no 
intention of “closing that gap by 
asking for new or increased taxes.” 

“We have reached the point 
where we must seriously question 
whether further tax resources are 
available to us except under emer- 
gency conditions,” he continued. 


“We are going to live within our 
income. The gap must be reduced 
or closed by refusing some of the 
requests. This will mean postpon- 
ing some services that would be 
justified if we could afford them. It 
will mean retaining those projects 
which are indispensable to our 
present and future welfare.” 








Obituaries 


Jerry McCarthy, Detroit, 


A Top Chevrolet Dealer 


DETROIT. — Jerry McCarthy, 56, 
one of the largest Chevrolet dealers 
in the country, died here Feb. 5. 


Son of a railroad engineer from 
Big Rapids, Mich., he went to work 
for Ford after he graduated from 
high school, and soon after the first 
world war was given a Ford dealer- 
ship. He sold it five years later and 
from 1927 to 1930 was with the 
T. F. MacManus advertising 
agency. 


In 1941, M. E. Coyle, retired Gen- 
eral Motors vice-president, per- 
suaded Mr. McCarthy to accept a 
Chevrolet dealership. He built up 
the business until it came to be 
known as one of the largest in the 
industry. 


He also operated a Chevrolet 
dealership in Kokomo, Ind., and 
owned the Golden Strand Hotel in 
Miami Beach, Fla. He was chair- 
man of the board of the Kent- 
Moore Organization, which builds 
special service tools. 

* + * 


Charles Howard Jennings 


MIAMI.—Charles Howard Jennings, 75. 
died here Feb. 4. He was a Dodge official 
until 1926, when he became a Dodge dealer 
in New York City. He retired in 1929. 

* * * 


William J. Neel 


PHILADELPHIA.—William J. Neel, 80 
onetime vice-president of the old Neel Cad- 
illac Co., is dead. A former treasurer of 
the Chinese Mission here, he had taken an 
interest in work among the Chinese for 
more than 50 years. 


* * * 


William Sharman Kickley 


MONTREAL.—William Sharman Kickley, 
68, president and co-founder of Toledo Mo- 
tors, Ltd., here, died Feb. 4 after a long 
illness. Mr. Kickley began his automotive 
career in 1910. At the time of his death 
he was a director of the Federation of 
Automobile Dealers Assns. and the Mon- 
treal Automobile Trade Assn. 

7 * * 
Elmo T. Wright 

RENTON, Wash.—Elmo T. Wright, 67 
Renton auto dealer, died Feb. 2. He estab- 
lished Wright Motors in 1941. 


* * 7 
Prentiss Lamar Smith 


NEW ORLEANS. — Prentiss Lamar 
(Rock) Smith, who retired last year as a 


used-car dealer because of illness, died 
Feb. 4. 
* * 7 
Harvey A. Norris 
WEST MILTON, O.—Harvey A. Norri: 


46, for 19 years an automobile dealer here 
is dead. 
+ ~ - 


Mrs. Nina Callahan Holmes 
BUFFALO.—Mrs. Nina Callahan Holmes 
79, vice-president of W. J. Holmes, Inc. 
(Ford), 1440 S. Park Ave., died Feb. 5. 
Ber husband, William J. Holmes, is presi- 
dent of the dealership. Mrs. Holmes had 
been active in the business 33 years. 
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Economy tests 

by Floyd Clymer, 

noted automobile authority 
for “Popular Mechanics”, 
establish another big 

sales clincher for the 

53 Kaiser... 


world’s first safety-first car! 


Take off the blinders and take a good look at Kaiser-Frazer! Write, wire or call Edgar Kaiser, Pres., Kaiser-Frazer Sales Corp., Willow Run, Mich. 


93 Kaiser a 


7h 
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While you're in San Francisco ...be sure to visit the 


Kaiser-Frazer Suite at the St. Francis Hotel. 


Maybe you’ve been told that the smooth 
convenience of automatic drive doesn’t always go 
hand in hand with economy. 

But it does in one car—the Kaiser! And 
Kaiser-Frazer dealers have sales-clinching proof! 
In a recent test by “Popular Mechanics”. a 
Kaiser with Hydra-Matic averaged 24.9 miles a 

gallon at 30 miles an hour. Even at 50 miles an 
hour it averaged 21.8. as the chart shows you. 
And this remarkable mileage figure is further 
authenticated by the everyday experience 
of thousands of Kaiser owners. 
So when a prospect wants Hydra-Matic with 
economy, Kaiser-Frazer dealers have the answer 
...in the new ’53 Kaiser, the world’s safest, 


smartest, saving-est car! 


PS. They also have the answer to successful 

operation in Kaiser-Frazer’s Priceless Franchise. The 
franchise that offers all this: 

1. A discount rate more generous than the average! 

2. Protection against price decline and model change! 

3. A price range that starts with the new °53 Kaiser, 
hottest car on the road...and goes clear below the lowest 
price field with the new ’53 Henry J...now, more than 
ever, the car for today! 

4. Attractive retroactive cash rebates to fleet buyers, 
based on volume purchases. The only fleet plan of its kind 
in the industry! 

5. Passenger cars and only passenger cars to sell... 

no by-products or specialized vehicles! 

6. 100% reimbursement for retail labor on warranty 


work. Kaiser-Frazer values owner loyalty and good will — 
but doesn’t forget the dealer! 


7. A cash bonus that’s tops in the industry! The bonus 


starts with the first car you sell...pyramids with volume 


...and becomes retroactive to the first car! 
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Opening the Doors of New Bryner Outlet— 


B. L. Bryner (second from left), snips the ribbon in ceremonies marking the opening 
of his new building, Bryner Chevrolet Co., Jenkintown, Pa. Bryner opened his new 
outlet the same day the factory announced the 1953 models. From left are R. P. 
Murphy, assistant manager of the New York region; Bryner; J. V. Boland, Philadelphia 
zone manager, and W. K. McKenzie, Philadelphia city manager. 
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Mercury Deal to Tetwiler 








Accountant Shocked by Transactions... . 





Tells of Warning to Knetzer 


SPRINGFIELD, Ill. — Warnings 
against his “ridiculous. transac- 
tions” and the story of a $60,000 
hunting lodge in Wyoming were 
related by witnesses in the trial of 
Robert L. Knetzer, former “new- 
used” car dealer accused of con- 
cealing assets in bankruptcy pro- 
ceedings. 

Earlier, the jury had been told 
about a fortune buried in fruit jars 
along the Mississippi River and 
near the Canadian border. 

Clarence Aldinger, of Alton, IIl., 
an accountant who set up books 
for Knetzer, said he knew Knetzer 
was paying more for hard-to-get 
cars in 1948 than he was charging 
for them. 

“They were ridiculous transac- 
tions,” he sold the jury. “I called 
them to his attention. Knetzer 
said it was his way of making 
money, and he was going to in- 
vest in other sources.” 

Aldinger’s testimony was contra- 


took in $696,000 more than he spent 
|in the six months before his bank- 
ruptcy. 

George H. Allison, of Caspar, 
Wyo., a defense witness, testified 
|that Knetzer spent $60,000 to $70,- 


\Interstate Electric Sold 


To Banking Firms 

| NEW ORLEANS. — Interstate 
Electric Co., electric, major appli- 
lance and automotive wholesaler 
|and its chain of 29 Auto Lec Stores 
in Louisiana, Mississippi, Alabama 
|}and Florida, have been sold to the 
investment banking firms of Dallas 
Rupe & Son, of Dallas, and How- 
ard, Weil, Labouisse, Frederichs & 


|Co., of New Orleans, for $3 million. 


Interstate Electric Co. was 
founded by Percival Stern in 1903 
and the Auto Lec Stores, in 1928. 
Stern, at the present time president 
of both Interstate Electric and 
Auto Lec, will remain as chairman 


taken over a Mercury dealership in 
Ottawa, Kans., formerly Elliott Mo- 
tor Co. 


Harold Tetwiler, until recently 
sales manager of Skaggs Motors, 
Inc, (Ford), Manhattan, Kans., has 
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$$-24 
Comes complete in shipping carton with stock of 24 WIX 
HEVI-DUTY Cartridges. The Display Stand is yours ABSO- 
LUTELY FREE of extra cost. Here's the stock: 










No. Cartridge Services or Replaces 
10 — PC-1-F Fram C-4, C-4P2 
1 — PC-1-A AC L-11 
2 — PC-4-F *52—6 cyl. Ford; '52 Lincoln 
2 — PC-10 Fram C-3, C-3P2 
4 — PC-80-N Puro., Atlas, Mopar P-70, PN-15 
2 — PC-100 AC C-115, Puro. P-51 
1 — PC-62-N Chrysler Full Flow 
1 — PC-127 Buick Full Flow 
1 — PC-122 Olds. Full Flow 















PLUS 


Attractive 24 Cartridge Display Rack — List Price Sheet — 
Dealer Cost Sheet — Dayglo Window Sign — Combination 
Inventory and Identification Chart. 


your cost onty *22.93 










dicted by Harold J. Bruninga, a| of the board. 
Federal Bureau of Investigation 


agent, who said he found Knetzer 





dent. 


D. Gordon Rupe jr. will be presi- 





$$-24 
Ys 


This SS-24 Display Rack unit stands for every- 
thing that speeds up sales. It springs right 
over the one barrier to Oil Filter Cartridge 
sales — the forgetfulness of the car owner. It 
puts in your hands a tireless, silent salesman 
that never stops selling, plus a low cost stock 
of high profit Cartridges to service every pop- 
ular filter-equipped car on the road. And, it 
comes to you complete in ONE unit —a hand- 
some, lightweight, easily portable Rack (NO 
CHARGE) with Filter Identification Chart, 
Dayglo Sign and 24 WIX HEVI-DUTY Car- 
tridges— all in place in one package. Just 
slide Rack out of carton and you’re all set 
to do business — QUICK ! 


Feature SS-24 .. . it’s a springboard to Filter 
Cartridge profits for thousands of Dealers 
right now —GET IN THE SWIM! 





OIL FILTERS CARTRIDGES 


WIX ACCESSORIES CORPORATION - GASTONIA, N. C. 
IN CANADA: WI¥ ACCESSORIES CORP., LTD., TORONTO, ONTARIO 
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of Oil Filter Cartridges 


Stand it on Your Island, at the 
Grease Rack or in Your Store and 
Watch Sales and Profits Soar! 








000 on a hunting lodge and ranct 
He said that he personally pai 
$42,000 of Knetzer’s bills he didn't 
even know were charged to hi! 
until Knetzer went broke in 1948 


Allison told of a hunting trip * 
Shoshone National Park. He said 
the hunting party members, “most 
of whom were from Edwardsville 
Knetzer’s home town, were flown 
in by private plane. The expense: 
were estimated at $50 a day per 
person. 

Later in the trial, Aldinger 
produced a sheaf of work papers 
which caused the prosecution to 
ask for a recess to reinterpret 
the Knetzer books, with the re- 
sult that the estimate of the 
amount concealed was reduced 
from $696,727 to $680,627. 

A prosecution witness, State Rep 
G. William Horsley, a Springfield 
lawyer, told of filing 37 suits in the 
two years after Knetzer’s bank- 
ruptcy, seeking to recover funds 
from Knetzer for division among 
creditors. Horsley said the suits, 
totaling $1 million, named 800 to 900 
defendants. 

Earlier, LeRoy McHugh, police 
reporter for the Chicago Herald- 
American, testified that Knetzer 
hold told him of a fortune buried in 
fruit jars near St. Louis. 

Another witness, Gerald E. Sam- 
mons, farm implement dealer from 
Hillsboro, Ill., said he gave Knetzer 
$101,500, including funds to finance 
a trip to Montana to dig up some 
money supposedly buried there. The 
witness said he was promised huge 
returns on the loan. 


Black Reelected 
Head of National 
Car Rental Group 


ST. LOUIS.—This city has be- 
come the second largest. automo- 
bile rental center in the world, ac- 
cording to John W. Black jr. 
president of the Dixie Drive-It- 
Yourself System, who was reelected 
president of the National Car 
Rental System at the sixth annual 
meeting of the association here. 

Secretary Robert W. Miller, of 
San Antonio, revealed that the 
group now offers more than 7,000 


automobiles for rental in almost 
200 locations. It is estimated that 
the group’s members _ furnished 


customers with 200 million miles of 
transportation in 1952 at a gross 
of approximately $15 million. 


The organization maintains a 
stolen car bureau which sends bul- 
letins to state highway patrols and 
motor vehicle bureaus describing 
cars rented and not returned with- 
in the prescribed time. More than 
50 such bulletins were issued last 
year, it was reported. 

Besides Black, officers elected in- 
clude H. Earl Smalley jr., of Cou- 
ture Motor Corp., Miami, Fla., vice- 
president, and Charles Hillard, of 
Hillard’s Rent-A-Car Company, 
Fort Worth, Tex., treasurer. Mary 
Jane Sullivan was_ reappointed 
executive secretary. 


Reelected to the executive com- 
mittee were Robert C. Barrett, of 
San Francisco; Philip Ostrow, of 
Providence, and Carl Willar jr., of 
Minneapolis. New members are 
Joe Sanders jr., of Los Angeles and 
William A. Young, of Philadelphia. 


Europe Schedules 
233 Auto Races 


BRUSSELS, Belgium.—(UTPS) 
Two hundred thirty-three major 
and minor automobile competitions 
will take place throughout western 
Europe in 1953. 

France is leading with 61 speed 
runs, followed by Italy (41), Britain 
(31) and West Germany (18). 

Belgium is to organize nine major 
competitions between May and 
September, including the famous 
Liege-Rome-Liege race for 500-cc 
racers, the Grand Prix for custom 
built automobiles and the Grand 
Prix of Belgium on June 21. 

Even little Luxembourg is to 
have a major track event and i 
planning a meet with the Germar 
Mercedes and the hitherto invinci 
ble Italian Alfa-Romeo teams. 





=> 








=’ 


eg 
5 


Your Name 
Will be Kept 
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Bill of Particulars 


Insecurity of investment—Selling Agreement cancel- 
lable on short notice without cause or on death of dealer 
. . . territory insecurity . . . territory potential cut by 
overloading with new dealers . . . car distribution inequi- 
ties... warranty service losses . . . inequitable discounts 
... forced transportation system . . . forced cooperative 
advertising ... unwanted equipment... unwanted acces- 
sories—Factory installed . . . unwarranted capital invest- 
ment policies . . . forced compliance with other Factory 
whims and policies such as facilities and personnel . . . full 
Factory profits while Dealers lose profits on model clean- 
ups .. . Factory dictation of major policy decisions of 
Dealers . . . Dealer is not an independent business man 
when there are so many Factory Policies which require 
him to be a “yes man." It's time to correct these poli- 
cies for the benefit of the Dealer— 
his Customers and the Factory. 


Every Dealer's legitimate com- 
plaints can be traced directly to the 
Factory Selling Agreement. That docu- 
ment sets the stage for Dealer obedi- 
ence to many "arbitrary" Factory 
business policies about which each 
Dealer should be able to freely make 
his own decision. 


Gentlemen: 


DEALERS 


HELP WRITE YOUR 


NEW FRANGHISE 








; 


Our Plan of Action 


We are having a NEW FRANCHISE prepared which 
will be submitted to every MEMBER for study and 


recommendations. 


To do this, we have retained General Counsel in 
Washington, D.C., whose members have successfully 
represented Automobile Dealers in all types of Dealer 
problems and who are thoroughly experienced in the 
field of Automobile Dealer feamditin Agreements and 
Factory Dealer Relations. 


The final draft of the Franchise, containing the 
consensus of opinion of all Members, will be pre- 
sented to the proper Chrysler Corporation officials 
for adoption. 


Dealers and the Factories have such a large stake in 
this problem that neither party can afford to by-pass 
any effort within the Industry for a 

solution. 


If the desired and necessary re- 
sults are not readily achieved, we will 
obtain Government assistance from 
the Federal Trade Commission, De- 
partment of Justice and the Congress 
for an INVESTIGATION of inequi- 
table business practices within the 
Industry. 


APPLICATION FOR MEMBERSHIP 
CHRYSLER - DE SOTO - DODGE - PLYMOUTH DEALERS ASSN., INC. 


1101 CONNECTICUT AVENUE, N.W. 


WASHINGTON, D. C. 


As a Factory-Authorized Dealer selling and servicing motor vehicles produced by Chrysler Corporation and its manufacturing divisions, 
| hereby apply for membership in the above Association. Attached is my check paying membership dues in advance for 12 months, 
on following basis — counting all new Chrysler, DeSoto, Dodge and Plymouth automobiles and Dodge trucks sold by me in 1952. 


SALES MEMBERSHIP FEES 

100 or under $ 25.00 

Over 100 but under 250 50.00 

. 250 and above 100.00 
G t r i ¢ t y ai Si a I aio iin oer ee A Re ARR ERSS.60:9 6 EDEN S ORE ERE TERNOREKI ACEI OOS 44008940 Rs eee 
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e . Se Gr Or ey I iris 055 'o bck pow sabi awe 40s 0 60 6040000 0.0 oes padanese cede een eens seke0 cenunebanene 
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Franchised Dealership (Make of Vehicle): ...........eeeeeeee% ek ra No. of Employees: .......... 
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Can Make or Scout Dealer, NADA Clinic Agrees... 
Service Held Key to Profit 
Following are digests of talks; formation just as we used them. service and parts sales in order 
made by dealers at the NADA con-| They are as follows: | to secure as much coverage of 
vention clinic on “Management’s 1. Make every effort to get the | the fixed overhead as_ possible 
Responsibility in Organizing the|overhead in line with potential| from these important de- ~e 
Business.” The clinic was _ held| sales and keep it there. partments. ; 
Saturday (Feb. 14), with George A. 2. Unfreeze used-cars and secure 5. Establish a firm credit policy 
Daniels, Pontiac dealer in San/a 30-day turnover of units and/and see to it that all accounts 
Francisco, acting as moderator. dollar volume. receivable are reduced by insti- 
* * & 3. Get rid of all obsolete parts|tuting an intensive collection 
‘ ‘ 28 and obtain a proper stock of fast | program. 
Management's Responsibility In moving parts. — These five points are funda- 
Organizing The Business 4. Make every effort to build |mental and should be maintained 
George A. oe ee - in every dealership at all times—if|Cleveland Dealer Leaders Take Office— 
G e Daniels (Pontiac), San Francisco e " ‘ ‘ 
iotee che aia years of License Forfeitures Set ar a eee ee New officers elected by the Cleveland Automobile Dealers Assn. are (from left) 
the 30’s, I was employed by General| Record in Colorado lie. ietiemian Gapevemianie Wen ce ee Ce nel 
Motors in reorganizing dealers who} DRENVER.—An alltime record|deal with this morning is service. ~- Y, sa of i.e sovich (Ch - nt : thy, cian 7 . ‘ad 2 Bent a. 
were having difficulty keeping their | number of 7,100 Colorado motorists|I might add that were it not for |‘'*®Pre*' aon ha ae Past tb pa S Stade Scckatnen caianae 4 cities 
heads above water. Some of the/jost their drivers’ licenses during|the service and parts departments, ST tae oa “dle od "We bia ine ie 1983 " Plo a ae ake & r* ae 
dealer conditions I ran up against | 1952, according to A. B. Nash, su-}|many of the dealers in business bed 7 is Se ees “ so a a oy ogi ie item iathee ten ia 
were, at first glance, seemingly im-|pervisor of safety plans and re-|today would not have weathered | -"Cs% Ouigoing association president’, ane i eae a ce 
; seat , Barker and Cecil Northup. Also awarded citations were Ernie Dowd and Ray Herz 
possible. Losses from $1,000 to $7,-| sponsibility for the State Motor| the lean years of the 30’s. sich of te Cheated Aahematies Wade A 
000 a month were not uncommon | Vehicle Bureau. This, he said, is} I think we will all agree that Seen ee er ee eee eee eee 
and, in some cases, the losses ran| nearly twice the 1949 total. the lush years—since World War II : bs : F 
as high as $15,000 to $20,000 a Suapensions totaled 5,500 and}/—are gone, for the time being at a a saan hee ae tae ators eae the 
month. revocations, 1,600. The record com-/|least, and that we face a period oe ae wai picture in the past few years. 
The corrective measures were | pares with previous highs of 5,975|when good management, in all de- | Operating basis. : 4 Factors that make the job more 
comparatively simple and I am /in 1951, 4,714 in 1950 and 3,312 in| partments, is essential. This is the However, this is not as simple | gigouit to accomplish. 
giving them to you for your in- | 1949. time when it becomes vastly im-| as it was a few years ago. A This morning, we propose to 
discuss these factors and other 
problems of service. The panel will 
make some suggestions which we 
feel will get the answer that is 
wanted. 
* * 6 
‘Importance Of Good Service Oper- 
ation To Dealership—With Special 
Emphasis ~ Personnel’ 
'y 
Fred J. Fletcher 
lL MLL TLL LT (hatch), Ben dese, Catt 
NEERED LUBRICATION EQUIPMENT ee eee a ee 
Li, (a) fe STYLENGI —on the importance of a sound 
7 SALES PL TP LEG service department, see its value 
PAYS #0 4 . and its rewards, and yet deny it 
5 eos the capital investment that fine 
It attracts and increases customer traffic—inspires modern equipment entails, plus the 
- A investment in time needed to do a 
Soom vccasoncemetniaantl tatoestinecialanart good job of —- personnel to 
: hour operate the department. Under- 
po a It enables the operator to do up to 5 lube jobs per hou diate ae de Gad tee Ge 
a Tr vestment in time and money re- 
: " - e flects a dealer-attitude which 
Le st CM tier Cea old ees Ee probably becomes the basic cause “a 
Pee ie ma CC ee ms = a _es in the service 
Ct Mmm di mu epartment. 
Ae espe Sega If the dealer fails to recognize 
in cars.) the importance and potential of 
eM eS a a _ joe 7a i oo 
Pee te ae ad Co employes to see any opportunity 
or to expect a respectable future? 
“Coca-Cola, Major Oil Co. Survey 4-52 It follows most naturally that the 
employer’s negative attitude will 
be reflected and magnified in the 
attitudes of these employes and, 
progressively, the condition will 
inevitably give rise to a deterio- 
ration in relations between em- 
ploye and customer. 
It may be a sad commentary, but 
I believe some of us operate with- 
out public confidence or respect in 
service matters. 
Many suc- 
cessful dealers 
feel that the 
service de- 
partment is the 
CHASSISLUBER* and GEARLUBER* PORTABLE TWO PUMP AUTOLUBER* a eee 
Each unit incorporates in its cabinet an Air-Motor A complete multi-purpose, portable lubrication unit. creating that 
operated Lubrigun; and an Air-Operated, automatic Cabinet houses two Air-Motor operated Lubriguns, priceless pos- 
retracting Reel and Hose Assembly. Semi-circular ; 100 Ib. drum size, one for Chassis lubricant and one . lled 
Sleeve and Lubrigun are easily raised, as a single unit, for Gear lubricant. Hose Assemblies for each Service | Session 3 alle 
to fully elevated position where it locks automatically are housed in separate compartments in center of good wi ll. The 
permitting fast, easy change of 100-Ib. drum. Arranged DISPOSOIL*—WASTE cabinet—may be easily withdrawn or returned from service de- 
back-to-back, alongside lift, units present the OIL DRAIN either side of the cabinet. Unit has the same fast, partment is one Fred J. Fletcher 
appearance of a single battery of equipment. Provides i one-man drum changing feature incorporated in the part of a dealer’s business which is 
the ultimate in speed, efficiency and merchandising ee Chassis and Gearlubers. Air Inlet on each end of largely his own and is least sub- eg 
effectiveness. oe Rout rere =p 10.9% ante. uae Games supply line to either jected to outside direction and , 
Telescopes to 72” from floor. control. 
Adapter casting, furnished with It comes nearer than any other 
unit, threads into bung-opening department in reflecting the 
a ele dealer’s character. Why is it that 
casting opens Valve in Drain even some dealers who do have the 
Bowl for emptying. Adjustable right attitude, who are adequately 
Hinge Cover on Bowl catches equipped, who have properly 
oil from te trained personne —— fail = 
plugs. Easily moved wherever make a reasonable profit—or, for 
desired by tilting and rolling that matter, fail to confine their 
unit on circular Base. service operation to a reasonable 
loss? —- 


Even though they do a good 
shop volume, operate skillfully, 
watch and control costs, enjoy a 
good reputation and treat the 
public fairly—still the outcome is 


“972” CHASSIS LUBRIGUN* 

Here is the new Model 972—the value leader in 
portable, Hi-Pressure Chassis Lubriguns. Incorporates 
the same famous 50 to 1 pressure ratio, Air-Motor 


MATCHED PORTABLE CABINET MODELS 
This new economy-priced line of matched lubrication 
units includes an Air-Motor operated Chassis Lubrigun, 
manually operated Gear Dispenser, Automatic 


operated Pump used in Lincoin’s most expensive Transmission Fluid Dispenser (not illustrated), and unprofitable! 
models. Sleeve accommodates 25 or 50 Ib. refinery Drainmobile. Sleeve and Pump can be raised, as a Let’s look back 30 years when an 
container. Drum can be changed in less than a minute. single unit, for fast, easy change of 100 Ib. drums. automobile mechanic earned 75 


Units roll smoothly and safely on free-swiveling, four 
caster Bases. Here is superb decorative equipment at 
lowest price, yet consistent with Lincoln's high 
standard of quality. 


Unit includes 6-Ft. Hose Assembly, and is mounted on 


‘ ine. § sor 8 cents an hour and the rate to the 
ree-rolling, four-caster Base. 


customer was $1.50. Fifteen years 
later—about 1937—the mechanic’s 
wage had risen to $1 an hour and 
the rate to the customer is again 
twice the mechanics’ base pay, or 
$2 an hour. 

About this time certain employe 

(Continued on Page 96, Col. 1) 











DISTRIBUTORS OF 
H-W CONTINENTALS 


Automotive Equipment Company 





_ 311.N. E. Oregon Street 
Portland 14, Oregon - 


Barton Supply Company 
3026 Broad Street North 
Philadelphia 32, Pennsylvania 


Berlin’s Auto Trim Supply Co, 
1610 West End Avenue 
Nashville, Tennessee 


Best Auto Parts, Inc. 
11227 Superior Avenue 
Cleveland 6, Ohio 


Fred A. Carlesson 
535 Main Street 
oe Salt Lake City, Utah 


Carolina-Houdaille Company 
135 W. First Street 
Charlotte, North Carolina 


Commercial Tire & Supply Co. 
4657 West Madison Street 
Chicago 44, Illinois 


Eberts Cadillac Company 
206 Ionia Avenue, N. W. 
Grand Rapids, Michigan 


Ellis, Inc., Automobile Accessories 
1027-1029 Commonwealth Avenue 


Boston 15, Massachusetts 


Forshay Bros., Inc. 
245 West 55th Street 
New York 19, N. Y. 


Grinold Auto Parts, Inc. 
366-72 Hudson Street 
Hartford 5, Connecticut 


H & M Auto Parts 
2115 S. Michigan Avenue 
Chicago, Illinois 


Hollywood Automotive Accessories 


10646 Plymouth Road 
Detroit 4, Michigan 


Hub Auto Supply, Inc. 
957 Commonwealth Avenue 
Boston 15, Massachusetts 


ae Dana Hudelson, Inc. 
302 East University Avenue 
Champaign, Illinois 


C. P. Hunt & Company 
2406 Webster Street 
Oakland, California 


Kaufman Auto Supply Co., Inc. 


1150 Bedford Avenue 
Brooklyn 16, New York 


A. L. Kocsis 
Selby De Mexico S. A. 
Apartado 21012 
Mexico 1 D. F., Mexico 


Leach Auto Products; Inc. 
1012 State Street 
Schenectady 7, New York 


Millard Supply Company 
1930 McGee Trafficway 
Kansas City, Missouri 


Paramount Service Inc. 
537 Turk Street 
San Francisco, California 


Progressive Automotive Co. 
3021 Locust Street 
St. Louis 3, Missouri 


Fred Rupell 
3305 Swiss Avenue 
Dallas 4, Texas 


Salute ine Supply Co., Inc. 
Rice & Central 
rs St. Paul 3, Minnesota 


Schultz & Company 
2811 South Hill Street 
Los Angeles 7, California 


Shaset’s Auto Supply, Inc. 
1155-59 Broad Street 
Providence 5, R. I. 


Summers-Herrmann Inc. 
Third and Breckinridge 
Louisville, Kentucky 


uh The Tarbell-Watters Co. 
144-150 Chestnut Street 
Springfield 1, Mass. 


Jay Trost 
644 Schieme Street 
Fort Worth 14, Texas 


Van Sales Company 
274 East Long Street 
Columbus 15, Ohio 


Weiner Tire & Supply Company 


219 North 13th Street 
Omaha 2, Nebraska 


Cecil Whitebone 
950 Van Ness Avenue 
San Francisco, California 
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In selecting an outside spare tire mounting for 
the Packard Pan American, we naturally 
sought the cleanest, most compact and readily 
adaptable unit. We chose the Hudelson- 
Whitebone Continental . . . because its design 
meets all of these qualifications: also matches 
the wire spoke wheels featured on this car. 
The cooperative efforts of the engineers from 
Hudelson-Whitebone and Henney Motor 
Company produced the final installation 
which has been completely successful. 


Only the Orintral*® 
H-w Llorntinental 
Could Meet All 
Qualifications for this 
Prize-Winning Packard 
Pan American 


Richard Arbib, Automotive Designer 





iP 
PRIN ale Oe _ 


Sage Site 


Rn ae a iliac 


Get Your Share of Big Extra 
Profits Offered By This 
Distinctive Style Trend To 


H-W d 
CUSTOM REAR CONVERSIONS 


Just as it meets all qualifications for this glamorous Packard 

Pan American, winner of the first prize at the International 

Motor Sports Show . . . so will the H-W Continental add new 
beauty, distinction and dashing style to the cars you sell. Yet it 

is moderately priced, has many practical features, and is easy 

to sell when displayed on show room cars. So cash in on this rapidly- 
growing style trend to distinctive H-W Continental Custom Rear 
Conversions . . . and get your share of the big extra profits 
offered. Ask your parts jobber or write, wire or ‘phone... 


HUDELSON-WHITEBONE CO. 


522 North Hickory St., Champaign, Illinois 
950 Van Ness Ave., San Francisco 9, Calif. 
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Fast Acceleration 
Claimed for New 


K-F Sports Car 


WILLOW RUN. — While Kaiser- | 


Frazer engineers aim for volume 
production starting in July, an- 
other set of performance figures 
has been released on the firm’s 
Fiberglas-bodied DKF-161 sports 
car. 

T. A. Bedford, general manager 
of the K-F automotive division, 
said the DKF-161 can accelerate 
from 10 to 70 miles an hour in high 
gear in 15 seconds—partly because 
of a 1-to-22 power-to-weight ratio, 
one horsepower for each 22 pounds 
of dead weight. 

Despite designer Howard Dar- 
rin’s low, sweeping lines, Bedford 
said, the model will maintain 
standard road clearance with a 
cowl height of only 36 inches. It 
will be offered in a full range of 
colors. 

The combination of low silhou- 
ette and 183.5-inch overall length 
provide “exceptional stability,” Bed- 
ford said. Braking surface is 132 
square inches. 

An all-weather sports top will be 





automotive 
progress... 
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Staff Gets Annual Reward from Koup— 


Employes of Koup's Garage, Inc. (Packard), Watertown, N. Y., display the turkeys 
which were presented to them by the management. Koup hands out turkeys each year 
to all employes, whose average length of service with the dealership is 11% years. 
In addition, Koup invites all his employes and their wives to his home for Christmas 





dinner. 
completely concealed under the 
deck lid when not in use. Wire 


wheels will be optional. 





Nebel Motor Expands 
Nebel Motor Co. (Cadillac-Olds- 
mobile), of Jefferson City, Mo., has 
embarked on a $25,000 construction 
program. 


Meehanite Issues Booklet 


NEW ROCHELLE, N. Y.— 
Meehanite Metal Corp., 714 North 
Ave., has published Bulletin 41, en- 
titled, ““Meehanite Metal as a Ma- 
terial for Forming and Stamping 
Dies.” Also available upon request 
is a sound slide film of the same 
title. 


16, 1953 





INDIANAPOLIS.—Marking a de- 
viation from the usual automobile 
show, more than 73,000 persons 
trooped through the Manufacturers 
Bldg. at the Indiana State Fair 
Grounds to attend the City’s first 
used-car show. 
| The used-car “bargain carnival,” 
| sponsored by the Indianapolis Star 
jand the Indianapolis News, ran 
| four days, including four night per- 
formances and one on Sunday 
jafternoon. It was staged in an 
effort to move mounting used-car 
| stocks. 

Forty-four exhibitors used one to 
three display booths each, and a 
total of 150 used cars was on dis- 
play at all times. For every ve- 
hicle that was sold, a new unit was 
moved in during the hours that the 
show was dark. 

The show was promoted by the 
papers and radio stations. 

Drawing cards included $4,000 in 
cash prizes, with two $500 prizes 








Hyatt precision bearings 


Once again automotive engineers have translated “designs of 
the future” into the cars of today . . . the sleek 1953 models 
now rolling over our highways. And again, Hyatts are the pre- 


ferred bearings for these cars—because Hyatt’s far-reaching 


research and precision manufacturing, backed by more than 


sixty years of bearing experience, have kept pace with the 


tremendous strides of the automotive industry. There is no 


substitute for Hyatt quality in car, truck, and bus applica- 


tions. Hyatt Bearings Division, General Motors Corporation, 


Harrison, New Jersey and Detroit, Michigan. 


oo 


73,000 Visit U. C. Fair 


Indianapolis Dealers Stage Four-Day ‘Carnival’ 
To Help Move Growing Stocks 










being awarded nightly. There also 
were numerous merchandis« 
awards provided by the exhibitors 
An old-fashioned square dance als: 
was staged nightly. 


Attendance Mark 
Sighted for Jobber 
Show in Dallas 


DALLAS. — Attendance of auto- 
motive jobber and dealer personnel 
for the 1953 Southwest Automotive 
Show is expected to break all rec- 
ords, according to Dean Johnson, 
show manager. The show is sched- 
uled to be held March 26-29 in the 
Automobile Building, Fair Park. 


More than 300 southwest jobbers 
with about 550 outlets have signed 
up to sponsor the show, and have 
distributed informative foiders to 
their customers to spur interest in 
the exhibition. 

One folder is in the form of a 
newspaper which highlights about 
40 of the many new products to be 
exhibited. The other is an advance 
copy of the show program and con- 
tains the floor plan, listing of ex- 
hibiting manufacturers and booth 
numbers, together with the roster 
of sponsoring jobbers and branches. 


The folders also have been used 
as direct-mail pieces, sent from the 
show office to 10,000 car dealers, 
garages, service station operators 
and fleet owners within a 150-mile 
radius of Dallas. Immediately 
prior to the show, newspaper ad- 
vertisements will be placed _ in 
many newspapers within this 150- 
mile radius, Johnson said. 


Show hours are 1 to 9 p.m. on 
March 26, 27 and 28, and 9 a.m. to 
6 p.m. on Sunday, March 29. 


Johnson said that more than $1 
million will be spent by the 275 ex- 
hibiting manufacturers to display 
and demonstrate their products, 
consisting of automotive shop 
equipment, tools, parts, accessories, 
chemicals and supplies. 


Dodge V-8 Wins 
NASCAR Opener 


WEST PALM BEACH, Fla.—Lee 
Petty, driving a 1953 Dodge V-8, 
won the first NASCAR-sanctioned 
race of the season here last week 
at the Palm Beach Speedway. 


The race, run under rules of the 
National Assn. for Stock Car Auto 
Racing, was a 100-miler—200 laps 
over the half-mile circuit. In sec- 
ond spot was Jimmy Lewellan, 
driving the ’52 Plymouth that Petty 
drove to third place in the overall 
point standings last year. 

Tim Flock, defending champion, 
scored third with a 1953 Hudson 
Hornet. 

This is the second stock-car vic- 
tory for the Dodge Coronet since 
it appeared on the market. George 
Seegar, California stock-car racing 
driver, won the checkered flag with 
a Dodge in a 100-miler over the 
half-mile Carrell Speedway last 
Nov. 9. 


Sketching U.S. 


New Bemis Booklet Depicts 


Productivity Boons 


ST. LOUIS.—An educational car- 
toon book showing that productiv- 
ity is the key to America’s pros- 
perity has been announced as the 
fifth in a series sponsored by Bemis 
Bros. Bag Co., 408 Pine St., St. 
Louis 2. 

Entitled “A Better Life for You,” 
the booklet tells the story of how 
machines put more men to work 
and how greater productivity cre- 
ates a better life for everyone 
through lower prices, higher wages, 
shorter hours, more profits and 
more jobs. 

Earlier booklets in the series have 
covered such subjects as inflation, 
the citizen’s responsibility for good 
government and community growth, 
and how to understand political 
issues. 

Bemis said it developed the book- 
lets as an aid to other businesses 
and organizations in their employe 
education programs. 
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Wi Uys .. Pace-Setter 


for year-round sales 
ae 


Willys dealers are favored 
with products that have en- 
thusiastic reception with the 
public... with a good profit 
making franchise...and with 
a growing program of result- 


producing advertising. 





AC vr cm 


AERO-FALCON 2-Door and 4-Door 


If there is no Willys dealer near you, 
write or wire us about a Willys franchise. 


WILLYS-OVERLAND MOTORS, INC., TOLEDO I, OHIO 











12 R gE OR RE PRE EN 
tin 
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Dealers tell me... 


(Continued from Page 3) 





and larger sales forces to a point 
of threatening them with cancel- 
lation if they do not swing into 
line and comply. 

* * * 


Dealers Losing Patience 


HIS is indeed a_ shortsighted 

policy. The dealers who sur- 
vived the depression, as well as 
many who have gone into business 
since the war, have pretty well es- 
tablished themselves during the 
period of profitable operation and 


are not inclined to be shoved 
around. Indeed, before cancel- 
lation is even threatened, some 


might be disposed to retire from 
the field altogether if competition 
becomes acute or ruinous. 

Some factories, blinded by the 
fact that they were overloaded with 
applications for franchises during 
the lush days, may in the months 
ahead find it more difficult to re- 
place dealers who have been forced 
out or who have resigned of their 
own volition. 

Venture capital 
manifested increasing 


has already 
signs of 


caution when it comes to auto- 
mobile retailing, and this caution 
will mount at the first indication 
of cutthroat selling or undue 
factory pressure. 
membered that in prewar days, 
bankers, familiar with these con- 
ditions, looked upon the retail 

automobile business with a 
jaundiced eye. 

Of course, not all manufacturers 
are blind to reality. There are 
those who recognize that a well- 
entrenched dealer, with proper fa- 
cilities and a reputation for hones- 
ty and fairness, is a distinct asset 
to distribution and is too good a 
customer to lose. 


When such a man is forced out 
of business, sometimes as a result 
of petty arguments with his facto- 
ry, the task of the new dealer who 
replaces him is difficult. Rebuild- 
ing prestige of the dealership can 
take a long time. Individual car 
owners are, like most of us, 
creatures of habit. Accustomed to 
buying from a firm they have 


known for years or having the 








same mechanic service their cars 
for a long period of time, they 
frequently drift away to other 
makes and other service depart- 
ments when that continuity of 
relationship is broken, particularly 
if they harbor any resentment over 
the manner in which the change 


was accomplished. 
* + * 


Ie will be ne, | flow to Inspire Loyalty 


UTOMOBILE manufacturers 

who are aware of the im- 
portance of continuing their fa- 
miliar outlets of distribution are 
pursuing the more intelligent 
course. Through dealer councils 
they are seeking the guidance of 
dealers in improving their product 
and are also utilizing the councils 
as a sounding board for the ad- 
justment of dealer complaints and 
grievances. 

The approach of their zone 
travelers is that of assisting the 
dealer to make more money 
through the increased sale of cars, 
service and parts. They are 
constantly presenting practical 
ideas as to how to cut expenses 
sensibly. They are impressing 
upon the dealers that the factory 
regards them not as serfs in a 
feudal system, but as valued 
customers. 

One district manager employed 








Se 


Sleek, Slender and Sophisticated— 


New slenderness in automotive and milady's fashions is pointed up in this window 
display of B. Altman & Co., department store on New York's Fifth Ave. The spring 


fashion display features the silhouette of 


the new Studebaker Commander hardtop, 


as does the current Americana issue of Vogue magazine. 





this course with such energy and 
fervor that when he was recently 
promoted by his company the 
dealers in his territory unani- 
mously regarded his departure as 
the loss of a sincere and valued 
counselor. It represents a dis- 
tinct departure from some 
concepts of factory-dealer re- 
lations. 

This sort of procedure creates 


Impressing New Thousands of Auto Radio Listeners... 





The Delco Automatic 


SOnal-Sroping Railio 


Selecting and tuning in an unlimited number of stations—automatically—without resort- 
ing to push-buttons or knob, has so appealed to car owners that the demand for car radios 
equipped with Delco Radio's now-famous Signal-Seeking Tuner has reached a new high. A 
touch on the selector bar and the tuner travels across the dial until it encounters the first station 
signal, then proceeds to the next station when the selector bar is again depressed . . . in some 
localities as many as fifty stations can be received. Your customers are definitely interested — 
we suggest you investigate this greatest of all car radios. 





Greater Driving Safety! 

When operating the new Delco radio, 
the driver need never remove his eyes 
from the road. The tuner makes all the 
adjustments—pinpoints the station for 
finest possible reception. 





be 





Greater Listening Pleasure! 

A special sensitivity control in the 
Delco Signal-Seeking radio lets you 
tune in even distant stations with 
weak signals or tune out all but the 
nearby stations with strong signals. 


DIVISION OF GENERAL MOTORS CORPORATION, KOKOMO INDIANA 





No Adjusting to New Stations! 
With the Signal-Seeking radio, there are 


no push-button adjustments to make 
when entering a new locality. Wher- 
ever you drive, this new Delco radio 
selects your stations automatically. 





loyalty and enthusiasm. It builds 
up an esprit de corps which makes 
the man who deals with the car 
buyer feel he is part of a team not 
only in making his operation more 
profitable but in enhancing good- 
will in both directions—toward the 
public and the factory. 


It was this sort of teamwork, 
inspired by the General himself, 
that put Eisenhower over, and if 
followed by more manufacturers, 
it will encourage the dealer to work 
just as much for those who evolve 
policies and programs as he will 
for himself. Loyalty, sincerely 
won, is a cherished possession. 


Car Makers Fail 
To Crack List of 


Best-Run Firms 


NEW YORK.—This country’s 10 
best-managed companies, as_ re- 
ported by the nonprofit American 
Institute of Management, fail to in- 
clude an automobile maker, but do 
number three automotive suppliers. 

The latter are du Pont, Goodrich, 
and Minnesota Mining & Mfg. They 
ranked third, fourth and sixth, re- 
spectively. 

Topping the list was Hotels Stat- 
ler Co. Others included American 
Telephone & Telegraph, Grand 
Union Co., National Cash Register, 
National City Bank of New York, 
Procter & Gamble, and Time, Inc. 

The institute reported that 330 of 
the 3,000 firms it covered in a 12- 
month survey could be called “ex- 
cellently managed.” The top 10 all 
scored more than 9,000 points out 
of a possible 10,000 on its rating 
scale, the institute said. 

The profit record of the eight- 
unit Statler chain indicates, the in- 
stitute said, “that the earning 
power of the Statler company 
arises less from spontaneous public 
demand for the services it performs 
than from an unusually acute man- 
agement conception of how profits 
can be earned, even during times 
of rapidly rising costs.” 


Mass from Mass. 
Six-Foot-Six Gov. Herter 


Can’t Fit in New Car 

BOSTON.— The new Massachu- 
setts Republican governor, Christian 
A. Herter, is having automobile 
trouble. 

After using a new car on a trial 
basis for the first few days of his 
term, Herter gave it up and put 
the old limousine which served 
ex-Gov. Paul A: Dever, Democrat, 
back on the road. 

The six-foot six-inch chief execu- 
tive complained that “my lanky legs 






|won’t allow me to sit comfortably 


in the back seat of the new car 
or the front seat of the old one.” 
He decided to compromise by utiliz- 
ing the limousine and confining all 
his riding to the back seat. 


Mopar Distributorship 


Reorganized in East 


WASHINGTON. — Formation of 
U. S. Parts Corp., to handle the dis- 
tribution of Mopar automotive 
parts and accessories and Chrysler 
industrial engines, has been an- 
nounced by J. B. Trew, chairman 
of the board of the new firm. 

The distribution, formerly han- 
dled by Trew Motor Co.’s parts di- 
vision, covers the District of Co- 
lumbia, Maryland, Virginia and 
parts of West Virginia. Donald P. 
Nelson, formerly associated with 
Trew Motor, will be president, 
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taxicabs, there are more Plymouths 


G 
pI 
Ie SOT A RE NA NEI TEE ROSES Me OIA RR II ta WG AR II EI TETRA HN RSS ARAN 


i 
% 
f 





a 
6 
1 


than all other makes combined! 


; 
i 


i 

f 

H 

BUILDS GREAT Caps LU ET LO ery LUT Meri Oy 
' 


k& Tn 


ky POT 





PLYMOUTH-Chrysler Corporation's No. 1 car 
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Sales Conditions in Various Areas .. . 


Auto Market Reports 


combinations is creating ens | two-thirds of his current sales were 
of a problem. One pointed out that | cash transactions. 
he had a dozen cars in his show-| And, it is said consumers gener- 
1953. Two large dealers reported | T°™ but couldn’t use any of them Samiiee ae i cae aaaledne 
the best January volume on record. | to fill his 100-order backlog because | price range.—(George E. Toles.) 
Customers are buying readily and|the colors weren't right. - me 
doing little haggling over prices, it} While sales managers say it is 
was said, and dealers generally are| pretty much of a seller’s market | 
optimistic over business prospects|right now, they predict that by} Favorable economic conditions 
for the first six months of the year.| jay or June salesmen will be|are being reported from all parts 
One large dealer reported sales | pushing doorbells again. They de-| of Arizona. 
of 400 new and used cars between | cjare that it won’t be long before| Industrial jobs have more than 
Dec. 26 and Jan. 26, adding that | th. industry's high production) doubled in the past three years, 
some models were sold out | .chedule will begin to overtake de-| according to a survey of the First 
— in —' s ailine @ car mand. National Bank of Arizona. In 
in the metiem-priee 20h . oad he There appears to be plenty of — County, mandsacturag ¢m- 
P Be, nas in the Buffalo | Ployment has even quadrupled. 
was out of cars at the moment. purchacng power & te Data | 3 
However, the inventory picture} @rea Employment is near an | A shortage of engineers, drafts- 
is not uniform. The customer can alltime high, and take-home pay | men and skilled workers is preva- 
is substantial, many workers get- | lent all over the state. 


walk into many showrooms and . : 
buy a car right off the floor, if he’s ting overtime, Cotton mills report 





Buffalo 


New-car business in the Buffalo 
area has opened up strongly in 


Arizona 


orders 


not too fussy about model and This is reflected in the sur-| which will carry them through 
color. prisingly large number of cash| the first quarter, though the 
Dealers have found that the|deals. One dealer, handling a make | second quarter has been slow in 


ever-widening assortment of color 


16% of Leo Bianchi’s / 
service men account for 


407. 


of all his labor sales! 


in the upper-price bracket, said| developing. Most shoe manufac- 


READ HOW THIS PONTIAC DEALER’S BUMP AND PAINT SHOP PAYS OFF BIG! 


16, 1953 


| because 


| 
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turers, too, have entered 1953 


with a backlog of orders. 


The Navajo tribal council was 
told that a $4 million mill to handle 
manganese is projected near 
Crystal, N. M., but will not be} 


built unless the Government estab- | 


lishes a firm price on manganese | hy 


for a 10-year period. This factor| 
will determine whether the tribe} 
gets an expected $6,500,000 in| 
royalties from manganese deposits | 


on its land. 
* * * 


Hutchinson, Kans. 


Used-car business in Hutchinson, 
Kans., hit a low point in January 
of taxes and Christmas 
spending, a survey of dealers in- 
dicates. The inclination of cus- 
tomers to keep from adding to per- 
sonal property until after the 
March 1 assessment deadline also 
has been a factor in slowing down 
sales. 

However, the used-car market 
has shown signs of firming a 
little. Prices on average and be- 
low-average cars have declined, 
but the demand and prices on 
late-model, top-quality cars have 
been good in recent weeks, Sales 
of 1953 models pulled many cars 
to used-car lots. 

Nearly all dealers look for an im- 











Actual sales figures 
from Mont Clare 
Motor Sales, Inc., 
Chicago, Illinois, 
show clearly the 
profit picture you, 
too, can have with an 
up-to-date DeVilbiss Paint Shop. 

This progressive dealer’s bump 
and paint shop accounts for 40% 
of monthly labor sales, yet only 
16% of the service employees 





Leo Bianchi 


work there! 1951 labor sales in 
this department amounted to 


$12,000 per man! And 1952 was 
even better! 

Mont Clare’s president, Leo 
Bianchi, knows that one good 
paint job sells another, and that 
you can’t get the best results 
without good men and top-notch 
equipment. Both he and _his 
painters prefer DeVilbiss Spray 
Equipment. His shop is now 
turning out 300 to 350 cars each 
month. 

Money-making dealers all over 
the country are using complete 


DeVilbiss Paint Shops, which in- 
clude scientifically lighted and 
ventilated spray booths, produc- 
tion-type spray guns, air com- 
pressors, drying ovens, air trans- 
formers, hose and connections. 
Profit return on the investment is 
steady and high. 

There's no reason why you, too, 
can't enjoy bigger, better profits 
from your service department — 
well show you how. Call your 
local DeVilbiss jobber, our 
branch office or factory. 





CS Eka sled 


Over 300 cars a month are painted in this DeVilbiss Water-Wash Spray Booth 


THE DEVILBISS COMPANY, Toledo, Ohio 


Windsor, Ontario ¢ London, England ¢ Santa Clara, Calif. 
Branch Offices and Distributors in Principal Cities Throughout the United States, Canada and the World. 


Spray Guns 








Hose and 
Connections 


Spray Booths 


FOR BETTER SERVICE, BUY 


DeVILBISS 





Four Decades— 


A gold lapel pin commemorating 40 
years of continuous service with Goodyear 
Tire & Rubber Co. is pinned to the lapei 
of A. G. Cameron (right), general manager 
of Goodyear Foreign Operations, Inc., by 
P. W. Litchfield, chairman of the board. 
proved market in the spring. Some 
dealers report an increase in used- 
car business because of the reac- 
tivation of the Hutchinson Naval 
Air Station, but there has been 
some difficulty in financing pur- 
chases for men stationed at the 
base.—(George M. Hunholz.) 

+ + * 


Van Wert, O. 
Van Wert County (O.) dealers’ 


|new-car sales in December were as 


follows: 

Ford, 24; Plymouth, 11; Dodge, 
10; Chevrolet, 8; Mercury, 7; Olds- 
mobile, 6; Buick, 3; Pontiac, 3; 
Nash, 3; Chrysler, Studebaker, 
Packard and Kaiser, 2 each; Hud- 
son and DeSoto, 1 each. 

Thirteen new trucks also were 
sold — Dodge, 5; International, 3; 
Ford, 2, and Chevrolet, Studebaker 
and White, 1 each.—(Simon M. 
Schwartz.) 


* * > 


Ottawa 


February used-car sales in 


| Ottawa have been even slower than 
| last year, dealers report. 


In contrast to price cuts readily 
given three or four months ago, 
however, dealers have held stub- 
bornly to present price tags. The 
only exception is older cars, where 
price cutting is still quite general, 
it is reported. 

Used-car lots now are heavily 
loaded, but many dealers say they 


will boost prices in March in 
anticipation of a good selling 
season. It is felt that the spring 


market may be better than that 
of last year—(M. L. Schwartz.) 
+. = a 


Montgomery, Ala. 


One used-car lot in Montgomery, 
Ala., closed down and another re- 
portedly was planning to close as 
this city experienced a decided 
slump in the used-auto business in 
January. 

Prices were reduced on some 
lots, although most dealers re- 
garded the situation as typical 
for the month and held to previ- 
ous price levels despite a drop 
in sales compared with December. 

Most dealers expect the situation 
to change for the better before 
long. 

At least one dealer increased his 
sales force in an effort to offset 
the slump, and others ran unusu- 
ally heavy advertising schedules, 
including an offer by one dealer of 
100 gallons of gasoline free with 
each used car. 

Franchised dealers who have 
shown their new models report that 
interest is strong, and they are 
optimistic regarding new-car sales 
prospects, at least for the first half 
of the year.—(William R. Lynn.) 

* * 7 


Indianapolis 


Total new-car sales in Marion 
County (Indianapolis) in 1952 are 
estimated at 20,278 units, a decrease 
of 4,222 from 1951. The pre- 
liminary figures show that Chev- 
rolet was first with 4,899 units, and 
Ford second with 4,211 sales. Third 
place was taken by Plymouth with 
2,537 units. 

Buick held fourth spot with 
1,471 sales; Pontiac was fifth 
with 1,390 units; Dodge, sixth, 
1,045; Oldsmobile, seventh, 971; 
Studebaker, eighth, 968; Mercury, 
ninth, 958, and Nash, 10th, 788. 

Behind the leaders were DeSoto 
with 617; Cadillac, 520; Hudson, 

(Continued on Page 88, Col, 3) 
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THE AMERICAN MAGAZINE MOVES AHEAD 


— Second in a Series of Progress Reports 


~— 40,920,000 


Readings for 
merican 


MAGAZINE 


THE 





Largest readership study ever made 
proves the Family Magazine field 


has Tremendous Advertising Values! 


Yes, this new study made by W. R. Simmons 
& Associates, and based on techniques every 
qualified research man can approve, shows 
why magazines of the family type have 
always produced the best results for adver- 
tisers. 

For example, The American Magazine’s 
10,230,000 readers open and read their copies 
of each issue an average of 4.0 times. That 
means 40,920,000 individual reading sessions 
with The American Magazine—and 
40,920,000 opportunities for your advertising 
to be seen, read, and acted on! As clearly 
proven by this extensive research, a monthly 
publication like The American Magazine has 
distinct advertising advantages over weekly 
or bi-weekly periodicals. In fact, The 
American Magazine gets more readings than 
any of the strictly family magazines studied 


The Man 
Eisenhower 


Calls Boss 


Plus seven more timely articles—two thrilling short novels—six exciting stories—over a dozen more famous features. 


The Crowell-Collier Publishing Company, 640 Fifth Avenue, New York 19, N. Y., Publishers of The 


On Newsstands Now! 


Read the February issue and see for yourself why American readers will turn to it 40,920,000 times! Including— 


Kenneth Harper’s story of Sherman Adams, the close- 
mouthed, hard-driving Yankee from the backwoods of 
New Hampshire, who suddenly jumped from obscurity 
into one of the most important jobs in the world. He’s the 
man you’ve got to see if you want to see the President. 


and the second greatest number of readings 
among all the publications included. 

There’s only one explanation for The 
American Magazine’s tremendous hold on 
its 10,230,000 readers. Month after month it 
provides the kind of attractive, wholesome, 
inspiring editorial matter that makes readers 
pick up their copies time and again. 

Yes, in its articles, stories, novels and fea- 
tures, The American Magazine is wonderful 
reading. And the response to it by the Ameri- 
can public is as warm and wholehearted as 
it is unforced by high-pressure circulation 
methods. 

Circulation Climbs to New High 
Circulation for January 1953 hit above 
2,700,000 to set an all-time, single-issue high! 
This was 250,000 above the current rate base. 
Although this ordinarily would justify a rate 


each issue of 


increase, The American Magazine now guar- 
antees advertisers current rate protection 


until January 1, 1954. 


Coming Next— 
New Facts on Reading Time 
The American Magazine’s next progress 
report will contain important new data about 
the total length of time readers spend with 
each issue of their magazines—another long- 


needed contribution to practical space buy- 
ing. Watch for it! 






Detailed information about the number of 
readings for each of the magazines studied 
is available to advertisers and their agencies. 
To arrange an immediate presentation of 
this data, call the nearest office of The 
American Magazine. 

















American Magazine, Collier's and Woman's Home Companion. 
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Austin Parts Depot 
Opens Doors in | 


San Francisco HE 
NEW YORK.—Austin Motor Co., | wx 


Ltd., of England, has opened west- 
ern divisional offices and a parts 
depot in San Francisco to serve 
dealers in the western United 
States, Hawaii and Alaska. 

The depot, located in a two-story 
fireproof structure at 600 Gough 
St., is one of a chain of ware- 
houses stretching from Rhodesia, 
South Africa, to centers in Asia 
and Europe. 

It was set up under general su- 
pervision of Maj.-Gen. Edward 
Clayton, Austin’s general service 
manager, who visited here last 
summer to discuss plans with G. 
K. Clowes, west coast manager. 

Parts began arriving last De- 
cember. Approximately 130 tons 
were shipped by semitrailers from 
Hamilton, Ont., by way of Detroit. 
Ten tons came from Vancouver, 
B. C., parts headquarters for west- 
ern Canada, and 60 tons arrived 
from England by ship. 








Customized CELLO TRUCK GUARDS 
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Austin's New West Coast Quarters— 
This new building houses Austin’s west coast divisional offices and parts depot at 


600 Gough St., San Francisco. 


Pictured with two semitrailers which arrived from 


Hamilton, Ont., with a portion of the 200-ton supply of parts are (from left) Robert 
Botwinick, Austin manager in southern California; Alan Millar, of Winnipeg, Mani- 
toba, divisional manager in Canada, who supervised establishment of the depot, and 


G. K. Clowes, west coast manager. 





Ross Joins Pate’s 


the managership of the used-car 


William W. Ross, operator of department of Pate’s Chevrolet. 
Ross Motor Sales, Peru, Ind., has|Ross had operated his business 
closed his business and accepted | since 1932. 


FOR 101 LATEST TRUCK MODELS 
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. ae (UTPS)—A pioneer of 
mass production who helped 
found Britain’s largest auto con- 
Lord Nuffield, 75, has an- 
nounced his resignation from the 
directorship of British Motor Corp. 


|and Morris Motors after 60 years in 
| the industry. 


Named to succeed him is Leonard 
Lord, 56, chairman and managing 
director of Austin. With Nuffield, 
Lord founded British Motor Corp. 


| by the merger of Austin and Morris 


in 1951. 
* ” * 

Waiting Lists Deceptive 
i long waiting lists of poten- 

tial car owners now held by 
dealers here do not provide a true 
picture, and it is felt that they 
could be slashed by three-quarters 
to find the true market. 

Because auto manufacturers in 
general are finding greater diffi- 
culty selling their cars in the ex- 
port markets—especially where re- 
strictions have been established, as 


Are you ready for this tremendous market? 





Cett0 truck guards now open to you a 
vast new potential of extra accessory profits. 
Custom-built for 101 latest truck models 
these massive guards give rugged protection, 
gleaming beauty and above all, they can be 
installed in only 5 to 8 minutes. 


Made of extra heavy 1]1-gauge cold 
drawn steel they are triple-plated with 
chrome-on-nickel-on-copper. Uprights are 
2014 inches high with cross rails 114 inches 
square of cold drawn deep channel sections. 
Sturdy studs, nuts and lock washers fasten 
heavily rust-proofed back plates. 


. 
PRODUCTS COMPANY 


Auto News from Britain 
Lord Nuffield Resigns After 60 Years in Industry; 


Automatic Transmissions Gain Popularity 


Cello truck guards are individually 
packaged assuring chrome protection at all 
times during shipment. 


You can now be ready for extra profits 
with this exceptional truck accessory during 
1953. For custom styling, maximum protec- 
tion and only 5 to 8 minutes in installation 
—the greatest truck guard today is Cello. 


To obtain Cello guards contact your 
nearest Cello jobber. 


Other custom Cello products—Automo- 
tive Grille Guards, License Frames, License 
Brackets, Chrome Exhaust Extensions, 
Fender Guards. 


MASS., U.S.A. 


oy 
EAST BOSTON 28, 
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in Australia and Belgium—the Gov- 
ernment has agreed that more cars 
can be sold on the U. K. market 
Firms will not be bound to export 
80 percent of production. 

Automatic transmissions are 
gaining the attention of all firms 
here, and Rolls-Royce has an- 
nounced that it will adopt the 
General Motors’ Hydra - Matic 
gearbox for its Rolls and Bent- 
ley models offered in the export 
markets. The Borg and Beck 
Manumatic also attracted atten- 
tion. Here the gear lever is 
moved without a clutch pedal. 
The new Lockhead disk brake is 
also thought to have a bright 
future, 

British motoring organizations 
are also studying the system where- 
by high-frequency rays can be 
projected and picked up by a photo- 
electric cell in a car ahead, to warn 
the driver that a car is overtaking 
him. 

* . + 


Show’s Dollar Success 


" new Humber Super Snipe, 
with its six-cylinder overhead- 
valve engine, attracted orders worth 
$3 million before it was shown, and 
it continued to do good business at 
the London show, it is reported. 
From the dollar market came or- 
ders for 3,000 new Austin-Healey 
sports cars. 

Allard did good dollar business, 
and other firms said they were 
satisfied with business. More 
spectators attended the show 
than last year, and the organizers 
say it has given a boost to U. K. 
car exports just at the right time. 

British Motor Corp—a merger 
of Morris and Austin—has dis- 
closed that the Morris Minor mod- 
el will have an overhead engine 
closely similar to the Austin Seven. 
The company announces that pro- 
duction of the new Austin Seven is 
expected to reach 1,000 a week. So 
far, the model is going only to ex- 
port markets. 


Chrysler Planning 
Output of Tank 
Recovery Vehicle 


DETROIT.—Production of a new 
tank recovery vehicle is planned 
for the Chrysler Detroit tank plant 
as soon as engineering work has 
been completed. 

Thomas F. Morrow, works man- 
ager, said details of the new tank- 
like vehicle were secret, but that 
Chrysler’s central engineering divi- 
sion had been assigned the engi- 
neering project by Army Ordnance 
Corps. 

Morrow said the Detroit tank 
plant, with the new field service 
and development work and a con- 
templated tank modification pro- 
gram, would remain “the nucleus 
of tank manufacturing ‘know-how’ 
for years to come.” 

The plant has “successfully put 
into effect” the stretchout program 
ordered early in December by the 
Ordnance Corps, Morrow said. 

He said the stretchout was ac- 
complished with no decrease in per- 
sonnel, because of the added re- 
sponsibilities assigned to the plant. 
“In fact,” he added, “we are pres- 
ently hiring more people.” 

Morrow said total tank produc- 
tion was classified, but did not dis- 
close that more than 27,000 tanks 
had been built or modified by 
Chrysler during World War IT and 
the present emergency. 





Providence Books 


Sports-Car Show 


PROVIDENCE. — Negotiations 
have been concluded to bring the 
World Motor Sports Show from 
New York to Providence on March 
17, according to Alfred J. Brassard 
jr. executive director of the 
Eastern Motor Sports Show. 

The exhibit will be under 
sponsorship of the Narragansett 
Sports Car Club, the Tri-State 
Auto Racing Assn. and the Atlantic 
Auto Racing Assn. 

The show will feature 18 custom 
and sports car, including the 
Centaur, Alfa Romeo’s Flying Disc 
and the Spanish Pegaso. 
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IS NOW IN THE SHOWROOMS OF 


Clin 


DEALERS ACROSS THE COUNTRY! 


Sn a RES 


“ Only a few weeks ago, the nation’s Cadillac dealers presented a | 
| new inspiration to the automotive world. It’s the 1953 Cadillac 
... the finest Cadillac car ever built. In its beauty, its luxury and 
performance . . . it has once again set the standards by which mo- 
torists everywhere will judge the world’s motor cars . . . just as 
- it has once again reaffirmed the position of America’s Cadillac 


dealers as unmistakable leaders in their chosen field of endeavor. 


CADILLAC MOTOR CAR DIVISION—GENERAL MOTORS CORPORATION | 
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AUTOMOTIVE WASHINGTON 
Congress Seeks Control 
Of U.S. Pursestrings 





By 


UPPORTED by almost half 


S 


Senate Republican Leader® 
Robert A. Taft, of Ohio,| 


joined in sponsoring the lat- 
est move to return the pursestrings 
to Congress. 

Even if the bill is passed by both 
Houses, which appears doubtful, it 
could not under its terms take 
effect until January, 1954. 

Byrd, who is chairman of the 
Joint Committee on Reduction of 
Nonessential Spending, strongly 
hinted that companion moves 
shortly may be launched to control 
towering unexpended balances in 
the current and coming fiscal year. 

Letters sent by the Virginian to 
every member of 
Congress stressed 
that cutting new 
appropriations 
alone won't suf- 
fice, for this rea- 
son: Only $41 bil- 
lion of the $79 
billion spending 
budget former 
President Tru- 
E man sent to Con- 

— gress will come 
William Uliman out of new appro- 
priations. The remaining $38 billion 
would come from money voted by 
Congress in prior years. 

“It is obvious,” declared Byrd, 
“that expenditures from unex- 

pended balances in prior appro- 








William Ullman 
Washington C 


Byrd, Virginia Democrat, last week moved to recapture 
congressional control of Federal spending by introducing a 
streamlined version of his single-package appropriation bill. 
Twelve Senate Democrats and 35 Republicans, including 


AUTOMOTIVE NEWS, 
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orrespondent 


the Senate, Senator Harry F. 





controlled either by legislative 
action or executive order.” 


The senator’s new omnibus ap- 
propriation proposal is similar to} 
the Byrd bill which passed the 
Senate in 1949 with little-known 
provisions enabling Congress to fix 
limitations on built-up obligations | 
for expenditures by Federal agen- | 
cies. The Senate’s original single- 
package appropriation bill was al- 
lowed to die in the House. 

* 


On Tax Front 


FOEING to bring about a tax 
cut, Rep. Dan Reed, New York 
Republican, who is chairman of 
the tax-writing House Ways and 
Means Committee, said in a state- 
ment here last week: 


“What I am particularly inter- 
ested in is getting a law which is 
simple, practicable and equitable. 

“I am aware that taxes form 
one of the principal headaches 
of a business today ... It used 
to be said that a businessman 
was at least an equal partner 
with his government in his busi- 
ness ventures, Today, he is no 
longer an equal partner. 

“The present tax system en- 
courages- waste and extravagance 
and inefficiency in business. If we 


* x 





priations must be limited and | wish our economy to be strong and 


devote full time and effort toward 





Howard Motor Wins Ford Award— 


Deane D. Howard (second from left), of Howard Motor Co. (Ford), Seattle, accepts 
the Ford Four-Letter award from Tom Cavnar, Seattle district manager. It is the second 
consecutive year the company has won the award. Looking on are Dell Ball (far left), 
new-car sales manager of Ford's western zone, and Ed VanSickle (right), assistant 
to Cavnar. 


virile in the battle against com- | | asked to make the trip with Gen. 
munism, we must completely revise | LeMay in order to “familiarize” 
our tax system. himself with the activities of the | 

“It may be,” Reed said, “that we | command, 
will not be able to accomplish all | He added that Godfrey, a Naval 
of the desirable reforms at once,| Reserve officer, was entitled to 
because of defense needs, but I be-| travel in military aircraft when 
lieve that in this year we should| space was available. In this in- 
stance, he said, the space will be 
provided by Gen. LeMay, who 
planned to make the tour in a 
command plane. 

The Air Force declined comment 
as to why Gen. LeMay chose this 
particular time to invite Godfrey 
to make the overseas inspection 
trip. The trip will be made later 
this month, the Air Force said. 
Godfrey has announced a two-week 
vacation from his radio and tele- | 
vision shows. 

* 


Raise for Congress? 
PAY increase from $12,500 to 


$20,000 a year for members of 
Congress was urged here last week 


finding a solution for many tax 
problems. What is needed is a full 
and complete revision.” 

* * + 


Godfrey Tour 
RTHUR GODFREY, close per- 
sonal friend of Secretary of 

Defense C. E. Wilson and men- 

tioned as a possibility for a Penta- 

gon appointment, has been invited 
to visit U. S. Air Force bases in 

Europe and North Africa. 

The radio and television enter- 
tainer, who has had Wilson as a 
guest on his programs, will be the 
guest of Gen. Curtis LeMay, com- 
mander of the Strategic Air Force. 
A spokesman said Godfrey was 


* * 





by the American Federation of 
Government Employees. 


| Federation President James 
Campbell, announcing the council’s 


action at a session in the Hotel 
| Statler, said Capitol Hill salaries 
|are “niggardly” as compared with 


| pay for private jobs of comparable 
responsibility. 

| Senators and representatives 

| have annual salaries of $12,500 and 

|a $2,500 tax-free expense account 

| . * * 


Inflation Fear 
| BOTH prices and wages will rise 
as a result of the removal of 

all pay and most price controls, a 
majority of the AFL’s high com- 
| mand predict. 

A few AFL leaders expressed ap- 
|proval of President Eisenhower's 
decontrol action. Others, who have 
| wage contracts ending soon, were 
|happy about the whole situation 
| They said they will do much better 
| with the wage lid lifted. 


Among top AFL officials there 
was not a single dissent on the 
removal of wage controls. As for 
the price action, the opinion was 
almost the opposite. The AFL has 
advocated the continuance of 
price curbs even beyond the Apr. 
30 expiration date of the controls 
law. 


But nearly all of the labor offi- 
cials predicted the trend of both 
prices and wages in the future will 
be upward in most industries. The 
ending of controls, nearly all of 
the labor officials say, will bring an 
increase in labor-management dis- 
putes and strikes. 










Berry, of Columbia, S. C., 


Switches to Packard 


Joe E. Berry Motors, 
|Columbia, S. C., formerly a dis- 
| tributor for another make, has 
| signed a Packard franchise. State 
|Senator Joe E. Berry is president 
of the firm. 

Service manager is James B. Ma- 
jor, and the sales department will 
| be headed by Earl B. Sligh. 


Inc., of 
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Promotion material 
give-away pieces, 


the point-of-purchase. 


HARD HITTING PROMOTION MATERIAL 
including 
inspection 
tags, special specification charts 
and so forth will help you sell at 



















THE AP SPECIALIST SIGN 


eee z tee 
A te he. Codon, ME ac Sg 


service. 


This decalcomania will identify © 
you as the specialist that national 
advertising is telling motorists to | 
depend on for expert muffler 


During 1953, hard hitting advertising in Saturday 
Evening Post and Country Gentleman will warn millions 
of motorists against the dangers of carbon monoxide. 







They'll be told to play safe by having their mufflers 
checked by experts—at the sign of the AP Specialist. 

These motorists won't take chances with deadly 
carbon monoxide—they won't depend on just “any- 
one” to service their mufflers. They’re going to look for 
the AP Specialist. Why not be one of those sought 
out? Why not get your share of extra muffler profits? 


1081 AP Building 


Ses) 5 


\ 





Write for full details today or call your AP jobber. 


THE 7p PARTS CORPORATION 
Toled 
Manufacturers of: MUFFLERS * PIPES + MIRACLE POWER ° dgf 123 
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THOMPSON & GILL, INC 
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WESTERTERP BROS. 
PACKARD MOTOR CARS ANDO INTERNATIONA 


621 MAIN STREET 
PETALUMA, CALIFORNIA 


L TRUCKS 


PeTALuM” (989 


BONNIKSEN-SORENSON CO. 
P.O. Bow 17 


7th and G Streets — Telephone 1000 


Mack 


ARCATA. CALIFORNIA 


ees . 
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ROY DEO 


AUTHORIZED FORD SALES AND SERVICE 
101! SECOND BF PHONE 4a 


CRESCENT CITY, CALIF 
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WHOLESALE - RETAIL 
PARTS DISTRIBUTORS 
Promes 27511 27512 
2100 SONOMA BLVD 

VALLEJO, CALIFORNIA 


Motor Trucks 
SALES SERVICE 


SERVICE DEFT 
720 Fi]oRiDaA St 


USEO CAR CENTER 
220 Tennesere St 
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The 10-key keyboard is simplicity itself — promotes fast, 
accurate touch operation and ends tiresome head swing. 


San Francisco Bay Area Dealers 


Choose Underwood Sundstrand Accounting Machines to 


Simplify and Save 


Every day more and more dealers adopt the 
Sundstrand Automobile Dealers Accounting Ma- 
chine and System to simplify daily control of every 
accounting operation. 


It pays for itself. Ask any user. 


You save hours each day. No specially trained 
operator needed. 


With this modern machine the Accounts Receiv- 
able and Accounts Payable Ledgers are posted in 
conjunction with preparation of their respective 
journals. All account balances are automatically 
computed and printed. Entries in journal columns 
are automatically totaled, thus saving considerable 
time daily, and particularly at every month’s end. 


When posting General Ledger Accounts, the 
machine automatically provides month-to -date 
and year-to-date balances . and to prepare 
monthly financial statements merely requires 
copying amounts from the various General 
Ledger Accounts. 


Learn how Sundstrand simplicity can save 
you time and work. Send for illustrated folder 
Form S-1326. It gives all details of the operation 
of this time- and money-saving system designed 
for automobile dealers. Fill in the coupon now. 
Mail it today. 


Ee 90 ae a a an om om ea ae - Mail Today =~ ee eee eee 





Underwood Corporation 


J 
1 
1 
Accounting Machines . .. Adding Machines ... ] 
Typewriters ... Carbon Paper... Ribbons 
One Park Avenue, New York 16, N. Y. | 
Underwood Limited, Toronto 1, Canada 1 
l 

] 

I 

1 


Sales and Service Everywhere 


Copyright—Underwood Corp. 


UNDERWOOD CORPORATION, One Park Avenue, New York 16, N. Y. 


Send us illustrated folder, Form S-1326, describing the Underwood 
Sundstrand Automobile Dealers Accounting Machine and System 
AN-2-16-53 
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Dealer 


Safecrackers burned and hacked 
their way into the safe of Pence- 
Briggs, Inc., of Richmond, Va., and 
got away with $200 in cash. Only 
a month earlier, the firm had been 
robbed of $100, according to G. M. 
Pence, owner. 

+ * * 


Keller to Head Planning 


Of Ohio Convention 

Edgar T. Keller, Toledo Nash 
dealer, has been named general 
chairman of the planning com- 
mittee for the convention of the 
Ohio Automobile Dealers Assn. in 
Toledo Nov. 9-11. 

The committee was set up by 
the Toledo Automobile Dealers 
Assn. Keller will' be assisted by 
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Doings 


Nelson Banham, TADA president 
and Oldsmobile dealer. 
~ * = 


Arkush Posts ‘Specials’ 
John Arkush Packard, of Long 
Beach, Calif., has installed a large 
reader board, similar to a theater 
marquee, on which will be posted 


daily the featured used-car 
specials. 
* * * 
McCord, Bash Partners 


John H. McCord and Harris H. 
Bash jr. have formed a partnership 
and opened a Willys dealership in 
Buckhead, Ga., an Atlanta suburb. 
The company, to be known as 
Bash-McCord, is located at 3163 
Roswell Rd. Bash had been con- 


@ There’s one sure way to pick up oil additive profits— 
show the famous Casite guarantee! Tell your customer he 
gets Quick Starting in Coldest Weather with Casite, or he 
gets back twice what he paid. 

Casite can make this amazing guarantee because it re- 
tards congealing of oil, lets the engine turn over and go, 
even in sub-zero temperatures. 

Casite sells fast, too, because it eases new car break-in 
and makes any engine last longer. Casite makes any oil 
a faster oil—and that’s important in tight, new engines. 
Independent laboratory tests show Casite speeds the flow 


CASITE DIVISION, HASTINGS MANUFACTURING CO. - HASTINGS, MICHIGAN 
Casite, Drout, Hastings Piston Rings, Spark Plugs, Oil Filters 





that Casite speeds oil! 


Make this test yourself—or demonstrate it to 
your customers. Set two beakers of oil out in the 
cold. Then add 10% Casite to one. Stir it. Pour 
it. Or let it drip from a stick. You can see how 
Casite makes any oil a faster oil, 





that Casite speeds starts! 


™ Typical test: good car, good battery, stored at 
zero. Engine failed to start in 3 trials, then started 
on fourth after 1.7 minutes. Under same condi- 
tions, with Casite, engine started each time, 
slowest start at 7.2 seconds. 


nected with Tom Mitchell Buick, 
Atlanta Packard and Hix Green 
Buick. McCord also was with Tom 
Mitchell Buick, and before that 
with Harry Sommers, Inc., and Elie 
McCord Motor Co. 


Horgan to Lead Auto Group 
In N. Y. C. Boy Scout Drive 


For the second consecutive year, 
Ralph T. Horgan, president of 
Ralph Horgan, Inc., will serve as 
chairman of the automotive com- 
mittee for the 1953 finance cam- 
paign of the greater New York 
councils of the Boy Scouts of 
America. 

Horgan is vice-president of the 
New York Automobile Merchants 
Assn.; vice-president and co- 
founder of the Citizens Traffic 
Safety Board; general chairman of 
the automotive division of the 
Office of Civil Defense in New York 


‘it makes cars start faster! 
it makes oil move faster! 
it makes engines last longer! 


City; 


New York Safety Council, among/a quarter of a century, 


other posts. 
* . 


Nash Deal Started 


Bud G. Hodd, Jim Britt and Bill 
Murray are associates in Nash 
Downey, Inc., new dealership in the 
Downey (Calif.) territory. 


* * x 


Kaye Named Sales Head 


H. Floyd Brown, Nash dealer of 
San Bernardino, Calif., has 
pointed Charles F. Kaye as general 
sales manager. 

* * + 


Rankin Buys Out Shipman 

Shipman Motor Company (Ford), 
Hendersonville, N. C., owned by 
Mingus Shipman, has been sold to 
Rankin Motor Co., Inc., headed by 
R. Grady Rankin jr., formerly of 
Gastonia, N. C. Shipman, in the 












PS TELE APE 


of No. 20 oil 34% at 50°F., 42% at zero. This means oil is 
more fluid in cold motors, yet has normal body in warm 
motors, so the engine gets proper lubrication at any tem- 
perature. Bearings, valves, — and rings get immediate 


protection during the vita 
engine wear occurs. 


warm-up period when most 


So sell Casite both ways. Push it in cold weather for 
guaranteed Quick Starting. Push it the year ‘round for 
new car break-in, long engine life. Tell the Casite story to 
every customer—for steady, extra profits. 





that Casite tunes engines! 


Your customer can feel the difference after a 
Casite tune-up. A pint through the air-intake, 
or in the gasoline, gets rid of engine gum and 
g00, frees sticky valves and rings, lets the power 
come zooming through. 





that Casite satisfies! 


More than a hundred million pints of Casite have 
been sold on these two famous guarantees: 
Quick Starting in Coldest Weather—and Better 
and Smoother Performance all year ‘round—or 
Double-Your-Money-Back! 


ap- | 





and director of the Greater} automobile business for more than 


said he 
planned to “take a long rest.” Mr. 
and Mrs. Shipman were honored at 
a dinner by the Hendersonville 
Automobile Dealers Assn. 

* * * 


Chicago Dodge Dealers 


Name Brody President 
Hy Brody, of Mid-States Mo- 


| tors, has been elected president 


of the Chicago Dodge Dealers 
Assn, 

LeRoy Fiedler, of Fiedler Mo- 
tors Inc., Blue Island, was elected 
vice-president; H. F. Miller, of 
Bender-Reiger, Inc., secretary; 
and Robert Esserman, of Esser- 
man Motor Sales, treasurer. 

Directors include Al Dampman, 
of Dampman-Schmitt Co., Evans- 
ton; James F. Goodwin, of James 
F. Goodwin Motors; Leo Levin, 
of Yates Motors; Fred Miller, of 
Miller Motors, Libertyville; Herb 
Scheurer, of Kenwood Motor Co.; 
Charles Spatafora, of Oak Leaf 
Motors, Oak Park; Bud Morgan, 
of Morgan Motors, and Bud Co- 
foid, of Cofoid Motor Sales Co. 


x * * 


Church Motors Opens 


Church Motors (Dodge-Plym- 
outh), has opened at 65 South 
Main St., Fairport, N. Y. Co- 


owners are Charles Schnepp and 


Lawrence Hall. 
+ * * 


Leech Appointed 


Russell M. Leech has been ap- 
pointed assistant sales manager of 
Montana Motors, Inc., Buffalo, ac- 
— to John C. Montana, presi- 

ent. 


* * ® 


Sheehan Expansion 
Sheehan Motor Sales, of Buffalo, 
has filed plans with the City to en- 
large its building at a cost of 
$20,000. 


* * * 


It?s Bates Chevrolet Now 


The name of Metropolitan Chev- 
rolet Co., of Springfield, Ill, has 
been changed to Bates Chevrolet 
Co., Inc., according to E. W. Bates, 
owner. Bates joined Metropolitan 
as a partner in 1940, and acquired 
the sole ownership last year. 

iad * ? 


Parr Heads U. C. Sales 


Appointment of George F. Parr 
jr. as used-car sales manager of 
Glen Campbell Chevrolet in Buffalo 
has been announced by Glen C. 
Campbell, president. William C. 
Patton is new-car sales manager. 

* + * 


Ellen Heads Tire Center 


Walter Ellen has been named 
manager of Davis Tire Center, Fort 


Wayne (Ind.) distributor of Sei- 
berling tires, according to Hay- 
wood Davis, president of Davis 


Auto Co., Inc. (Pontiac). 
7 ” * 


Kaplan Adds Foreign Deal 

Jake Kaplan, used-car dealer in 
Providence, has opened a dealer- 
ship for foreign and sports cars at 
79 Elmwood Ave. The firm will 


handle Jaguar, Mercedes, Volks- 
wagen, Benz and Porsche. 
* * = 


Black Sells Ford Deal 


G. Clarence Black has sold his 
Ford dealership and garage in Al- 
toona, Pa., to Thomas R. Ake and 
Levi G. Garner, both of Williams- 
burg, Pa. Black said he plans to 
devote his time to developing the 
Altoona-Tyrone speedway. 

(Continued on Page 94, Col. 1) 





An ingenious man in England 
converted a two-decker bus into 
an apartment. 
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‘51 Custom sedan, $1,400*. | 


DODGE—’53 Coronet sedan, $2,350*, §$2,- | 
150*. ‘52 Coronet sedan, $1,500*. ’51 
Meadowbrook sedan, $1,070*. '50 Coronet 
sedan, $1,220, $1,100. ‘49 sedan, $800, 
750. 

| FORD ’53 Victoria, $2,485*; ranch wagon, 


Used-Car Auction Prices Average Used-Car Prices 


(Compiled by Automotive News) 




















| $2,300*; Custom (8) sedan, $2,225*, $2,- 
Market Trend | 2 ’52 ranch wagon, $1,930*; Victoria, Feb. 1953 Jan Dec. j 
900%; Cu: 8) sede 35°, $1,- 5 5 
The wholesale used-car market firmed up again last week after the | Fone, $1,680; Main. () ocean, 61 ‘4708: $953* $957 $1,042 a ‘aaa ae cane 
slump a week earlier, according to Automotive News’ used-car price | -ton pickup, $1,350. 51 Victoria, $1,- 1953 $2,363 $2,349 i 
index. The overall average price rose $4 for the week, with most of the | see" "ae Ga cae —— $1158" _ 1952 1,789 1,853 $2,011 | 
a | 330. °5 sto ) sedan, 2! - 5 76 | 
strength shown in late model cars. | 025, $925, $800. '49 Custom (8) sedan, | as . 1,346 1,476 | «= 
The value of ’52s led the uptrend, with a gain of $42, the index | $959, $855, $770; conv., $800 1949 "344 1,084 1,182 
showed, Others to gain were ’51s, up $5; ’50s, $2, and ’49s, $4. (The prseccrens 51 Henry J sedan, $675, $590. | 1948 650 = o7 
average price of 53s, still not included in the overall average figure, | "#UDSON—'51 Commodore (8) sedan, $1,- | ‘ . aa ose 
x i 460, $1,330. °49 Super (6) sedan, $600. ae 1947 519 509 566 
rose $34 for its first gain this year.) oar em ; 
: : , , s LINCOLN—’52 Capri, $2,800*. ‘51 sedan, | Feb. Jan Dec 1946 409 419 456 
The biggest loser was °’48s, according to the index, which fell off $1,450*. . Overall ——_ ——— 
’ ’ | , ‘ET yea * Wihiacik cok ELL a oe . 
$21. 47s dropped off $3, and ’46s, $6. = ee earls senbe, Be ee | *Does not include 1953 model prices Average $ 953* $ 957 $1,042 
Activity at the auctions also picked up during the week, as the | 51,385. $1,325, $1,300: club coupe $1. 
) § ‘ | ,385, ,325, ,300; club coupe, $1,- (The above figures are averages o sed- i i 
year’s high of 2,295 cars were offered at the blocks. This figure, | 590*, $1,310. '50 sedan, $1,075. makes ns Coenen carried " marty ih deen ee 
registered at 12 representative auctions last week, was appreciably | NASH—'52 Rambler Country Club, $1,695; | : i : See 
above the 2,132 cars at the same auctions a week earlier. The sales | pic ‘station wacon $e Am 
ratio remained at the same level of 63 percent, however, with 1,444 OLDSMOBILE—'53 3 Bre ‘ 075, $980. ‘51 Land Cruiser, $1.125. ‘50 (60) sedan, $3,100*. ‘50 (62) sedan, $2 
Id last week : 1 2 : reek li 4DS) t [c—'53 Super (88) sedan, §$2,- Champion sedan, $750, $700. 500°. 
cars so last week as compared to 1,350 units a week earlier. 925*. °’52 Super (88) Holiday, $2,650*; | w =r | 
‘ ; si : : s ; sedan, $2,100*. '51 (98) Holiday. g1,.| “2L-¥S—'51 station wagon, $1,075. ‘50 | CHEVROLET — '53 (210) sedan, $2,150° 
Prices marked with an * indicate a unit equipped with an automatic 900°, $1.800*: sedan, §1,770°. "50 (gs) | ‘Station wagon, $350. | *51 Bel Air, $1,420; SL Deluxe sedar 
transmission or overdrive, and (ps) indicates power steering. | sedan, $1,285*. aes a | Si is8° ease "50 SL Deluxe sedar 
| fs : I I I ,125*, $1,110*, $1,050 ,030; Spe — 
LAUREL. MD ‘51 Bel Air, $1,475, $1,410, $1,400; si | °¥¥MOUTH— ee i ed N. PLAINFIELD, N. J. lal sedan.’ $760. °'49 ‘SLY Deluxe sedar 
UBis ° Deluxe sedan, $1,300, $1,290; SL Special ° * , ,850, sts. "Si (Lebanon Auto Auets ieee hind. $980, $770. °48 FM sedan, $760, $720 
(Colie’s Auto Auction. Sale every Wed- | sedan, 2 at $1,250; FL Deluxe sedan, an Sieh.” "sh ‘a aa +50 nesday. Prices are or sale of Feb 4.) sone 4800. 46 a td — 
nesday. Prices are for sale of Feb. 4.) $1,250. '50 Bel Air, $1,250; conv., $975; Suburban, $1,200. °49 club coupe, $720 (Market appears slightly 4 eet la SPE yet 5 SM sedan, $425. 
(Cold weather made market slow this SL Deluxe sedan, $930, $915, $845. '49]  geoo, ’| cammever was still Sond Yt ete cue | CHRYSLER—’53 Windsor sedan, $2,960* 
week. Prices up on some models, down | SL Deluxe sedan, $985, $900, $725. '48| . 0. ‘ a | ee eee ceten, 91,400". 
an ethers. Sold 53 cars cut of 83 offer- SM sedan, $760. '47 SM sedan, $600. PONTIAC — °52 conv., $2,175*; Catalina, | 0° offerings.) DeSOTO—’50 Custom sedan, $1,380* 
ony CHRYSLER—’51 NY sedan, $1,750*; club eae se , ogi ey ne. BUICK—’52 RM Riviera sedan, $2,575*. | DODGE—'40 sedan, $142. 
. , i coupe, $1,710*; Windsor sedan, $1,500*. ’ . t Satalina, . ‘i -750; | ‘51 Super Riviera sedan, $1,660*. ‘50 | FORD—’53 ranch wagon, $2,500*, ’ s 
BUIOK — '52 Special 2-dr., $1,760*. "51 ‘50 Windsor Newport, $1,475*. °48 conv., Chieftain (8) sedan, $1,540*. '50 Cata- Super sedan, $1,195*, $1.170*. ‘49 RM tom (8) conv. S710" sedan hi 670 
Super sedan, $1,510*. ‘47 Super sedan, $650. lina, $1,535". ‘49 SL (6) sedan, $900. | sedan, $1,160*, $1,040*, $835*. Main (8) sedan, $1 ‘500 $1 490. '°51 ‘Cus 
DeSOTO—'52 Custom club coupe, $1,750°. STUDEBARKER— thal Champion sedan, $1,- ' CADILLAC—’'52 Coupe deVille, $3,920*. ‘51 |! (Continued on Page 98, Col. 3) 





CADILLAC—’52 (62) sedan, $3,425*. ‘50 
(61) sedan, $2,200*; (62) sedan, $2,300*. 


CHEVROLET—’51 SL Deluxe sedan, $1.- | 
225, $1,220, $1,200. '50 SL Deluxe sedan, | 
$995. °47 FM sedan, $660. | 

CHRYSLER—’47 Windsor sedan, $615". 

DeSOTO—’52 Fire Dome (8) sedan, §1,- 
875*. °46 Custom club coupe, $125. 

DODGE—’53 Coronet sedan, $2,275*, $2,- 
225*. °52 %-ton pickup, $900. ‘47 Cus- 


tom sedan, $450. °46 Deluxe sedan, $355. 
FORD—’51 Deluxe (6) sedan, $1,155. ‘50 


¥%-ton pickup, $710. ‘49 Custom (8) 


sedan, $760. °47 %-ton panel, $100. ‘46 
Deluxe (6) 2-dr., $350. | 
KAISER—'51 Henry J (4) sedan, $750. | 
LINCOLN—’'49 Cosmopolitan sedan, $725. | 
‘47 sedan, $400. | 
MERCURY—’53 sedan, $2,325*. ‘52 Mon- 
terey, $1,810. °50 2-dr., $1,055. °47 club 
coupe, $480. 





NASH—’49 Ambassador sedan, $600, $335. 
"48 (600) sedan, $570. 

OLDSMOBILE—’50 (88) 2-dr., $1,280*. '49 
(76) sedan, $805. ‘48 (98) sedan, $700. 
*46 (98) sedan, $325. '35 (8) sedan, $125. | 


PACKARD—’50 (209) sedan, $700*. ‘46 | 
Clipper sedan, $335. | 


PLYMOUTH—'46 Deluxe 2-dr., $400. 
PONTIAC—’'53 Chieftain (8) sedan, §$2,- | 
460°. °'51 Catalina, $1,909; Chieftain (8) | 
sedan, $1,410*. | 
STUDEBAKER—’50 Champion sedan, $775. 
‘47 Commander sedan, $165. 
WILLYS—’'49 Jeep station wagon, $655 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. | 
Pric2s are for sale of Jan. 30.) 


(Market steady, but buyers are cau- 
tious. Sharp cars still have good de- 
mand. Sold 125 cars out of 231 o‘ter- 
ings.) | 
BUICK—’52 RM Riviera sedan, $2,355*. 

’50 Super sedan, $1,030; Special sedan, 

$1,100, $1,125. ‘49 Super sedan, $865. 

‘47 Super sedan, $450, $325, $440. 
CADILLAC—’50 Coupe deVille, $2,880*. '49 

(62) conv., $1,665*. '47 (62) sedan, $530. 
CHEVROLET—’'52 SL Special sedan. §$1,- 

565; Bel Air, $1,745. ‘51 SL Deluxe 

sedan, $1,285, $1,135, $1,220, $1,100. ‘50 

FL Deluxe sedan, $995, $875, $1,015, 

$1,035. °49 SL Deluxe sedan, $650, $910, 

$695. ‘48 FM sedan, $685. 
CHRYSLER—’51 NY sedan, $1,780*. '49 

Windsor sedan, $1,000*. ‘46 Saratoga | 

sedan, $280. | 
DeSOTO—’48 Custom sedan, $515. ‘47 Cus- 

tom sedan, $555. 
DODGE—’53 Coronet sedan, $2,300*. | 
FORD—’52 Country Squire, $1,895*; Cus- 

tom (8) sedan, $1,875*. ‘51 Custom (8) 

sedan, $1,275; Victoria, $1.405*. "50 Cus- 

tom (6) sedan. $825. ‘49 Custom (8) | 
sedan, $730, $800; Deluxe (6) sedan, 


$660. 
HUDSON—’'49 Super (6) sedan, $670. 
LINCOLN—’'53 Capri sedan, $3,455*. ‘52 
Capri sedan, $2,600*. | 


MERCURY—’52 sedan, $1,830, $2,200*, $2,- 
190*, ‘51 sedan, $1,490*, $1,500*. '49 . 
sedan, $835, $890. | 
WUE sinaten coaen, Gees: aS See Bantam “Pull” kit is the ideal way to align or pull sheet metal sections. Fenders, 
sedan, $1,135". ‘50 Statesman sedan, panels, —: cowls, braces — all are handled easily. Specialized Only 
$710. clamps and chains anchor new Pull Ram. Faster, better $ 0 
OLDSMOBILE — ‘50 (98) sedan, $1,300*; po pn Bis Ask for Kit SB-46 » better than any 0 


(88) sedan, $1,365*. $1,035. °49 (88) 
sedan. $950. 

PLYMOUTH—’'53 Cambridge sedan, $1,835. 
’51 Cambridge sedan, $1.105, $1.025, $1,- 
035. '49 SD sedan, $735. ‘48 SD sedan, 
$615. 

PONTIAC—’'53 Chieftain (8) sedan, §$2,- | 
600*. ‘52 Chieftain (8) sedan, $1,835*. | 
"51 Chieftain (8) sedan, $1,595*, $1,555*. 
50 SL (6) sedan, $960; Chieftain (8) | 
sedan, $1,130*. 49 SL (8) sedan, $1,010. | 

STUDEBAKER—’50 Champion sedan, $785. 
$770, $765, $835. °48 Commander Land | 
Cruiser, $570, $525. | 

MISCELLANEOUS — ’50 International %- | 
ton pickup, $700. j 


VALDOSTA, GA. | 
Og ny a moo Only Porto-Power gives you a complete range of vital rams and attachments 


(Sold 206 cars out of 377 offerings.) 


BUICK—’53 RM sedan, $3,375*; Super se- 
dan, $3,125*. ‘52 Super sedan, $2,275*; 








A golfer can’t break par with just one club. 
And you can’t make full profits 
without a full range of hydraulic 
body jack equipment 








; you don’t have every one of the rams and at- styles and body damage. Only Blackhawk gives you 


Riviera sedan, $2,175*. ‘51 Super & , sos 

coupe, $1,750; Riviera sedan, $1,720": octets shown here, you’re missing profits every allthe rams for all the pull and push action you need! 

era sedan, $1.050%. ‘50 Super. Riviera day! No one ram could possibly handle all the And it takes only 5 seconds to switch from one ram 
ofedan, 51.020. '47 Super sedan, $300, operations that would serve every purpose in profes- to another, using the same pump and hose! With 

sedan, $3,000°, $3,775, $3,700, $3,610°. sional body rebuilding. Body men discovered this “Porto-Power” you'll salvage more body sections 
catalan, $1.92". 47 conv. $405, and, themselves, asked Blackhawk to supply a range vee make more money . . . cut costs, Make sure yours 

(150) sedan, $1,810", 52” SL. Deluxe of rams to make BIG money on all types of body is up-to-date! Order today from your jobber. 





‘Dealer of the Month’... . 
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Rogers Guiding Force 
In La. Safety Moves 


By Ed Janicki 
Staff Writer 

T IS not always easy for one 
person to try to influence a city 
or state government into doing 
something for the betterment of a 
community. But when several unite 
in a common ef- 


fort, with the} 


program in his state, Rogers has 
been elected as AtTomoTive News’ 
“Safety - Minded Dealer of the 
Month” for February. The award is 
presented to a dealer whose ideas 
and activities have aided in crea- 
tion of a better accident prevention 
program in his community or state. 


* * 


cials has prompted State depart-| 
ments to install proper highway | 
signs and markings, and to move | 
toward enforcing a 60-mile-an-hour | 
speed limit. The State educational | 
department, to which Rogers also! 
has devoted much time in safety 
work, is planning to make highway 
safety recordings which will be 
distributed regularly to all Louisi- 
ana radio stations. 

* 


Awards to Students 
T PRESENT, the dealer associ- 
ation is striving to get at least 
90 percent of the high schools in 
the state to offer driver-training 


courses. To interest youth in the 


educational program, association 
members are charting a program | 


| WINTER FOLLIES | 
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offers free safety inspections in his 
service shop. 

The dealer's work on the safety 
landscape has not gone unnoticed. 
| Besides being cited as an outstand- 
ing safety-minded dealer by the 
national Inter-Industry Highway 
Safety Committee, Rogers has been 
praised by public officials and was 
given special recognition at the 
annual meeting of the state dealer 
association. 


Parking Problem 
Listed as Public 
Enemy No. I 






right person to| gy : =a » s 
lead them, then Works with Offic ials under which awards would be pre- 


they are bound to OGERS, a dealer for some 27 sented to the top driver in each|? 
get results. years, has i the guiding school. ohn ‘ / el : 
iat force that has influenced mayors in While ers asserts that the |<<} S em 
uate aan all principal cities in the state to ane etetanan and beneficial “That wouldn’t have happened if 
ers Assn, has) 8ive serious thought to the growing| thing to a community is teaching | you had observed a safe following 
realized many of | highway and safety problems and! the future drivers better motor- distance, officer!” 
its safety goals)‘ do something concrete toward ing habits, he believes that en- 13 eines Saal Be : 
under the lead-|Sluion. | ee ee | the problem. These publications are 
8. 3. lesen ership of one of It was during Rogers’ tenure | form Federal traffic laws would | ti d eff s Ste an f busi | avaitable from aa” tee ortation 
= its members, S, J.| aS chairman of the state Inter- help cut down on the nation’s | time and effort we ie Place Os Nua d re d ; : of 
Rogers, of Lee-Rogers Chevrolet} Industry Highway Safety Com- death toll. ness. Several times a year he|&n@ communication department 0 


Co., Inc., Monroe, La. mittee that Louisiana moved for- So aware is Rogers of the im-|SPoOnsors a program to make motor- | the chamber in Washington. 
For his wholehearted participa-| Ward on the safety front. 
| Anderson chamber of commerce, 
| cooperated with the national cham- 
Anacis Island in the Fraser River 
| is contemplated by a group of 
|tan Development Commission, has 
|stated that a number of British 
Distilled Water Is Termed 
Costlier Than Gas 
ith “Reck-Rack” ($111; sliding bridge, $12.55). As am Kit SA-18, Ont 10 

wi eck-Rack” ($111; sliding bridge, $12.55). Ask for Bantam Kit SA-18. y $110 ' | cent more power and efficiency for 
Ps ~~ |their gasoline dollar than they did 


portance of correct safety measures | ists conscious of the importance of | The chamber also is attacking the 
tion in building a better safety!’ His close work with public offi- that he gives them considerable |safe equipment on their autos and | Problem at grass-roots parking 
ber in setting up this first parking 
clinic. 
| British manufacturers. 

It is reported that property has 
| manufacturers would establish 
plants in British Columbia if they 

PHILADELPHIA.—In most U. S. 
cities, a tank full of distilled water 

pre | 25 years ago, the firm says. 
y $ 35 The price of the fuel has re- 
Only 18 

MIDGET RAM is the squattiest you've ever 


sataleahdhas mee an __|elinics for businessmen. 

He termed the parking problem 
been acquired and that negotiations 
were permitted to transfer capital. 
| would cost a motorist more than 

|mained stable in that period, Sun i 
seen to get into tight spots for a hefty push. 


| The first was held last week in 
e € | Anderson, Ind., and was attended 
|by delegates from Anderson, El- 
' “half-pig, half ape” and said “this 
|creature is stalking the streets of 
| our communities, murdering prop- 
|erty values, robbing merchants of 
* | profits and plaguing customers.” 

‘Canada May Get 
are in progress for more property. 
| Austin Motor Co. (Canada), Ltd., is 
|said to be one of the firms inter- 
| The Bank of England has in recent 
months been approving an increas- 
ing number of applications for 
a tank full of gasoline—and do him 
|a lot less good—a Sun Oil Co. 
| brochure declares. 
| Says, but direct Federal and state 
|taxes have climbed to the point 
where they now take $2.75 billion 

This 4-ton ram measures only 1-11/16” col- 

lapsed, has a plunger travel a ¥_". Two-foot 

hose connects to regular hose, lets body man 


| wood, Kokomo, Marion, Muncie, 
| ee 
British Plants f 
ested in the project. 
foreign exchange to finance over- 
: 

And the 70 percent of Americans | 

of the $10 billion American drivers 
work in temfort. Ask for R-263. 


WASHINGTON. — The Chamber 
|of Commerce of the United States 
lists the parking problem as public 
j}enemy No. 1 for shopkeepers and 
customers. 


| Following a series of business- | 
| men’s conferences on city problems, 
| the national chamber has published | 





| 





recreate ghana A A LT A I 





Art Fontaine, president of the 
ment of a new industrial center on 
|the Greater Vancouver Metropoli- 

Fluid Pri 
ul rices 
7 body man needs his own Bantam. Its tons of push and pull power zip up sheetmetal 
work. Rounds out essential “ -Power”’ ipment. It’s pi -d he : : 
ounds out your essential ‘‘Porto-Power™ equipment. It’s pictured here |sential transportation get 50 per- 


Only $4904 


BANTAM “SHORTY” works where hammers, 
Pry bars and dollies can’t. New 2-ton ram 
slips into spots having only 47g” clearance. 
It even has a 15” screw extension to make 
the most of its 3” push. Use it with your regular 
le Bantam hose and pump. Ask for No. RC-618. 


only $3()80 


“SPRED-RAM” boosts body shop profits. Reach 
into narrow, deep openings and spread up to 
1144” with tremendous hydraulic power. Bring 
out crushed deep fenders, pry smashed bodies 
from frames. Bantam or regular ‘‘Porto- 
Power’’ pump serves built-in ram. No. SA-7. 





ADJUSTABLE SPOONS are equivalent to 30 
separate tools. Interchangeable on a single 
fork and pin, each spoon can be set in any 
one of 10 positions. Great for confined spaces 
— behind posts, reinforcing brackets, etc. Ask 
for package of Z-170, Z-306 and Z-307. 


| New Castle, Peru and Wabash. 
VANCOUVER, B. C.— Develop- 
James S. Eckman, chairman of 
| seas ventures by British firms. 
|who depend upon gasoline for es- 
spend for gasoline each year. 


The firm says that gasoline is the 
only commodity Americans are will- 
|ing to accept without close inspec- 


a |tion, fed from concealed storage r 
<a a |directly into a hidden receptacle. 
& — Only $375 |The brochure attributes gasoline’s 

vA f 


| high quality and low price to oil- 
“WEDGIE” spreads in tight quarters. Built-in “PICK” ASSORTMENT concentrates hydraulic | company competition. 
ram opens jaws from 4g” to 334”. Only 2” peas on a pin-point to remove small dents, | -_—-- 
wide, 6/2” long and 2” high. Top jaw is inks and creases. Works where even a ham- . ‘“ oe 
ouved, and slightly crowned for dollying, ser- mer can’t. Simply screw any one of these four Keeley Acquires Site 
rated for positive gripping. Get SA-4 for reg- “‘pick-ups’’ on your Wedgie. Ask for kit i oa q 
ular ‘‘Porto-Power,’’ SAG for Bantam. sb- 47. Can be adapted to your Wedgie. Keeley Chevrolet Co., Inc., has 
| purchased the southeast corner of 


|Broad and Butler Sts. for a re- 












Prices subject to change without notice. FIRST **Porto-Power"’ is the 







CHOICE exclusive |ported $175,000. The firm also has 
in over 90% ae lacquired the property adjoining ' 
® ~ aa” Blackhawk Mfg. Co., | 3709-11 N. Broad St. The entire 
Pxricia Dept. P4023, Milwaukee 1, Wis. | Site, 218 by 155 feet, will be used 
ee ee Ty 


|for a display and service buildi 
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How much does it cost ~ 


to keep a bear? 





L he draws a big enough crowd, a bear can earn every last berry you feed him. And 


the trick with a bear—or with any kind of entertainment, in person, in print, or on 
the air—is always the same: to find a balance between how much an attraction costs and 
how much it attracts. A way that is gaining new conviction among America’s leading 
advertisers is network radio. For it continues to draw more people at less cost, prospect 


for prospect, than any other medium. It permits a rounded advertising program, with 
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JOSEPH Tow 


frequency that keeps impressions fresh. And it leaves ample funds for merchandising 


and dealer promotion. In radio, the costs of attractions, for the numbers they attract, 
, are lowest on CBS Radio. It has more of the traffic-building top shows than all other 
networks combined...and its sponsors invest 24 to 178 per cent more than on the 
other networks. So draw the crowds on CBS Radio—where entertainment is like a 


bear that performs on a birdlike appetite. 


CBS RADIO NETWORK 


Where America Listens Most 
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Roundup from State Capitals... 
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wh egisla lion Affecting Aube Sndustry 


By Bethune Jones 

Legislative Correspondent 
ee safety proposals and highway construction 
financing issues are receiving unprecedented attention 
in current state legislative sessions throughout the country, 
with recommendations on both problems featured prom- | 


vocated in North Carolina by 

Gov. Umstead. 

Texas lawmakers were urged by 
Gov. Shivers to adopt a four-point 
highway program that would leave 
intact the present farm-to-market 
road financing, give no further di- 








3 Generations of Chevrolet Dealers— 


Following in the footsteps of his father and grandfather, James Pearl signs a Chey 


inently in the messages of most governors. Bills to provide | 


additional highway modern-* 
ization revenue continue to) 


pour into state legislative 
hoppers, with many more still to 
come before a complete roundup | 
of such measures will be possible. | 

Analysis of developments during 
the first few weeks of the 1953 ses- | 
sions shows proposals for new bond | 
issues or other forms of highway 
borrowing proposals pending in 
California, Colorado, Idaho, North 
Dakota, Ohio and Oregon. 

Proposals for gasoline tax in- 
creases are currently pending in 
California, Connecticut, Iowa, 
Maryland, Minnesota, Nebraska, 
North Dakota, 
Ohio, Pennsyl- 
vania, Texas and 
Utah. 

New truck taxes 
of the ton- mile 
or weight-dis- 
tance variety are 
proposed in Cali- 
fornia, Connecti- 
cut, Montana, 
New Jersey and 
Ohio, with other 
forms of increased 
revenue from trucks sought in 
Arkansas and Idaho. First bill en- 
acted in New York reduced farm 
truck registration fees from 50 to 35 
cents for each 100 pounds of maxi- 
mum loaded weight, but prospects 
are dim for similar tax relief for 
other truckers. 


| 








Bethune Jones 


* * * 
Toll Road Bills Loom 
EW or broadened toll road 


legislation, in many instances 
with gubernatorial support, is 
sought in California, Connecticut, 
Delaware, Illinois, Iowa, Kansas, 
Maryland, Missouri, Nebraska, New 
York, Pennsylvania, Rhode Island, 
Texas, Washington and Wisconsin. 
Toll bridge financing and construc- 
tion bills are pending in Arkansas, 
California, Georgia and Montana. 
Gov. Thornton of Colorado call- 
ed for a long-range highway 
plan, and authorization for issu- | 
ance of anticipation warrants 
against future highway-user tax 
revenues to expedite construction 
of new four-lane highways. 
About $35 million of such borrow- 
ing will be sought. | 
Estimating California needs $1 
billion in new revenue over a 10-| 
year period to wipe out highway | 
system deficiencies, Gov. Warren| 
suggested that gasoline and other | 
highway-user taxes be increased to} 
help finance such a program. 


Possibility of an increase in 
Pennsylvania’s five-cent gasoline 
tax is being considered by state 
lawmakers, who were told by Gov. | 
Fine that an additional $30 million 
a year is needed to keep the state | 
highway construction program on 
schedule. 

Although recommending that $3,- | 
800,000 in general funds be appro- 
priated for South Dakota high-| 
ways, Gov. Anderson asserted other | 
sources of additional revenue must 
be found for continued expansion | 
of the state highway program. | 


Gas Taxes Eyed 


SCREASED taxes against gaso- 
line and trucks and a $15 million 
general-fund loan to the State 
Highway Department were recom- 
mended in Ohio by Gov. Lausche. 
The Republican legislative leader- 
ship in Ohio, however, is advo- 
cating a $750 million bond issue to 
finance a long-range highway mod- 
ernization program. 

Gov. Jordan recommended that 
Idaho’s present ton-mile tax on 
trucks be replaced with “fixed 
plate fee charges,” plus an extra 
mileage charge for trucks with 
exceptional mileage. Creation of 
a commission to study Minne- 
sota’s highway financing prob- 
lems was recommended by Gov. | 


| 





| 
| 
| 


versions of State 
create a toll 





= Dependable 

Valuation 
Makes 

“NATIONAL” 
Reputation 
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THIS POCKET BOOK 
PUTS MONEY IN YOUR POCKET! 


FULL FACILITIES TO SE 








highway funds, 
z road authority, 
Anderson. A long-range solution | give the State Highway Commis- 
to highway problems also was ad- 


and 


(Continued on Page 39, Col. 1) 





RVE YOU ADEQUATELY. 


rolet sales agreement for a dealership at Vienna, Ill. The three generations are 
represented at the occasion. From left are Ryland Pearl, head of Pearl Motor Co., 
Anna, Ill.; T. J. Hart, Chevrolet zone manager, St. Louis; James Pearl, and H. E. Pearl, 
of Pearl Motor Co., Inc., Mexico, Mo. 
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Built On The Experience 


OF 42 YEARS! 


Subscribers to the RED BOOK buy only ONE thing—an appraisal service in 
which they have the fullest confidence. But to win confidence requires a large 
research organization. Valuations are not based on theoretical slide-rule find- 
ings, scattered sample checkups and biased opinions. Instead, each edition is 
based on results of USED CAR APPRAISAL MEETINGS (attended by men who 
know); DEALER SALES REPORTS from every state; INVESTIGATION by 
our own full time field men; RESEARCH by our experienced staff of specialists; 
plus ANALYSIS by seasoned personnel tempered with the MATURE EXPE- 
RIENCE of preparing continuous appraisals for 42 years. This is an appraisal ser- j 
vice—unbiased and uninfluenced by any group of SPECIAL INTERESTS. 


You Can reluays Have 
ée the RED BOOK! | 


Even a large organization can prove to be an empty shell if it lacks good manage- } 
ment. The policies, as planned and executed these past forty-two years, have been 
under the direction of the founders of National Market Reports, Inc., the largest 
exclusive independent publishers of appraisal guides. It has had continuous 
management by the same executive personnel who recognized the need and 
created this service in 1911—yet kept young and modern by adding junior 
executives to carry on these successful policies. 

Sufficient quarters (an entire floor)—ample personnel—adequate equipment 
—sound management—all make it possible to compile the appraisal service you 
need—assuring your CONFIDENCE in each appraisal. These valuations are 


honest and trustworthy. 
© SERVE YOU WELL 





















Multigraphing and 
Mailing Division. 


Another section of our 
Subscribers’ Service 


Department. 
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The latest edition of the RED BOOK 
as it comes from the printers—to be 


rushed out to subscribers. 
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Legislative Roundup 


(Continued from Page 38) 


sion as a minimum an increase in, 
the State gasoline tax from 4 to 5 


cents. 
* a + 


Georgia Proposals 

ILLS to facilitate the construc- 

tion of both toll and free 
bridges were introduced in the 
Georgia legislature to carry out) 
recommendations by Gov. Tal- 
madge. 

One bill would create a toll 
bridge authority to issue revenue 
certificates for construction of 


toll bridges where there is suffi- 
cient traffic to pay off the debt 
through tolls. Other bills would 
create a bridge building authority 
empowered to issue up to $30,000- 
000 in revenue certificates for 
construction of concrete bridges 
free of tolls. 

The latter certificates would be 
amortized by rentals paid to the 
authority by the state for use of 
the spans. Funds for the rental 
payments would come from high- 
way revenue now used for main- 


W. E. Butler, President and founder. 


tenance of wooden bridges which 
would be replaced. 

Among the many gubernatorial 
recommendations on the highway 
safety problem, Gov. Dewey urged 
ithe New York legislature to adopt 


a broad safety program, including | 


compulsory motor vehicle liability 
insurance and periodic inspection 
of motor vehicles at State-operated 
inspection stations. 


The New York governor also 
}urged physical examination of 
|drivers involved in accidents and 
|the ultimate expansion of such ex- 
| aminations to all drivers; augment- 
|ed State police patrols; a uniform 
traffic code; a uniform traffic 
ticket system to eliminate ticket 
fixing and an increase in driver’s 
jlicense fees to provide additional 


| 
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funds for expanded highway 


| forcement activities. 


merit system, so that those who 


* * * 


Wisconsin Safety Plan 

A SAFETY program recommend- 
+“% ed to the Wisconsin Legislature 
by Gov. Kohler would include an 


adequate State traffic patrol to sup- | 


plement local law enforcement; a 
system of State rather than local 
examiners for driver licensing; 
stronger license suspension laws, 
and stronger and better enforced 
financial responsibility laws to 
allow impounding of vehicles until 
traffic accident claims are settled 
justly. 

Revision of the Massachusetts 
compulsory motor vehicle liability 
insurance law to provide for a 


G. A. Leukhart, General 
Manager, who has been on 
the job daily for 20 years. 


Heads of the Statistical De- 





partment. 


Guided by the Same Management for G2 Gears! 


The Founders (Auto Distributors and Dealers Themselves) Have Developed 
This Service and Maintained Its Ceaderehéé In the Industry 


WATCH YOUR USED CAR PRICES! 


* “KNOWLEDGE IS POWER.” By subscribing to the RED BOOK, you benefit 
by KNOWING—and by KNOWING you can make better buys and trade-ins, and 
make more money! THOUSANDS OF SUBSCRIBERS DO. Ask a few. (Names in 


your area on request.) 


You profit by knowing. The RED BOOK provides, conveniently arranged for 
quick reference, and APPLICABLE FOR YOUR AREA: Cash value and finance 
figures; average base or wholesale figures; average market values; OPS CEILING 
PRICES; factory prices on all cars. Gives you serial numbers; motor numbers; 
weights; detailed specification data, including insurance symbols. Also truck 


appraisals on vehicles up to 114 tons inclusive. 


Three Regional Editions—There’s One for Your Region 


To reflect the market accurately the RED BOOK allows for geographical variances 
in used car values. Many factors influence values. There is quite a difference in the 
price a car will usually sell for in New York or Kansas City, as compared to Cali- 
fornia. So the RED BOOK is published in three regional editions which cover the 


U.S.A. and take into consideration the differences in each major section. 


There is a pocket size edition for YOUR region. Your subscription will bring you 
the appropriate edition—and revised editions regularly as issued. Single yearly sub- 


scription, $7.00. Two or more subscriptions, each yearly, $6.50. 


Desk Size, Executive Edition Known as the Famous “BLUE BOOK” 


There has always been a definite demand for the BLUE BOOK, which lists values 
for each car in all three of the regional editions. It also includes truck valuations 


regardless of tonnage capacity rating. 


The BLUE BOOK is desk size for executive use and is preferred by banks, finance 
companies, insurance underwriters, adjusters, tax assessors, government agencies, 


libraries and others. 


Approximately 200 pages, size 812” x 11”. Leatherette cover. Revised editions sent 
all subscribers regularly. Single yearly subscription, $15.00. Additional subscriptions, 


each, yearly, $13.50 


“The Red Gook is an Established 


Sales Tool! Still Only $7.00 a Year! 


Put a Copy in the Pocket of Each of 
Your Salesmen! 


The RED BOOK not only helps your 





salesmen SELL . . . but helps them 


BUY, as well! Remember this axiom: 
“A CAR BOUGHT RIGHT IS A 
CAR SOLD RIGHT!” It will pay you 
to subscribe to the RED BOOK for 


each of your salesmen now, so they 


may keep a copy on their person at all 
times. That fraction of time in quoting 
a trade-in price may mean the differ- 
ence between a sale and no sale! One 
transaction alone more than pays for 
the RED BOOK for an entire year. 


Won't you invest $6.50 a year for each 


of your men to make them worth more to 


you—and themselves? SHOW THEM 
THIS IS THE WAY TO BUILD 


en- 


ALSO PUBLISHERS OF 


The NATIONAL PARTS & LABOR MANUAL (Keeps 


Service Departments, Garages, Body Shops, 
Adjusters informed as to changing prices of 
parts and how to figure time and labor costs 
at various prevailing wages.) Loose-leaf. Only 
$9.50 for full year service. 


The BLUE BOOK TRUCK APPRAISAL GUIDE 
(The only service of its kind, providing 
current appraisals; specifications; freight 
rates; body, cab and equipment sources, 
etc.) Only $9.00 for full year service. 


GOOD BUSINESS. 


Our policy for 42 years has been: 
SATISFACTION GUARANTEED 
or Money Back! 


NATIONAL MARKET REPORTS, INC. 


900 South Wabash Avenue PS 


CHICAGO 5, ILLINOIS 
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have no or few accidents would 
get a lower rate than others, was 
advocated by Gov. Herter. The 
plan would be tied up with a 
“point system” on motor vehicle 
law infractions which would re- 
sult in drastic penalties against 
dangerous drivers. 


Gov. Umstead of North Carolina 
advocated a “common sense” pro- 
gram of motor vehicle inspection, 
|a driver training program in public 
schools, stronger enforcement of 
traffic laws, and a law making it 
illegal to “soup up” cars. 


Gov. Shivers asked Texas solons 
to reexamine the State’s con- 
| troversial motor vehicle inspection 
|law to make it “practicable and 
|workable,” or repeal it. Indiana 
| Gov. Craig advocated a 60-mile-an- 
|hour statewide speed limit, stiffer 
penalties for drunken drivers, and 
the hiring of 200 more State police- 
men. 


Among the first equipment bills 
| appearing in the 1953 sessions are 
proposals in Indiana, Nebraska, 

South Dakota and Tennessee to 
| require mud flaps on the rear 
wheels of vehicles. Bills to re- 
quire automatic turn signals on 
| new cars are pending in Nebras- 
| ka and North Carolina. Gov. 
Anderson asked the South Da- 
kota legislature to enact a law 
requiring the use of safety glass 
in motor vehicles. 


| States where liberalization of 

truck size-weight regulation § in 
|general or special categories are 
|being sought include Idaho, Mas- 
| sachusetts, North Dakota, Oregon, 
| Pennsylvania and Tennessee, while 
| more stringent regulations are pro- 
| posed in Arkansas. 


| In the field of legislation affect- 
ing marketing, bills have again 
|been introduced in New York to 
regulate interest charges and other 
|aspects of automobile sales financ- 
ing. The measures are similar to 
proposals rejected there at past 
sessions. A South Carolina bill 
would require all lending agencies 
to furnish borrowers with com- 
| plete statements of all charges. 
ok * * 





| Labor Relations 


a the comparatively few 
specific recommendations by 
governors for new legislation in the 
labor relations field, Gov. Herter of 
Massachusetts called for the crea- 
|tion of an independent State board 
|of counciliation and arbitration to 
|help resolve labor-management con- 
|flicts. The proposed new agency 
| would be responsible directly to the 
governor. 

Liberalization of unemployment 
| compensation benefits was speci- 
ficially recommended or suggest- 
ed for legislative consideration by 
the governors of California, Colo- 
rado, Connecticut, Indiana, Kan- 
| sas, Maine, Minnesota, Montana, 
Ohio and Rhode Island, with sim- 
ilar proposals pending in a num- 
ber of other states. 
| States in which proposals for 
|lower unemployment tax contribu- 
|tions by employers have guberna- 
|torial support include California, 
Kansas, Massachusetts and Rhode 
|Island. Broadening of the cover- 
| age of New Jersey unemployment 
|compensation and temporary dis- 
ability benefits programs to include 
those working for firms with one 
|Or more employes, instead of four 
;or more as at present, was recom- 
mended by Gov. Driscoll. 

* * & 

| Wage Law Revisions 

EVISION of New Jersey’s mini- 
mum wage law so as to estab- 
|lish a uniform hourly minimum in 
conformity with Federal regulation 
|of interstate commerce was recom- 
| mended by Driscoll. He asked that 
| the revision include continuance of 
|the present provision for wage 
|orders, setting higher minimum 
| wages applicable to specific indus- 
tries, upon appropriate economic 
findings. 

Gov. Umstead asked the North 
Carolina Legislature to enact a 
minimum wage law, but said that 
it “should provide for proper and 
necessary exemptions and safe- 
guards.” 


Proposals for liberalization of 
workmen's compensation benefits 
are pending—in many instances 
with gubernatorial support in 
| California, Colorado, Connecticut, 
|Idaho, Indiana, Kansas, Maine, 
| Maryland, Massachusetts, Minne- 
|sota, Montana, Nebraska, New 
| Jersey, New York, North Dakota, 


| (Continued on Page 92, Col. 1) 
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deuterium, has one extra neutron 
in its nucleus, while extra heavy 
hydrogen, called tritium, has two 





bomb. “C” is for civilization. 
What is an atom? It’s no mys- 


tery ... just the smallest particle 
of any elementary substance, char- | Xtra neutrons. 
acteristic of that substance and ° ° : 
nothing else ... all assembled by! What Makes Sunshine 
nature, whose bricks are few, sim- rt : 
’ , [EXT in the scale of elements 
ple and orderly. All the wealth of | | is helium, which contains a} 


materials in nature is assembled 
from about 100 different kinds of 
atoms. There are thousands of bil- 
lions of them around us all the 
time ... but we have just started 
to barely understand them. 


nucleus of two protons. This is the | 
element which keeps the sun and} 
stars aglow. There, at tempera-| 
tures as high as 20 million degrees | 
centigrade, atoms of hydrogen are} 
transformed into atoms of helium. 





ANT to listen while I take the How is an atom made? Nature!/[n fact, the word “helium” was 
boys and girls of the junior | COMstructs an atom from only three coined from the Greek word for| @ 
high school on a quick trip into the kinds of fundamental particles: sun. 
secrets of the atomic bomb, which | Lhe proton (electrically positive), That powerful force which 


the neutron (electrically neutral) 


} welds the protons and the neu- 
| and the electron (electrically nega- 


trons into a single stable kernel 


Conn. Dealer Donates Training Car— 


ended the last world war, when it 


landed in Nagasaki . and the} 
hydrogen bomb, the first of the new 
species, which landed in Eniwetok 
the other day? 

What do I know about such 
things? Nothin’, ’cept what I read 
in the papers. But the words will 
be on many tongues until the scien- 
tists prove that the greatest power 
in nature ... which now inspires 


tive). 

| The proton and ‘neutron are very 
heavy, almost 2,000 times the weight 
of the electron, which seems to be 
nothing more than a tiny charge 
| of negative electricity. The electron 
| circles around the atom like planets 
| around the sun. 





| Uranium has the heaviest atoms | 


found in nature, while hydrogen 


is called atomic energy. It hap- 
pens that some atoms are not 
quite so stable as others. There- 
fore it is possible to release part 
of that energy by breaking a 
nucleus in half by “smashing” the 
atom in a cyclotron (a gigantic 
machine which bombards_ the 
atoms with electrical discharges 
while the substance is under 


Charles Boice (second from left), principal of the Bethel High School, Danbury, 
Conn., accepts the keys to a new driver-training car from C. J. Mazzia, secretary- 
treasurer of Fillow Auto Co. (Studebaker). Others are Frank Sehulster, driver-education 
instructor; J. F. Lombardi jr., president of the Danbury Insurance Agents Assn., and 
J. Thayer Bowman jr., chairman of the association's driver-education committee. 


has been lost .. . as Einstein set|}enough temperatures to make 


forth in his famous formula 50| fusion work. The so-called “atomic 
| years ago. | bomb,” which fell over Nagasaki, 
In the process of fusion, the|is made from highly explosive plu- 





fear . . . will certainly become the | | 
most potent instrument in the ad- has the lightest. Hydrogen contains| @normous heat). atoms have to be pressed fantasti- 
vancement of civilization. | only a single proton in its nucleus, | What happens to the missing | cally close together. Under the ter- 

Okay, here we go. Let’s start | but there are slight variants in the| mass? It has taken another form|rific heat every particle is darting 
same elementary substance called}. . energy. The energy released! around furiously. Until 
isotopes. Heavy hydrogen, called | exactly balances the mass which | ago we couldn’t produce 





in the terms of A, B, C. 
“A” is for atomic. “B” is for 





high 
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Welcome to San Francisco... 
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Bank of America 


NATIONAL {89USTAx® ASSOCIATION 


California’s Statewide Bank 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





3,500,000 MOTOR VEHICLES HAVE BEEN FINANCED LL WAY 





10 years 


|tonium. Now ... inside the hydro- 
gen bomb is one of these smaller 
| bombs which serves as a detonator. 
The result is a temperature of 150 
|million degrees C. for perhaps a 
millionth of a second. The two 
nuclei of extra-heavy hydrogen fuse 
under the enormous heat, releasing 
|the energy of the binding force ... 
forming a new element, helium .. . 
while firing off two other neutrons. 


Hydrogen bombs can be made, 
;not in pound size, but perhaps in 
tons. The atomic bomb must be 
held to a certain size to circumvent 
|the danger that it may explode of 
| its own accord. But no amount of 
j|hydrogen will fuse itself at our 
|temperatures. Therefore, there is 
|no natural limit to the size of a 
| hydrogen bomb. 
| * 


* * 


Understanding Nature 


HE men who have looked into 

the secrets of the atom were 
searching for no magic and no 
healing power. They were simply 
asking questions of nature ... the 
same questions the layman asks. 
|That is the deep value of all of 
| our research ... that it sets out, 
not to make a bomb or a drug but 
|to understand nature herself. The 
|steps by which we have learned to 
|make the hydrogen bomb are, more 
deeply, the steps by which we are 
coming to understand the evolution 
|of the sun and the stars. 


| Here on earth we are not in 
sight of any process of fusion be- 
yond that from hydrogen to helium. 
| But, in the universe at large, fusion 
lis probably the great creative 
process which builds up all matter, 
|step by step. 
The scientists say that, first, 
| thin clouds of hydrogen drift 
| through space and here and there 
draw together slowly into stars. 
As the young star draws together 
| it grows hotter and its hydrogen 
begins to fuse into helium. If the 
| star is large and bright it will 
have turned all its hydrogen into 
helium in less than 100 million 
| years. It still goes on drawing 
| together; its helium becomes 
packed so tight that a cubic inch 
| weighs several hundred pounds 
| and the temperature goes up to 
100 million degrees centigrade. 


Step by step other processes of 
|fusion take over and heavier and 
|heavier elements are built up. The 
| scientists theorize that the process 
| Should stop at the most stable ele- 
| ments—for instance, iron. But they 
|say nature probably overshoots 
| herself ... the star goes on shrink- 
jing and building up still heavier 
|elements, until it finally collapses 
and explodes. 
| That’s why they think that all 
j}elements were created in this way, 
from hydrogen as the first raw 
material. 
| In short, we need not despair of 
|what we have learned, because we 
now know of a new power of de- 
struction. Our greatest power over 
|nature rests in understanding her 
| processes. Surely man’s command 
jof energy will lie in fusion, for 
|this is nature’s deepest source. At 
least we know that if we can tap 
|this source the hydrogen in a pint 
lof water will yield more energy 
than a thousand tons of coal. 


We have only made a beginning. 
It is the business of every citizen, 
as well as every scientist, to put 
this beginning to the right use... 
turn it from destruction, and there- 
by learn the creative art of nature 
itself. 















UP TO 
With $< MORE STOPPING POWER 
The Only Safety-Slotted Tread—3,000 
biting edges—multiplies your grip 
of every highway in every weather 
condition. 
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Wit permanent WHITEWALLS 


The Only Scuff Guard* rib wards off the 
blows of curbs and rocks, preserves 
whitewall beauty fresh and new. *Trad- 
mark of Fisk Division of United States Rubber Company 


Tires Division of 


UNITED STATES RUBBER COMPANY 





for Your New Models! 


Wit UP TO 58% MORE SAFE MILEAGE 


The Only Such Extra-Deep Tread 
allows renewal of full skid protection 
twice without retreading. Tremendous 
tire economy! 








“When ti Tome to Re-Tine /” 
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to coated radiators, remember? Can 

it happen again—with plastics? 
Joining may turn out to be one 

of the toughest problems for 





heat of the Texas sun. Plastic doors 
that looked highly promising 
wouldn’t stand slamming at low 
temperatures. 


used both for tooling and for 
structural panels. This is the 
area in which plastics present the 
most serious threat to existing 


FOB FACTORY 


> . > designs and processing methods. plastics engineers to solve if the However, if the most recent 
astics INNANS purs But volume production using) new bonded materials are to find materials can get over these 
plastic-bonded materials poses| # Substantial place in the auto- | hurdles, they may be able to 


mobile industry. 
The physical characteristics of 


move forward at a pace that will 

surprise even the most enthusi- 

astic boosters of plastics. 

Plastics tooling undoubtedly 
offers the best opportunity tha 
exists today to cut the cost of new 
models. Such tooling may reduc: 
the tooling time for a new mode 
from months to weeks. 

Most informed Detroit engineer: 
will venture the opinion that plas 
tics, if they make a big place fo 
themselves in Detroit, will gair 
wide acceptance first in checking 
fixtures. Their use on a big scalé 
for form dies should follow. Plas- 
|tics bodies, these engineers say, 
will probably not get wide recogni- 


| tion until some time later—if at all. 
- o * 


many unsolved problems. Joining 


For Short-Run Cars pesca ane piace inn plastics are so different from steel 
; : ‘|that entirely new formin and 
: , ie . But what about joining a plastic orecessiaa techniques ee be 

2 es don’t learn too much at a big car exhibit like the! material, having the coefficient of| worked out. This will take time 
General Motors Motorama. However, an auto engineer expansion of aluminum, to steel? | at least as much time as determin- 
with an ear to the ground could certainly pick up valuable | [ing the physical properties of the 
ideas about the car of tomorrow—as GM engineers and| New Techniques Needed | Sew materia Gne testing them in 


+t ; 4 | service. 
technicians see it. . oh i citieatall WHat happens to such a joint | 
j- | fications. Plastics will undoubtedly | when it is exposed to sudden|,, ,. ie 
_The fact that four GM di | go into new cars as fast as the new| changes in tem aie? Will the| Earlier Failures Recalled 
visions have exhibited sports| , g P ? Will t 
materials can prove themselves to joint fail, possibly without warn-| 


: : | UTOMOBILE engineers have 
models made with plastic-bonded | be cheaper and better than steel. ling? Will joining techniques that | remarkably long memories. 
materials is a tipoff on the most : 


, ; . For short-run models and | prove satisfactory in the laboratory | They recall, for example, that plas- 
important single change that is! sports cars in limited production, | fail when volume production is at-|tic instrument panels, which were 
likely to come in materials speci-| plastic-type materials may be | tempted? This was what happened'to replace steel, melted under the 


* * 


x * * 





| Baker-Raulang Gives 


Materials Storage Hints 

CLEVELAND. — “There's an 
Angle to Increasing Existing Stor- 
age Space” is the title of a six-page 
materials-handling study released 
by Baker-Raulang Co., 1230 W. 80th 
St., Cleveland 2. 

The illustrated report shows 
warehouse operators and manufac- 
turers how oblique stacking cuts 
down aisle requirements and pro- 
vides more storage capacity. It 
also shows how easier stock selec- 
tion and faster inventory checks 
are made possible by angle- 
stacking. 

Copies of the study are available 
free. 









“4 500) 


hangs up 10-year total of 
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Belt Conveyor Described 


GRAND RAPIDS, Mich.—A bulle- 
tin detailing applications of the 
| Rapistan Floor-Veyor belt conveyor 
| has been issued by Rapids-Standard 
Co., Inc., 342 Rapistan Bldg., Grand 
| Rapids 2, Mich. 
| * 


+ * 
Barnes reports paying for a new 
$40,000 11-stall service set-up out of 
Bear profits with an original invest- 
ment of $2,000. They're adding a 


Telaliner, of course! 





* * 


Everywhere Smart Operators are proving... 


the MORE “BEAR?” you have... 
the MORE MONEY you make! 


Barnes Nash’s experience is typical of the fact 
that the more “‘Bear’’ you have, the more jobs 
you get and the more money you make! ‘‘Bear”’ 
operators from coast-to-coast will tell you that 


Facts on Carbide Tools 
| WORCESTER, Mass.—“Grits and 
|Grinds,” a publication of Norton 
Co. here, is offering a special issue 
devoted entirely to the related 
|subjects of carbide tool grinding 
and diamond wheel conservation. 


U.S. Breaks Up 
Hot-Car Ring 
In Midwest 


TOPEKA, Kans. — A ring that 
funneled stolen autos into Topeka 
|from other midwestern points has 
|been broken up, according to Fed- 
eral authorities. 




















they make more money with “Bear” . . . because saine & easels ee ahemen ee 
‘‘Bear’”’ Signs are the best business - getters lsaid, while three other men, de- 
they’ve ever used ...and their ‘“‘Bear’’ equip- |scribed as stock-car racers, were 


| reported either in out-of-state jails 
}or under surveillance. 

| Cars stolen in Missouri and the 
| Chicago area were driven to the 
| Topeka wrecker, who worked them 
over and resold them, it was 
| charged. 


ment does the job quicker, easier, and better! 
Write today for the full story and catalog. 
Bear Mfg. Co., Dept.A-14, Rock Island, Illinois. 













. BEAR® <2 ),0:nc: , 
HEEL ALINEMENT SERVICE 





Here’s the Newest ‘‘BEAR’’ Money-Maker 


the “BEAR” | eLatircer- 


Faster, More Accurate, Electro- 
magnetic Checking and Correction 


MAKES MORE MONEY FOR YOU! 


NOTHING LIKE IT FOR SELLING MORE ALINEMENT JOBS! 
EXPOSES ALL STEERING TROUBLES ON A BIG SCREEN THAT 
DRAMATIZES THE READINGS—AND SELLS CAR OWNERS ON 
SIGHT! 






Brakes of Clay 


Linings for Planes Brave 


2,000 Degrees 


SOUTH BEND. — Aircraft brake 
lining using fired clay, to withstand 
the enormous heat generated in 

| braking high-speed jets and trans- 
| ports, is being produced by Bendix 
| Aviation Corp. 

The new “Cerametallic” lining 
|was developed after years of re- 
search on a friction surface able 
to survive aircraft landing impacts 
which generate heat as high as 
|1,800 degrees in three seconds, ac- 
| cording to I. F. Richardson, general 
sales manager of the Bendix prod- 
ucts division. 

Increases in brake energy ratings 
|of 50 percent and service lift ap- 
| proximately five times as great as 
| with the best conventional linings 
lare made possible by the new de- 
|velopment, Richardson said. Ce- 
| rametallic operates successfully at 
| brake temperatures up to 2,000 de- 
| grees, he said. 


* 













NO WASTED STEPS! NO 
GETTING OUT FROM UNDER 
TO CHECK! 

QUICKLY INSTALLED ON 
YOUR PRESENT EQUIPMENT 
CHECKS MECHANICALLY AS 
WELL AS ELECTRICALLY 
CHECKS ALINEMENT FROM 
WHEEL SPINDLE OR RIM 












WHEREVER YOU PUT THEM 





“BEAR” SIGNS BUILD YOUR 
BUSINESS 


...Cash in on these SIGNS NOW 
BEING ADVERTISED REGULARLY IN 


(POST) ano |Farm Journal 








Ronan to Build Shop 
A lot at the northeast corner of 
Third St. and Allegheny Ave., 
Philadelphia, will be improved with 
a $500,000 service building for 
Ronan Motors, Inc., according to 


| Edward J. Ronan, president. 
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Tix MAN who has just entered upon a 
Chrysler-Plymouth sales agreement 


FY F RYW H F R F can look forward to the widest, most 


inclusive market in the business. It 


H F LO O KS includes just about everybody 










AAC EE EOI 


- « - because he will sell a range of cars, 
H a from the custom-built Chrysler Imperial 


to the very lowest-priced Plymouth, 
A the industry. For value to their owners, 

based on unmatched day-after-day 

performance. For always being the 
POSSIBLE first to come out with the best in 


CUSTOMER... ee 


ere 


to fit every need and every purse. 





- » - because the cars he will sell bear the 
finest, most substantial reputation in 


SOE RMON ETFS I TN coat teary 


Fe ne meer 


. « - because his parts and service 
departments will open up fields of 
additional opportunity and profit beyond 
anything competitive dealers enjoy 

or expect. 


SALLE ETT FPN Ts 





- - - because he has in his pocket the 
industry’s most advantageous sales 


FRESE PEAT PR OV RG AT IED TLE, 


agreement. 


FEAT 


hE 


Right now, there are a limited number of 


Chrysler-Plymouth sales agreements available 
—for the right men. These men will start business 
with everything in their favor. They will 

enjoy close factory co-operation in all their 
endeavors. They will take their place in the 
company of almost 4000 present dealers, | 
many of whom are numbered among the 


ONCE SEE 


ahem 


leading fig ures of their communities. 


CHRYSLER 


AMERICA'S FIRST FAMILY OF MOTOR CAR DEALERS | x 









Salesense in Advertising 


Tested Ideas for Small Business 
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By James D. Woolf 
Special Correspondent 
DVERTISING that fails to cre-| 
ate a feeling of friendship for | 
the advertiser is worse than none 
at. all. 

More important than immediate 
sales, over the long haul, is cus- 
tomer goodwill. No business can 
prosper permanently without it. 

This may strike you as a trite 
comment on a fact accepted by 
businessmen generally. But there is 
a catch to it. The catch is that 
many businessmen 
dealership owners—accept this pla- 
titude in principle but violate it, | 
deliberately or unwittingly, in 
practice. 

Here are a few all too common | 


including many | 


practices in advertising that, ac- 
cording to consumer surveys, are 
damaging to goodwill. 

One of them is mentioned in 
Advertising Age by Clyde Bedell, 
former advertising director of Mar- 
shall Field & Co, It is the practice 
of quoting prices “from $65,” or 
“from $27.50,” or “from $1.50.” The 
reader, intrigued by what appears 
to be a low price, discovers in the 
store to her dismay that she can- 
not be fitted in the little $27.50 
number. “We’re already sold out 
in your size, madam, but we have 
some very chic models for only 
$47.50.” 

Sometimes this is a deliberate 
come-on, sometimes it isn’t. Some 
women, less trusting than their 
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ADVERTISEMENT 


To Increase Sales Efficiency .. . 


Profit-Building Service Plan 


Now Available Nationwide 


LOS ANGELES, Calif.—A proved | 
program for building and holding 
automotive sales in all departments 
through thousand-mile contacts with 
service customers is now available | 
as a complete package; suitable for | 
any size new car dealer, in any part | 
of the country. 


Features of the Nu Orm Package 
Plan and descriptive literature will | 
be described and displayed at Booth | 
1, NADA Show, Civic Auditorium, | 
San Francisco, Calif., February 14 | 
through 18. 


The new Package Plan was devel- 
oped and perfected by Nu Orm 
Plans, Inc., originators of the well- 
known Nu Orm program of Sales 
Development. Nu Orm provides a 
self-contained, continuing program 
of sales promotion. Everything neces- 
sary to operate the program is pro- 
vided, including a self-explanatory 
manual of instruction. In addition to 
the Package Plan, Nu Orm also pro- 
vides in its operating territory a plan 


| service salesmen to 


installed and operated by Nu Orm 
qualified analysts. 


The Nu Orm plan eliminates over- 
selling and under-selling; educates 
more efficient 
selling; sells preventive maintenance; 
anticipates and follows up service 
needs; builds customer confidence; 
provides new and used car prospects. 


Unlike other follow-up plans, Nu 
Orm establishes accurate, practical 
departmental quotas. It keeps a per- 
manent record of customers’ cars or 
trucks and acts as a reminder for the 
manufacturer’s recommended service 
needs based on speedometer read- 
ings. Through tested mailing pieces 
and telephone contacts, customers 
come back regularly for service, re- 
sulting in increased sales and service 
profits. 


Complete information, contained 
in a descriptive illustrated brochure, 
may be had by writing: Nu Orm 
Plans, Inc., 1015 So. La Cienega 
Blvd., Los Angeles 35, California, 
and requesting Bulletin 2-53. 


| 


sisters, see through it when it is 
a deception—and the store can ex- 
pect some word-of-mouth BADver- 
tising. 


| 
| 


* * * 


Women Want the Facts 
| degen y irritating practice is | 
+4 that of advertising a A 
but unspecified makes of merchan- | 
dise—watches, for example, or auto | 
accessories - at “amazingly low | 
prices.” Sure enough, the prospec- | 
tive purchaser finds “famous| 
makes” on sale, but only to the| 
extent of about 1 percent of the} 
total offerings, and usually out-| 
moded old numbers at that. 

| 


Another wonderful way to BAD- | 
vertise! 


Thirdly, women say they are an- 
noyed by advertisements that fail 
to supply them with sufficient in- 
formation about the featured prod- | 
uct—let’s say, for example, an 
afternoon frock. It’s astonishing 
how many things milady wants to 
know about a frock. 


What is the range of colors? 
Exactly what is the fabric? Is it 
shrink-proof, fade-proof? Is_ it 
washable, or must it be dry- 
cleaned? Is it available in junior 
sizes? 

The issue here is not one of 
ethics. The issue is the obsession 
of so many advertisers by the no- 
tion that prospective buyers are 
hostile— yes, actually hostile —to 
long, fact-packed copy. Frequently 

just the reverse is true: Consum- 
ers are irritated, if a given product 
interests them, when the copy fails 
to answer their questions. 

White space is completely impo- 
tent as a transmitter of informa- 


tion. 
~ * * 


Don’t Hedge on Promises 


FOURTH cause of annoyance, 

and a surprisingly common 
one, is the failure ot advertisers 
to brief their sales force on what 
is being offered in the day’s adver- 
tising. 

Only today a neighbor of mine 
came home completely out of pa- 
tience with a local drugstore be- 
cause the clerk who attended her 
knew nothing of an advertised 
bargain in wines. Neither did two 
other clerks behind the same coun- 
ter. The manager had to be called 
before my neighbor was permitted 
to make her purchase. 

Don’t think this is an isolated 
case: It happens all the time. 
Keep your salesmen posted on 
your advertised prices and offers 
—and keep them posted, too, on 
the promises you make in your 
copy. 

Still another way to engender 
bad feeling is to promise in adver- 
tising that “your money will be 
cheerfully refunded” unless you 
sincerely intend to be cheerful 
about it. 

Consumers complain, in the sur- 
veys I’ve seen, that frequently ad- 
vertisers try to hedge on their 
“money-back guarantee with no 
questions asked.” They say that 
oftener than not the salesclerk 
must consult the store manager 
before she dares hand over a penny. 
A “cheerful refund,” as I see it, 
should not have to be hemmed and 
hawed over by the proprietor. 

x + * 


Exaggeration Is Deadly 
SIXTH destroyer of goodwill 
and public respect is the sin 

of gross exaggeration and men- 

dacity. 

The percentage of advertising 
that is dishonest to the point of 
breaking the law is, I think, very 
small. What is so often objec- 
tionable—why frequently adver- 
tising loses friends for a business 
instead of making them—is offen- 
sive exaggeration. 

Fairfax M. Cone, a noted adver- 
tising agency executive, once said 
this: “It should be the selfish aim 
of every one of us that our adver- 
tising tells the truth ... A single 
exaggerated claim in a newspaper 
or magazine or over the air con- 
taminates every other advertise- 
ment to which the reader is sub- 
jected—for days or maybe weeks 
or months.” 

It is absolutely true that adver- 
tising can lose friends as well as 
make them. 
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the story of Blue Coral. 

Like a fine Cartier or Tiffany 
creation ... the creators of the 
Blue Coral Treatment have set a 
quality standard beyond compare. 
Since the founding of the firm 
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integrity and product improvement 
has made Blue Coral the greatest 
biel bite em ed CLC 


of preserving and beautifying 


the fine factory finish of cars. 


H. D. T. COMPANY FACTORS, INC. 
WHITE PLAINS, N. Y. 
© 1953 
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Hodge Window Depicts Oldtime Scenes— 

Modes of yesteryear—from the cop on the beat to the carriage on the street—are 
depicted in the window display of Tex Hodge, Studebaker dealer in Fresno, Calif. 
Set up in conjunction with Studebaker's centennial, the exhibit includes an animated 
horse which “breathes,” switches its tail and rolls its eyes; a nursemaid who rocks 
@ carriage, a mannequin which calls attention with its cane to the Studebaker cen- 
tennial sign. Movie Stars Tom Mix and Mary Pickford once rode in the ‘‘Petite” 
special car at right. 


The eye 
that’s quicker than 


the foot 





Citizens 


cannot stand still, nor allow itself 
to be economically stagnated by 
out-of-date regulations” in dealing 
with its traffic problems, the Citi- 
zens Traffic Safety Board has un- 
dertaken its first major projects to 
reduce New York City traffic acci- 
dents and congestion. 

Percy C. Magnus, board presi- 
dent, said it would seek City adop- 
tion of “an immediate action pro- 
gram” as a start toward moving 
traffic faster, safely, and effect- 
ing “a real housecleaning” of 
parking abuses. 

Board trustees and the executive 
committee unanimously recom- 
mended the program, which pro- 
poses drastic changes in handling 
traffic movement and parking in 
Manhattan. 

Major points are: 

1. Elimination of parking abuses 
through stepped-up enforcement 
and public cooperation. 








2. A vigorous drive against park- 
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‘Out-of-Date’ Regulations Attacked . . . 


Offer N. Y.C. Traffic Plan 


| NEW YORK.—With the declara-|ing passenger cars in restricted | permit these changes in north-souti 








|tion that “America’s largest city | zones. 


3. Drastic action against commer- 
cial vehicles using the streets for 
noncommercial parking, faking de- 
livery of goods as a “blind.” 

4. Reduction of the number of 
holders of special parking privi- 
leges, including physicians, Federal 
and Municipal officials, and prop- 
erty owners who block traffic in 
front of their own places of busi- 
ness. Special targets are those who 
use their privileges indiscriminately 
to the disadvantage of all traffic. 

5. Prompt enactment of traffic 
regulations to move traffic more 
swiftly and safely by: 

(a) Routing all north-south av- 
enues in Manhattan (except Park) 
for alternating one-way traffic, 
particularly between 14th and 59th 
Sts., and (b) simultaneously re- 
timing traffic lights to permit 
crosstown (east-west) traffic to 
move for intervals equal to those 
allowed for north-south traffic. 

6. Revision of bus franchises to 


.. controls your headlighfs automatically! 


AUTRONIC-EYE 


TAKES DRUDGERY OUT — PUTS 
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- +. relays an electronic signal to the power unit under the hood. Your lights are “dimmed"”—automatically—and kept dim until . . . 





. all oncoming traffic has passed. Then the Autronic-Eye brings your lights back to bright—automatically! 


You'll never know what pleasure night driving can be until you’ve 


tried this wonderful new automatic headlight control! Guide’s 


Autronic-Eye takes your foot off the floor switch . . . takes your 


mind off the job of adjusting your lights and lets you relax and 


enjoy the trip. Proved by more than 100,000 automobile owners 


during the past year, this amazing electronic device means 


more safety and courtesy, more comfort and convenience, on 


the highway after dark. For complete information, write to 


Guide Lamp Division of General Motors, Anderson, Indiana, 


FOR SAFER DRIVING 


GUIDE LAMP DIVISION OF GENERAL MOTORS, ANDERSON, INDIANA 
















traffic. 

7. Greater emphasis on traffi 
control and parking regulations a 
points where accidents and conges 
tion occur. 

8. School crossing protection b 
paid or volunteer women guards i 
all boroughs, to release police of 
ficers for duty in critical traffi 
areas and to provide all 2,200 schoc! 
crossings with better protection. 

“The Citizens Traffic Safet: 
board will give the program its im- 
mediate and wholehearted support,” 
Magnus said. “It is calling upon all 
individuals and all organizations 
. . . to give their time, energies, 
facilities and money for the ad- 
vancement of the proposals. 

Magnus, former president of the 
New York Board of Trade, said 
the program is a composite of 
many suggestions to the group, 
thoroughly studied by its trustees 
and executive committee. 

He admitted that some proposals 
might prove “highly controversial,” 
but added that “it was never antic- 

ipated that the ... board could 
make an effective attack .. . with- 
out clashing with special interests.” 

“The prime requisite for smooth, 
reasonably accident-free traffic . . . 
is sufficient relief from congestion 
to permit a free flow of vehicles,” 
Magnus said. “The moment traffic 
moves steadily we have reduced the 
wastefulness of congestion and 
much of the accident potential. 

“It is useless to base any plan 
for relief upon facilities and con- 
ditions as we would hope them 
to be. Rather, we must use what 
we have more efficiently.” 

Magnus cited an “immediate 
need” for city-owned off-street 
parking areas in Manhattan, and 
in other boroughs at or near the 
origin points of rapid transit lines. 

“It is regrettable that such facil- 
ities are not available,” he said. 
“We cannot wait for their attain- 
ment, so we must improve the con- 
ditions of 1953. 


Credit Firm Finds 
Market Strong 
For °53 Cars 


LOS ANGELES.—Pacific Fi- 
nance Corp., in its monthly digest 
of automotive facts and figures, 
reports that new-car demand is 
strong at the start of the new sell- 
ing season. 

“The public has been enthusiastic 
in approving new models,” the PF 
Automotive Digest says. “Dealers’ 
initial showings have been well 
attended—buying interest is keen 
for this time of year. Dealer new- 
car inventories are relatively low.” 

The house organ, in commenting 
on the 1953 auto market, said that 
manufacturers look for a good sell- 
ing season with national income 
high, people in a spending mood. 
They point out that new-car buyers 
tend to trade in old cars on an 
average of about every three years 
—expect 1950-model car buyers to 
be buying again in 1953. 

“However,” the publication de- 
clared: 

“Dealers do not share manufac- 
turers’ optimism. They point out 
that 1950-1951 record output was 
aftermath of war replacement de- 
mand. Dealers also are uneasy be- 
cause most manufacturers are pre- 
dicting an increase in their percent 
of total market. 

“Experienced dealers who oper- 
ated in 1920s and 1930s know that 
the coming year will be ‘normal’ 
for the industry, which is probably 
the most competitive of all con- 
sumer lines. With purchasing 
power high, dealers realize they 
are in for high-volume sales year 
in which sound management is key 
to profits. Older dealers are keep- 
ing used cars moving rapidly, 
tightening up on credit terms— 
plan to forego volume for profit- 
able deals.” 


Harrison Reassigned 


Bill Wilson, general manager of 
Mel Alsbury, Inc. Hollywood 
(Calif.) Chrysler-Plymouth dealer- 
ship, has appointed Allen Harrison 
as assistant sales manager. For- 
merly assistant service manager, 
Harrison has been with the firm 
for 18 years. 
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¢ 79.2 per cent of Post readers own at least one car. That adds up to a lot 
of cars and a mammoth market for saran seat covers. It means greater sales 
and more profits for you. 

And why not? Saran seat covers have all the features buyers want. They 
come in a wide variety of colorful patterns. They are long wearing. And 
they are easy to keep clean. i & 

Make the most of saran advertising in The Post. Be sure you're well- 
. stocked with the fastest moving seat covers in America. Have your name 
; listed under the saran heading in your local phone book. . 
Year after year saran sales set new records. Get your share of the 
profits again this year. 


Stock up! Display! Sell Saran. Seat Covers! 
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Lawsuits Affecting Dealers .. . 
Court Decisions 


By Leo T. Parker 

Attorney at Law 
CCORDING to a late higher- 
court decision, the owner of 
real property has a legal duty to 
warn all persons who lawfully use 
the premises about existing and not 

clearly apparent dangers. 
For example, in Miller v. Brun- 
saw, 250 S. W. (2d) 958, the testi- 

mony showed facts as follows: 


A dealer decided to repair a 
ramp. An employe, who was 
working on the ramp, was seri- 


ously injured when he stepped 
upon and fell through what ap- 
to be solid flooring but 


what in reality was insecure 
plasterboard. 
In subsequent litigation, the 


higher court held the injured em- 
ploye entitled to recover $30,000 
damages. 

The court explained that anyone 
who owns unsafe premises must 
use reasonable care to warn em- 
ployes, and all others, of obscure 


dangers. 


injured person. 


¥ + * 


|Minor Pays for Fraud 

A MINOR who misrepresents his 
age to a dealer must pay for 

resultant financial losses, a higher 

court has decided. 


In Rush v. Grevey, 107 N. E. (2d) 
560, testimony showed that a 20- 
year-old purchased an auto from a 
dealer, giving his age as 21. 


Later, the minor brought the 
auto back, stating that he was a 
minor and asking the dealer to 
take the auto and return the full 
purchase price. 


The higher court held that the 
dealer must take back the car and 
refund the purchase price, less de- 
preciation. 

This court explained that the 
minor, 
age, must pay the dealer’s financial 
loss resulting from the misrepre- 
sentation. 


having misrepresented his| 


Failure to do so will re-| 
sult in an award of damages to an | 


Hold Title to Play Safe 
HENEVER a dealer is uncer- 
tain about the reliability of a 

purchaser, or a _ transaction, he 

should hold the certificate of title. 





For example, in Kelly Motors v. 





Johnny and Lucille, Oldsmobile’s “singing sweethearts,’ were televised from a 1953 
convertible during announcement of the new models at Burke Oldsmobile Co., 1745 
Broadway, New York. Bob Pfeiffer, announcer, is in the rear seat. A CBS television 
camera is in the foreground. The commercial was part of the CBS network program, 
“Douglas Edwards and the News,"’ which Oldsmobile sponsors. 


| White, 72 S. E. 363, it was shown 
that a man purchased from dealer's 
salesman a new auto at $1,895. He 
gave a $410 check and left his old 
car as a tradein, for first payment. 
He then drove the new car away 





MORE CUSTOMER SATISFACTION 
«os MORE VOLUME ... FASTER JOBS 


Ale tn one package 


“For prompt service and complete customer satisfaction, I always 
use MoPar Service Packages. When I get all the parts needed for a 
job in one Package, I don’t have to waste time shopping around, 
hunting for parts. And I’m always sure that every job will be right 
. . . because MoPar parts are engineered especially for Plymouth, 
Dodge, De Soto, and Chrysler cars and Dodge ‘‘-Job-Rated”’ trucks.”’ 


* * . 


Take advantage now of this easy way to insure service jobs that are 
right, that save time, and that build customer good will . . . always 
specify MoPar Service Packages. 


You can get MOPAR parts from any Plymouth, Dodge, De Soto, or 
Chrysler dealer and from many general service and repair shops. 


CHRYSLER CORPORATION ° 


PARTS DIVISION ° DETROIT 31, MICHIGAN 


Display The MOPAR Sign 


to let peop 


parts. For co 
write Chrysle 


le know you 


recommend and install MOPaR 


mplete details, 
r Corporation. 


Parts Division, Advertising 


Dept., Detroit 





31, Michigan. 





after the dealer’s salesman ha: 
changed the license plates. Th 
purchaser promised to return late 
and get the certificate of title fo 
the new auto. 

A few hours later, the dealer 
discovered that the tradein had 
been in a bad wreck, and he im- 
mediately notified the purchaser 
to return the new auto and take 
hack the check and the tradein. 
This the purchaser refused to do, 
and the dealer filed a replevin 
suit against the purchaser to ob- 
tain possession of the new car. 

The higher court held that as th: 
dealer had not given the purchaser 
the certificate of title to the nev 
auto, the deal was not completed 
and the purchaser must return th: 
new car and accept back his check 
and tradein. The court said: 

“In this case, the plaintiff (deai- 
er) at all times held the certificate 


of title to the new automobile.” 
a7 * * 


Simple Defects Costly 

CCORDING to a late higher 

court decision, a dealer may be 
liable in damages for injuries to 
persons caused by a very simple 
defect. 

For example, in Gill v. Krassner, 
77 Atl. (2nd) 462, it was shown a 
floor had been waxed only a few 
minutes before a customer slipped 
and fell on a small spot of the 
wax that had not been properly 
| rubbed out. 

The higher court held the pro- 
vrietor liable in heavy damages for 
the sustained injuries, and said: 

“In view of the testimony pre- 
| Sented there was sufficient evi- 
dence for the jury to find, as it 

did, that the waxing had been 

done in an improper and negli- 

gent manner.” 
| Of course, all persons must use 
| care to avoid injuries, or suffer the 
| consequences of their own negli- 
| gence. 
| See Pittman v. Gulotta, 25 So. 

(2d) 343. In this case, it was shown 
|that a person suffered severe in- 
juries when accidentally his hand 
entered a large electric fan. He 
|sued to recover $5,500 damages, 
| claiming that the injury was caused 
|as a consequence of negligence of 
~_ proprietor in failing to provide 
a proper guard around the revolv- 
| ing blades of the fan. 

The lower court refused to allow 
any damages. The higher court ap- 
proved the verdict, saying: 

“Plaintiff's position seems to be 
that it was defendant’s (proprie- 
tor’s) duty to have provided guards 
covering the fan of such character 
;as to make it impossible for any 
persons to injure himself either 
intentionally or negligently. We 
cannot concur in this postulation.” 

OK 


How to Play Safe 


O, THEREFORE, the law is es- 

tablished as follows: If a de- 
fective or dangerous condition in 
an auto showroom, service depart- 
ment or other premises is so ap- 
parent that the average reasonably 
careful person would not have been 
injured, the operator is not liable 
for injuries sustained by a cus- 
tomer. 

On the other hand, if the 
danger is not clearly apparent 
and the average reasonably care- 
ful person could not have safe- 
guarded himself against the 
danger, the firm is negligent and 
| liable. 

Another important point is that 
if a dealer proves that he employed 
a competent employe to inspect his 
premises regularly to eliminate 
dangerous conditions, this _testi- 
|mony proves that the proprietor 
exercised “ordinary” care to keep 
|the premises safe, which generally 
| relieves him from any liability for 
| injuries to customers and visitors. 
* * 


* 





| Check Policies Closely 


ON THE basis of a late higher- 
court decision, many insurance 
|policies held by auto dealers re- 
quire minute examination to know 
exactly what the policy covers. 

For example, in Williams Auto- 

mobile Co. v. Ether, 71 S.E. 111, it 
| was shown that a dealer held a 
| policy that insured him against all 
|damages, except automobiles 
|““owned by, rented to, in charge of 
| or transported by” the dealer. 

The dealer’s building burned 
down, destroying several auto- 
mobiles owned by customers who 
had brought them in for service 
and repairs. 

In subsequent litigation, the high- 
er court held that the dealer's 

(Continued on Page 68, Col. 4) 
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TY been carrying a torch for 
highway safety for many years 
but with a slightly different slant 
than most who espouse the cause. 
And so—because M. R. Darlington 
will be giving the state safety 
chairmen at the NADA convention 
an initial view of the coming 
safety campaign, the day this issue 
comes out I’ve decided to get on 
the stump and break out in print 
with my conviction in this week’s 
column. 


There’s another urge that 
prompts me as well, and that is 
because I was involved in a deal 
within the month that proves my 
point “prezactly”—to my way of 
thinking at least. 

My womenfolk were having a 
hen party at my house and not 
being the type that can stick 
around when the soprano chit- 
chatters get into high gear I hied 
Ann Arbor-ward to inveigle my son- 
in-law into going with me to see 
Michigan beat Minnesota at hockey. 

+ * * 


Tragedy in the Making 
_ road was—well one might 
say, a little treacherous—not 
too icy and slippery to be abso- 
lutely unsafe, but too slippery to 
drive fast. I was jogging along at 
about 35 miles an hour, which to 
me was going about as fast as the 
road surface would safely permit, 
when a car pulled around me on 
the approach to a hill, and, for this 
purpose, had to go over the yellow 
line to the lane reserved for cars 
coming from the opposite direction. 

I muttered something in my 
beard about “damfool drivers” and 
kept jogging along at 35 miles per 
hour when shortly after and on 
another approach to a hill, another 
car went around me, again going 
to the left of the yellow line on a 
two-lane highway. 

Approximately three miles be- 
fore I came to Ann Arbor I just 
missed seeing the entire tragedy 
of a four-car pileup near the top 
of another incline. Steam was 
still billowing up from punctured 

radiators. 

And whose wife was immediately 
killed in the crash, and who was 
stretched out on the pavement with 
his car resting on one half of his 
body? None other but the driver 
who had passed me first. 

And who nearly lost his ear and 
had a very bloody head? The 
driver of the second car that passed 


me. 
* * * 


Enforcement Is Needed 


NJOW to get back to my highway 
+* safety “torch.” I maintain that, 
except for reengineering many of 
our main roads, no other move will 
do as much to cut highway acci- 
dents and fatalities than the active 
enforcement of present legislation. 

Neither of the men who went 


Fleet 


By Bernie Thomas 
Associate Editor 

ORE fleet service business is 

dribbling into franchised 
dealers’ shops these days, amid 
indications the dribble might be- 
come a flood should dealers decide 
to stir up the potential with some 
salesmanship. 

In the opinion of marketing 
people, very few dealers make 
an aggressive effort to solicit 
fleet service work. 


around me exceeded a_  55-mile 
speed limit, I believe. I am sure 
that outside of their total disregard 
for the yellow line in the center of 
the pavement, which in Michigan 
is supposed to be a serious infrac- 
tion of driving regulations, they 
were in no other manner breaking 
any law. 


Neither of the men were smart 
Aleck youngsters nor men of 
limited intelligence. 


The man whose wife was killed 
and who himself received a brain 
concussion was the research chem- 
ist for a cancer foundation, evi- 
dently a well-educated man of what 
might be termed superior intelli- 
gence and about 40 years old. The 
other was about the same age and 


a businessman. 
+ * * 


Law on Books—Only 
‘ ~ regulation about driving on 
the wrong side of the yellow 
line has been on the books in Mich- 
igan for years—but in all my driv- 
ing in this state I have never seen 
it enforced. I have yet to see a 
man or woman arrested for disre- 
garding this statute. 


I do considerable driving around 
the country in my work and, with 
the exception of Pennsylvania, I 
have never seen or heard of a 
driver arrested for violation of the 
statutes that forbid driving on the 
wrong side of the yellow or center 
line—yet I believe most states have 
such legislation. 

My torch is—and every safety- 
minded dealer can aid in doing 
something about it in his state— 
that we make every effort to have 
the safety regulations that the 
various states now have on their 

(Continued on Page 52, Col. 1) 


‘Strgcowmee iets 
tet FD dock weer 
whee and gs 

wow’ 


cS 


TT ae 








7. gross profit from one serv- 
ice stall in a franchised dealer’s 
service department for one year 
should equal the gross from the 
sale of 10 new cars, including the 
washout of tradeins, according to 
business management experts. 


This rule-of-thumb measure of 
the worth of service space and 
facilities will vary slightly with 
the retail price of the car and the 
local going labor rate. The rule 
as given applies to medium- 
priced cars in a city with a labor 
rate of $3 an hour. 


Of course, the _ rule-of-thumb 
measure also applies only if the 
service shop is being run on an 
efficient basis. It is based on the 
assumption that the dealer is get- 
ting at least 80 percent efficiency 
out of each stall in his service de- 
partment. 

* 

N a 40-hour week shop, the max- 

imum number of hours of cus- 
tomer labor that could be sold 
from each stall is 40 times 52, or 
2,080 hours. At $3 per hour this 
would amount to a possible cus- 
tomer labor return for the year of 
$6,240. 


No shop is so efficient that it can 
possibly sell 100 percent of its stall 
time every day. A shop is con- 
sidered well run if it is able to sell 
80 percent of stall time. 


Thus 80 percent of the possible 
$6,240 gross return would be 
$4,992 in customer labor sales 
per year. 

Because a good shop also should 
sell at least 75 percent as much in 
parts as it sells in customer labor, 
each stall should also bring $3,744 
gross in parts per year to the deal- 
er. 


* * 


* * 


HIS means that every stall 


should gross a total of $8,736 
per year, if the shop is run effi- 


* 
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Feld's Service Department Display— 


An unusual and effective use of display in the service department is made by 
Feld Chevrolet, 813 Minnesota, Kansas City, Kans. Feld constructed a 156-foot panel 
composed of 19 shadow boxes, each 41 feet high, hanging from the ceiling down 
the face of the building's supporting posts. The display runs around all four walls. 
Each shadow box contains a blown-up photograph of a service department employe, 


with an adjacent copy box describing the 


service which he performs. 


_ Shop Potentia 


ciently and the proper amount of 
selling is done. 

If the dealer is making his cus- 
tomary percentage of profit on 
both customer labor and _ parts, 
each stall should return a gross 
profit of $3,307 each year—and that 
is estimated to be approximately 
the gross profit on 10 new-car 
sales, carried out to the final wash- 
out on trades. 


To make this gross profit from 








each stall in his shop, however, 
the dealer must make sure that he 
is selling sufficient needed service 
so that the customary 43 percent 
of all orders written are not “lost 
profit” services. Overhead is so 
high in the average dealer shop to- 
day that all lubrication, oil change 
and car wash orders are written 
at a loss to the dealer, if the order 
writer does not sell the customer 
some other service. 


While a shop that does con- 
siderable wreck repair and other 
body work may show the cus- 
tomary gross return on all cus- 
tomer labor sold during the year, 
the dealer can insure a better 
margin of net if he will make 
certain that, on all such low 
ticket orders as lubrications, the 
order writer will endeavor to sell 
the owner at least one additional 
item of needed service. 


Another thing that each dealer 
should do, who is serious about 
making a net profit from his serv- 
ice operation or about hitting a 
safe and comfortable percentage of 
absorption, is to survey his shop 
to make certain that it contains 
the tools and equipment that will 
enable his mechanics to hit or beat 
the flat-rate time on each opera- 
| tion, and that each piece of equip- 
ment is being used to its fullest 
advantage. 


That is the only way he can be 
sure that he is getting a reason- 
able return on his tool and equip- 
ment investment. 

* ok * 

HOSE dealers who attend the 

NADA shop equipment show 
this week in San Francisco, at the 
annual NADA convention, will find 
that the theme of the entire show 
and the service clinics is based on 
the need for dealers to use the 
equipment they have, not only to 
enhance their service profits but 
also to gain greater customer satis- 
faction in the service they furnish. 
To keep their equipment in use 
enough to return an adequate gross 
on the investment in it, dealers 
must make certain that their floor 
men, who meet the service-buying 
public, are ever alert to the needed 
services of the customer, and do 
not just write up what the cus- 
tomer asks for without making 

| suggestions. 

As evidence of the poor service 
selling being done nationally by 
franchised vehicle dealers, De- 
cember figures taken from an 
analysis of over a_ half-million 
service orders show that only 1.35 


Operators Eye Dealer Shops 


fleets around the country — pri- 
vately owned and leased—that are 
ripe for having their service needs 
taken care of in a dealer’s shop is 
growing fast. | 
* * *& 
ves average fleet owner’s ability 
to maintain his own shop 
facilities apparently is being 
squeezed tightly in an economic 
vise. 


Fleet shops generally are said 
to be suffering worse from the 


Yet, they say, the number of! scarcity of mechanics than are 


dealers. Special tools and facili- 
ties are so expensive today that 
only the largest fleet shops can 
afford to own them. 


Inventories of parts require big- 
ger investments than ever, and too 
many items are piling up in fleet 
shops as obsolete. 


Moreover, the lack of _ skilled 


New Products 


Start on Page 80 





mechanics is resulting in a deluge 
of defective work, cost of which 
has to be borne by the fleet opera- 
tor. 

* * 


INDING it economically im- 
practical to maintain shops to 
service their own vehicles, many 
fleet operators are looking desper- 
ately for a way out. They are 


* 


}eyeing the possibilities of leasing 


| 
| 


or dealer-furnished service. 


In the case of the passenger-car 
(Continued on Page 55, Col. 3) 


l High 


items appeared on the average 
order. 


When it is realized that every 
service customer comes in for at 
least one item and nearly 40 per- 
cent for two or more, it becomes 
apparent that practically no selling 
was being done across the nation 
in the average dealer shop. 


Departmental breakdowns also 
show that tune-up and front-end 
work is still getting major atten- 
tion in most shops. In December, 
lubrications represented but 17.53 
percent of all service work done 
in the shops whose orders were 
analyzed; oil changes, 12.93 per- 
cent; wash and polish, 3.73 percent, 
minor motor, 31.17 percent; major 
motor, 5.69 percent; brakes, 7.17 
percent; chassis, 11.36 percent; 
body, 6.67 percent, and miscellan- 
eous, 3.75 percent. 

* * * 


NOTHER rule-of-thumb for- 

mula gives a basis for deter- 
mining if a dealer is, first, getting 
as much customer labor sales as he 
should, and second, if he has facili- 
ties to take care of the service 
business he should be doing to pro- 
duce the proper percentage of ab- 
sorption. It is one in more or less 
general use among business man- 
agement experts. 

To determine the number of 
stalls needed, multiply the number 
of four-year and younger cars in 
the dealer’s area by 30 hours. Or, 
if the dealer is in a multiple-city 
point, multiply the number of new- 
car sales for the past year by four 
and the result by 30. This answer, 
divided by 1,650, which is the rea- 
sonable hour sale per stall, will give 
the dealer the number of stalls he 
should have to take care of the 
trade that he should be getting. 

Then, if he will divide the total 
number of customer labor hours 
he is now selling in his shop by 

1,650, he will know how far he is 

falling short of a safe objective. 

Every dealer knows that he also 
has to furnish a certain amount of 
internal labor for each new and 
used car he sells. One of the points 
being emphasized at present is that 
far too many dealers have been 
careless in letting internal labor 
encroach on customer labor sales 
facilities to the point where the 
dealer cannot possibly make a nor- 
mal shop profit without entirely 
revamping either the management 
of his shop or his sales. 

= * * 

F A dealer will determine the 

average amount of internal labor 
he must put on each new and used 
car he sells, and multiply this by 
the number of vehicles he sells, he 


can quickly determine how much 
(Continued on Page 54, Col. 1) 


N. Y. Dealers Show 
They’re Equipped 


For Inspection Job 


ALBANY.—Although results are 
still incomplete, a survey of the 
New York State Automobile Deal- 
ers Assn. shows that more than 99 
percent of all dealers in this state 
have the equipment required of 
Pennsylvania’s official inspection 
stations, according to Carl Brown 
the association’s researcher. 

The survey was undertaken to 
find out whether New York dealers 
and garages have the same inspect- 
ing facilities as required in Penn- 
sylvania’s “model system.” 

New York dealers have demanded 
that car inspection be handled by 
State-supervised private stations, 
while Gov. Thomas E. Dewey had 
proposed that inspections be made 
at State-operated stations. 
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Organization’ Fills Service Stalls — 


Following are digests of talks| motion must be by progressive | does to the sale of new cars and 
made by four dealers at an NADA) organization. |trucks, it not only becomes big 
clinic on “Organizing for Business.” 7 bn business in the sale of parts and 
The clinic was held Feb. 14, open- b we ne et - ie audlects | labor, but also becomes a tremen- 
ing day of the NADA parley, and coe , ths ra A eased fol 7 sae |}dous source for future car and 
Leonard L. Cormier jr., Los An-| P€'s are the fundamentals of serv-| tick sales. 


|ice promotion by progressive or- . 
TE dealer, acted as| -anization. First getting the cus-| _ The automobile purchaser pre- 


ing him: iv-| fers to buy where he is known, | : : 
* * tomer and holding him; then giv-| (0ty vn re he can have the con. | Detroit Skyline Backdrop for DeSoto Poster— 


-. . , |ing him quality workmanship on| and where he can have the con- 
‘ORGANIZING FOR BUSINESS > : . Z fidence that the product he pur- The personal car of J. B. Wagstaff, DeSoto sales vice-president, and the Detroit 
L. L. Cormier jr., Moderator 


his car or truck; then reducing the . . a 

Chevrolet. Los Afiee) cost of operation by the proper pa- chases will be serviced and main- | skyline are combined in a 24-sheet billboard poster featured nationally this month 

Ae erties Is gia dees tained to his expectations. ae. a - kag See - 3 vices take : 
Achieving satisfactory objectives 


per work and shop layout. 
; : So, it behooves you and me, as 

in a service department does re-| Through these four subjects we| ) : , 
quire organization, and organ- hope to show how the goal of serv- merchants of transportation, to put 
ization is man-|ice promotion by progressive or- the Same management into— the 
agement at work.| ganization is to bring into our place that th ; i: aaa Mt business 
’g|of businesse satisfacto flow | “Mat has so capa ullt our new 
Management's ggg a car dealerships into the tremendous 


job is to achieve|of traffic and achieve the time-| forces th . 
’ ; ‘ if fi si ine ey are today in our Amer- 
it’s objectives| challenging and difficult-to-obtain ian Wey * life. y in our e 


through leader-| Objectives in the balanced, best in- 
* * ok 


ship of its person-| terest of customers, employes and 
nel in organizing, | Owners. ‘REDUCING THE COST OF 


PAPER WORK’ 


Planning Creates Volume, NADA Clinic Agrees... 











cost of paper] ning paper work and accounting 
work in a dealer-| procedures we are prene to pass 
ship. I use the| the responsibility on to someone 
term dealership} not qualified to cope with the 
despite the fact} complex problems of service de- 
that in this clinic] partment operation. 
we are dealing My research has pointed out that 
only with the ser-| many of us single out service de- ; 
vice department. | partment paper work and have 4 
I am con- |serious look at it. You will be as- 
vinced that |tonished at how much money is 
dealers and |spent each month on forms, many 




















planning, execu- In the past service business has | 

tion and follow-| been handled as a necessary evil, by dealership man- | of which are out of date and do 

through. but today, more and more dealers Wallace Warren (Ford) | Wallace Warren agement give | not meet functional requirements. 

All phases of | realize service business is big busi- Salt Lake City little thought to planning paper Just because there is no specific 

the service de- | ness. If the automobile dealer will| I have visited quite a number of} work. There is an assumption |item on our financial statement 

L. L. Cormier ir. partment are so | devote the same time and effort|dealerships and found that gener-| that paper work is just a neces- | headed “Cost attributable to paper 
closely related that service pro- |to the service department that he|ally little thought is given to the} sary evil. When it comes to plan- | work” it does not mean that the 
= = costs are not there. True, these 





costs are difficult to dig out and 
hang a price on but it is worth the 
effort. You will find you are talk- 
ing about a figure as large as al- 
most any single expense item in 
the operating expense section of 
| your financial statement. 

The various necessary forms are 
devices with which management 
seeks uniformity and simplicity in 
the recording, transmitting, and 
reporting of its operations. They 
are the intelligence system for con- 
trol of every administrative activ- 
ity. They should be motivating 
forces, not mere historical records. 


The most important thing to 
keep in mind when designing 
forms is the time that can be 
saved. I have seen the cost of 
repair orders cover a wide range 
of figures from one to 10 cents 
per set. I have no argument 
with the merits of repair orders 
which vary so much in cost. I 
am convinced, however, that a 
repair order can only perform 
certain functions and an impor- 
tant fact to bear in mind is that 
simplicity lends itself to effici- 
ency and economy. 

In many cases paper work is set 
|up or should we say, grows to con- 
form with record keeping needs. 
Much of it has come about because 
of Government agencies requiring 
information. There is now an op- 
timistic outlook in this regard. 

The proper use of time and space 
are the most important factors to 
keep in mind when setting up 
paper work for a service depart- 
ment. The inventories of time and 
space are precious, once lost, these 
inventories are gone and cannot 
be regained. I find some of the 
items causing the greatest loss of 
| productive time are poorly written 
|orders. Thought should also be 
|given to paper work flow. Have 
| papers in right place at right time 
|so that all down the line the per- 
|sonnel involved will have neces- 
sary information to complete the 
processing and handling of a job. 
|The arrangements should be such 
that mechanics have little, if any, 
| writing or figuring to do. 
Another item that bears looking ‘ 
|into is the paper work involved in 
the purchase of materials and sup- 
plies purchased outside the dealer- 
ship. Is it necessary to write up a 
purchase order or is it just done 
|as a matter of custom or habit? 
| Now, in conclusion, I would like 
| to cover some of the more im- 
portant items that should be con- 
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S sidered when designing necessary 
HOW DOES THE MOTORIST DECIDE, as he drives 6 forms and paper per Aa cea. 
along, where to stop for service? Thousands of  & @ socogmined thot that the 

cost of a business record is any- ° 





where from 25 to 50 times the 
cost of the form itself. An im- 
properly designed form which 
costs a penny to produce may re- 
quire as much as a dollar to em- 
ploy labor to fill in, whereas a 
scientifically drafted form pro- 


When you sell Quaker State Motor Oil and 
other Quaker State superfine lubricants, this con- duced at a cost of six cents, may 
fidence builds confidence in you! It brings satisfied OTOR. Ol [ AN D | be processed for 50 cents. It is 
customers back for other things you sell, and all | could be coved anuuany by’ 


your services! Up / | careful study and revision of 
forms presently in use, 
. You may be surprised how a 


form which is your idea of perfec- 

tion may raise havoc with some- 

one at the other end. Now that 
(Continued on Page 51, Col, 1) 


smart motorists can answer that one... they'll 
tell you they look for the Quaker State sign... 
their sign of complete confidence. 








QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. © MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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‘Management at Work’ 


Key Points Include Organization, Planning, 
Execution and Follow-Through 


(Continued from Page 50) 


you are convinced that the form is| volume in the auto body shop and 
necessary, and provides the desired | the seat cover department, where 
end results, let it sit on your desk| we don’t spend much money. So 
for a week or 10 days. During|the average 
this cooling off period you will | torily. 

perhaps make a half dozen changes | 
and thank Heaven you did not 
go ahead with it as originally 
planned. I feel sure we could all 
benefit by surveying our paper 
work with the idea in mind of re- 
ducing costs, simplifying to reduce 
waste of time. You will be pleas- 


road to getting customers is short 
and simple. Just don’t-give-up. 
We've discovered it pays to keep 
our story in circulation all of the 
time. 


The fifth step toward getting 


: r customers is the most difficult— 
ingly surprised at the results. word of mouth advertising. It’s 
Se pretty slow, but it’s mighty 

‘GETTING AND HOLDING thorough. It can help you or it can 
CUSTOMERS’ hurt you. Because what it is is 


people talking about you instead 
of you talking about yourself. And 
that is where the service end of 
our business is so important. 


Everything I have said up to 
now was concerned with getting 
business. Now how do we keep it? 

First impressions are important, 
so we do everything we can to 


b 
Walter Muller (Oldsmobile) 
Hollywood, Calif. 

I think we're pretty well agreed 
that an effective way to get cus- 
tomers is to advertise. But adver- 
tising alone never can hold people 
unless you back up your claim with 
real benefits and service. So let’s 







works out satisfac-| 


Now, the next point along the | 


51 
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New Hudson Dealer in Rural Illinois— 


New rural addition to Hudson's expanding dealer organization is Wagenseller 
Motors, Inc., whose showroom is on Route 23 near DeKalb, Ill. Frank Wagenseller's 
showroom fronts a service area of more than 4,000 square feet. The building is 65 
by 100 feet. 





| 


greet customers promptly and in a|men know thousands of motorists 
friendly manner. We have six men! by name, and their memory about 
we call “service advisors.” They} customers’ cars is amazing. 

meet every car driving in to learn} Then, to add a little show- 
what it is the customer wants and manship, we have another greet- 
needs. However, their interest in| er at our place. His name is 
the customer does not stop with! “Hollywood,” a colored boy who 
writing up the ticket. On a major! started with us over 25 years ago. 
job they follow the car through the | “Hollywood” doesn’t sell in the 
shop, and then they try to person-| strict sense of the word, but he 
| ally turn the car back to the cus-| does a great institutional job, be- 
‘tomer when he calls for it. These! cause everybody likes his friend- 








review five fundamentals which I 
think you can use in your own — 
establishment. ie 

Item one is to determine who 
your market is, because I would 
say that probably 10 percent of 
us here do not know for sure 
who our prospects are! 

Markets change rapidly all over 
the country. It’s hard to realize 
that 40 percent of the families in 
America are new families created 
since 1940. We've had a big change 
in people’s income status, and their 
ability to buy is high. However, 
the desire to buy does not neces- 
sarily go along with the ability to 
buy. This means we must con- 
stantly evaluate our market. In 
Hollywood, 22 percent of the fam- 
ilies move every year. Current 
prospects move away. Strangers 
come to town. Customers are 
where you find them—and by dig- 
ging you can find them in many 
different places. 

Fundamental number two in get- 
ting customers is to determine the 
best ways to reach them. In many 
cases local newspapers are your 
best bet. At least, they are for us. 

We also have had very good suc- 
cess with radio spot announce- 
ments. And the same thing goes 
for direct mail—and outdoor post- 
ers—and the various other adver- 
tising methods which are available. 

If there is any secret in reach- 
ing customers I would say it is 
to keep a fresh viewpoint when 
you consider your sales prob- 
lems. You know, every company 
has a personality—just like a per- 
son—and sometimes it takes an 
outsider like a newspaper or 
radio station to help you discover 
it, and to help you translate it 
into effective advertising. 

Now, after you’ve decided who 
your prospects are and how you 
plan to reach them, we come to 
fundamental number three, the 
question of how much money to 
spend. At our place we use a per- 
centage method of about 2% per- 
cent of our sales for advertising. 

One illustration I have in mind 
deals with our automatic car wash 
line. The more cars we wash the 
more we increase our business at 
the gas pumps—and the more per- 
sons there are to come into our 
automobile showroom. So in June 
we spent $2,100 advertising car 
wash. Our volume jumped that 
month from 9,000 to 13,000 cars. 
This figured out at a cost of 16 
cents a car, which looks high at 
first when you consider that it sells 
for $1. But we developed so much 








Your stationery often has an opportunity to give Ss 
that important and lasting ‘first impression.” ere 
Reynolds & Reynolds distinctive lithographed Let- 
terheads, Envelopes, Statements and Business Cards 
give a favorable impression by reflecting prestige, 
reliability and the progressiveness of your dealership. 

Reynolds & Reynolds stationery is available two 
ways. (1) Several attractive and economical stock 
designs are available for each make automobile. 
(2) Custom stationery is designed by Reynolds & 
Reynolds Creative Department to exactly fit indi- 
vidual needs and tastes. 








ly, courteous greeting and great 
big, happy smile. 
You know, this business of re- 


|membering names means a lot in 


holding customers. Our system is 
to have a memory expert come in 
every year for an evening lecture 


|on how to remember names, and 
| we find it pays off. 


When it comes to making esti- 


|mates we permit only the service 
| advisors and department managers 


to make them. And we make it a 
rule to deliver the customer’s car 
on time and at the understood 
price—no ups. If it looks as if an 
estimate has to be increased, then 
the service advisor calls the cus- 
tomer first, and this does a lot to 
safeguard customer relations. Also, 
five days after a major job we 
telephone the customer to make 
sure that the work was satisfac- 
tory. In other words, we take the 
initiative instead of the customer 
doing so. 

We also have a rule that our 
cashiers are never to let a cus- 
tomer leave who is unhappy. Such 
a person destroys a lot of good 
will in a short time. So the serv- 
ice advisor or department man- 
ager who sold the job is called over 
and the misunderstanding taken 
care of. The important thing is 

(Continued on Page 64, Col. 1) 


Early motorists cut tire replacement 
costs by using ammonia squirt 
guns to discourage dogs from nipping 


the fragile pneumatic tires. 
You can be sure this made a lasting 
impression on “man’s best friend.” 


—from Floyd Clymer’s Historical Motor Scrapbooks 





REYNOLDS & REYNOLDS aftractive 


lasting impression for your dealership! 


_ ee 


l ft ~ 
a { gee rt ot 
“ts =m 


bt 





LITHOGRAPHED STATIONERY will make a 
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momentum that month our volume 
continued to go up in July, also, 
even though we spent less money. 


Consequently, the advertising cost | 


dropped to six cents each that 
second month. The net result was 


that we greatly increased our in- | 
coming traffic and did more busi- | 


ness with more people. 

Another example of the percent 
method is on car painting. Here 
we spent 10 percent, which is high- 
er than the average for the com- 
pany But this helps to increase 





Reynolds & Reynolds produce several hundred 
sales aids and operating systems that build and protect your profits 


.. write today for complete information and samples! 
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being proposed in a number of 


B k h B Jack Weed states on the grounds that the in- 
a Cc S O Pp . : : e y dustry has given certain “trigger- 
happy” people the opportunity to 
(Continued from Page 49) indulge in increased power. Yet I 


books enforced. Or shall we al- | fines for such careless or reckless ae = oe a = Ta San 
low regulation-happy legislatures | driving. a rpowered for its oar a oes 
to load our statutes with speed- Just as during the prohibition | drive far too fast and just as reck- 
regulatory measures which also | days, far too many people, who |lessly as the motorist _with the | 
will be disregarded if they are ae ae = an aoa engine under | 
tly a? Pns, se P | his hood. 

not rigidly entoree a? “smart” to disregard safety regu- 
I fully believe that James K./ jations once they get beyond the 
Knudson, head of the Defense} |imits of a city where an ade- 
Transport Administration and also| quate police force does apprehend - 
a member of the Interstate Com-| violators of driving laws. NLY through the fear of being | 
merce Commission, was absolutely) Speed-limiting laws are now| caught at breaking safety regu- 


sincere when he told the Economic | |lations can many people be edu- 








| 
| 
* * * | 
| 
| 


Speed Traps a Threat 








Club of Detroit recently that, “I| South Plains Jobbers cated or taught to drive safely. But « 
cannot emphasize too strongly that by adding new speed laws, could | x 
speed is the demon on our high- Elect New Officers we do other than revive the . . 
ways, and a large part of the auto-| LUBBOCK, Tex.— The South/nuisance speed traps which once German Device Shields Front-Seat Passengers— 
mobile public seems to have gone! Plains Automotive Jobbers Assn. | flourished by the thousands in fine- More protection in car accidents or sudden stops is offered by a German manv- 
quite power mad.” |has elected the following officers.| h y ngry townships across the facturer, who has produced a device consisting of a flexible steel frame coated with 
. 7a President, James L. Quicksall of | nation? rubber. Front-seat auto passengers are protected from being slammed into the dash- 
: oo Lubbock; vice-president, Byron; ‘There is one diversion of high- | 00rd or windshield by the shock-absorbing device. 
Just Like Prohibition | Willis, of Morton; secretary-treas- | way tox funds that 1 weld|o. . .. ., ee : 
FEEL that most of our serious | Urer, Fred D. Pinkston, of Lubbock. | ; 7 But those men paid and out- | nor the funds to enforce the regu- 
- : ; ‘ nr cheerfully get on a stump to help | gtted by that money would not | lations.” 
accidents are due to either a Directors, in addition to the other : ‘ sean | y y n . 
total disregard of existing regula-| officers, are S. M. Newberry, of| put over—namely that a limited | he allowed to do any other police If the state police can’t enforce 
tory laws Wesauee of fax’ enforoe- | Levelland: A. G. Waugh, of "La-| part of the tax revenue be used | work. the existing traffic laws—how can 
ment or to the fact that, if there| mesa; Alvin Stokes, of Plainview;| to build up the state police so | [m sick and tired of having top|they enforce an additional speed 
is enforcement, not enough pub-| Jat Stuteville, of Littlefield, and | that they could enforce safety | enforcement men say, “You are so| regulation? 
licity is given to the arrests and! Guy Floyd, of Post. | regulations on the open roads. | right, but we don’t have the men og ee ag 


ven : " — — Switzer Honored 


tay of my good Booster Club 
friends, Don Switzer, district 
| manager of Federal Mogul Service 
| for the Detroit 
area and immedi- 
ate past president 
of B-19, was ac- 
claimed ‘‘Mr. 
Booster of 1952” 
at the annual 
meeting of Boost- 
ers International 
during ASI show 
weeks. 
Switzer was 


WANT TO MOVE weit 


| Don Switzer honor over 16 
|other nominees. He was cited for 
bringing together booster and job- 
| ber groups in Michigan in a pro- 
e gram of combined meetings that 


sparked new interest in both organ- 
izations. 


Don has been a club member for 
more than 25 years. The plaque he 


HERES A SUCCESSFUL SALES FORMULA FOR Seed be utter edhe ie on 


| wall of his office. 


QUICKER TURNOVER AT PEAK PRICES — [Gould Aide Finds 


Battery Industry 
This formula is time-tested and time-proven from border Strong in Japan 
to border and coast to coast. vis Ee ee an 


| strong recovery since World War 


II, according to Harry G. Barnes, 
| vibe « @eeniiine of Gould - National 


Porcelainize a good used car. Set it on your lot. Place |Batteries, Inc, who recently. te- 
it next te, one that has just been polished. You'll find -— from a globe-circling tour. 


Barnes said Japan was supply- 
i . + ing most of its demand for automo- 
that the Porcelainized car will sell faster at a higher tive and industrial storage batter- 
: ee 2 ond He ee, ~ oe 

atteries compared favorably wi 
price - plus Qa profit on the Porcelainize job. | their American counterparts in ap- 
| pearance and were close to them 

|in performance. 


Your customers recognize Qa quick polish Job for what | Japan’s auto battery potential of 


| about 468,000 units, representing all 


it is: Q temporary shine to help the sale. |types of vehicles now in use, is 


|exceeded by the demand for bat- 
| teries for utilities, industrial trucks, 
|railroads and mining equipment, 
Barnes said. 


Nothing-and we repeat nothing - can give ap wr 
a used car that sleek “well-cared-for look acs Gas cate GP ce he 


° e ican manufacturing methods. 
that comes from Porcelainize. Gould-National has a working 
|} agreement with Furukawa under 
which it furnishes technical knowl- 


Your customers appreciate and want the used car with the ———=— 
original finish glowing proudly from the results of PORCELAINIZE® Baker-Raulang 


As a New Car Dealer, you alone have the advantage of Buys Minn. Fir a 
offering used cars with this superior appearance. 











Mfg. Corp., Minneapolis, by Baker- 
Raulang Co., Cleveland, has been 
announced here by Baker’s presi- 
dent, James W. Moran. 


The Lull organization will be op- 
erated as a wholly owned subsidiary | 
of Baker-Raulang under the name | 

|of Baker-Lull Corp., Moran saic 

| LeGrand Lull, founder of the Min 
‘ neapolis company, becomes a direc 
tor of the new subsidiary and th: 
parent company. 


The Lull company manufactures 
materials-handling vehicles, 











RALEIGH, N. C. Thirty-nine 
percent of the State’s total revenue 
during the last fiscal year came 
from automotive sources, according 
to figures compiled by the North 
Carolina Automobile Dealers Assn. 

The figures include Federal, 
State and county taxes paid by 
the purchaser on new automo- 
biles. Automotive taxes, the sur- 
vey shows, contributed $106,032,- 
131 of the State’s total revenue 
of $273,114.841 during the year. 


For the fiscal year ended June 
30, 1952, the State’s sales tax 


amounted to $51,821,084, of which) 
automotive | 


$8,417,872 was from 
sources, the association noted. In 
other words, more than one out 
of every seven sales-tax dollars in 
North Carolina is automotive. 

The association’s study showed 
that there was $640 in taxes slapped 
on every $2,000 new car delivered 
to North Carolina residents. This 
amounts to 32 cents of every auto 
sales dollar. 

Advising its members to “tell 


the tax story to your customer,” | 


the association said in its bul- 


letin: 


Pumping the Tax Well 


Levies Eat Up 32% of Every Car Sales Dollar, 


North Carolina Survey Shows 


“There is no better way | 





to combat any increases in taxes | 


than for the thousands of people | 


who are directly affected to speak | 
out against any tax rise.” 
“The tax fact sheet will give you 


es . 7. 
Clinic on Engines 
Offered Dealers 

. 

By Champion 

NEW YORK.—An “Engine Per- | 
formance Clinic” is being offered | 
by Champion Spark Plug Co. to| 
automotive dealers, distributors and | 
jobbers. 

The clinic offers a graphic expla- | 
nation of ignition, intake, cooling | 
and lubrications plus their mainte- | 
nance and effect on spark plug per- 
formance. The purpose is to ac- 
quaint dealers and servicemen with | 
basic engine performance as a 
means of increasing general sales 
opportunities. 

Presented with the aid of slides, 
the clinic also features the effec- 
tiveness of spark plugs in analyz- 
ing engine troubles. 

Information may be _ obtained 


from Champion Spark Plug Co., 
Toledo 1, O. 


Jobber Exhibition | 
Sold Out in Canada’ 


TORONTO.—AIl available exhibit | 
space has been sold for the 10th 
Canadian Automotive Service Show 
scheduled here at the Exhibition | 
Grounds for March 11-14, it was 
announced last week by John C.| 
Young, secretary - manager of the | 
show. 

Young said that this is the first | 
auto service show since 1951, and 
that displays include many new 
developments in tools, equipment, 
supplies and accessories that are 
still relatively new to the trade. A} 
drawing for prizes will be held each 
evening. 


O&Ss Bearing, Neveroil 


Consolidate Production 

DETROIT.—A _ consolidation of 
O & S Bearing Co. and its wholly 
owned subsidiary, Neveroil Prod- 
ucts Co. of Whitmore Lake, Mich., 
has been announced by Newton 
Skillman jr.,O & S executive vice- 
president. The new company will 
be known as O & S Bearing & 
Mfg. Co. 

O & S is moving its facilities 
from 303 S. Livernois Ave., here, to 
777 W. Eight Mile Rd., Whitmore 
Lake. 

Neveroil, primarily a nonferrous 
stamping and forging plant, has 
been enlarged to accommodate 
O & §S production of nonmetallic, 
self-lubricating bearings and bush- 
ings. 








New Home for Eastern 

Eastern Motor Co. (Oldsmo- | 
bile), of Augusta, Ga., has opened 
new showrooms and service de- 
partments at 1333 Broad St. Leon 
Ferst is president and general 
manager. 
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FTC Order Hits 


Lenco Spring 


For Used Parts 


WASHINGTON. Lenco Spring 


7. 2 Co., Worcester, Mass., was ordered 
7 Gasoline Tox 











OF AUTO SALES DOLEAR! 
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and your customers an accurate, 

easily read, composite picture of qos GUY on SYERY prveni 

the various Federal, State, county ALES TAN OARS Se te 
and city taxes levied on every new 
car sold to a resident in North 
Carolina. It is important informa- 
tion that should be told to the} 
car-buying public.” 


State $640 TAX IN A here last week to “cease 
Gorwhme $2,000 NEW CAR 
inapection Tos DELIVERED TO A 
RESIDENT IN 


For the fiscal yoor NORTH CAROLINA 


june 30, 1952, STAT utilizing previously used parts un- 
less this information is 


marked on each spring. 


Fed. Excise Tox 
Store 
Voeos Sates & Use Tox 


FROM AUTOMOTIVE 
_ ' 
Fed. Excive Tox 

Gorwline 
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Store 
Title & Transfer Fees 
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selling such springs as new. 


% r & Siete 
fod. Rxciee Ton & 3 ce F Dealers Privitege Tax 
Fiberglas Insulator | BAY . “FAD 


Registrotion Fees 





» j 





r 


N25 Seu e | soreeee iat 
Reported Gaining | ==: } z. iN a cy & con decision was made final by the 
4 — —. #8 ey ae | commissioners and the compliance 
TOLEDO. — Aerocor Fiberglas is| on , % | report ordered. 
meeting with wide acceptance as AUTOMOTIVE SOURCES Alp 39% OF NORTH CAROLINA’S | The order names Maurice J. | 
thermal and acoustical insulation | TOTAL REVENUE DURING THE LAST FISCAL YEAR. |Lenett and Leonard  Stolzberg. 


for cars, truck cabs and buses, ac-| 
cording to Owens-Corning Fiber-| 


glas Corp. | — 
Aerocor, which is also used as| How N. C. Divvies Up Auto Sales Dollar— 


insulation for refrigerated trucks | 


and trailers, won’t burn, rot, cor- . . ‘ 
rode, shrink. swell. stretch dis- | Shows the various Federal, State, county and city taxes levied on motor vehicles. 
, ’ ’ ’ 


Total revenue, $273,114,841 Automotive toxes, $106,032,137 |trading as Leneo Spring Co. 


ied by Che N.C. Aotemnonite Regiees ssnaetation 


Kroeder Teamwork 
Melvin R. Kroeder, a _ partner 


This tax fact sheet, prepared by the North Carolina Automobile Dealers Assn.,|With his father, Otto G. Kroeder, 
prep ee ee ee ee ne ae a? ee Cie) oe 


|cury dealership, has sold his Style 


integrate or absorb odors, the firm | Automotive sources paid 39 percent of North Carolina's total revenue during the last Shop to take an active part in the 
| fiscal year, the association noted. 


says. 


| auto firm. 









| 






Mr. Henry G. Krell (right foreground), president of 
Krell Buick, Inc., Pasadena, California, recommends 
ROYAL TRITON motor oil to a customer. 


Leading Buick dealer 


recommends amazing purple oil 
for hydraulic valve lifters 


Here’s how ROYAL TRITON motor oil keeps valves 
clean and free and combats sticking: 


Mr. H. G. Krell says: “For hydraulic valves, it 


is vital that only the very finest motor oil be used. 
This is especially true in Buick and other preci- > eaves iene Semeetee tenes’ Sompennds Oat 
; , ; retard the formation of lacquer and varnish. 
sion-built, high-compression engines. That's why 2. ROYAL TRITON’S greater detergent action pre- 
vents sludge from clogging hydraulic valves 
and lifters. Instead of being deposited on en- 
gine parts, sludge and gum stay suspended in 


the oil until drained. 


we highly recommend that our customers use 
ROYAL TRITON motor oil from the beginning. 
We are thoroughly familiar with the impressive 
results obtained by the use of this amazing purple 


; Inquire today about handling heavy-duty 
motor oil!’ 


ROYAL TRITON motor oil in your automobile 
agency. Write your nearest Union Oil Com- 
pany office: 


OFFICES: LOS ANGELES: Union Oil Building . NEW YORK: 4904 RCA Building . 
CINCINNATI: 2111 Carew Tower Building . 


CHICAGO: 1612 Bankers Building 
NEW ORLEANS: 917 National Bank of Commerce Building 


UNION OIL @ COMPANY 


OF 
CALIFORNIA 
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by the Federal Trade Commission , 
and de-., 
| sist’ from selling any auto springs . 


clearly 
The firm had been charged with 
The order against Lenco resulted . 

from an initial decision by an FTC | 


City | hearing examiner who established | 
the charges several weeks ago. The , 


ee 
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shop space he must provide in 
addition to his customer labor 
facilities in order to meet a com- 
fortable “bogie.” 

Once the dealer has determined 
the number of stalls he requires 
for both his customer and internal 
labor sales, he will know whether 
his shop is adequately manned to 
take care of the potential service 
trade he should be selling, plus 
his internal labor; whether his 
present facilities, that should be 
devoted mainly to customer labor, 
are being taken over by internal 


Kentucky, Indiana 
Ask FBI Help on 


Tax-Evasion Ring 


LOUISVILLE.—Law enforcement 
officiais of Indiana and Kentucky 
have requested aid from the Fed- 
eral Bureau of Investigation in 
tracking down the operations of a 
ring which allegedly shipped “at 
least 50” late-model used cars from 
Indiana to Kentucky in 1952 with- 
out paying the Kentucky use tax 


of 3 percent. 


Many of the cars, Indiana offi- 


| cials discovered, were listed as hav- 
| ing carried Indiana license plates 


still in use by innocent motorists. 


| Such misrepresentation raises the 


possibility that some cars were 
stolen, it was said. 

No formal charges have been 
made, but an Indiana justice of the 
peace resigned after Prosecuting 
Attorney Paul B. Weaver of Evans- 
ville, Ind., said that an Evansville 
automobile dealer, the dealer’s sec- 
retary, the justice of the peace and 
a County Court clerk in Kentucky 
were involved in the scheme. 

Ramifications of the case may 
extend to Texas, which has a use 
tax similar to Kentucky’s, officials 
believe. 

According to Weaver, operators 
of the ring would sell a late-model 
used car to a person giving a Ken- 
tucky address. The dealer’s secre- 
tary, Weaver said, would get the 
justice’s signature to an affidavit 
stating the purchaser was a legal 
resident of Indiana, then obtain a 
Kentucky license plate for the car 
—thus escaping the use tax charged 
to Kentucky residents in lieu of the 
State sales tax when they make 


purchases outside the state for use | 


within Kentucky borders. 


Nelson Perry, chief field agent | 


for the Kentucky Revenue Depart- 
ment, said dealers 


near the Indiana border were under 
close scrutiny. 

Weaver explained that a primary 
purpose of the ring appeared to be 


to get a Kentucky title, terming| 
that State’s title law “very loose.” 





Chrysler Expands 
Del. Tank Plant 


NEWARK, Del. — Ground was 
broken here last week for construc- 
tion of a $3,100,000 Government- 
owned plant which will be built 
and operated by Chrysler Corp. for 
modification and final processing of 
Army tanks. 

The new plant will be located on 
an 87-acre site adjoining the manu- 
facturing operations of the Chrys- 
ler Delaware tank plant, and will 
function as an integral part of that 
facility. 

On hand at the ground-breaking 
ceremony were Officials of the U. S. 
Army Ordnance Corps; Robert T. 
Keller, general manager of Chrys- 
ler’s tank operations, and Joseph 
F. Kerrigan, works manager of the 
Delaware tank plant. 


Patton Auto Co. Sold 


Patton Auto Co., of Patton, Pa. 
(Buick-Chevrolet), has been pur- 
chased by A, D. McGarvey from 
Curil Fisher. McGarvey, with a 
brother, O. A, McGarvey, has oper- 
ated McGarvey Brothers Chevrolet 
in Irvona, Pa., since 1922. 


in Paducah, | 
Hopkinsville, Dixon, Murray, Mor- | 
ganfield and other Kentucky points | 





Rule of Thumb Shows 
High Shop Potential 


(Continued from Page 49) 
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HOW to LOSE FRIENDS Rhodes Elected 


AND ANTAGON/ZE CUSTOMERS El MwatU Mey i 


‘Aluminum Assn. 


| NEW YORK.-— The aluminum 
Assn. has elected D. A. Rhoades, of 
Kaiser Aluminum & Chemical 
Corp., Oakland, Calif., as president. 
| A. V. Davis, of Aluminum Co. of 



















labor, and if he will need more 


room and equipment. 


This figure may show him that 
he will have to work out a second- 
shift for his internal work, or pos- 
sibly move his internal work to 
another shop in order not to pen- 
alize his community reputation be- 
cause he is not able to take care 


| chairman of the board, and Donald 





| tary and treasurer. 


Rhoades has been vice-president 
|and general manager of Kaiser 
| since 1946. 
|| Elected vice-presidents of the as- 
| sociation were S. D. Uyl, of Bohn 
| Aluminum & Brass Corp., Detroit; 


America, New York, was reelected | 


M. White was reappointed secre- | 





| Raymond Deutsch, of Monarch 
| Aluminum Mfg. Co., Cleveland, and 
R. P. Stranahan, of Stranahan Foil 
| Co., Inc., South Hackensack, N. J. 
Directors-at-large for three-year 
|terms are R. A. Blanchard, of De- 
|troit Gasket & Mfg. Co., Detroit; 
| A. P. Cochran, of Cochran Foil Co. 
Louisville, the outgoing president 
j}and R. G. Tessendorf, of Aluminum 
| Industries, Inc., Cincinnati. 


Cruse Appoints Three 


Cruse Motors, Inc. (Dodge-Plym- 
jouth), of Providence, has an- 
|/nounced three appointments to its 
staff. William E, Corvese becomes 
|managing director of the firm; 
| William Zinno, truck manager, and 
Leo Folgo, truck and automobile 
| representative. 








of his owners’ service needs. 








LECTROTEST— New gas-per- 
mile gauge that hooks up to 
any car in less than 5 minutes! 


“HEAD-ON" CARBON BLASTER—Blast cleans 
combustion chambers without removing the 
cylinder heads. Restores engine horsepower! 





MONOXIVENT FIXTURES—For 
efficient K-M underfloor ex- 
haust eliminating systems. 


MONOXIVENT, Jr.— Easy-to- 
install exhaust removal fixture 
for service stations, garages. 


Ferrar-Brown Company Onondage Supply Co., Inc. Harrisburg Auto Parts Co. 
494 Forest Avenue 344 W. Genesee Street 48 N. Cameron Street 
Portland, Maine Syracuse 1, New York Harrisburg, Pennsylvania 
(8 branch stores) (6 branch stores) (7 branch stores) 
. D. aylor Compa Pittsburgh Auto Equip. Co. 
FROM EAST COAST Hunt-Marquerdt, Inc. ee one ~~ 5808-10 Baum Boulevard 
TO WEST COAST eS ees Avance Buffalo 5, New York oe meee 
Boston 34, Massachusetts . Pittsburgh 6, Pennsylvania 
... wherever you are, (5 branch stores) (6 branch stores) (18 branch stores) 
there’ Moore The Automotive Equip. Co., inc. Phelps-Roberts 
on sate : Official Distributing Corp. 123 Hudson Street 1825 14th Street N.W. 
Selected Distributor 2227-33 Westchester Ave. Newark 4, New Jersey Washington 9, D. C. 


New York 61, N. Y. 


stone aorta Gaul Derr & Shearer Company Pennsy ys Rubber & 
: t dy Motor Equipment Co. 1601 Fairmount Avenue Supply Co. 

jobber headquarters 538 Washington Ave. PbRndelphie 30, Penneyivenia Goveland 18 Ono 
location for com- Brooklyn, New York (6 branch stores) (18 branch stores) 


plete information on 
Kent-Moore Special 
Service Equipment! 


522 Chestnut Street 
Reading, Pennsylvania 
(18 branch stores) 


Chapin-Owen Company, inc. 
205 St. Pau! Street 
Rochester 4, New York 


~ 


E. S$. Youse Company, inc. 


Womwell Automotive Parts Co, 
240 Clark 

Lexington, Kentucky 

(5 branch stores) 
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K-F Planes on Way fo Join Air Force— 


Representing Kaiser-Frazer's largest single delivery of Fairchild C-119F transports, 
these planes await the clear-weather signal at Willow Run for flight to Mitchel Air 
Force Base in Long Island, N. Y. K-F has been delivering the 20-ton sky giants since 
last May. They have a range of several thousand miles and can carry a load of more 
than 24,000 pounds. 








‘Caught in Economic Vise. . . 





(Continued from Page 49) 


is pet right now the eyes are being 


- |focused hardest on leasing. 


taking on increased attraction for 
truck owners. This is reflected 
in the fact that one truck manu- 
facturer, who offers such a pro- 


However, guaranteed mainte- | 
| nance programs appear to be | 


in use classified as fleet operation. 
Those figures concede that one or 
more vehicles may constitute a 
fleet. 
+ * * 

T IS further estimated that fleet 

accounts purchase 8 percent of 
all the cars and 40 percent of all 
the trucks marketed by the auto 
industry. Many of those vehicles, 


gram, recorded the highest ratio 
of registrations-to-production in 
the industry during 1952. 
According to the best available The charge 
data, there are 11,500,000 vehicles— 
8,000,000 cars and 3,500,000 trucks— 


Service Equipment 


activity. 








Selected Distributors 





BRAKE BLEEDER—Services all 
cars and trucks. Eliminates 
aeration, saves brake fluid. 


THIS is an announcement that we’re proud to make 

and one that you'll be glad to see. Because, 
actually, you asked for it! Yes, in order to meet your 
growing demands more promptly and more efficiently, 
the entire line of Kent-Moore Special Service Equip- 


ment is now being stocked, 


sold, and serviced by 


selected distributors coast-to-coast. 


So take a good look at the line-up of Kent-Moore 
Service Equipment. At the amazing profit-producing 


*‘Head-On” Carbon Blaster. 


The new dual-purpose 


Lectrotest Gas-Per-Mile Gauge. The easy-to-use Auto- 
matic Transmission Hoists and Adapters. The univer- 





Oxzburn Crow and Yantis Co. 
P. O. Box 429 

Memphis, Tennessee 

(102 branch stores) 


Automobile Equipment Co. 
623 E. Congress 

Detroit 26, Michigan 

(14 branch stores) 


The Gibson Company 
433 N. Capitol Avenue 
indianapolis, Indiana 
(8 branch stores) 


Motive Parts Company of 
America, Inc. 

2419 indiana 

Chicago, Illinois 

(11 branch stores) 


inc. 
3815 N. 35th Street 
Milwaukee, Wisconsin 


¢ 





MODEL 63—AUTOMATIC HOIST ADAPTERS—Hydra- 
TRANSMISSION HOIST Matic, Dynaflow, Ford and 
For use with two post lifts. 
Safe, practical, convenient. 


Merc-O-Matic, Ultramatic, 
and Studebaker Automatic. 


Monark Supply Company 
555 N. Seventh Street 
Milwaukee, Wisconsin 


Automotive Supply Co., Inc. 
300 North Appleton Street 
Appleton, Wisconsin 


Pro Auto Parts, inc. 
954 Washington Avenve 
Racine, Wisconsin 


Juneau Supply Company 
417-419 Jackson 
Wausau, Wisconsin 


Menzer Supply Compeny 
1210 Michigan Avenue — 
Sheboygan, Wisconsin 


Coast-to-Coast! 


sally adaptable Brake Bleeder and Filler. And, of 
course, Monoxivent Exhaust Eliminating Systems. 


Then look at the all-star line of Kent-Moore Equip- 
ment Distributors. A nationwide network of carefully 
selected jobber organizations with over 400 branch 
stores! And they’re all ready to serve you now with... 


LOCALIZED STOCKS—Complete equipment and replace- 
ment parts. No delays in service, no high freight charges! 


PROMPT DELIVERY—Right from jobber to you. In many 
cases, you'll be able to use tomorrow the equipment 


you order today! 


PERSONALIZED SERVICE—Competent, qualified personnel 
ready at all times to help you make the most of your 
Kent-Moore Special Service Equipment. 


KENT-MOORE 


ORGANIZATION, INC. 


Engineers and Manufacturers of Special Service Tools and Equipment 


5-105 GENERAL MOTORS BLDG. 


@ DETROIT 2, MICHIGAN 


Andree Automotive, Inc. Myers Motor Equipment Co. 
945 E. Washington Ave. 1931 McGee Street 
Madison, Wisconsin Kansas City, Missouri 

(21 branch stores) 
W. T. Flaherty & Son, Inc. 
100-102 N. Jackson Straus-Frank Company 
Janesville, Wisconsin P.O. Box 600 


Motor Parts & Equipment, inc. 


301 South Flores St. 
Sen Antonio, Texas 


LaCrosse, Wisconsin 

Reinhard Brothers Co., Inc. poet ey ad 

11-17 So. Ninth Street 

Minneapolis, Minnesota Omehe, Nebraska 

(7 branch stores) (25 branch stores) 

Beck & Corbitt Compan Hines Motor Supply Co. 
ae tae - 14 North 30th Street B 

St. Lovis, Missouri Billings, Montana 

Sieg Company Chansior & Lyon Company 
500 iowa Street 730 Polk 

Davenport, lowa San Francisco 19, California 
(85 branch stores) (22 branch stores) 


of course, find homes in leasing 


leveled that 
many dealers, where leased ve- 
hicles are involved, actually shoo 


= Fleet Owners Eye Dealer Shops 


service work out the door be- 
cause of their aversion to leasing 
firms’ buying practices. 

Some observers call this “extreme 
shortsightedness.” Despite the 
laurels heaped upon leasing by 
leasing operators, it is pointed out 
that leasees often make the switch 
back to private ownership. 


However, when the leasee decides 
to make the switch he is not likely 
to consult the dealer who was 
taking care of the maintenance 
needs on his leased vehicle, if the 
caliber of such service was not up 
to standard. 

* * * 


i point of sale is considered 

the dealer’s best opportunity for 
soliciting the private fieet owner’s 
service work. In fact, a dealer 
might even clinch such a sale by 
convincing the operator he can) 
take over maintenance responsi-/ 
bility of the new vehicles, and see) 
that such work is done efficiently) 
and economically. 


The dealer can show he means. 
business on his service promises by 
the way the vehicles are handled | 
during the warranty period. : 


One of the biggest arguments © 
for the dealer’s repair shop in ~ 
connection with fleet service is © 
the close liaison between the © 
dealer and the factory he repre- © 
sents. , 


Months ahead of new model in-— 
troductions, the factory service de- > 
partments make penetrating 
studies of all the requirements of 
the new vehicles for proper main-— 
tenance. 2 


As soon as sample vehicles are 
available, factory engineers deter- ? 
mine just what special tools will” 
be needed—keeping in mind that” 
the dealer already has many spe-— 
cial tools and usually isn’t too 
enthusiastic about buying any more © 
that are not absolutely necessary. 

* ~ a 


west important, the special tools © 
are made available to the> 
dealer by the time the new ve-_ 
hicles are shipped to him. For all” 
truckers, special tools are insur- t 
ance against trouble. F 

Unfortunately, there is some de- i 
lay before the factory gets around © # 
to taking care of the special tool © 
needs of fleet-operated shops. of 
necessity, the factory sees to the 
dealer first. 5 

Another big argument for the 
dealer is the fact that defective 
work performed in a fleet shop 
must be absorbed by the fleet 
owner. In a dealer’s shop any 
such work would have to be re- 
handled on a no-cost basis to 
the fleet operator. 

Moreover, there would be the 
prospect of less defective work in 
the dealer’s shop. No-charge serv-— 
ice is the same as money thrown 
out the window for a dealer, to ~ 
whom service represents a liveli- 
hood, while to the fleet owner it is 
a necessary evil. 

- * + 


YES say marketing people, the — 

time is ripe for dealers to in-~ 
crease their service revenue by 
soliciting fleet work. 

But, they emphasize, the fleet 
operator apparently will have to 
be convinced that the dealer’s 
handling of his service will not 
result in bigger cash outlays than 
he has been making, and that 
there is some likelihood of the 
outlays being smaller. 

And the average fleet owner is 
going to have to be won over to 
a new frame of mind about the © 
average franchised dealer. Right | 
now, many fleet owners consider | 
the dealer as thinking only in | 
terms of selling new vehicles, be- 
cause few dealers offer a service 
setup whereby vehicles can be left 
at night to be ready the next - 
morning. 

And a fleet manager for one of 
the nation’s biggest food concerns 
recently had this to say: 


* * * 


E REMEMBER all too well 

the lost time and expense 
we've suffered in returning new 
vehicles to the dealer's shop be- 
cause of misfit doors, water leaks 
in the windshield, faulty heaters, 
transmissions that skip out of gear, 
carburetors that flood, radiators 


(Continued on Page 70, Col. 1) 
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Williams Leads NADA Clinic... 


Shop Chiefs Stress 
Value of Equipment 


other five are of little use. 
6. System and method of opera- 
tion that enables management to 
first 
able product that the fifth, cus- | 
tomers, will buy. 
This clinic is dedicated to the 


Following are digests of talks| 
made by four panel members dur- 
ing an NADA clinic on the value 
of equipment in a franchised deal- 
er’s service department. This clinic | 
was held Feb. 15, with C. P. (Jack) 
Williams, nationally known service | 
consultant, acting as moderator: | 

* * * 


‘VALUE OF EQUIPMENT’ 
C. P. (Jack) Williams, Moderator 
Service Consultant, Inglewood, Calif. 
There are six fundamental ele-| 
ments involved in dealer service | 
operation: 
1. Space in which to work. 


general 
father, 


blend the 


Stevens Succeeds Father 


Dayton Buick Co., of Dayton, O., | 
has named Edward F. Stevens as | 
manager to succeed his| 
W. E. Stevens, 
that post for 22 years. The younger 
| Stevens has been with the firm for | 
George Collins, 
| years service manager and new-car | 


14 years. 
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third element, tools and equip- | 


ment. 


Our objective is to establish the | 
value of tools and equipment in a} 
dealer service operation. 


four into a desir- 


Cc, P. 


you will 


who held | 


2. Manpower — without which | sajes manager, has been promoted | 


space is nonproductive. 

3. Tools and equipment. 

4. Supplies of parts, accessories, 
lubricants, etc. 

5. Customers — without them the | 


ager. 


Lester Bailey has | 


L-O-F Super- Fine Fiber-Glass blan- 
kets make interiors of modern cars 
quieter . . . reduce tire whine and 
slip stream whistle. 





Williams 
vary according to their experience | 
and practice, and, they are not, as 
find 
agreement on all points concerning | 
some of the items we will discuss. | use 
| That is as it should be. 


The four 
men on the panel 
are all 


managers. They 


represent dealer-| 


ships of very 
large, medium 
and small rating. 
The 
Cc.L.S. output 
monthly of their 
four 
proximates $100,- 
000. Naturally, 
their viewpoints 


later, in complete 


* * 


for 20| ‘BETTER SELLING THROUGH 
SCIENTIFIC DIAGNOSIS’ 


by 


to assistant manager in charge of | Joe Brandon (Chrysler-Plymouth) 
|new-car sales. 
| been named service manager, and | 
| Paul McGraw, used-car sales man-|time or another been sold some 
| service that you believed you did 


Compton, Calif. 
How many of you have at one 





service | 


combined! 


shops ap-| 


not need? Did 
you feel this way 
because it did not 
satisfactorily cor- 
rect your problem 
or was it because 
you were not 
shown why you 
needed it? This 
is happening all 
too frequently to 
our customers. 
This is not 
entirely due to 
lack of equipment to do this 
work, in fact, it is more often 
due to. neglect or the common 
practice of starting a preliminary 
diagnosis and stopping as soon 
as one item of trouble is found 
instead of going thru a complete 
| cycle of tests. 
Here is an example of failure to 
equipment to full advantage 
|for diagnosis, testing and selling: 
|The customer’s trouble was hard 
starting. The service salesman in- 
| quired how long it had been since 
the engine had been tuned. He was 
advised it was over 7,000 miles and 
suggested a general tune-up as the 
cure and the customer bought it. 


The next day the customer was 
back with the same trouble. Some 





Joe Brandon 


LOF Eber-Glass mutes b-F 


engine sound to 2 tnurmur 


Passengers thrill to the speed and power of 
modern cars, and enjoy quiet, comfortable in- 
teriors . . . made possible by the excellent sound 
reduction properties of L-O-F Super: Fine Fiber 
Glass installed throughout the car. 
Outstanding thermal and sound-insulating 
properties of L-O-F Super’Fine Fiber-Glass 
make it ideal for use throughout the car. 
It is used for roof liners, on fire walls, under 
package trays and as dash liners. And the 
L:O*F Hoodliner installed under the hood re- 


duces air-borne 


noise. 


*High Frequency. 


LIBBEY-OWENS-FORD GLASS COMPANY 


FIBER-GLASS DIVISION 


L-O-F Fiber-Glass is lightweight, flexible 
and easy to install. The fine glass fibers will not 
rot, burn or absorb moisture. Libbey-Owens: 
Ford’s long experience in glassmaking assures 
you of top-quality Super-Fine Fiber-Glass 
supplied to meet your schedules right on time. 

For more information, call L-O-F’s Detroit 
office, 610 Fisher Building, Trinity 5-0080. 
Or write Libbey-Owens’Ford, Dept. F.G 523, 
Wayne Building, Toledo 3, Ohio. Names of 
suppliers of Hoodliner Kits sent upon request. 
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checking revealed a low battery 
He was sold a quick charge. A 
few days later, same customer, 
same trouble, with a low battery 
was back again. Battery was given 
the slow charge treatment. Few 
days later, same problem, but now 
an angry customer with a com- 
plaint. Careful diagnosis and test 
revealed the real trouble in the 
starter. 

Gentlemen, the big job confront- 
ing us is that of building customer 
confidence in our integrity and 
ability to render the best in serv- 
ice. This cannot be accomplished 
with 1923 model equipment and 
methods. We must assume our re- 
sponsibility to provide the best in 
equipment, methods and skill for 
diagnosis and proof of need as 
well as for great production. In 
addition to providing it, we must 
get it used, before, during, and 
after each operation we perform on 
a customer’s car. 

In selling service to most of 
our customers — we can do the 
best job only through supplying 
adequate, factual information. 
| The potential service buyer 
| should, whenever possible, be 
| provided with visual proof of the 

actual need for maintenance or 
| repair work. 

There are items of equipment 
which can and should be used by 
service salesmen in the presence 
of almost every customer who 
drives into the shop. Simple tests, 
| which can be made in a _ sur- 
prisingly short time, help to con- 
| vince the customer that his car is 
being analyzed by true automotive 
experts. At the same time, facts 
| revealed by dynamometers, tune-up 
|}and wheel balancing equipment, 
|etc., make it possible for the serv- 
iceman to make a far more in- 
telligent sale than is the case when 
he simply inspects the car, or 
makes inquiry of the owner, as to 
symptoms which might indicate 
service need. 

With the tremendous advances in 
automotive design, there is no place 
for “by guess and by golly” prac- 
tices in service selling. With thor- 
ough preliminary diagnosis vour 
mechanics can receive work orders 
instead of “search warrants.” 

It has been proven that cus- 
tomers can be educated to pay for 
accurate and factual diagnosis of 
car needs, and many shops are 
making this a practice. By diag- 
nosis I mean a series of tests 
arranged in proper order to prove 
every function of the system being 
tested. These tests should be 
carried thru a complete cycle, not 
dropped as soon as one thing is 
found wrong. Let me cite you 
some of the benefits that accrue 
as the result of thorough prelim- 
inary diagnoses and “after testing.” 

1. Improved profit margin. 

2. Increased sales of parts and 
labor. 

3. Increased manpower and space 
productivity. 

4. Fewer come-backs and reduced 
shop guarantee. 


5. Improved customer relations 
and product reputation. 


6. Reduction in customer loss. 


Now what is needed in the way 
of equipment to handle this before 
and after testing we have been 
| talking about? 

1. A complete motor testing set 
| up. 

2. A wheel aliner and wheel 

balance tester. 

3. A chassis dynamometer, and 
| the special testing and measuring 
equipment recommended by your 
factory. 

In conclusion let me warn you, 
equipment alone will not get the 
job done. It also takes ski’l, 


(Continued on Page 57, Col. 1) 
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is only one of each to a shop and | 
it is used by several different men 
which creates a problem. Two or} 
more men may need the same tool 
at the same time. Larger shops can 
afford tool rooms with attendants. 
Smaller ones keep some in parts 
department, others in service man- 
agers office and some on a shop 
knowledge, training and last, but!tices used by some of the factories tool board. Some use tool checks 


Shop Chiefs Stress Tools 


Point Out That Management Often Neglects 
To Check Mechanic’s Basic Kit 


(Continued from Page 56) 








not least, the will to do it. in the past. while others depend on memory. 
ee ae Because they are manufac- In studying this subject I have 
‘ESSENTIAL TOOLS’ tured in limited quantity the cost | come to certain conclusions. 
by | is relatively high, compared with 1. Getting the tools properly 
W. W. Danyluk (Packard) | standard tools, I can appreciate | used when needed depends on is 
Glendale, Calif. " | the cost factors of making up a_| training and rules that must Becks: 
We are engaged in an endless Ww inst 50,000 or | come from the service manager. | , 9 ‘ 2 
battle of trying to avoid losing a cae is tae some Having the tools accessible for Ford Cites Hickey for Fifth Time— 
customers, good mechanics, our | experience in tool design. | the mechanics when required. The Ford Four Letter Award was recently presented to Stark Hickey, Inc., Detroit, 
reputation and| Any attempt to pretty them up 2. Control and maintenance de-| for the fifth consecutive time. The mark is equalled by only 2% percent of Ford 
profit margin. |would be a useless cost. They are|Pends on having some one directly | gealers in the U. S., Hickey states. From left are Roy O. Larson, Ford Central regional 
Essential tools, | not competitive items, therefore, responsible for them, to issue @S| manager; Rol R. Anfin, Detroit district manager; Dealer Stark Hickey, and Clayton B. 
both standard and | appearance is not important. needed and maintain a record ON | Ewers, assistant Detroit district manager. 
special, are im-| Training mechanics to use these those in use at all times. . 
portant in win-|items properly, and when needed,| 3. In smaller shops the parts de-|is generally coupled with the use|each tool’s use so that its where- 
ning this battle.| control and maintenance, poses a|partment is the logical place to| of parts. | abouts will be known at all times 
Customers, me-/pig problem. In most cases, there| keep these tools because their use| 4. A record should be kept of (Continued on Page 60, Col. 1) 


chanics, reputa- _ sone ied ial 


tion, or even a/| 
: ; 4 


CARBURETORS = 





lack of them.| 
Items such as 
pliers, screw drivers, hammers, 
chisels, wrenches, punches, and a 
variety of others are common 
ordinary tools generally classed as 
standard hand tools which manage- 
ment expects the mechanic to 
supply and pays little, if any at- 
tention, to the quantity and qual- 
ity, leaving this important matter | 
to individual mechanic’s judgment. 

An analysis of an average me-| 
chanic’s supply of these tools to) 
handle the work he is usually as- | 
signed in an average dealer’s shop, | 
will show the need for better con-| 
trol of this phase of our business. | 

In my experience I have found | 
that the average mechanic will try | 
to get along with tools that have 
lost their usefulness or even go| 
without, using make shifts and | 
borrowing from others. I am talk- | 
ing of commission or piece-work | 
mechanics because most of my ex- 
perience has been in shops using | 
that method of remuneration. Why | 
they do this, at the cost of lowered | 
productivity and income, is beyond | 
my understanding. Their reaction 
is entirely different when a tool or | 
piece of equipment furnished by | 
management is missing or in bad | 
order. 

I have heard of rare cases where | 
management furnished all standard | 
hand tools. The plan, as I under-| 
stand it, works as follows: No} 
mechanic is allowed to bring any | 
of his own tools on the job. A kit | 
of tools containing every item | 
needed to do the kind of work he} 
will handle is issued to him on a) 
memo receipt. Inventories are made 
at regular intervals. Items declared | 
unserviceable by normal use are | 
replaced by management. Loss or 
abuse is charged to the mechanic. 
This method should materially im- 


prove the productivity of the aver-| To acquire the priceless asset of owner loyalty is the goal of 
age mechanic. In one way the 


every motor car manufacturer. Nothing contributes more 
method would present problems of | eats : - . 
control. Even so in another way it| [aEeeaa d strongly to the attainment of this end than a product that 
would improve management's con-| |” delivers lasting satisfactory performance. That’s why it’s just 
trol of essential tools in the shop. . ° ° : Basa 
Many shops have followe/ this good business to specify engine components that maintain your 
pattern by furnishing uniforms standards of quality and service. In carburetors, Stromberg, 
because of exclusive design features and mechanical simplicity, 


W. W. Danyluk 





lost through the) 





When You Consider 
Carburetor Uobce —Put 
Yourself in Your Customers’ Shoes! 


and assigning certain pieces of 
company-owned standard equip- 
ment to individual mechanics, 
such as, power driven wrenches, 
sanders, grinders, buffers, etc. 
There are two classes of essen- | 
tial tools, standard hand-tools of 
the tvpe or class we have been 
discussing and the snecial service 


is recognized as the carburetor that delivers better performance 
longer. Put yourself in your customers’ shoes and make sure that 
you get lasting performance by specifying Stromberg* carburetors. 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF 


tools snecified by car manufac- ; a 
turers. Many ef vou may have the ° Standard Equipment Sales: Elmira, N. Y. 
same outlook on these “specials” © Service Salon: South Send, ind. RUeKeen Seeranet ee 


that I had before I started investi- 
gating them in connection with this 
assignment. 

They have certainly been a 
target for much criticism and un-| 
favorable discussion, some of which 
is founded in prejudice. I used to! 
feel that cars could and _ should 
be designed so that there would be 
no need for these ugly and ex- 
pensive items. I still think this} 
would be wonderful, even though 
I now know it would be imprac- 
tical, if not impossible. Here is 
what changed my attitude. I have 
found that designing and building 
a car that would need no specia. 
tools for servicing would increase 
both the cost and weight of the 
vehicle incredibly. 

Here are other discoveries: Much | 
of the unfavorable attitude toward | 
these “specials” is directly due to| e 
lack of understanding of their| 
value and to deplorable sales prac- | 





Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 
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FORD chosen as 
()fficial Pace Car of 


Indianapolis Classic 













SOO MILE RACE MAY 30 1953 


VW 


‘in 53 Ford Sunliner has been selected as the Official Pace Car 
of the 37th Annual Indianapolis 500-Mile Race! 


William Clay Ford, Director of Ford Motor Company, will drive the Pace Car 
: this year with Wilbur Shaw, President and General Manager of the Speedway Association 
as his passenger. Mr. Ford will be the fifth member of the Ford family to 
participate personally in this great Indianapolis automobile classic. 


The selection of Ford as the Official Pace Car is recognized both as a tribute 
to the Company’s Fiftieth Anniversary, and to the fine Ford products that fifty years 


of progressive engineering have helped to develop. 


Every Ford Dealer can take pride in this honor... not only because a °53 Ford has 
been selected as the Speedway pace-setter, but also because, we sincerely believe, 
the ’53 Ford will prove to be the leader on the American Road. 


[t's Great to be a FORD DEALER! 
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Shop Chiefs Stress Tools 


Point Out That Management Often Neglects 
To Check Mechanic’s Basic Kit 





(Continued from Page 57) 
and abuse or damage can be re-;ments over a period of time so 
paired. The simplest method for|that they can pay for them from 
this that I know of is a “tool con-| increased earnings. 
trol card” with spaces for noting t oe & 


who drew the tool and the time it ‘VALUE OF EQUIPMENT IN 


was issued and returned. Such a PRODUCTION’ 

record is easy to maintain and) gy Theodore Mark (Oldsmobile) 

saves more time than it takes to Hollywood, Calif 

keep it. | Twenty-four years with Muller 
5. Service managers should | Bros. in Hollywood, is wonderful | 


establish a minimum standard 
hand-tool list for their mechanics 
and inspect each man’s tools, and 
the specials, at frequent and 
regular intervals. 

6. Management should work out 
some plan to assist mechanics, 
when necessary, to purchase needed 
tools, such as spreading the pay- 


preparation for discussing produc- 
tion because it is 
the very heart of 
our business. Each 
new record 
only a challenge. 
Here are just 
three of several 


ing to top: 

One _ thousand 
and thirty - eight 
cars washed in an 
eight-hour day; 


Bank Elects Keesee 
Thomas M. Keesee, partner in 
John Wellford Co., of Memphis, | 
has been elected a director in the | 
National Bank of Commerce. 








Theodore Mark 
|an eight-hour day; 16 complete!line and keep it rolling for each|do it. It can’t 










72 times... 


more than 40,000 miles of selling messages 


That’s what your Pennsylvania Grade Crude Oil Association 
is doing in 1953 to help you sell more and more 100% Pure 


Pennsylvania Motor Oil. 


210,000,000 advertisements 


in seven of the nation’s leading magazines are 
telling motorists everywhere to 


ASK tor a brand of 






100% Pure 
MUL MATT 


hls 


ce LLHTCZ >. 
Ope 
‘& 100°.PUR 


Pennsylvania motor oil.” 


 OIL_G 
Ce Or atten 





|intelligent and 


|how much. 
we are now try-/stances this is due to either lack 
|of production equipment or good 
| production planning. I recommend 
|our slogan, “Yer Sir, Right Away,” 
|to all of you. Hold that customer— 
don’t drive him to your competitor! 
60 polish jobs in|Roll the car on your production|I say it can—if you really want to} 


around the world 


Repetition is building remembrance and making sales 
for you. Consistent advertising, year after year, has 
been selling 100% pure Pennsylvania motor oil. This 
year, more hard selling advertisements, in more 
national magazines than ever before will be urging 
your customers to “ask for a brand of 100% pure 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
Oll City, Pennsylvania 


| paint jobs in an eight-hour day. 


Are you production minded? 
Let’s stop a moment and analyze 
your business. Good location? Mod- 
ern buildings and well-trained per- 
sonnel? Good follow-up system and 
advertising? Lots of 
Have you the equipment and the 
will to take full advantage of these 
assets? I know floor space and 
good mechanics are today’s biggest 
problems in most dealerships, but, 
I firmly believe there are few shops 
that cannot, with good equipment, 
modern methods 
and the will to do it, increase their 


customers? | @ 


space productivity at least 50 per-| 


cent. 

All of you have lost many of 
your best customers because they 
took the time to come to your place 


only to be told that it would be 
is| several hours or days before a job 
|could be started. We find most 
not | 


customers asking how soon, 


In all too many in- 





TT 





| 


Long Stretch Ahead— 


A 6,000-mile “road test” faces the new 
Packard that E. F. Garside picked up from 
Neil DeSantis (right), car distribution 
manager in Detroit. Garside hails from 
Anchorage, Alaska, and he's going to| 
drive the auto back himself. But before 
he hits the frozen roads of Alaska, Gar- 
side plans to take a trip through the | 
southwest and over the hot sands of the! 
Mojave Desert. Delivery on Gorside's car | 
was arranged by Hoyt Motor Co. in | 
Anchorage. | 


Double 


job. your mechanics if 


| necessary and put the boss to work, 


but take the job, get it done right | 


|and on time. 





ASK tor a brand of 


You ask how this can be done?}| 


be accomplished by | 


_——____________| 


| 
| 


| 





the power 
you bought! 


POWER ON THE HILLs 
or get-away power in trafhic 

.. both demand a superior 
motor oil. To give your en- 


gine that “new-car feeling,” 


treat it to the best: Fill your 
crankcase with a brand of 
100% Pure Pennsylvania 


Motor Oil, made from 


Nature’s finest crude oil. 










100% Pure 


PENNSYLVANIA 
wa 


PENNSYLVANIA GRADE 
CRUDE O1L ASSOCIATION 


|for present day operation. 


sub-letting. Sub-letting is responsi- 
ble for a lot of delay in production. 
Why? Because it ties up working 
stalls; ties up working mechanics; 
ties up parts department; ties up 
your customer. Sub-letting is 
usually due to obsolete broken 
down equipment. You can’t repair 
a 1953 car with 1950 or 1940 tools; 
you can’t hold customers; you can't 
keep top mechanics with this kind 
of equipment. 

When you try to hire a top 
mechanic you look for certain 
qualifications such as experience, 
training, skill, tools, etc. But a 
good mechanic will want to know 
if you have anything to offer him 
in the line of essential and 
modern tools, high-speed equip- 
ment, good shop management, 
methods, etc., that will enable 
him to make full use of his 
assets. 


Mr. Dealer, this is so important, 


~ |I ask you again what do you offer 


in modern equipment? Here are 
just a few important items: 


1. Impact wrenches 

2. Head planers 

3. Valve refacers 

4. Drum lathes 

5. Analyzing equipment 

6. High-speed hoists 

7. Inter-communication equip- 
ment. 

Do you have sufficient shop tools 
to avoid the necessity of mechanics 
having to wait their turn to use 
one? TIME, remember — their 
TIME. They can’t afford to lose 
it and neither can you if you are 
to have a profitable operation. 


There is no mystery or secret to 
production. Production is equip- 


|ment, tools and methods of use. 
|Equipment and tools are a time 


factor. Time use controls volume. 
Millions are spent each year in 
research on automotive tools and 
equipment to help you. 


Many modern shops, regardless 
of size, have a control or dis- 
patch system. Each shop has a 
different problem that calls for 
intelligent planning by manage- 
ment, specialists and equipment 
manufacturers. A complete study 
of production problems, type of 
equipment, proper placement and 
procedure is essential Many 
shops are poorly planned. I have 
actually seen paint spray booths, 
wheel and frame alignment 
equipment put in corners because 


| of their size, where they were 


continually blocked by other ac- 
tivities. 

Don’t hide equipment because 
you’re the boss. Ask for employes’ 
advice on locations. Also ask if 
the equipment is modern enough 
Your 
employe uses the equipment, there- 


|fore, I feel he has the right to 
,express his opinion. Let employes 
;}and equipment salesmen plan a 
| program and then consult you. 
| After all, your time is valuable too. 


There are other factors besides 
equipment that affect production 
such as special tools, mechanic's 


|hand tools, good shop layout and 


efficient handling of paper work, 
shop coordination, control and di- 


+rection. These subjects have been 


handled by other panel members. 


Insist that your equipment manu- 
facturer’s representative inspects 
your equipment at regular and fre- 
quent intervals and gives you a 
written report with recommenda- 


;tions on use, maintenance or re- 
| placement. He is giving you time 


free! And you can use the experi- 
ence he gains from close associa- 


| tion with many other shops. 


Pickup and delivery and car 
loaners are an expensive problem 
in this business. Many say it is 
a “necessary evil.” I will agree 
only if your business is very 
distant from your customer 
source. We cut out this expense 
and make it work because when 
we say “right away” we mean it 
and we do it. Many of you can do 
the same thing. This is another 
dividend from proper equipment, 
good layout and planning. 

When you return to your business 
go through your shop with your 
equipment inventory list. Don’t be 
surprised if you find equipment 
collecting dust and wasting valu- 
able space. Don’t stop there! If it 
is of no value to you, get it out of 
that valuable space even if you 
have to junk it. Then, have a con- 
ference with your men and analyze 
your needs. Plan your operation 

(Continued on Page 61, Col. 1) 
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Toledo Dealer Stresses Year-Round Theme— 


Carl F. Weissenberger, Inc. (Chevrolet), Toledo, used this illustration to put across | 
the idea that the Bel Air is designed for use throughout the year. The background | 


was put up when the 1953 models went on display, according to J. E. Ward, vice- | 


president. 





Williams Leads NADA Clinic. . . 





Shop Chiefs Stress 
Value of Equipment — 


(Continued from Page 60) 


and equip it so that you can sin- 
cerely say, “Yes Sir—Right Away.” 
-And live up to it. 
x * ok 
‘THE VALUE OF GOOD 
DISPLAY’ 
by 
James F. Keel (Lincoln-Mercury) 
Santa Monica, Calif. 
Why do so few shops take ad- 
vantage of the eye appeal 
silent salesmanship that is possible 


with effective dis- | 


play of tools and 


is behind the 
thinking that 


money displaying 
some part or ac- 
cessory and ig- 
nores the tools 
and equipment 
that, when prop- 
erly displayed, 
says to each cus- 
tomer, “Here is visible evidence of 
our ability to serve you well.” 

Why do so many shops depreci- 
ate the value of their equipment 
in the eyes of their customers by 
poor housekeeping and main- 
tenance? By hiding their tools in 
drawers and cupboards or piling 
them in dirty disorder on work 
benches, in corners, or on dilapi- 
dated obsolete tool boards? 

The place that allows its motor 
analyzers to become dirty storage 
places for spoiled shop towels and 





4. F. Keel 


and | 


equipment? What | 


spends time and| 


curiosity, they wanted to know| 
| what the machines were for. To me} 
that was a great idea. 


Why not tell our customers | 
| about our equipment, Stimulate 
their interest and build their con- 
fidence in our service. I want a 
large sign above my special tool 
board stating that, “Without 
these tools and equipment no | 
one can _ satisfactorily service 
your car!” I want something 
similar mounted over our com- 
bustion tester, wheel balancer, 
wheel aliner, etc., that will, by 
explaining something of their | 
function and value improve our 
attitude toward them and sell 
them to our customers. 


Good display has another advan- 
tage. Having a place for every- 
|thing, and everything in its place. 
The appearance of order and clean- 
|liness. Visual evidence of compe- 
| tence and efficiency. An atmosphere 
'that creates positive rather than 
|negative thoughts in the custom- 
er’s mind. 

Now I hope I haven't given you! 
|the impression that I am a fanatic 
|/on this subject. I don’t believe in 
| trying to make a ‘shop look like} 
|something other than what it is. | 
It can’t look like a kitchen or oper- 
|ating room in a hospital, but I do 
| think we should cash in on the 
|advertising value of tools and 
|equipment well displayed. Take a 
look through a few shops as I did | 





work garments, its work benches and I think you will agree with me. 


and other equipment to be used} — 
for storage of scrap parts and junk, | 
lowers the customer’s opinion of | 


Reo to Branch Out 
our entire industry. 


I am something of a omen ee Wheel Goods, 
to the shop end of the industry. I} ° ° 
had visited very few shops until Marine Engines 
it became necessary in order to} 
get some information on this sub-| NEW YORK.—Reo Motors, Inc., 
ject. What I found convinces me | of Lansing, will enter the wheel | 
that something is needed to im-| goods business, start production of | 
prove our attitude and outlook on|@ new inboard marine engine kit 
tools and equipment. There is too|for small boats, and activate a) 
much of, “a tool is only a tool, so| division for the manufacture and 
what,” feeling in our shops. We | sale of industrial and marine en- 
cannot expect our customers to|gines, according to Joseph S. 
properly appreciate the value of | Sherer jr., president. 


tools and equipment when we treat Earlier, Reo had announced that 
|it had formed Reo Truck Leasing, 
Inc., a wholly owned subsidiary to 
engage in coast-to-coast truck-leas- | 
| ing operations. 
| The wheel goods division will 
|manufacture velocipedes, bicycles, 
| children’s automobiles, baby strol- 
lers and lawn gym sets. It will be} 
|under the direction of Sam Briggs, 
vice-president in charge of Reo’s 
| lawn mower division. 

The industrial and marine engine 
division will be headed by R. D.| 
Jacobs II. 


them with so little respect and 
consideration. 

In our shop we have started to 
display every possible tool and 
piece of equipment. Before we are 
finished we will have signs and 
explanations designed to sell them 
to our customers. Not too long ago 
I attended an exhibit of machinery 
and equipment where there was a 
card explaining each piece. People 
were walking from one piece to 
another studying the message on 
the cards. It was not just idle 








WHICH HAS THE 
FALSIE? 
SEE PAGE 109 





Rooney Aides Named 
William A, Frame jr. has been | 
named general manager of | 
Rooney Motor Corp., of Buffalo, 
| and Charles Roberts has been | 
placed in charge of sales and | 


| advertising, according to Kenneth 


Richardson, president, 
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Hes Go 
something For 


* 
e 
* 
° 
‘ 5 
e 
e 
e 
o 
He’s the Acme man-in-your- ° 
area; a practical refinishing ° 
expert. ° 
e 


He’s the Acme field man near you. Right now he’s showing a profit-minded 
car dealer just how profitable paint shop operation can be—the Acme 
way. He’s pointing out to the dealer how expert color matches build a 
top reputation for the entire dealership—through customer satisfaction. 
He's showing how time—valuable time—and paint inventory can be cut 
way down... how the dealer can make his shop neater, more compact 
and complete—a paint “factory” of his own. 


The Acme man-in-your-area can point the way to greater paint shop 
volume and profits for YOU. Just send the coupon—and we'll see that 
you get the whole story right away. 


NOW MORE THAN EVER 


The Acme Way Makes Painting Pay 





AUTOMOTIVE 


FINISHES 


NADA Members 
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Acme—the company that since 1884 has been producing products for paint shop profits and has been serving 
car manufacturers with original finishes from the very beginning. 


ACME QUALITY PAINTS, INC. e 8250 ST. AUBIN e DETROIT 11, MICHIGAN 


Yes, I'd like to see what your Acme man will tell me about paint shop profits. Have 
him contact me for an appointment. 


NAME 


TITLE_ 
COMPANY__ iat 


ac ara 








" gi f Baker-Raul 
Auto Personnel aferes, eendent of Baler-Rasiang 


Galen R. Vanderlinden and Alvin 
Q. Crumpton have been appointed 
sales representatives of Willard 
Storage Battery Co., Cleveland. Van- 
derlinden was named a trainee in 
the Kansas City district; Crumpton, 
a trainee in the southeastern dis- 
trict. 

* * * 


Church a Vice-President 


Of Canadian Auto Trim 


R. J. Stack, president of Na- 
tional Automotive Fibres, Inc., 
Detroit, announces that Philip E. 
Church has been elected a vice- 
president of the company’s sub- 
sidiary, Canadian Automotive 
Trim, Ltd., Windsor, Ont. 

Church also is a director of 
the subsidiary, which is building 
a new plant near Toronto, and 
for the past two years has heen 
its operations manager. 

+ + * 


Wrightnour Appointed Aide 


In U. S. Rubber’s Tire Unit 


Appointment of William F. 
Wrightnour as assistant to the 
vice-president and general man- 

ager of the tire 
division of U. S. 
Rubber has been 
announced by 
H. N. Hawkes, 
general manager 
of the division. 
At the same 
time, Patrick H. 
Kelley was ap- 
pointed director 
of training for 
the tire divi- 
W. F. Wrightnour sion, succeeding 
Wrightnour. 

Wrightnour will continue to be 
responsible for the coordination of 
the division’s management develop- 
ment program. 

Kelley’s new position embraces 
management training, sales person- 
nel and training, plant training and 
distributor training. 

* + * 


Airtemp Boosts Bertram 


Appointment of R. F. Bertram as 
general auditor of the Airtemp divi- 
sion of Chrysler is announced by 
G. W. Troost, Chrysler comptroller. 
Bertram, associated with Chrysler 
Corp. for nearly 20 years, had been 
factory auditor of Airtemp since 
1948. 





Wagner Electric Appoints 


Smith to Dual Position 


J. S. Smith has been appointed 
director of purchases and produc- 
tion planning of Wagner Electric 
Corp., of St. Louis, according to 
H. S. Garrett, purchasing agent. 

Fred Cheney has been named 
manager of inventory requirements. 

+ * * 


McKay Ups Wilcock 


James W. Wilcock has been ap- 
pointed assistant general sales 
manager for McKay Co., of Pitts- 
burgh, manufacturer of commer- 
cial chain, tier chains and arc- 
welding electrodes. Wilcock for- 
merly handled sales in the Detroit 
area and served in the McKay main 
offices as special assistant in sales. 

* * . 


2 Join Controllers Institute 


Wilbur B. Hoge, comptroller and 
assistant secretary of Packard, and 
Oliver H. Morton, treasurer and 
controller of Miller Mfg. Co., De- 
troit, have been elected to member- 
ship in the Controllers Institute. 

x * + 


Goodyear Chooses Miles 


Appointment of O. E. Miles, for 
seven years manager of retail 
stores in Akron, as north central 
division manager in Chicago, has 
been announced by Goodyear fol- 
lowing promotion of R. W. Fitz- 
gerald to tire division sales man- 


ager at the home office. 
* * * 


Remington Rand Shifts 


Hungerford, Millang 

Appointment of Harold R. Hun- 
gerford as administrative sales 
manager in charge of accounting 
and tabulating equipment has been 
en by Remington Rand 

ne. 

Hungerford succeeds Henry W. 
Millang, who has been transferred 
to Newark, N. J., where he will be 
branch manager in that area. Hun- 
gerford formerly was branch man- 
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the New York metropolitan area 


fae @ 
ieee a 
|has been announced by James W. a Tea? PE 


Pe: 


* 7 & 
e oepanTMEn 
: : you paTEE® me 
|}had been doing sales executive | — 
ager at Philadelphia, St. Louis, San| Work in New York for Towmotor | 
~ . % 
Francisco and Portland, Ore. Corp 


Fant Joins K-F Aircraft | Hollingshead Picks Manager 


Appointment of Arthur V. Fant| For Private Brand Sales 
as chief tooling engineer for the | : —* 
| Kaiser-Frazer aircraft division has | ate has "ene —s vi 
been announced by, Tiark Riddle, Hollingshead , Corp's automotive | 
| ; a. . private ran ivision, as een 
ery, was tooling chief for the ai-| ppeinted manager ofall private | Groy's Vebieles for Firefighters— 
Co : ‘ | brand sales, according to D. O.| The fire truck at the left and the passenger cars were sold by Croy Motor Sales, 
: | Severson, sales vice-president. Dan-| inc, (Studebaker), to the volunteer fire department of Pearisburg, Va. Standing in front 
H 1an Joi Bak |ziger succeeds Newell Flood, who) of the truck is Merel B. Pennington, president of the fire department, and at the far 
orman joms banxer resigned. | right is John W. Croy, president of the dealership. In between (from left) are Claude 
Appointment of Edmund C. Hor-| Severson also announced that | Goodwin, Kenneth P. Young, Fred C. Yearout, G. W. Stafford, Lieut. John O. Dill, and 
man as regional sales manager for! (Continued on Page 63, Col. 1) Fire Chief K. R. Pennington. 


* * 


* * > 


You, too, can cash in on this 





Shock Absorbers 


Shock Absorbers must be replaced on 
modern cars. Soft, whippy springs 
require “shocks” to give smooth, 
safe ride. Many states now require 
regular “shock” inspection for 
safety. Now 24,000,000 cars 
equipped with direct-action 

shock absorbers. Millions 

more need Monroe easy-to- 

install “Conversion” Sets. 

Actual tests show you 

can sell 2 out of 

every 5 customers. 


2 
~ 


i MONROE AUTO EQUIPMENT CO. 


Monroe, Mich. — World's Largest Maker of Ride Control Products 








Auto Personnel 


(Continued from Page 62) 





Tillinghast, parts and accessories 
manager, 

J. S. Krider has been named 
assistant parts and accessories 
manager, and R. S. Nilsson, 
supervisor of warehouses for the 
Milwaukee parts plant. 

Krider, formerly district man- 
ager of the Charlotte (N.C.) zone, 
sh - ‘ succeeds Nilsson as assistant 
Krider, Nilsson Appointed parts and accessories manager. 


By Nash P&A Section 2 a eoreaee 
Two appointments in Nash’s C.1.T. Appoints Bates 


parts and accessories department Carlton E. Bates has been ap- 
have been announced by C. M. | pointed district manager of Uni- | 


operations of the company’s house- 
hold private brands division had 
been consolidated with automotive 
private brand sales. 

W. R. Morris, former manager of 
10usehold private brand sales, will 
serve under Danziger in the new 
setup. 


* * * 
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versal C.I.T. Credit Corp.’s office in 


Syracuse, N. Y., according to H. W. | 


Gerber, vice-president in charge of 
the division office in Syracuse. 
Bates has been with the company 
since 1950. 

* x * 


3 Executives Reassigned 
At Ford, L-M Division 


Ford Motor Co, has reassigned 
three executives in the central 
finance staff and the Lincoln- 
Mercury division. 

V. Z. Brink was named divi- 
sional controller of Lincoln-Mer- 
cury, A. R. Miller was appointed 
assistant controller of the com- 
pany, and Morgan Collins jr., was 
named assistant treasurer of the 
company. 

Brink formerly was assistant 





proven profit maker 


STILE 


SHOCK ABSORBERS 


@ Thirty-day guarantee of customer satisfaction 


@ Monro-Matics—the sales leader that makes 
cars ride better than new 


@ Small stock serves 95 per cent of all cars 


@ Installation in as little as 10 minutes per shock 







The new Monroe 30-Day Free Ride Plan 
provides the greatest profit opportunity 
ever offered the industry. Guarantee makes 
sales easy for every car that needs shocks 
replaced — two out of every five cars you 
service. 


The sensational new Monro-Matic shock | | 
absorber gives you a “leader” that makes 
cars ride better than new. Gives automatic 
adjustment for all loads and roads. Lets 
you sell complete sets for more than $10.00 
profit. Dealers now using this plan are 
selling up to 3 and 4 sets a week. Get 
started with this money-making plan now. 
See your jobber or write today. 


Rush your order for this display. Start making 
this easy money, today! Package holds bal- 
anced set of 4 shocks, individually boxed for 
practically every owner's car. 


Bt Bye Catcees vous 

f 2 APCURSTRS 45 Pant 
08 :BRRKatiNe ites. 
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controller of Ford; Miller, as- 


sistant treasurer, and Collins, 
L-M controller. 
* * * 


Ford Names Lee, Stevenson 


To Dealer Development Staff 


Appointment of Leland C. Lee as 
controller and John E, Stevenson 
as investment manager of the 
dealer development office, sales and 
advertising staff, Ford Motor Co., 
has been announced by Harley F. 
Riley, director of the dealer de- 
velopment office. 

+ * * 


Miller Succeeds Bankard 


Harold H. Miller, assistant chief 
metallurgist for Buick, has been 
|}appointed superintendent of the 
| Buick foundry, Edward T. Rags- 








| promote goodwill. 
o 








dale, general manufacturing man- 
ager, has announced. Miller suc- 
ceeds E. H. Bankard, who resigned. 
Harold T. McGrath, plant metal- 
lurgist, has been named assistant 
chief metallurgist. 

* + 


Europe Applauds 


Hoffman, Kettering Honored 


By Auto Engineers 
Paul G. Hoffman, president of the 
Ford Foundation, and Charles F. 
Kettering, research consultant to 





C. F. Kettering Paul Homman 


General Motors, have been named 
honorary life members in the In- 
ternational Automotive Institute. 

At a ceremony in the French 
Consulate in New York, diplomas 
were presented by Jean de 
LaGarde, minister plenipotentiary 
of the consulate. 

The institute comprises automo- 
tive engineers throughout Europe 
who formed the organization to 


* * 


AC Sets Up New Regions’ 

The AC Spark Plug division of 
General Motors has established two 
additional regional sales offices, one 
in San Francisco, the other in 
Kansas City, according to John C. 
Hines, general sales manager. Alan 
A. Williams will be in charge of 
the San Francisco region, and 
George R. Work, the Kansas City 


region. 
+ + 7. 


Blanchard Sales Director 
Of Morey Machine Division 

Morey Machinery Co., Inc., New 
York, has named E. Payson Blan- 
chard as director of sales in charge 
of the new domestic machinery 
division. 

Blanchard joined Morey’s machine 
tool department in 1952. 

* ¢ ®@ 


Auto Club of Canada 


Headed by Chaput 


Armand Chaput has been elected 
president of the Royal Automobile 
Club of Canada. He succeeds Dr. 
C. A. Peters, who held the post for 
two years. 

Percy R. Walters and Dr. Peters 
were elected honorary presidents. 


Other officers are R. Percy 
Adams, vice-president; Theodore 
G. Morgan, executive committee 
chairman; George A. McNamee, 


secretary-treasurer and manager, 
and G. B. Forste, honorary solicitor. 
The following four directors were 


| reelected: Maj.-Gen. E. de B. Panet, 


Kenneth T. Dawes, Forste and 
Adams. Dr. Harold Elliott was 


named to replace H. Molson, who 
resigned as director. 
(Continued on Page 72, Col. 1) 





Inflation No Problem— 


You wouldn't think that this fellow has 
a tire puncture. But he has, and he's able 
to drive to the nearest service station be- 
cause a small air compressor, which gets 
its power from the battery, keeps the tire 
inflated. The pump supplies air to the 
tire while the car is in motion by way of 
the universal joint on the wheel hub. The 
device, called the ‘“Mopal,"’ is manufac- 
tured by Alverton Engineering Co., Ltd., 
London. 
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make every meeting objective and 
positive. 

* . a 
‘REDUCING OPERATING COST 
WITH BETTER SHOP LAYOUT’ 

by 
Harold Utschig (Oldsmobile) 
San Diego, Calif 
We have been faced with this 
same problem along with every 
other dealer. Just as you have 
done; we reviewed 
every expense 
on the financial 
statement and 
made a few cor- 
rections on items 
such as shop sup- 
plies, telephone 
| expense, light and 
®|/power and the 
| other controllable 






‘Management at Work’ 


Key Points Include Organization, Planning, 
Execution and Follow-Through 





(Continued from Page 51) 


that the cashier does not argue, | through service records and speed- 

but instead calls the man respon- | ometer readings. 
sible for the job. Special follow-up is given to 90- 
Another thing we’ve learned is day-old customers through an or- | 
to take care of first complaints | ganized program of telephone | 
| 


small they contact. We’ve found that friend- 
a Png ee eee ae ly, helpful prodding does a lot 
— . ‘o toward making regular customers | 
One of our most important tools out of spasmodic customers, 


is our system of customer records Upon delivery of his car every| 
| 





and follow-up. Follow-up is so im-| ,ow car customer is assigned a| § 
portant that we have a fulltime) .oryice advisor. We introduce him| & pt 

; P | expenses but 
employe who works on nothing/to our man and tell him that he| @ when we tataied Mh, 
else. This way we can make reg-| will personally advise him on setv- | @ -senweld Lights 40 Candle | Saaen up the net Harold Utschig 


ili i ice > re ible he cus- . ‘ . 
ular, consistent mailings instead of |ice and be responsible for t . reduction in operating cost was re- 
letting it go until someone has|tomer’s good will and performance Fred |. Lyle (center), president of Greenwald Auto Co. (Ford), 721 Sixth Ave., New latively small. The result was not 








time to work on it. of his automobile. Kensington, Pa., prepares to slice a piece of the company's 40th anniversary cake. what we were seeking: a net re- 
Broadly speaking, our follow-up The customer likes this. If he | From left are Joseph A. Ackley, vice-president; Lyle, and Wilbert V. Gilkey, secretary-| guction in the per unit cost of 
file consists of active and inactive|telephones about something this} tregcurer. handling the increased service 
customers, and also new-car cus-/ man will help him. oe eee . — | volume. 
ile i > this man takes : 7 . 
_—, ‘ peony Aocheory - tt You see, | Ployes. Our system is to hold a de-|ments a month in advance, and = a dae icaks cues Late 
We find that our follow-up is an ll it does is to build a habit of| partment manager meeting every | then follow-through to see that the | service management group which 
excellent ae ae a psa always coming to us for service. | Tuesday morning at 7:30. To make|men do a thorough job. Some- | included the service manager, his 
nte ‘ ‘ ‘ raga , 
a. one eitabeatines recom-| All of us wonder how to find| sure that there is adequate plan-|times one of our suppliers is in assistant, the body shop ‘and 


i i i i iscuss things with our em-|ning on them, we make assign-| charge of the meeting. We try to| mechanical shop foremen. 
mendations, which pared determined wesc = = = a - _ San ak Or <2 After a thorough discussion, the 
|}answer was inevitable — “Improve 
the Shop Layout.” The mounting 
|costs were due to “bottlenecks” in 
| the internal traffic flow, due to the 
| increased volume. It all boils down 
| to “Traffic Flow” and the ease with 
| which it may be handled. 

We must admit that there is no 
such thing as a perfect service lay- 
| out. This is inevitable, for con- 
| ditions change; so there is no such 
|thing as the perfect shop layout 
|}on a permanent basis. 
| The “thought starter” I am try- 
| ing to put over is just this—review 











your own shop layout with an en- 
deaver to improve your traffic flow. 
| Bring in your key service person- 
nel for they are living with the 
|problem every day and will wel- 
come the opportunity to offer con- 
structive suggestions for improve- 
|;ment—to improve traffic flow and 
reduce the cost of handling each 
service unit. 
Make up some drawings, to 
scale, of the entire service layout 
and have blue prints or blue line 
prints for each of the service 
management staff. You will be 
surprised at the constructive re- 
| sults at your first conference 
with your own men. 


Let me give you one specific ex- 
|ample of how one idea was devel- 
;oped that reduced operating costs 
| with a better shop layout. We re- 
|modeled an old building and devel- 
|oped what we thought was a good 
shop layout. The setup worked 
very well, as long as the number 
|of repair orders was less than 70 to 
| 80 per day; but when this increased 
|to 125 and 150 per day, and some- 
;times higher during peak periods, 
| we found that our cost of handling 
each unit actually increased. 


We had to add more off-street 
parking space at considerable cost 
and employ more car jockeys, and 
in spite of this, traffic actually 
slowed at certain stalls due to the 
|congestion. The delay in moving 
|the cars in and out of a number 
of work stalls actually decreased 
the productivity of some stalls and 
| consequently the mechanics’ earn- 
|ings were lower. While more work 
|was available, the mechanic did 
| less work, as he could not get the 
| cars moved after the job on each 
car was completed. 

One of the men finally said, “If 
| we could only drive these cars for- 
| ward, instead of backing them out 
}into the incoming flow of traffic, 
|we could turn out more work at 
|less cost per work stall.” 
As a result of this “thought 
starter,” we checked the traffic 
in each work stall to find out 
which had the highest turnover 
to give this department priority 
in our better shop layout plan- 
| ning program. We found — as 
| will be true in most dealerships 
| —that the lubrication department 
had the highest traffic flow and 
should get first attention. 

After much planning we moved 
|another department which had a 
;}much lower traffic turnover and 
| installed our lubrication department 
|e the space vacated and arranged 








the installation so that cars could 





|be driven on and off the lubrica- 
|tion area in a forward movement. 


160 H. P. FIRE DOME V-8 and POWERMASTER SIX vm idee 








‘M t t W k’ | long for them, there is more of a 
anagemen a or chance that he may hurry his job. 
Key Points Include Organization, Planning, |parts, that may or may not fit, 

Execution and Follow-Through |again you are asking for trouble. | 


(Continued from Page 64) 


tact hoists, plus this better shop| 
layout, we have increased our lu- 
brication volume at least three 
times. We now have cars lined up 
to get on the lube racks, and when 
each job is finished, the lubrica- | 
tion man drives the car forward 
off the rack, notifies the tower of 
the completion of the work, and | 
then drives the next waiting car 
forward onto the lube rack. The 
car jockey brings up the next car, | 
parks it in the “in-line” waiting 
space, and then takes the com- 
pleted job to a stall as directed 
by the control tower. Every move- 
ment was forward—no backing out 
into the lanes of traffic—no traffic 
congestion. 

Before this “Better Shop Layout” 
thought starter was expressed and 
put into action, we were turning 
away lubrication work. Service 
Managers know what that means 
to shop volume of other work. Now 
we are able to handle practically 
all the lubrication work that comes 
in, and as a result the other de- 
partments of service have in-| 
creased materially. | 

Use the talent within your own | 
organization to help reduce operat- 
ing costs of handling each unit | 
through a better shop layout. 


I would like to add one final 
thought. Take advantage of the 
experience of your own factory | 
service personnel. Many factories | 
have specialists to help you. I 
have always found these men most | 
willing to help, and it costs you) 
nothing. They will offer construc- | 
tive suggestions from their greater 
experience in working with many | 
dealers in the field—ideas which 
may prove very valuable to you. 

x = oa 


‘QUALITY WORKMANSHIP’ 


| 





by 
J. D. Morris (Studebaker) 
Bakersfield, Calif. 

Hours could be devoted to the| 
subject of quality workmanship. 
It’s importance to the industry as 
a whole is a sub- 
ject in itself, be-| 
cause poor work- | 
manship by the 
com paratively | 
few ignorant, and | 
eareless dealer 
shops have hurt 
us all. 

I am devoting 
this subject to 
some of the | 

i : **Do’s and 
J. D. Morris Don'ts,” I be- 
lieve must be observed in order 
to insure the quality of the work 
turned out by the shops. 

Quality workmanship starts with | 
a dealer’s facilities, such as space, 
parts stock, tools and equipment, | 
then very important, capable super- 
vision. 

A supervisor must know his men; 
know their strong points and use| 
this knowledge to bring out the| 
best in them, be qualified to prop- | 
erly diagnose and supervise the} 
work; and, if necessary, instruct | 
the mechanic; to inspect and test | 
out the job when completed. In| 
other words, he must also be a 
mechanic and a good one. 

Training of shop personnel is a 
never-ending job, but nothing will 
pay off more in the way of quality | 
workmanship than making sure 
that your mechanics are basically 
well trained and that they are kept 
up-to-date on car and mechanical 
changes as well as improvements 
in service methods. 

Factory and local schools cover- 
ing such things as motors, trans- 
mission, front end alignment, mo- 
tor tuneup and so on are a very} 
essential part of this training. 
They should, however, be supple- | 
mented by the dealer’s own train- 
ing program. 

You should develop teamwork 
among employes. Good teamwork 
requires constant cooperation. 
Either straighten out trouble-mak- 
ers, or get rid of them. Plan your 
work; keep men busy; distribute 
the work load equally. Help your 
men when they need help—set a/! 
good example. 

Encourage employes to help 
each other. Inspire pride in be- | 
ing part of the “best depart- | 
ment.” Praise your men for | 
cooperative efforts. You should | 








| 


instruct each employe in the best 


| keeps doing it right. Maintain | out is not any help in getting good | > 


las modern front end, wheel bal-| the parts department, paint shop, 
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|needs in stock or has to wait too 
|Or if he is asked to use inferior | 


Space and arrangement also} 
should receive proper attention. In| 
way to do his job, show each | too many automobile dealer’s shops 
man “How to do it right.” Have |}@ jammed up, cluttered up shop) 
him do it to show that he under- | With the mechanics spending much | 
stands. Follow up to be sure he | Of their time jockying cars in and | 


consistent standards. workmanship. : 
Facilities are, of course, also im- Be human by paying compli- |» ~ 
portant. The shop can not turn| ments to your employes, and ac- 
out good work at a profitable rate| knowledging good efforts. Walk 
without first-class equipment, such| @round the shop, the wash rack, 


ancing, brake, motor tune-up, lubri-| ete, and show your men that 
cation and so on, which are musts in| You are a part of their scheme of 
the modern shop as are the so call-| endeavor. You will be surprised 
ed special tools or time saving tools — fe ae oo, will 
designed for use in the car you e in things they do, Knowing ° 
a The power, performance vad that you will give them a slap on Dealer Schroeder Marks 20th Milestone— 

speed demanded from the modern the back, or discuss their work | The 20th anniversary for Walter Schroeder Motors (Studebaker), Berwyn, Ill., was a 
cars, have pushed back into his-| With them. _You can build morale | big moment in the history of the firm as Harry B. O'Neil, regional manager (second 
tory the day when a pair of pliers,| just by coming down a peg or tw | from right), presented the dealership with a 20-year plaque. Receiving the plaque on 
a hammer and a screw driver| 2nd visiting with your men while | Kehalt of the firm is Walter Schroeder (right), president. To the immediate left of 
would do the job. they work, Remember your em- | o'neji is Eimer Schroeder, general manager, and at the far left is E. W. Ready, 

The other factor, which I feel is| Ploye is not a tool or an inani- | gictict manager. 

too frequently overlooked, is that| Mate object. | iat cere Sena ee 
of parts. If the mechanic, and| Show concern over his family | make him realize that you are in- 
particularly the piece rate me-|problems, such as sickness, his|terested in him and that he is|come to you with their personal 
chanic, does not find the parts he| grievances, celebrations, etc., and| very important in your organiza-| problems. 














tion. Encourage your employes to 
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fast and rugge 


There is nothing better than rugged DULUX Enamel “REACH YOUR GOALI 
for fast, low-cost jobs on cars and trucks gaa 


7 
¥2 
You’ll be amazed the way DULUX keeps over-all jobs moving out of SS. ~ 
your shop. It flows on easy, fills as it covers, and dries fast to a hard, 
2 
aS 


rich surface with plenty of ‘‘eye appeal’’ for customers. 

And once out of the shop, DULUX lasts—through tough weather, 
through months and months of hard bumps. That’s why truck owners 
like it for real long-term economy. And car dealers depend on its 
durability and glossy good looks to get better prices on used cars. 


Du Pont DULUX Enamel makes every job a “‘special.’’ Try it 


today! 
E. I. du Pont de Nemours & Co. (Inc.) 
Refinish Sales, Wilmington, Delaware 
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BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


Du Pont Refinishing Materials 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 
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Colo. Fuel Adds Roebling | 
NEW YORK. — Colorado Fuel & | 


Iron Corp., steel producer, has| 
acquired the plants, inventories and 
business of John A. Roebling’s Sons 
Co., Trenton, N. J., it is announced | 
by Charles Allen jr., chairman of | 
Colorado Fuel & Iron. The Roe- 
bling properties will be operated 
by John A. Roebling’s Sons Corp., 
a new subsidiary of Colorado Fuel 
& Iron. 


* * * 


Parker Distributor Named 


CLEVELAND.—Nielsen Hydrau- 
lic Equipment, Inc., 298 Lafayette 
St., New York 12, N. Y., has been 
appointed distributor for industrial 
tube fittings and tube working tools 
manufactured by Parker Appliance 
Co., Cleveland, according to D. W. 








News in Brief 


AUTOMOTIVE NEWS. 


| 


Holmes, vice-president in charge of | 
sales. | 
* + * 


Eire Revises Tax Base 
Eire’s auto taxes, | # 


DUBLIN. 
formerly based on cylinder diam-| 
eter, will be determined by the cu-| 
bic capacity of the car’s cylinders | 
in 1953. 

* ca * 
Progress in Lubricants 

WASHINGTON.—Sceientists at 
the Naval Research Laboratory 
have reported that a combination 
of pro-oxidants, which speed up the 
self-oxidation process in a lubri-| 
cant, and anti-oxidants, which have | 


a slowing effect, produces lubricat- | Office of Technical Services, U. S. 


ing compositions which stand up| 


well under high temperatures. The | ington 25, D. C. 
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U. C. Plaza Highspots New Nash Outlet— 


This rear view of Lipman Motors, Inc. (Nash), Hartford, Conn., shows the service | 


garage and used-car plaza, features of the new dealership. The showroom fronts 
Hartford's auto row. M. Lipman is head of the firm. 


Reynolds Picks N. J. Firm 
LOUISVILLE. — David P. Reyn- 
olds, vice-president of Reynolds 
| Metals Co., has announced the ap- 


phenomenon is described in a book- | 
let, PB 111031, obtainable from the 





Department of Commerce, Wash- 


The extra BRAKING RUGGEDNESS proven here... 


on any hauling job! 






Why not take a tip for your braking specifications from the 
men who “roll-em"’ over the mountains out of Denver, on into 
California. Here, the rigs are big, the grades are steep—the 
braking requirements call for the best... . 
means Bendix-Westinghouse Air Brakes! That's because these 
mighty brakes, built by the industry's most experienced manu- 
facturer, deliver the extra stopping power and performance 
that assure the safest, surest, most dependable braking 


and that 
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control and longest service life in the business. And these 
are factors that mean reliable, economical performance on 
any hauling job. That's why no matter what type trucks or 
buses you build, you can give your customers increased 
efficiency, plus added savings on maintenance and 
parts replacement costs by specifying the brakes proven for 
long, low-cost operation—Bendix-Westinghouse, 
the world's most tried and trusted air brakes! 

















pointment of Barth Smelting Corp., 
99-129 Chappel St., Newark, N. J., 
as distributor of aluminum pig and 
alloy ingot products. 

+ * * 


Baker Picks Distributor 


NEW ORLEANS.—Industry Serv- 
ices, Inc., 332 S. Diamond St., has 
been appointed distributor for Bak- 
er industrial trucks in Louisiana 
and southern Mississippi, according 
to G. B. Davis, vice-president of 
Baker-Raulang Co., Cleveland. Polk 
Hebert is owner of Industry Serv- 


ices, 
* * 


. 
Body Company Fails 
OTTAWA. — Shawinigan Auto 
Body Co., Shawinigan Falls, Que., 
has made an assignment in bank- 
ruptcy, according to notice filed 


here. 
* ” s 


Reynolds Office Guide 

LOUISVILLE.—“Welcome to the 
General Sales Office” is the title of 
a booklet published by Reynolds 
Metals Co. It gives information for 
visitors to Reynolds’ new general 
sales office. The booklet will be sent 
without charge upon request to 
Deck 4521, Reynolds Metals Co., 
2500 S. Third St., Louisville 1, Ky. 

> . * 


Superior Tool-Tarex Pact 

DETROIT.—Superior Tool & Die 
Co. has announced a license agree- 
ment with Tarex, Ltd., of Geneva, 
Switzerland, to build Tarex sirgle- 
spindle automatic screw machines 
in America. The machines will be 
made by Modern Collet & Machine 
Co., of Ecorse, Mich., a subsidiary 
of Superior Tool. 

7 * * 


Repco Distributor Named 
CINCINNATI. — Auto & Aero 
Supply Co., Inc. 1711 Race St., 
wholesale distributor of automo- 
tive equipment in the Ohio valley, 
has been appointed to distribute, 
sell and service Repco flywheel 
magnetos, produced by R. E. 
Phelon Co., East Longmeadow, 


Mass. 
= > . 


2nd Fiat Plant in Holland 


AMSTERDAM, Holland.—(UTPS) 
—J. Leonard Lang, Ltd., Dutch au- 
tomobile manufacturer, has begun 
construction of an assembly plant 
here for production of Fiat cars 
under Italian license. The plant, 
which is to be completed next sum- 
mer, will be the second Fiat factory 
in Holland. 


a = 7. 
Saxton Representative 
NEW YORK. — Hamos Co. has 
been appointed export representa- 
tive for Saxton Mfg. Co., of Cleve- 
land, maker of automotive tow 
ropes, cables and engine lifts. 
* * ” 


Plant Maintenance Ideas 

CLEVELAND.—“Industrial Main- 
tenance” is the title of a new book- 
let offered free by the consulting 
firm of Wheeler Associates, Inc., 
15017 Detroit Ave., Cleveland 7. 


*~ = a 
New Electrode Plant 


LANCASTER, Pa.—A. O. Smith 
Corp., of Milwaukee, has begun 


|construction of an electrode plant 


here, to be completed in July. L. T. 
Hickey, manager of welding divi- 
sion, said that the Pennsylvania 


| site would mean a substantial sav- 


ing in freight costs as well as im- 
proved delivery service to many 


customers, 
- * os 


New Hercules Branch 


OKLAHOMA CITY. — Hercules 
Motors Corp., Canton, O., has 
opened new sales and service fa- 
cilities for its engine and power 
units at 1117 Exchange Ave. here. 
The branch will be under the su- 
pervision of J. A. Embry, manager 
of Hercules’ oil field division. 

” * * 


Millionth Motor 


BUFFALO.—The Buffalo plant of 
Westinghouse Electric Corp. has 
turned out its millionth electric 


motor. 
= * 


Ohio Plans 2 Plates in ’54 

COLUMBUS, O.— Ohio will re- 
turn in 1954 to the two-license- 
plate system, with white numerals 
on a maroon background. On 


| March 1, the 1953 plates will go on 
| sale, displaying yellow numerals on 


a dark green background. They 
will carry an Ohio Sesquicentennial 
emblem. Stickers were used in 
1952. 


~~. 
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IDALL FABRIC: 


are created to bring 


new luxury to motor car interiors 


GoopALL produces fabrics for every purpose using every fiber 


known to man. Goodall’s new dye methods produce clear, 


~~. 


soft colors so important in the new textured weaves 


now in demand by the automotive industry. 
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Virginia Railroads 
Lose Fight on | 
Reciprocity Pact | 


RICHMOND, Va. Upholding 
the right of the Virginia governor 
to waive collection of the State 
gross receipts tax on out-of-state 
motor carriers under a reciprocity 
arrangement, the Virginia Supreme 
Court has denied a petition by 14 
railroads for a writ of mandamus 
to enforce collection of the tax. 


Written by Justice C. Vernon 
Spratley, the opinion stated that, 
under the reciprocity agreement, 
“all Virginia interstate carriers, 
corporate and unincorporate, ob- 
tain a substantial benefit in the 
free use of the roads of foreign 
states in return for similar bene- 
fits granted carriers of the foreign 
states.” 

Furthermore, it was said, “repre- 
sentatives and agents of Virginia 
motor carriers have testified, with- 
out contradiction, that reciprocity, 
as applied in Virginia, works to 
the economic advantage of the 
commonwealth and its domestic 
carriers.” 





POWER WRECKER 


having a 4-speed 


springs. It is ideal for emergency calls ranging 
from tire changes to passenger car tow jobs... 
it does many lifting jobs in the yard or in the shop 
... Or with the boom, supports and tow plate re- 


moved there is plenty 


box for ordinary pickup work. The 10- 


D has ample winching 


controls, safety boom lockpins, 
safety chains plus the Ashton 
spacer and lift bar assembly. 


MODEL 10-D 


MODEL 34-10 


Maximum strength and effi- 
ciency are featured in 
Mechanical 
features include: Forward mounted, 
solid steel “A” frame, telescopic ex- 


powerful wrecker. 


tension boom which 


lowered from 0° to 80°. Boom extends from a 
normal 812’ (towing position) to 14’. New four- 


line cable suspension 


center and end of boom. Boom capacity 10 
tons, power winch 15 tons, hand winch 5 tons. 
Self centering boom head. Standard and extra 
heavy duty spacer and lift bar are standard 


equipment. 


A a 
© 


The Ashton Model 10-D demountable wrecker is 
designed for mounting on any %-1 ton pickup 
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policy did not cover loss or dam- 
age to these autos. The court said: 


“The insurer (insurance com- 
pany) ... should more clearly de- 
fine ... what coverage the insured 


(dealer) has under the contract.” 
In other words, this court held 
that insurance companies should 
clearly explain in policies the af- 
forded coverage, but nevertheless 
an insurance company is not liable 
beyond the coverage stated in the 
policy, whether stated in simple 
language or otherwise. 
a * * 


Speed and Liability 
READER asked this question: 
“Is an auto owner liable for in- 


Se juries to a passenger directly re- 
White Power-Lift Cab Draws Interest. celine trom feat traveling over & 


A new Model 3,000 White truck featuring the power-lift cab attracts spectators at/rough and uneven highway?” 
the Exposition of Science and Industry in St. Louis. Other advances in truck design | According to a late higher-court 
were demonstrated to more than 6,000 scientists attending the exposition, held in | decision, the answer is yes, if the 
conjunction with the annual meeting of the American Assn. for the Advancement of | testimony shows that a reasonably 


Science. The White cab tilts forward in 16 seconds, providing complete front-end |careful driver would have driven 
|at a slow rate of speed on this 





accessibility, the maker says. 





MODEL 




























mounts on 1'4-2 ton 


This Ashton wrecker 
chassis and is equipped for heavy lifting and 
recovery work. The 3% ton capacity crane 
and 7'%2 ton winch safely handles the load. 
The features include: Extra strong, forward- 
mounted, all steel '‘A’’ frame which gives 


transmission and helper 


maximum weight distribution and more 
usable body space. Four-line cable sus- 
pension. Hand winch, improved power 
take-off and drive linkage plus 
safety chains, remote controls, 
and the Ashton spacer and lift 
bar equipment. 


MODEL 19-51 BW 


of clear space in the 


power, safety 


MODEL 19-51 EXB 


America’s most versatile power 
wrecker and mobile crane. The 
extension boom quickly recovers 
difficult wrecks without complicated 
rigging, raises heavy loads 14’ high. 
Ideal, dual purpose unit for construction 
and municipal jobs. Features include: Solid, 
forward-mounted "A" frame, telescopic boom 
raises from 0° to 80°, self-aligning boom head, 
new double cable suspension, with sheaves at 
center and end of boom. Power winch 7'/2 tons 
safe load, 2 ton hand winch, all-steel all-welded 
body, safety tread floor, Ashton spacer and lift 
bar assembly. Remote control levers. 


EXB 


this 


can be raised or 


gives essential support at 





Court Decisions 








(Continued from Page 48) 


particular portion of the highway. 

For illustration, in Duncker v. 
St. Louis, 241 S. W. (2d) 64, a pas- 
senger was seriously injured 
when an auto increased speed on 
a rough stretch of road, 


The higher court held the owner 
liable in damages for injuries to 
the passenger and explained that 
a driver of any vehicle in which 
passengers are transported is negli- 
gent if he increases speed of the 
vehicle when, due to rough condi- 
tions of the road, a reasonably 
careful driver would’ have _ slack- 
ened the speed. 


* * * 


Dealer Held to Contract 


aS to a late higher. 
court decision, a dealer’s con- 
tract is strictly limited to the exact 
clauses therein. 


For example, in Owens _v. 
Oliver Corp., 197 Fed. (2d) 705, it 
was shown that the corporation 
uses two kinds of dealership con- 
tracts, one for sale of “agricul- 
| tural” equipment and the other 
for “industrial” equipment. 


A dealer held a contract for 
“agricultural” equipment. The cor- 
poration would not allow the dealer 
to sell and pay commissions on 15 
|tractors for use in the country by 
the state forestry division, and the 
dealer filed suit. 


The higher court held the cor- 
poration not liable because the 
dealer’s contract did not clearly 
state that the term “agricultural” 
included various state departments. 

* ° * 


Driver Upheld on Signal 


F the driver of an automobile 

signals intentions to make a 
turn and terminates his signal long 
before he makes the turn, is he 
liable for a resultant collision?” a 
reader wants to know. 

According to a late higher-court 
decision, the answer is no. 

For instance, in Airline v. Gui- 
dry, 241 S. W. (2d) 208, the testi- 
mony showed that an auto driver, 
named Guidry, intended making 
a left turn. When a bus was 100 
feet in the rear of Guidry’s auto, 
he signaled with his hand that he 
intended to make the left turn. 

| Then he immediately withdrew 
| his hand. 

The bus driver either did not ob- 
serve Guidry’s signal, or seeing the 
driver had withdrawn his hand 100 
feet before he made the turn, ig- 
nored the signal and attempted to 
pass the auto. A collision occurred. 

In subsequent litigation, the 
higher court held the bus company 
liable for the resultant damages. 
The court explained that once the 
driver of a car makes a signal, it 
is the duty of drivers behind him 
to continue anticipating the signal, 
although the signal is not pro- 
longed. 


Policyholder Wins Again 
In Texas Court Bout 


AUSTIN, Tex.—Another round in 
the Texas Supreme Court has been 
won by H. N. Pasley, of Dallas, in 
a lawsuit over a $50 deductible 
automobile insurance policy. 

Pasley’s car received $380 worth 
of damage in an accident four 
years ago. American Surety Co. 
paid him $330 on the deductible 
policy. The other driver in the 
accident then paid Pasley $450 to 
release him from liability. The 
insurance company sought to re- 
trieve its $330, but a lower court 
held against the company, and the 
Supreme Court refused to interfere. 


N.C. Road Group 
Headed by Conn 


RALEIGH, N. C. — Charles G. 
Conn jr., of Conn-Gower Pontiac 
Co., Raleigh, has been named chair- 
man of the state highway commit- 
tee of the North Carolina Automo- 
bile Dealers Assn., according to 
Fred H. Deaton, president. 


Conn has long been active in 
civic and trade organizations and 
has served on many committees of 
the dealer association. 





* 


The AUTOMOTIVE NEWS ALMANAC Is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 


mat, . 


mat, . 
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A Fine Car and a Fine Dealer Organization 


make a 


Winning 


mbination! 





Success in the automotive industry is infinitely more 
than building or selling a lot of automobiles. Success 
consists of creating happy owners! And the larger the 
body of happy owners, the greater the success! 

By this standard, Pontiac and its dealer organization 
represent—unqualifiedly—a winning combination. 
We have given our dealers a fine product—perhaps 
the finest, most beautiful, most dependable car ever 
to sell at the price. They have sold it to millions of 


the kind of people for whom it was specifically de- 
signed: Those who instinctively prefer the best and most 
beautiful, but who, from choice or necessity, must exercise 
prudent economy. 

Couple the Pontiac owner’s pride and satisfaction 
in his car with his confidence in the Pontiac Dealer 
who <old it to him, and you have the explanation of 
why Pontiac owners are known as the happiest 
owners in America! 


| Dollar for Dollar you can’t beat a 


® Pontiac 


A GENERAL MOTORS MASTERPIECE 
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Caught in Economic Vice . . . he het sched for ana he wih im |r tice of Tank Product | Tennessee Assn. 
sist that replacement items be |Is Reduced by L-O-F 'O Fich 
held for inspection. TOLEDO.—Production economies pens ig ton 


Fleet Owners Eye He will insist also that factory) nq improved manufacturing tech- Adverse Bills 


elias a +e em ae) niques have enabled Libbey-Owens- 
e willingly offered, without having | morg here to reduce voluntarily the NASHVILLE. — The Tennessee 


to be insisted upon. in : vial : 
|price of its vision block, a special Automotive Assen. is urai 
nair costs eas . : ssn, is ging all 
Dea lex Shops Above all, to control repair costs, | glass product for military tanks, it semmmhese to contact State senators 


the dealer will have to prove that|has been announced by G. P. Mac- and representatives to “let them 


he has the fleet’s best interest in| Nichol jr., executive vice-president. 


(Continued from Page 55) ; : cee | . _|know how you feel about legis- 
and hoses that leak, and so on.|needs, will first look that diiea lal apeaiione ok nada Geers MacNichol ae She Ssevernmen: s lation that affects your business,” 
woe Lae an, © ; : $3 : : ; , | emenennary savings will amount to about $620,-| particularly in regard to bills 
Siltan ie « teas, — rae peggy re gps eke oo nies : ssc | 000. ce ng ae ~ a is}which TAA considers harmful to 

os : = ; % s ms r several thicknesses o ate ass | iv ’ 

It seems certain that any fleet |™en for his own shop. The back pages of every issue of AUTO-| laminated together in "a special a —s ; 
operator who decides to select al He will particularly steer clear | MOTIVE NEWS contain the WANT AD! shape to give added protection to Bills slated to be laid before the 
: le ia wis Section. Others are profiting from AUTO- | * : ; Legislature, which convenes today 
dealer to provide his maintenance! of a dealer who attempts to sell | MoTIVE NEWS WANT ADS! Are you? | tank personnel in action. | (Feb. 16). include: 


| Avuto Financinc—House Bill No. 
165 would limit auto financing 
charges to a 10 percent ceiling per 
year. The association claims that 
if the bill is enacted, it would be 
impossible to finance the purchase 
of older used cars and that “sales 
of new cars and recent used cars 
would suffer.” 
TitLe Brtt—At present there is no 
.| title law in the state. The associa- 
tion asserts that the state would 
|become a “dumping ground” for 
| Stolen automobiles “if there isn’t 
some _ protection afforded the 
| trade.” 


| FINanciAL RESPONSIBILITY — House 


+ ' ' |Bill No. 96 would require car 
e n i IC a 10 n owners to show financial responsi- 
oo bility before county clerks could 


issue license plates. The association 


* labels this bill as “disastrous to 
W ith the auto business in Tennessee.” 
Auto INsurANCE — This bill is 


aimed at taking away the right of 
a dealer to qualify as an insurance 
agent and “should be opposed 
vigorously and emphatically,” the 
association says. 

AntTi-CLosep SHop — Labor unions 
will attempt to repeal this law. 


The association said dealers also 
should urge their legislators to 
vote for the resolution calling on 
Congress to repeal the 16th amend- 
a . ment, and to let the people vote on 

eS P- See how these signs gleam by day and whether another amendment should 
MOBILE 2 ae es eet ‘ ' nCse Signs £ 7 be adopted limiting income, 

0 | es IDE hs “t P s : , 
be OR ye, corporation, gift and inheritance 
<< eee a ble = ae : be as hi : taxes to a 25 percent ceiling, “ex- 
F = ~ ; round the clock. That S day/night iden- cept in time of war or grave emer- 
. 4 ie ie ane a ae seta |gency.” The present Federal in- 
C. tification with } LEXIGLAS the best way eames te wan act up under the Sth 

to keep your name out in front. | amendment. 


Backlighted PLExicLAs luminous facades ‘Pa. Group Urges 


and interior-lighted letters are not clut- 


tered with visible tubing or spotlights. ‘State Car Savings 


HARRISBURG, Pa.— (UTPS) — 
The State’s “Little Hoover” com- 


glow at night, with complete legibility 


ee el ee 


Your sign has the same shape and 


colors day and night. mittee has urged the Common- 
wealth to cut its fleet of 176 ex- 

Design possibilities are practically pensive automobiles to 57, and to 
ia : ; : eee make changes in the operation of 
unlimited with this acrylic plastic sign more than 5,000 State-owned cars. 


It said the proposals would save 
taxpayers about $100,000 a year. 
low, because PLExIGLAS—the outdoor The expensive cars include 27 

ag i aes ite vehicles in the top luxury classifica- 
plastic resists breakage, weather, and al cin tine eateenitins anil ante 
discoloration. be reduced to six. State officials 
would be provided with medium- 
‘ : . priced vehicles to replace most of 
If you’re not getting full sales power the 176 expensive cars. 

The committee claimed about 
x es $25,000 a year could be saved if 
costly to operate or maintain—tell your drivers would gas up at State ga- 
rages instead of buying gasoline 
and oil at service stations, and 


material. And maintenance costs are 


from your present signs—if they’re 





sign man, “I want a sign made of 


PLexicuas.” Write today for our new another $7,500 yearly could be saved 
a a 4 : if the use of governors on State 
booklet, PLexicLas For Sens. cath Wen deosetianed, 


The committee also proposed that 
personnel be encouraged, through 
higher mileage payments, to use 


PLexicias is a trade-mark, Reg. U. S. Pat. Off. and other principal their own cars for short trips. 
countries in the Western Hemisphere. 


4 


+ 
Canadian Distributor: Crystal Glass & Plastics, Ltd., 130 Queen’: D St 
Quay at Jarvis Street, Toronto, Ontario, — rag rips 
Standardization Drive Begun 


| By Hotrod Fans 


LOS ANGELES.—Drag strips 
those hotrod speed courses which, 
under proper supervision, have been t 
credited with reducing the teen-age 
driving problems in many major 
CHEMICALS ——— FOR INDUSTRY cities—will be the subject as 
nationwide drive for standardiza- 
tion by the National Hot Rod Assn. 


Following a study of rules and 


ROK Rt £ BRAAYX | regulations of the largest and most 


| successful drag strips in the coun- 


¢ oa et PA Pe Yv | try, the association, in conjunction 

| with Hot Rod Magazine has drawn 

WASHINGTON SQUARE, PHILADELPHIA 5, PA. up a plan for the operation of drag 
Representatives in principal foreign countries |strips leading to a national cham- 





pionship drag meet. 

The NHRA recommendations are 
aimed at safeguarding participants 
as well as standardizing drag-strip 
competition. 
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Chevrolet 

General Motors Corp. 
Oldsmobile 

Pontiac 

Willys 


from: A Hard-Hitting Fellow Salesman 


The ads on exhibition above .. . all from recent or forth- 
coming issues of LOOK ... will help you sell new cars. They 


are in LOOK because: 


1. LOOK reaches 20,650,000 readers— the second largest 
magazine audience ever assembled. 


2. LOOK reaches more readers in car-owning families 
than any other major magazine but one... and 


3. LOOK reaches more of these primary prospects per 
advertising dollar than any other major magazine. 


You'll find LOOK being read by top prospects in your own 
community all through 1953. And you’ll find your own man- 
ufacturer’s advertising in LOOK giving you plenty of hard- 
hitting sales support in your own showroom. 


gets results 


= 
x 
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(Continued from Page 63) 


Ethyl Corp. Reorganizes 
Fuel Technology Section 


Reorganization of the fuel tech-| 


section of Ethyl Corp.’s 
department has been com- 
with the appointment of 
regional fuel technologists, 


nology 
sales 
pleted 
three 


according to Malcolm P. Murdock, | 


sales vice-president. 

Jack D. Fuller, who had served 
as the company’s central region 
fuel technologist for four years, 
now is manager of the fuel tech- 
nology section, 

Newly-assigned were C. Alon Cole, 


IT’S LUXURIOUS! 





,eastern region at New York; Fred 
P. Robinson, central region at Chi- 


Alspaugh, 
Herbert 
western 
at Los 


cago, and Martin L. 
southern region at Tulsa. 
N. Peters continues as 
region fuel technologist 
Angeles. 


+ + * 


Tyson Joins Mack Truck 


Appointment of Donovan H. Ty- 
son as assistant comptroller of 
Mack Trucks, Inc., and its subsidi- 
aries has been announced by W. H. 
Schneider, comptroller. Tyson 
previously had been vice-president 


}and treasurer of Minute Maid 
|Corp. and controller of Sylvania 
|Electric Products, as well as con- 
troller-treasurer of United States 
| Pipe & Foundry Co. 


| Accurate Parts Appoints 


|2 Regional Sales Heads 
Accurate’ Pari Mfg. 
Cleveland, has promoted 
| Raskin, of Dallas, and 
Gally, of Rochester, N. 


Co., of 

David 
William 
Y., to re- 


and east of the Mississippi, respec- 
| tively. 

Raskin had represented the com- 
pany for more than four years in 
the southwest. Gally, had been sales 
|representative in western New 
York and western Pennsylvania for 
six years. 

George 





Rayburn, of Houston, and 


oe ee | 


gional field sales supervisors west | 


|Max Patton, of Dallas, will replace 
|Raskin in the southwest, and 
Aaron Abelson, of Baltimore, will 
relocate in Rochester. 

* * * 


Pitts Appointed Manager 
Of Seiberling Rubber Export 


Claude Pitts has been named 
vice-president and general man- 


ager of Seiberling Rubber Export | 


Co., according to L. M. Seiberling, 
president. 


| service. Pitts joined Seiberling as 
| assistant export manager in 1951. 
* * * 


| Heins Succeeds Stowers 


At Associates Investment 


The appointment of William R. 
| Heins, assistant vice-president, as 


LTED! 


THE STUNNING NEW BOLTAFLEX 


DOMINO SATIN FINISH! 
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Pitts succeeds Harris A. Waite, | 
who has retired after 24 years of | 


|head of the commercial division of 
Associates Investment Co, has been 
announced by Robert L. Oare, 
chairman of the board. 

| Heins will fill the post vacated 
by the resignation of Vice-Presi- 
|dent Robert M. Stowers, who had 
been on leave because of illness. 


* 


Textileather Names Sexton 


Automotive Sales Head 

Stanley P. Sexton has been ap- 
pointed automotive sales manager 
of Textileather Corp., Toledo, and 

rm J. E. Rowland has 
been named as- 
sistant sales mah- 
ager. 

Sexton has been 
with Textileather 
for 25 years. In 
1939, he was 
placed in charge 
of production and 
control of sched- 
uling. Joining the 
sales force in 
1946, he became 
assistant saies manager in 1950 to 
concentrate on sales to the automo- 
tive industry. 

Rowland joined the company in 
1947. He has held various sales 
posts and recently was product 
manager supervising merchandis- 
ing of Textileather to manufac- 
turers in furniture and allied fields. 

* * * 


New Gustin-Bacon Setup 


Gustin-Bacon Mfg. Co. has ap- 
pointed George R. McMullen as 
manager of its new Kansas City 
sales division. 

The division will cover a four- 
state area and concentrate on sales 
of the company’s glass fiber insula- 
tion and industrial products. W. M. 
Doughman and Grant I. Wyrick 
will be sales and service engineers, 
respectively. 


S. P. Sexton 


x * * 
Perfect Circle Transfers 


Gleason to Detroit Staff 


Robert E. Gleason has_ been 
transferred to the Detroit staff of 








Perfect Circle’s sales engineers. 
Prior to this ap- f 
pointment, he was 
located at the 
company’s home 
office in Hagers- 
town, Ind., where 
he was with both 
the engineering 
division and the 
manufacturers’ 
service sales de- 
partment. 

In his new ca- 
pacity, Gleason R. E. Glensen 
will work with piston ring and 
sleeve casting accounts in the De- 
troit area, with offices at 10438 W. 
MeNichols. 


* * * 


Fisher Appointed to Head 


Fla. Vehicle Department 


Florida’s new governor, Dan 
McCarty, has named E. V. Fisher, 
of Deland, as motor vehicle com- 
missioner. 

Fisher, an employe of the Volusia 
County tax assessor’s office for 20 
years, was appointed after Daniel 
F. Westfall, of Miami, had to refuse 
the post. The Dade County School 

(Continued on Page 73, Col. 1) 





Made of Butyl— 


Goodyear Tire & Rubber Co. has come 
out with this new Puncture Seal truck tube, 
made of butyl rubber. The tube will seal 
air leakage for much longer periods while 
the puncturing object remains in the tire, 
due to major improvements in the sealant 
and process of manufacture, the company 
states. The butyl, Goodyear says, also is 
tougher, has more heat resistance and 
retains air from five to 10 times longer 
'than natural rubber. 
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Board refused to release Westfall|Steven J. Pearl and George B. 
from his job as administrative as-| Weiss, are new owners of the Tren- | 


sistant to the school superintend-| ton distributorship. | is 


ent. * * 
The vehicle commissioner post, 
which pays $7,500 a year, previously 
was held by Arch Livingston. 
* * * 





Kuhn to Treasurer 
‘ C. John Kuhn, Upper Montclair, | 
Rinshed-Mason Names IN. J., has been elected treasurer of | 
Hawkins Vice-President C.LT. Financial Corp. and its sub-| 
A sidiary, Commercial Investment | 
Edward S. Hawkins has been ap- Trust, Inc. 
pointed vice-president and general Kuhn, a vice-president and direc- 
manager of the west coast division |tor of Commercial Investment 
of war create Trust, succeeds the late Fred W. 
Co., of Detroit,| Hautau. He joined the C.LT. organ- 
according 0} ization in 1943. 
Frederick G. ; +e »& 


Weed, president. 4 i 
The company| New Assignments Listed 


manufactures au-| By Associates Discount 


tomotive, indus- : : 
trial and archi- New assignments for Associates 
tectural paints. Discount Corp. personnel have been 
Its west coast di- omen by William F. Gaunitz, 
sai : _| president. 

hte nag Calif. ‘a H. E. Stonerook, former man- 
been. under the|28er of the Butler (Pa.) branch, 
general managership of Hawkins | )as become Michigan regional 
since 1950, when the division was oS ee 
established. 

Ralph Matters, who assisted in 
the establishment of the Anaheim 
plant, has been appointed sales 
manager of the division. He has 
been with R-M since 1929. 

* * * 


Fiene Heads Detroit Branch 


For Alemite Division 

Earl R. Fiene has been appointed 
manager of the Detroit wholesale 
branch of the Alemite and instru- 
ment division of Stewart-Warner 
Corp., according to F. A. Hiter, 
head of the division. The branch 
handles sales of lubricating equip- 
ment, speedometers and other au- 
tomotive products. 

Fiene succeeds H. J. Howerth, 
whose assistant he had been since 
1951. Howerth has joined the dis- 
tribution sales division at the 
general offices in Chicago. 

x ak 


C.LT. Financial Elevates | 


E. 8S. Hawkins 





Warner Electric Appoints 


Carter Co. in California 
Charles W. Carter Co. of 2221 
E. Washington Blvd., Los An- 
geles, has been named west coast 
distributor for the automotive 
division of Warner Electric 
Brake & Clutch Co., Beloit, Wis., 
according to George G. McManis, 

division manager. 

Carter is one of the west coast’s 





largest parts and maintenance u 
organizations for the trucking, " MR TELEVISION _ gi 
bus and automotive industries. . 3 hig 


* * * 


Air Force Calls Spector 


Myles Spector, sales engineer of 
National Electronic Mfg. Corp., 


Long Island City, N. Y., has been on 
called to active duty by the Air 
Force. He has been assigned to the THE 


Air Materiel Command at Day- 
ton, O. 


* * * 
Bank Elevates Needler 
William R. Needler, manager of 
the installment loan department of 


the National City Bank, Evansville, 
Ind., has been promoted to assist- 
ant vice-president. He was formerly 
district manager for Universal 
C.LT. Credit Corp. in Indianapolis 
and later a Ford dealer in Danville, 


% All over the 


Ind. in their own living rooms! 


New Purchasing Agents 


Named by U. S. Steel 

U. S. Steel Corp. has made the 
following appointments: 

R. M. Brown, purchasing agent, 





iron and steel scrap; W. W. Craw- Metropolitan Opera Broadcasts that reach additional mil- 
ford, purchasing agent, electrical ; | 
and mechanical equipment; R. F. lions .. . thousands of billboards from coast to coast . . . plus 


Dyson, assistant purchasing agent 
under Crawford; R. D. Crowley, 
purchasing agent, construction ma- 
terials and services, and R. J. Mac- 
Kenzie, assistant purchasing agent 
under Crowley. 

* 


%% 


* * 


General Tire Appoints Duffy 


As Retail Stores Chief 


Selection of Frank A. Duffy, 
president of Duffy Tire Co., Tren- 
ton, N. J., as manager of retail 
stores operations of General Tire 
& Rubber Co. has been announced 
by Vice-President Howard A. Bel- 
lows. Bernard J. Duffy will serve 
as assistant to his brother. 

Two former Duffy employes, 
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MICION 


an all-star cast is entertaining millions of Americans — right 


And TV is just one part of a powerful year-’round adver- 
tising program that’s packed with sell for Texaco Dealers 
everywhere — full-color national magazine pages . . . famous 


many local Texaco Dealer promotions. 


~ TEXACO DEALERS % 









All star line-up for 
TEXACO DEALERS 


Sealine een 


|of that branch. P. M. Van Doorn, 
| previously manager at Niagara 
Falls, will be manager at Butler. 

Cc. R. Grimm, insurance super- 
visor of the Cincinnati branch, has 
been chosen manager of that office. 
J. W. Weyls, former Cincinnati 
manager, will become manager of 
the Hammond (Ind.) branch in 
place of F. D. Clark, who is on 
leave of absence. 

* * * 


W eidlein Appointed 

Appointment of John D. Weid- 
lein as sales representative for 
‘ Pittsburgh Plate Glass Co.’s new 
Packard Dealer Accountants Brush U | fiber glass sales office in Detroit 
cite I aS ; ; has been announced by Robert A. 
Accountants from 12 Packard dealerships in the Cincinnati zone discussed new McLaughlin, sales director for the 
procedures in accounting at a three-day conference in Cincinnati. The factory's plans | §fper glass ‘division Weidlein for- 
for the future also were discussed by Ross H. Schroeder, national business manager. merly was a representative of 

In front row (from left) are O. W. Brown, Circleville, O.; Caroline Zeliner, Hamilton, O.; Spencer-Safford Loadcraft, Inc 

Norma Jean Stivers, Middleport, O.; Margaret Harless, Beckley, W. Va.; Helen Cook, Sa - ' j 

Huntington, W. Va.; H. Robert Gibson, South Charleston, W. Va. Back row: W. R. — 

Blount, Lexington, Ky.; Harry MacKnight, Lenox, Cincinnati; Henry King, South Keyes Is Sales Engineer 
Charleston, W. Va.; Thomas Ewing, New Castle, Ind., and John H. Barnes, zone| Marcus W. Keyes has been ap- 
pointed sales engineer for Pitts- 


business manager, Cincinnati. 
burgh Plate Glass Co.’s fiber glass 


manager South |of the Omaha and Denver region,| division, according to Robert A. 
Bend. in addition to his position as mn: eae sales director of the 
; sich-| ager of the Denver b h. ivision. For 12 years, Keyes had 

H. W. Kuehl, manager at Rich-| ag ee eee been associated with Kimberly- 


mond, Va., also will serve as man- T. A. Gray, formerly business | Clark Corp. as product development 
ager of the Virginia region. J. H.| representative at Niagara Falls, | engineer. 
Cochran has been named manager!N. Y., has been appointed manager (Continued on Page 74, Col. 3) 
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All over America — for millions of televiewers 


Tuesday Night 
TEXACO Night 
with 
AMERICA’S No. 1 
OIL SALESMAN 











WE 


U. S.— in 57 cities — Milton Berle with 





Jimmy Nelson — amazing ventriloquist who’s made 
a terrific hit on the TEXACO STAR THEATER — 


with Danny O'Day and a 






Humphrey Higsby. 


THE TEXAS COMPANY 


ye such busy Mealep. , 


Shy Chief ant FIRE-CHIEF casounes 
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A. A. Edgington has been ap- 
pointed manager of the Montreal 
branch of Trailmobile Canada, Ltd., 
according to F. W. Davies, presi- 
dent. Edgington was formerly sec- 
retary of Cumming Perrault, Ltd., 
Montreal auto dealership. 

a” + * 


Patton Joins John Bean 

Russell B. Patton has _ been 
added to the John Bean division 
sales staff as a special repre- 
sentative to promote the distribu- 
tion of the John Bean-Peco Skid- 
Defier, according to L. M. Cheek, 
manager of the John Bean auto- 
motive department. 





Hudson Convertible, Western Style— 


| 
ie 
Nudie Cohen (reaching), purveyor of western outfits to movie cowboys and cowgirls, 

recently purchased this special white convertible from Art Woolverton (with pistols), Moog Industries Announces 
North Hollywood (Calif.) Hudson dealer. The $5,000 car has a pair of horns on the| Sqles Staff Appointments 
grille, while horseshoes serve as door handles. A revolver replaces the ordinary gear- Moog Industries, Inc., St. Louis, 
shift knob, and leather lacings were installed on the steering wheel. has appointed Robert - Martin, 
former district manager for Indi- 
ana, Michigan and part of Ohio, 
as regional manager for California, 
Arizona and Nevada and supervi- 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





More New car 
ADVERTISING 





e SINCE THE START OF 
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(Continued from Page 73) 


|sor of sales activities in Washing- 
|ton, Oregon and the Rocky Moun- 
| tain states. 
| William Eckard has been ap- 
| pointed district manager for Michi- 
gan, Indiana and western Ohio. 
William C. Huber jr., has been 
named district manager for North 
| Dakota, South Dakota, Minnesota 
| and northern Wisconsin. 


Ray Lauless will be in charge 
|of southwest Wisconsin, northern 
|Illinois and the northwest corner 
|of Indiana. Joe Jennings will be 
representative for eastern Pennsyl- 
|vania, western New York, Dela- 
ware, part of Maryland and south- 
|ern New Jersey, while Eric Homber 
|will be in charge of Missouri and 
southern Illinois. 

| * * * 


Hudson Names Hunter 


Charles W. Hunter has been ap- 
| pointed general superintendent of 
Hudson’s air frame division, which 
is building fuselage sections for the 
B-57 Canberra bomber and the B-47 
Stratojet. Hunter formerly was 
with A. O. Smith Corp. as division 





NEW CAR 


PRODUCTION AFTER THE WAR... 


AUTOMOBILE MANUFACTURERS: 
EACH YEAR, HAVE PLACED MORE 
NEW CAR ADVERTISING IN THE 





DAILY NEWS THAN IN ANY OTHER 
CHICAGO DAILY NEWSPAPER. 








DALY NMEWS................ 
DAILY TRIBUNE.............. 
HERALD-AMERICAN 
BAIN = FOI acstsns sists. sass. 


basnsnee eee 


LINAGE 


...466,671 
431,168 
316,654 









...and since the post-war period (1946) the Chicago Daily News has 
GAINED in Circulation. Other daily newspapers have LOST circulation. 


DAILY NEWS GAIN + 51,853 HER.-AM. LOSS. . 
TRIBUNE LOSS —182,924 SUN-TIMES LOSS 


CHICAGO DAILY NEWS 


For 78 Years Chicago's Home Newspaper 
JOHN S. KNIGHT, Publisher 


_— 27,756 
— 98,555 


CHICAGO DAILY NEWS. 400 WEST MADISON STREET, CHICAGO 6, ILLINOIS 


SAN FRANCISCO CFFICE: 
Story, Brooks & Finley 
703 Market street 


DETROIT OFFICE: 


NEW YORK OFFICE: | 
Free Press Building 


9 Rockefeller Plaza 


Source: ABC Publishers’ Statement for six 
months’ periods ending September 30th of 
each year. (In the case of the Sun-Times, 
comparison is made with 1948 figures.) 


LOS ANGELES OFFICE: 
Story, Brooks & Finley, Inc. 
1651 Cosmo Street 


| David S. Burnett 











| manager of the Rochester (N. Y.) 


plant, which manufactured air 
frame components. 
* + * 


Anderson, Shank Chosen 


At Chrysler Engineering 

Appointment of James W. Shank 
and Robert Anderson as assistant 
body engineers for the Chrysler 
Corp. engineering division, has been 
announced in Detroit by U. L. 
Thomas, executive engineer. 

Both Anderson and Shank are 
graduates of the Chrysler Institute 
of Engineering. Shank will be in 
charge of all body section drafting 
room activities, and Anderson will 
supervise the project activities of 
the engineering division body sec- 
tion. 

* * + 


Burnett Is Auto Sales Head 
Of Detroit Steel Products 


David S. Burnett has been named 
sales manager of the automotive 
division of Detroit Steel Products 
Co., according to 
William Gillett, 
vice-president. 

He succeeds 
Samuel P. Hess, 
who is retiring 
after 40 years of 
service with the 
firm. 

Burnett, who 
has had 29 years 
of experience in 
the automotive 
springs industry, 
was assistant sales manager of the 
division for a year prior to his new 


appointment. 
+ * * 





Champion’s Service Chief 


George M. Galster has been 
named manager of the new service 
department of Champion Spark 
Plug, Toledo. He will supervise all 
technical publications as well as 
answers to service inquiries from 
spark plug distributors in the auto- 
motive and aviation fields. Galster 
joined Champion in 1947. 


* * * 


U-C Lite Sales Aide 
T. O. Weinstein has been named 
head of the eastern sales office of 
U-C Lite Mfg. Co. of Chicago. 
Weinstein’s headquarters are at 33 


|W. 60th St.. New York. The com- 


pany makes Big Beam electric 
hand lamps, flares and emergency 


lights. 
* * * 


Case Named Chief Engineer 


Of Goodrich Tire Design 


Robert C. Case, former technical 
superintendent of the Gadsden, 
(Ala.) plant of Goodyear Tire & 
Rubber Co., has become chief en- 
gineer of the tire design division in 
Akron, according to Dr. R. P. Dins- 
more, vice-president in charge of 
research and development. 

M. H. Laatsch, chief chemist at 
Gadsden, succeeds Case, and J. L. 
Ryan, assistant chief chemist, 
moves into Laatsch’s old position. 
At the same time, R. R. Adams was 
named manager of technical serv- 
ice at Gadsden. 

* * * 


Burnham and Kintigh Get 


New Posts at Oldsmobile 


Donald C. Burnham has been 
appointed assistant chief en- 
gineer in charge of body, sheet 
metal and chassis design, accord- 
ing to J. F. Wolfram, general 
manager of Oldsmobile. Lowell 
A. Kintigh has been named as- 
sistant chief engineer in charge 
of engine, transmission, experi- 
mental test and development. 

Succeeding Burnham as manu- 
facturing manager will be Robert 
T. Rollis, former chief inspector. 


In other changes, Robert J. 
Cook has been promoted to chief 
inspector, Russell E,. Hansen has 
been placed in charge of all pro- 
duction engineering as general 
supervisor, and Frank W. Haeger 
has been made general supervisor 
of production engineering on the 
Sapphire jet engine. 


* * * 
Chrysler Names Horner 


Supervisor of Systems 

Appointment of C. L. Horner as 
supervisor of systems and proce- 
dures for Chrysler Corp. has been 
announced by C. J. Snyder, operat- 
ing manager. 

Horner had been engaged in spe- 
cial studies of systems and proce- 
dures since joining Chrysler in 
July, 1952. 


~~ 


~ Oe. - 
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Enjoy 40 Percent Rise in 5 Years... 





Middle Incomes Increase Fastest 


WASHINGTON.—The middle-in- 
come classes are riding the crest 
of the postwar boom, the Federal 
Reserve System’s 1952 survey of | 
consumer finances indicates. 

The income of these wage earn- 
ers was nearly 40 percent higher 
in 1951 than in 1946, and out- 
spanned the rise in prices and the 
increase in Federal income taxes, 
the survey said. Their average 
before-taxes income rose $200 in 
a year, from $3,000 in 1950 to $3,- 
200 in ’51. 

In a study of short-term consum- | 
mer debt, the survey found that | 

the proportion of cars bought on 
credit rose from one-fifth in 1946 
to more than one-half in 1951. This 
corresponds with the increase in 
total purchase of cars, both new 
and used, from five million in 1946 


to about 12 million in both ’50 and | 


61. 

The survey said that it was sig- 
nificant that more persons at all 
levels of income who were in debt, 
rather than out, planned to buy a 
car or other durable goods in 1952. 

“This was true even among 
spending units whose debts at 
the beginning of 1952 amounted 
to 20 percent or more of their 

1951 incomes,” the survey as- 
serted. 

Groups at the top and the bot- 
tom of the income scale last year 
have not enjoyed a five-year rise 


proportionate to the average in-| 


crease in middle-income salaries, 
according to the survey. Here “‘less- | 
than-average increases took place,” | 
says the survey. 
“Entrepreneurial groups,” which | 
would include the nation’s auto- 
mobile dealers as well as other 
self-employed persons and farm op- 
erators, reached peaks in income 
early in the postwar period when 
prices were rising rapidly. “De- 
clines in average income . . . set 
in thereafter and continued until 
1951, when their incomes again rose 
substantially,” the survey reports. 
“Survey data suggests that in 
1951 their mean incomes were 
still slightly below the peaks 
reached by self-employed busi- 





nessmen in 1947 and by farm op- 
erators in 1948.” 

The survey found the steadiest 
rate of increase among skilled and 
semi-skilled workers. “In all, the 
average of this group rose from 
$2,820 in 1946 to $3,970 in 1951, an 
increase of about 40 percent,” it 
was said. 

The survey found a sharp rise in 
family indebtedness, At the start 
of 1952, it was found that more 
than 50 percent of all “nonbusiness 
spending units” owed nonmortgage 
debts incurred primarily for con- 
sumption. 

It was found that two-thirds of 
these debts were for amounts less 
than $500, and three-fourths repre- 
sented less than 20 percent of the 
1951 income of the debtor. 

However, Federal Reserve esti- 
mates that consumer debt increased 


Legislator Eying 
Ton-Mile Tax 
On Colo. Trucks 


DENVER.—Mark B. Clay, State 
representative from _ Hotchkiss, 
Colo., said he may start a legisla- 
tive move to increase truck taxes 
in the state. He said he is consid- 
ering legislation based on the “ton- 
mile” formula. 

Clay conceded that pushing the 
proposal through the Legislature 
would be no easy matter, but said 
something must be done to “equal- 
ize” taxes paid for maintenance and 
construction of Colorado highways. 

He said he had not yet worked 
out a payment formula, but indi- 
cated it would be much higher 
than the present two-mill-per-mile 
fee now paid by ordinary haulers. 

“We must be realistic about it,” 
Clay stated. “Trucks, sasteuneatel 
the big units, just aren’t paying 
their fair share of taxes. Tests 
have proved that they do irrepara- 
ble damage to our highways—dam- 
age that now is paid for by the 
average motorists.” 





more rapidly than personal income 
from the end of 1945 to the end of 
1950. 

In consequence, the ratio of 
short-term consumer debt out- 
standing in comparison with per- 
sonal income rose from about 3 
percent to 9 percent over five 
years. 

But, reflecting an increase 
consumer incomes, this ratio de- 
clined to about 8 percent at the 
end of last year. 

The tendency to risk debt was 


largely attributed to younger fami- | 
lies, whose accumulation of house- | 


hold goods continues at a high rate 
for a number of years after mar- 
riage. 

In other data, the survey deter- 


in | 


mined that more than half the 
holdings of corporate stock, non- 
farm businesses and real estate was 
owned by “spending units” with 
incomes of $5,000 or more. This 
group represents only one-fifth of 
the earners and receives nearly half 
the aggregate income. 

The survey estimates a $19 billion 
|increase in consumer-money in- 
come before taxes, in 1951 over ’50. | 
| The increase was shared by 27 mil- 
lion earners, while lower incomes 
were received by nearly nine mil- | 
lion others. 
| But the overall effect of the $9 
| billion increase was to raise the | 
| median income from $3,000 in 1950 | 
|to $3,200 in 1951. 





Ouellette's 2nd Decade with Studebaker— 


Albert A. Ovellette (second from right), president of Ouellette Motors, Inc., Bruns- 
wick, Me., receives a plaque in honor of 20 years with Studebaker from Ted Duigon, 
district manager. Others (from left) are Donald Wade, salesman; Larry Trott, office 





| manager; Delvena Swain, secretary; Ernest Hillman, sales manager, and Irene Small, 


secretary. 
Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


' automotive industry, every week throughout the year. 
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mT NS ESS 
need anti-freeze, too 


Trico Solvent prevents 
Windshield Washer jar breakage in 
winter — but, even more important, it improves 
vision and eliminates eye strain the year round by removing 
oily roadsplash, grime and dust. 
Order counter-display cartons of six bottles 
from your Jobber NOW ! 


@ With the new Trico 


Windshield Washer In- 
stallation Kits, you can 
fit any one of 61 differ- 
ent car models from a 
stock of only four kits. 


You make double profit 


..one profit on the 


Washer and another on 


the installation.. 


. for 


these custom-built kits 

can be installed easily and quickly. 

In most instances, mo drilling is 

necessary; only a wrench and screwdriver needed 


15 million television screens 


for the job. 


... and millions of 


satisfied users ... advertise the famous “Two Little 
Squirts.” Now you can cash in on this demand with 


these new “quick-on-the car” kits. 


TRICO PRODUCTS CORPORATION, BUFFALO, N. Y. 
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New Passenger Car Registrations, All States for December, 1952-1951 


Cer registrations by states are 
released here weekly, as com- 


plied by R. L. Poth representa- 
tives In state capitals. 


(British) 


Ford 















































36 States Previously "52| 7355| 6550| 15382) 32835) 62122! 51356) 1752! 14161! 67269| 15746; 3066! 48970) 10949) 14906, 93637 48 1186) 2171; 3405 tt! 152) 22) 3730 8267 4079 9657 2459 942 255852 
Reported for December 51/5069} 5136) 10904! 16604! 37713) 36442, 944) += -9896| 47282/ 16222, 4197, 41831| 10934 15176) 82360 1719 1839) 3558' 180° 202) 184 3753; 5898; 3089 7657 775 660° 19931! 
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New Commercial Car Registrations, All States for December, 1952-1951 


Truck registrations by states are Truck registrations by states are 
released here weekly, a1 complied released here weekly, as compiled 


by R. Lb. Polk representatives in a j by 8. L. Polk representatives in 


state capitals. state capitals. 
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—4-dr. sed., $1,928.50; cl. cpe., $1,898.25: 
Belvedere, $2,147.25; conv., ' $2'303.25. 
Savoy, $2,236.50. (Wire-spoke wheels op- 


The following advertised-delivered prices 
are based on factory retail prices sug- | e 
gested by the factories under authority 
of the Office of Price Stabilization. These | urren t rices on ew ars tional on all models at $290.25.) 
prices include federal excise taxes and | PONTIAC — Chieftain 6 Special—4-d 
factory handling charges, plus dealer de- | sed., $2,014.64; 2-dr. sed $1,956. 36. 
livery and handling charges. They do f-dr. sed., $1,874; 2-dr. sed., $1,820; | Matie optional on all models except Mea-j|on all models, power brakes at $43 and | Chieftain 6 Deluxe—4-dr. sed., $2,118.53: 








NOT include transportation charges, state | spt. cpe.. $2,051; conv., $2,175. «(Power- | dowbrook station wagon at $130.10. Gyro- | power seat at $69.90.) | 2-dr. sed., $2,060.28; conv $2,444.21 
and local taxes or optional equipment. glide optional at $178.35 on Two-Ten and | Torque optional on all Coronet models at| MERCURY — Custom — 4-dr. sed., $2,- | Chieftain 8 Special—4-dr. sed. $2,089.62. 

ALLSTATE — Four — 2-dr. sed. $1,499. | Bel Air models only. Power steering op- | $233.50. Wire-spoke wheels optional on | 250.50; 2-dr. sed., $2,193.50; spt. cpe., | 2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
Six—$1,686.18. (Sold only by Sears, Roe- | tional at $177.55 on all models.) all models at $290.25.) | $2,315. Monterey — 4-dr. sed., $2,332.50; | 4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32; 
buck and Co. stores in certain areas.) CHRYSLER—Windsor—4-dr. sed., $2,597| FORD—Mainline 6—4-dr. sed., $1,690.47; | hardtop, $2,451.50; conv., $2,609.50; 8-pass. | conv., $2,517.66. Catalinas—Deluxe 6, $2,- 

AUSTIN—A-30 sed., $1,495; A-40 Som- | (8-pass., $3,441.25); cl. epe., $2,574.50; | 2-dr. sed., $1,641.59; .bus. cpe. $1,537.33; | stat. wag., $2,825.50. (Mere-O-Matic op- | 304.30; Custom 6, $2,370.43; Deluxe 8 
erset sed., $1,795; stat. wag., $1,895; | stat. wag., $3,299. Windsor Deluxe—4-dr. | stat. wag., $2,018.90. Customline 6—4-dr. | tional at $189.81 on all models.) | $2,370.99; Custom 8, $2,446 Station wag- 
conv., $1,945; A-40 sports conv., $2,295. | sed., $2,826; Newport, $3,186.25; conv., | sed., $1,728.69; 2-dr. sed., $1,733.79; cl. MORRIS and MG—Minor 4-dr. sed., | ons—Two-seat Special 6 $2,449 61; three- 
(Delivered at U. S. ports.) $3,309.75. New Yorker 4-dr. sed., $3,- | cpe.. $1,743.29. Mainline 8—4-dr. sed., | $1,595; 2-dr. sed., $1,455; conv., $1,475. | seat Special 6, $2,505.15; two-seat’ Deluxe 

BUICK—Special 4-dr. sed., $2,208.76; | 389.50 (8-pass., $4,388); cl. cpe., $3,360.50; | $1,766.09; 2-dr. sed., $1,717.20; bus. cpe., | MG-TD conv.—standard, $2,115; Mark II | 6, $2,589.61; two-seat Special 8, $2,524.61: 
2-dr. sed., $2,149.32; 4-dr. Deluxe sed., | Newport, $3,806.75; stat. wag., $4,102.25. | $1,613.53; stat. wag., $2,095.07. Custom- | Deluxe, $2,360. | three-seat Special 8, $2,580.15; two-seat 
$2,255.32; 2-dr. Deluxe sed., $2.196.88; | New Yorker Deluxe—4-dr. sed., $3,550.75; l\lime 8—4-dr. sed., $1,858.35; 2-dr. sed..| NASH—Rambler Super — Suburban, $2,- | Deluxe 8, $2,663.61. Grain finish on all 
Riviera cpe., $2,295.43; conv., $2,553.17. | cl. cpe., $3,495; Newpert, $3,968; conv., | $1,809.45; cl. cpe., $1,819.50; stat. wag.. | 002.60. Rambler Custom — Hardtop, §$2,- | station wagons, $80 extra. (Hydra-Matic 


Super—4-dr. Riviera, $2,696.17; Riviera | $4,049.50. Custom Imperial — 4-dr. sed., | $2,266.76. Crestline 8—Victoria, $2,120.23; | 094.35; conv., $2,118.90; stat. wag., $2,-| optional on all models at $178.35, power 
epe., $2,610.56; conv., $3,001°59; stat. | $4,249.50; lim., $4,787. Crown Imperial— conv., $2,229.92; stat. wag., $2,403.24; | 118.90. Statesman Super—4-dr. sed., $2,-| steering at $177.40. Autronic Eye at 
wag., $3,429.73. Roadmaster—4-dr. Riviera, | 4-dr. sed., price to be announced; lim., | (Fordomatic optional at $184 on all mod-/| 178.35; 2-dr. sed., $2,143.55. Statesman | $53.65.) 

$3,254.36; Riviera cpe., $3,358.05 conv., | price to be announced. (Fluid-Matic op- | els.) Custom—4-dr. sed., $2,331.70; 2-dr. sed., ROOTES—Hillman Minx—4-dr. sed., $1,- 
$3,505.56; stat. wag., $4,030.73; Skylark | tional at $130.10 on Windsor, standard on FORD OF BRITAIN—Prefect 4-dr. sed., | $2,309.50; hardtop, $2,433.20. Ambassador | 645; conv., $1,890; stat. wag. $i 938 
sports car, $5,000. (Dynaflow standard on | other models. Fluid-Torque ‘standard on | $1,344; Anglia 2-dr. sed., $1,183; Consul | Super—4-dr. sed., $2,557.20; 2-dr. sed., | Humber—Hawk sed., $2,395; Hawk touring 
Roadmaster models, optional at $192.50 on | Custom Imperial and Crown Imperial; op- | 4-dr. sed., $1,693; Zephyr six 4-dr. sed., | $2,520.75. Ambassador Custom—4-dr. sed.,|lim., $2,640; Super Snipe sed., $3,295: 
all others. Power steering standard on {tional at $139.75 on other eight-cylinder | $1,890. (Delivered at U. S. ports.) $2,716.45; 2-dr. sed., $2,695; hardtop, $2,-|Super Snipe touring lim., $3,580: Super 
Roadmaster models, optional at $177.40 on | models, at $106.40 on Windsor Deluxe and| HENRY J—Corsair Four—2-dr. sed., $1,- | 828.60. (Hydra-Matic optional at $178.85 Snipe Pullman lim., $5,110. Sunbeam-Tal- 
others if equipped with Dynaflow. Power) at $236.50 on Windsor. Power steering | 199. Corsair Deluxe Six—2-dr. sed., $1,-| on Statesman and Ambassador. LeMans | bot—Sed., $2,685; conv., $2,911. Rover 


brakes standard on Skylark, optional at| standard on Crown Imperial, optional at | 686.18. engine optional at $192.50 on Ambassador.) | Sed., $2,897. (Delivered at U. S. coastal 
$35.19 on other Roadmaster models only. | $198.90 on other models. Wire-spoke wheels HUDSON—Wasp—4-dr. sed., $2,310.87; OLDSMOBILE—Deluxe 88 4-dr. sed., | ports.) 
Air conditioning optional at $594 on Rivi- | optional at $290.25 on all models.) |2-dr. sed., $2,264.13; cl. cpe., $2,310.87. | $2,327.09; 2-dr. sed., $2,261.62. Super 88 STUDEBAKER — Champion Custom 


eras in the Super and Roadmaster series DeSOTO — Powermaster 6 4-dr. sed., | Super Wasp—4-dr. sed., $2,465.84; 2-dr. | —4-dr. sed., $2,461.71; 2-dr. sed., $2,-| 4-dr. sed., $1,767.40; 2-dr. sed., $1,735.12 
only.) . : $2,475.75 (8-pass. sed., $3,286); cl. cpe.,|sed., $2,413.28; ‘cl. cpe., $2,465.84; Holly- | 395.25; hardtop, $2,673.39; conv., $2,852.59. | Champion Deluxe — 4-dr. sed., $1,862.83: 

CADILLAC — Series 62 4-dr. sed.. S3.- | $2,454; Sportsman, $2,800.75; stat. wag., | wood, $2,811.58; conv., $3,047.50. Hornet | Classic 98—4-dr. sed., $2.785.82; hardtop, | 2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, | $3,112.50. Fire Dome V-8—4-dr. sed., $2,- 4-dr. sed., $2,768.86; cl. cpe., $2,741.99; | $3,021.75; conv., $3,228.84; Fiesta sports| 868.21. Champion Regal—4-dr. sed., $1.- 
$3,994.57; conv., $4,143.72. Series 60 Spe- | 759.75 (8-pass. sed., $3,563.75); cl. cpe., | Hollywood, $3,095.15: conv., $3,342.05. | car, $5,715. (Following equipment stand- | 949.17; 2-dr. sed.. $1,916.92; 5-pass. cpe. 
eial—4-dr. sed., $4,304.88. Series 75—8- | §2.738.25; Sportsman, $3,089.25; conv., $3.- | (Hydra-Matic optional on ali models at|ard on Fiesta, optional at extra cost on| $1,954.55; hardtop, $2,115.80. Commander 


pass. sed., $5,407.54; lim., $5,620.93. Eldo- | 191.50; stat wag., $3,386. (Tip-Toe Shift | $175.71.) all other models: Hydra-Matic, $178.35; | Deluxe — 4-dr. sed., $2,121.15; 2-d 

, i ; a bg ‘ , § 5.71. : 3 4 ’ -30; - sed., ’ -15; 2-dr. sed., 
rado—conv., $7,750. — (ipate-Seate stand- | with Fluid Drive optional at $130.10 on JAGUAR—XK-120—Super sports, $4,039; | power steering, $177.40; power brakes, | $2,088.90; 5-pass. cpe., $2,126.52. Com- 
ard on Series 62, Series 60 Special and | aj) models. Tip-Toe Shift with Fluid Torque | hardtop, $4,065. Mark VII—4 dr., $4,170. | $35.50.) mander Regal—4-dr. sed., $2,207.54; Land 
Eldorado, optional at $198.36 on Series 75. | Drive optional at $236.50 on V-8s only. | (Delivered at U. S. ports.) PACKARD—Clipper—4-dr., sed., $2,588; | Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe., 


Power steering standard on Eldorado, OP- | power Steering optional at $198.90, power| KAISER—Deluxe—4-dr. sed., $2,512.79; | club sed., $2,534; Deluxe 4-dr., sed., $2,- | $2,212.91; hardto 2 
. 98.90, SE ’ . he .512.79; LS ‘i : -dr., we - 91; P. $2,374.16. (Automatic 
tional at $176.98 on all other models. Auto- | hrakes at $36.55 and wire-spoke wheels at | club sed., $2,459; 4-dr. Traveler, $2,618.55. | 735; Deluxe club sed., $2,681; Sportster| Drive optional at $231.24 on Champion, 











$1,967; conv., $2,093; 6-pass. stat. Wag. | on all Meadowbrook and Meadowbrook 


030.50. (Hydra-Matic standard on all | $1,836.50; club sed., $1,798.75; bus, cpe., | 862.22 (four-wheel drive, $2,304.03); 6-cyl. 
$2,123; 8-pass. stat. wag., $2,273. Bel Alr | snecial models except station wagon. Gyro- yl., 


models. Power steering optional at $198.90 ' $1,674.75; Suburban, $2,095.25. Cranbrook ' $1,948.75. 


: | 

matic beam control optional at $53.36. Air | ¢290.25 on all models.) Manhattan—4-dr. sed., $2,649.63; club sed., | hardtop, $2,795. Packard — Cavalier 4-dr. | $243.08 on Commander. Power steerin 
conditioning optional on all enclosed mod- DODGE — Meadowbrook Special 4-dr. | $2,596.76; 4-dr. Traveler, $2,755.36. Dragon | sed., $3,234; Mayfair hardtop, $3,268; | optional at $161.25 on Sennen’ . 
els at $619.55.) —_ aa 4 |} sed., $2,088.25; cl. cpe., $2,046.50 Mea- $3,923.91. (Hydra-Matie standard on /|conv., $3,476; Patrician 4-dr. sed., $3,735; WILLYS—Aero Lark 4-dr. sed., $1,- 

CHEVROLET — One-Fi e “ee ie . — dowbrook-—4-dr. sed., $2,181; cl. cpe., $2,- | Dragon, optional at $178.55 on other mod- | Caribbean conv., $5,200. (Ultramatie stand- | 732.10; 2-dr. sed., $1,645.70. Aero Falcon 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1, > | 151.75; stat. wag., $2,250.75. Coronet— | els.) ard on Patrician, optional at $199 on other | —4-dr. sed., $1,860.61; 2-dr. sed., $1,- 
bus. cpe., $1,524; 6-pass. ag go 4-dr. sed., $2,365; cl. cpe., $2,236; Diplo- LINCOLN — Cosmopolitan — 4-dr. sed., | models. Power steering optional at $195 on | 759.97. Aero Ace — 4-dr. sed., $2,038.43; 
010. Two-Ten — 4-dr. ne. $1,761; 2-dr. | mat, $2,577; conv., $2,710.50; stat. wag., | $3,522; spt. cpe., $3,625. Capri—4-dr. sed., | all models; power brakes at $39.45.) 2-dr. sed., $1,963.11. Aero Eagle (hardtop) 
sed., $1,707; cl. cpe., $1,726; spt. cpe.. | ¢9.648. (Fluid Coupling optional at $20.40| $3,766; ‘‘hardtop,’’ $3,869; conv., $4,-| PLYMOUTH — Cambridge — 4-dr. sed., | —$2,156.79. Station wagons — 4-cyl., $1,- 
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Urges Others to Do Same .. . 
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Autoist Sounds Off | 
About Traffic Jams | 


NEW YORK.—An American] 
businessman who calls himself “an 
incorrigible motoring fan” says he 
has suffered the tortures of traffic 
congestion in silence long enough. 

And, says William Drake in an 
article in American magazine, it 
would be a good idea for other 
drivers to sound off. Until they do, 
he predicts, progress in relieving | 
the highway snarl is likely to con- 
tinue at an agonizingly slow pace. 

“The hum of a good motor and 
the zippety-zip of rubber on con- 
crete are music to my ears,” he 
says. 

But—in spite of safer, easier-han- 
dling cars, better roadside eating 
places, excellent motels and ever- 
improving gasoline station service | 

he is coming to dread long motor 
trips. 

“Traffic jams in this country to- 
day are the worst in history, and 
there is no beating them alto-| 
gether,” Drake says in the article, 
“The Truth about the Traffic Jam.” 


He lists all the causes familiar to 
auto manufacturers, dealers and} 
traffic engineers—routing of inter- 
city highways the full length of | 
Main St., mushrooming numbers of 
cars on the highways, the fact that 
highways were “expendable” during 
World War II, and that inflation 
has bitten telling chunks from 
effective highway revenues. 

One result, he says, is that a 
growing number of travelers is 
turning to commuter trains and 

buses—and a leading travel agent 
in Detroit, the Motor City, is 
predicting eventual discard of the 
private car for long trips. 
This is disturbing, Drake admits, 


Pennsy R.R. Says | 
It Just Wants to | 
| 





‘Live and Let Live’ 


PHILADELPHIA.—The Pennsyl- 
vania Railroad, target with 30 other | 
eastern rail lines in a $250 million 
damage suit filed by Pennsylvania 
truckers, says all it wants to do is 
“live and let live.” 

R. J. Littlefield, the railroad’s 
general tax agent, says in The 
Pennsy, a company publication: 

“Only 5 percent of all trucks can 
possibly be considered as railroad 
competitors.” But that 5 percent, 
he charged, was getting an unfair 
cost advantage. 

Littlefield’s article, although ap- 
pearing only now, was written be- 
fore the lawsuit was filed Jan. 17 
in a Philadelphia Federal court. 

“The railroads seek no unfair 
advantage and wish to impose no 
burden of prejudiced restrictions on 
trucks,” Littlefield said. 

“Let the operator of each form 
of transportation pay the full cost 
of his operation, charge the least he 
can, give the best service he can 
and then let the customer choose 
whatever form of transportation 
best suits him.” 

Littlefield pointed to his railroad’s 
position as “sixth largest truck op- 
erator” in the U. S., reporting that 
the company uses more than 5,000 
trucks to supplement long-haul op- 
erations. 

Of long-haul truckers—the 5 per- 
cent Littlefield conceded were com- 


petitive with railroads—the tax 
agent said: 
“One outstanding reason they 


have succeeded is the fact that the 
motorist and short-haul trucker 
have paid more than their share, 
and the long-haul trucker less than 
his share, of the cost of building 
and maintaining public highways. 

“They pay less than four cents 
of each revenue dollar to use public 
highways and for state and local 
taxes, while railroads pay 22 cents 
of each revenue dollar to own and 
maintain their own rights-of-way, 
including taxes paid to state and 
local governments.” | 

Antenen Quits Business 

C. E. Antenen, in business in 
Ness City, Kans., since 1929, has 
closed his Buick dealership. He 
started out with a farm implement | 
business, disposing of this two 
years ago. | 


but he says that a far more fright- | 
ening development is that the traf- | 
fic knot “is endangering the life 
line of our society—the free flow of 
commerce —and_ threatening our | 


military security.” | @ 


In the last view, he gets sup-| 


port from an Army transportation | 4% 


officer, who says “victory or defeat” 


on the free and swift movement of 


Veteran employes who have been with 





|in the next war “might well depend | Mohawk ‘Tribe’ Attends Fete— 


the firm from 25 to 32 years assemble at 


men and supplies over American gp anniversary celebration of Mohawk Chevrolet Co., Inc., Schenectady, N. Y. Stand- 
ing (from left) are F. B. Stanton, E. S. Seeley, L. J. Ruddy, A. W. Nichols, and W. B. 
Drake says the program of the Pomeroy. Seated are C. W. Swett, zone manager; G. W. Hunt, vice-president of the 


roads.” 


National Highway Users Confer- | dealership; Isabel Walker and J. A. Haraden, head of the company. 


ence, Project—Adequate Roads, has | 


correctly defined the problem as! classifying local traffic problems, | taken sometime—perhaps when a 


essentially a local one. 

Local boards must be organized 
to include a cross-section of all 
affected groups — not just down- 
town businessmen—and given the 
job of studying, analyzing and 





Drake says. 


Then, he says, they should be | 


assigned values in a_ three-step 


| seale of urgency: Steps to be taken 


right away, steps to be taken as 


| recession makes “pump priming” a 
necessity. 

| “If enough of us gripe about 
| traffic congestion, a day will surely 
come when big things will be done 





| MOTIVE NEWS WANT ADS! 


“Border Trade’ 


|U. S., Canada Tracking Down 


U. C. Smugglers 

OTTAWA.—A used-car smug- 
gling ring operating between 
Canada and the United States is 
under investigation by the Royal 
Canadian Mounted Police and an 
arrest is expected shortly, it is 
learned here on good authority, 
with U. S. and Canadian authori- 
ties cooperating to break the 
racket. 


The ring has operated from 
northern New York across the 
border. It is understood that prac- 
tically worthless used-cars would 
be purchased in Canada and trans- 
ported across the border. 


In the U. S., members of the ring 
would pick up a late-model used 
car of the same make and color, 
together with the registration 
papers of the useless Canadian car, 
and bring it into Canada without 
paying any customs duties, result- 
ing in large profits for the smug- 
glers, who used tourist permits. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
Are you? 





soon as possible, and steps to be|to get rid of it,” he says. 


HEAVY-DUTY 
TRUCKS 





Sales up over 80% 


of the fact that GMC’s are built to DO 


N 1952, GMC registered — in trucks of 
the 26,000 GVW and up class—a sales 
increase of more than 80% over 1951! 


In the heavyweight field not only did 
GMC place first in truck sales — both 
gasoline and Diesel—but overwhelmingly 
first in growth in the industry. 


No other major manufacturer in this 
important category made a gain anywhere 
near this significant figure. 


It’s significant because it represents a 
sweeping preference for GMC among 
heavy-duty haulers—and their recognition 


more; to do it better and more economi- 
cally, year after year after year. 


And it confirms GMC as the leader in 
engineering achievement, whose great 
contributions to the trucking industry 
constantly keep setting a new pace for the 


field. 


If you are a dealer who can’t afford to 
handle second-choice equipment, think 
about the GMC franchise. Wouldn’t you 
like to be sharing in GMC’s spectacular 


headway? 


GMC Truck & Coach Division of General Motors 


Sell areal pruck ! 
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HERES THE NEW 


The Industry’s New Dual Franchise—Iwo | 


NEW PACKARD LINE 


America’s new choice in fine cars! 


ACKARD’S great new Dual-Franchise Program is 
P really big, BIG news! It means that now every 
Packard dealer has two great new lines of cars to 
sell—eight magnificent PACKARDS, America’s new 
choice in fine cars—PLUS an entirely new line of 
Packard CLIPPERS offering traditional Packard 
craftsmanship and big-car value at medium-car cost. 


Low Look 1b PACKARD. 


Sales opportunities have increased 60% for Packard 
dealers under this new Dual-Franchise Program! 
The strongest merchandising and advertising sup- 
port in Packard history now backs them up. 


@ The new PACKARDS and Packard CLIPPERS 
are superpowered by great new Packard Thunder- 





an nian Om 
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PACKARD PROGRAM 


) Great Lines Of Cars For The Years Ahead! 











Cm, 





bolt-8 Engines of unusually high compression. They 
offer the amazing ease, convenience and safety of 
new Packard Power Steering . . . Packard Power 
Brakes, proved in more than a year of actual use... 
and famous Packard Ultramatic, the industry’s finest 
no-shift drive. And their advanced contour styling 
is now setting the new trend in automotive design. 





NEW PACKARD CLIPPER LINE 
Big-car value at medium-car cost! 


TELL 
" | 
Nil! 


} 
Pitti! 


TUNA 


@ Packard’s expanding dealer organization 
is based on a well-prepared market plan that assures 
adequate potential for each dealer, new and old. 
Should you be interested in this newest program of 
the industry, get in touch with us at Detroit or with 
the Packard zone manager nearest you. PACKARD 
MOTOR CAR COMPANY, DETROIT 32. 


—Lhe Franchise With A Future! 
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BRAKE DRUM GAUGE—This unit checks 
drums unmounted or mounted on wheels, 
" .. | or on any popular make brake drum lathe, | 

FROM LISLE — A new ridge So 'S | according to Barrett Equipment Co., 21st) 
announced by Lisle Corp., Clarinda, I0./ o14 Cass, St. Louis. Model B-240 Brake | 
The RR-50 handles from 2.6 to 5% inches | Drum-Check-R has two interchangeable | 
with a single set of jaws. According to the | gauge bars which provide universal range | 
manufacturer, the RR-50 will follow the | fo, meosuring car and truck drums six | 
exact contour of a cylinder, even when it to 18% inches in diameter. Also offered | 


is badly worn Bed out-of-round, gp Peer is a precision reliner-grinder unit designed | 
turn out the ridge in one cut, without | ¢,, servicing of eight to 16-inch steel 





lapmarks. Lisle also is showing © MCW | Lake shoes. Model B-51C-75-1 derivets, | 
grinds 


universal model brake cylinder hone with | bite, Geenietdiiin tus, telies 
a range of % to two inches and a single | aad chenters —{Booths 13-16.) 
set of stones. According to the manufac- | F r 
turer, Model BHX is the only full-range * * * 

hone which permits the operator to con- | 
trol the pressure in any size cylinder. 
Model BHX will operate with any '%4-inch 
drill, it is claimed.—({Booth 17.) 


* * x 
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POSTERS—A series of oil-painted pictures, designed for service departments, is | 
being spotlighted by Litho-Paint Poster Co., 525 N. Noble St., Chicago 22. The posters, | 
inserted into a Lock-Tite silvertone frame, are done up in a variety of color combina- | 
| tions, states the firm. The firm also is offering product identification sheets which can 
be fastened to the upper part of the back section of the frame.—{Booths 43-44.) 

} * * * kK * e 


WHEEL BALANCER—A new electronic 
| wheel balancer is being introduced by the 


| Alemite division of Stewart-Warner Corp., | 
| 








PAINTING FORMULA—Briggs Mfg. Co., 
3001 Miller Ave., Detroit 11, is featuring 
the Mechani-Mix Color Service, designed ee 
for use in dealer paint shops. According 
to the company, a dealer can reduce his| FROM WALKER—The Model 400 bumper 
inventory of stocked paints, have lower | jack has a “counteracting” roller principle 
color costs and give color service for all! for greater ease of operation, according 
makes of cars and trucks with the Briggs|to the maker, Walker Mfg. Co., 1201 
formulations. The service consists of 24 Michigan Blvd., Racine, Wis. When the 
gallons of enamel or lacquer tinting bases, | vehicle is lifted, the load is transferred to 
and is said to enable a dealer to mix|two special rollers which travel against 
over 4,000 colors and shades, states the| the inner and outer surface of the sup- 
firm. Briggs also is showing the Tru-Fit| porting column. The lifting hook fits 








door repair panels, Kiean Spot kits and | around any bumper, the firm says.— 
X-Act match touchup kits.—{Booths 138-39.) | (Booth 123.) 
* * * | * * *” 








Porte Power 
BODY & RVICE CENTER 


ST ghee 


Oy: 





Power service center for automotive body and fender repair. Outstanding features | 
of the Bench-Rack, according to Blackhawk, are adjustable arms and anchoring bar 


| 
RACK FOR REPAIR WORK—Blackhawk Mfg. Co., Milwaukee 1, announces its tt 


c jing 


| 1826 Diversey Pkwy., Chicago 14. Said to| 
| correct both kinetic and dynamic unbal- | 
| ance, the unit electronically balances | 


| wheel, tube, tire, hub, hub cap, trim ring 
|and brake drum without need for remov- 
tire 


the 
145-46.) 


from the vehicle.—({Booths 





PUMP LIFT—An air-operated lift for | 
drum cover pumps is the newest product | 
of Aro Equipment Corp., Bryan, O. De-| 
signed for 100 and 400-pound pumps, the | 
lift elevates pump and cover to give ony 
clearance for changing drum, the company 
says. Height of the lift is five feet closed, | 
18% feet elevated. The base of lift is | 
drilled for floor mounting.—{Booths 175- | 





FROM DARUBU—This 


Coachcraft lug- 


gage rack is being offered by Darubu, 


that hold detachable body sections rigidly for all operations, such as straightening, | Ltd., 9015 Santa Monica Bivd., Hollywood 


aligning and finishing. The unit incorporates a work bench with convenient storage | 
racks for all necessary body repair equipment. 
latest Standard and Bantam hydraulic tools and attachments.—{Booths 10-11.) 


The upright back panels hold the! such as 


26, along with spare wheel assemblies 
the Californian, Trouville and | 
Deauville.—{Booth 164.) ! 


| panel, 
| drain baskets and many other basic ac- | 


| Florence Ave., Los Angeles 1, is showing |. 


| can 








PIN-FITTING GAUGE—Designed for pin 
fitting in pistons and rods, this new 
gauge, offered by Sunnen Products Co., 
7010 Manchester Ave., St. Louis 17, reads 
directly in tenths of thousandths on a 
dial guaranteed to .0001 of an inch. It 
is claimed that fitting time can be cut in 
half.—{Booth 156.) 

* 


* * 


| 








FROM ALLEN—A new line of eight bat- 
tery chargers, under the trade name of 
Dyna-Chargers, is announced by Allen 
Electric & Equipment Co., 2101-17 N. 
| Pitcher St., Kalamazoo, Mich. The line in- 
| cludes three models designed to handle 
both 12 and six-volt batteries. The Dyna- 
Charger line is comprised of three wheel- 
mounted, 100-ampere fast-slow chargers; 
cessories. Also available is the Boy serv- | three portable, 75-ampere fast-slow charg- 
ice merchandiser, which stands only 48 | ers; a wall-type Unitron slow charger, and 
inches and includes the same accessories! q four-ampere overnight charger.— 
except the tool rack and hangers. They | (Booths 24-26.) 
are put out by Shure Mfg. Corp., 1601 S. * * * 

Hanley Rd., St. Louis 17.—{Booths 37-39.) 





SERVICE MERCHANDISER—Model 9200 
service merchandiser has a full steel bench 
frame welded in a single unit and comes 
with a tool rack, tool hangers for back 
swing-away parts washer with 








| ELECTRIC CHOKE — Manufactured by 


| Pierce Governor Co., Inc., P. O. Box 1000, 
BEAD BREAKER—Salsbury Corp., 1161 E. Anderson, Ind., Electrimatic (electric choke) 
anal tracker, thts. uattl designed to replace the automatic 
be permanently positioned on all | Choke. The Sisson Electrimatic utilizes a 
Model B and C Tiremasters, the company | combination of otecirient impulse ond 
says. It simultaneously breaks both ieee | controlled"’ thermostatic action. Pressing 


of any standard, safety or tubeless tire | the starter button energizes an electro- 


and deflates the inner chamber of safety | get we instantly ae Ge choke 
tubes.—(Booth 101.) valve to the right closure required for 
| easy starting.—({Booth 69.) 
+ * * * * x 


new Crowsfoot 





| SHOP CONTROL—A tower control package, consisting of new inter-communications 
| equipment covering the tower and parts department, is the latest product of Inter- 
| Communication Systems of America, 529 S. Franklin St., Chicago 7. A signal light 
panel tells the service writeup men the condition of all departments. Red and green 
identification cards placed on the car windshield enable the runners to notify the 
tower of the car's location from the time it enters the service department until it is 
delivered to the customer.—{Booth 135.) 


(Continued on Page 82, Col. 1) 
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* * 

Bing Crosby tells his own story to Saturday Eve- 
ning Post readers (starting Feb. 14 issue) in his own 
colorful lingo. It’s fascinating, funny and very, very 
frank. From his boyhood escapades in Spokane to 
his latest triumph in Hollywood, you’ll enjoy every 
word of “Call Me Lucky.” 


Cm UCM ass 


Where do “‘live’’ prospects come from? Many 
are Post readers, whose above-average incomes put 
them in the market for new cars and accessories. 
Manufacturers have known this for years, which is 
why the Post carries the most automotive adver- 
tising. And why using Post displays is good business. 
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Bing’s biggest hit, “Going My Way,” was filmed 
without script or scenario. They rewrote the plot 
each morning. They’d outline a scene, then ad-lib 
it. They wound up with a fistful of Academy Awards 
—a far cry from Bing’s film debut as a singer and 
custard-pie receiver in Mack Sennett shorts. 


Cones 

\ POST} 

\ Recognized | y 

\) “sme // The best reference any auto- 
’ WZ L motive product can have is to 
a be seen in the pages of The 

Saturday Evening Post. The new Post Recognized 

Value Seal is based on this fact —that people trust 

the Post and the products advertised in it. 


Crosby’s feud with Hope began when their writers 
discovered insults were the easiest quips to write 
Bing’s story is full of behind-the-scenes glimpses. 
warmth, and humor. Millions will read it first in the 
Post. Great features like this are one reason why 
readers spend the most time with the Post. 


- 


4 _ 
2 
mg 


post 


the heart of America 
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New Products at NADA Show 


firm says E-Y% is fully slotted for easy | 
om Page 80) installation, and is made of the same) 
material used in all Kwik-Ezee compen- 





(Continued fre 


New York Firm Features 


Cartoon Mats for Ads 

Advertising mats with a cartoon 
theme are offered by Local Trade- 
marks, Inc., 87 Madison Ave., New 
York 16. 

“The Speedy mats simplify the 
dealer’s advertising job and give 
him individual and exclusive ads 
that keep his message consistently 
before the newspaper reader,” says | 
Thomas A. Brooker, of the com- 
pany.— (Booth 23.) 


* * * 
Junior-Sized Drying Unit 


Displayed by Fostoria 

Fostoria Pressed Steel Corp., Fos- | 
toria, O., is featuring a new por- 
table drying unit, the Mobile-Dry 
Jr. Model 414V. 

The dryer is designed for smaller 
shops and is said to have many of 
the advantages of the larger Dura- | 
bake units. The oven features the | 











|}existing power services 





new size compensator for caster correction, | 
designated the E-%4. The compensator is | 
designed to meet requests from car deal- | 
ers for a tapered shim of a size between | 
that of the XE and E-Y% compensator. The 


same reflector construction and | sotors. In addition, the company is show- | 
lamp distribution which, the firm ing its quality control precision toe-in unit. | 
claims, eliminate hot-spotting and | A slide chart carrying the latest front-end 
assure balanced paint film temper- | specifications will be distributed free.— 
atures over car surface. (Booth 45.) 

Another advantage claimed is| 
that the 414V can be operated from | 
in many} 
connected | 

(Booths | 





* * ok 


shops since the _ total 
load is only 10 kilowatts. 
53-54.) 


* + * 
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PLAID TOPS—This plaid convertible top 


is offered by Aro Top Sales Co., 1089 
Commonwealth Ave., Boston 15. Various 
other materials are displayed on miniature 
convertible top frames.—(Booth 173.) 








CASTER CORRECTOR—Kwik-Ezee, Inc., 
17 W. 60th St., New York 23, is offering a 





"UNIT- BUILT* 


Trick Bodies 


Fruehauf Truck Bodies the nearest 


a BIG BONUS PLAN as well! 


Truck dealers sell Fruehauf Truck 


other literature. 


List and Truck Body Bonus Plan! 


FRUEHAUF TRAILER 










TIRE DEMOUNTER—This new hydraulic | 


truck tire demounter is being exhibited by 
Jack P. Hennessy Sales Co., P. O. Box 22, 
Audubon Station, New York 32. The device 
handles all size truck tires from 15 to 24 


Nearest Thing To 
A Money Machine! 


SURE-FIRE PROFITS, doubly guaranteed, make your sales of 


possible thing to a 


“Money Machine.” Because Fruehauf assures you of a profit 
two ways: with a GENEROUS DEALER DISCOUNT, and 


Bodies at a FULLY 


PROTECTED PRICE—the same price any Fruehauf Branch 
must charge! But besides full price protection, Fruehauf gives 
you complete, continuous SALES PROMOTION HELP, in 
the form of direct mail, salesroom displays, catalogs, and 


Take advantage of Fruehauf’s FULL LINE of bodies to 
give further service to your chassis customers. Get guaranteed 
profits on protected prices. Write today for the Dealer Price 


TRUCK BODY DIVISION 


COMPANY 


Detroit 32, Michigan 


inches. Also displayed by the company is 
|a@ new truck tire stand, tire spreader and 
| the 1-C Model of the Coats Iron Tireman, 
designed for passenger and light delivery 
truck tires —{Booths 143-44.) 


* * 





y 
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| CHARGER-ANALYZER—A new combino- 
tion fast battery charger and analyzer is 
being introduced by McCoplin-Christie 
| Corp., 3410 W. 67th St., Los Angeles, un- 
With 
|a rated capacity of 100 amperes for six- 


der the trade name of Chargalyzer. 


volt and 80 amperes for 12-volt batteries, 
| the charger is said to be self-adjusting, 
| permitting each battery to control and 
The 
unveiling a portable fast 
It is 


hold its own charging current rate. 
| firm also is 
| charger weighing only 33 pounds. 


| the Model QWP.—(Booth 154.) 








DRUM LATHE—Ammco Tools, Inc., North 
| Chicago, Ill., is introducing Model 3000 
| Safe-Turn brake drum lathe. The Safe- 
| Turn will handle car and truck drums six 
| inches through 24 inches in diameter and 
up to 7'%-inches in depth. The 27%-inch 
diameter spindle is made of hardened 
steel and the cross feed support is 3'/- 
|inches in diameter. The specially devel- 
| oped double-taper steel arbors are easily 
|removed without sticking or pounding, it 


lis said.—{Booths 121-22.) 





| 





FROM BISHMAN—The Model 860-C 
truck tire remover, with the added provi- 
| sion for impact wrench operation, removes 
| tires from all truck or bus rims and wheels. 
| It can also be used as a bead breaker on 
two-piece, semi-drop center rims. Exerts 
4,000 pounds operating shoe pressure, ac- 
cording to maker, Bishman Mfg. Co., 
Osseo, Minn. Also offered is a new bead 
breaker, especially designed for 1952 and 
| 1953 hump-type safety wheels and other 
| wide rims.—{Booths 8-9.) 


(Continued on Page 83, 





Col. 1) 
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(Continued from Page 82) 





OIL DISPENSER—A new bulk motor oil 
the Quart-O-Matic, is 
the latest product of Gray Co., Inc., 1015 
Sibley St., 13. Quart-O- 
Matic delivers the desired quantities of 


dispenser, called 


Minneapolis 


oil without need for manually operated 
bulk dispensing pumps. It delivers one 
of fluid in Other 
products brought out by the company in- 


quart six seconds. 
clude a stationary pump for chassis lube, | 
pump elevator, wall lubes and other | 
lubrication items.—{Booths 48-49.) 


* * * 








PARTS CLEANING UNITS — The Turbo- | 
Blast Jr. 20 and 30 parts washing ma- | 
chines, featuring 3 and %,-horsepower 
motors, are being introduced by Storm- | 
Vulcan, Inc., 2225 Burbank St., Dallas 19. 
The new models have the same type im- | 
peller as the larger units. Other products 
to be shown by the firm are a cylinder | 
boring machine, connecting-rod grinding | 
and honing machine, rod aligner, 
draulic rod-straightening press and cyl- 
inder hones.—{Booth 61.) 


hy- 


_ o 





FROM SUN ELECTRIC—This Master 
motor tester is being featured along with 
ca distributor tester designed for six and 
12-volt systems by Sun Electric Corp., 6323 
Avondale Ave., Chicago 31. Other new 
products shown include an automatic 
power timing light, battery charger, am- 
pere tester, Autronic Eye tester, tachom- 
eter and driving gauges. A new aircraft 
generator tester, the Model AGT-2, also 
will be d/splayed.—_{Booths .03-107.) 
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KENT-MOORE'S LATEST—The Electrotest, 
brought out by Kent-Moore Organization, 


Inc., General Motors Bidg., Detroit 2, is 
said to provide proof to service customers 
and sales prospects that “gunning” the 
engine and other incorrect driving habits 
may be responsible for poor gasoline 
mileage. A gauge on the unit demon- 
strates the rate of fuel consumption and 
emits a signal that multiplies in frequency 
as the throttle is opened. Other items 
offered by the firm are a new Autronic- 


IJo8 











Eye tester, Head-On carbon blaster, which 
is said to provide an effective method of 
cleaning combustion chambers without 
pulling the cylinder head, and the Mon- 


oxivent underfloor exhaust eliminating 
system.—(Booths 167-69.) 
* * * 





ALIGNMENT GAUGE —This three-way 
wheel alignment gauge is announced by 
Weaver Mfg. Co., Springfield, Ill. Features 
claimed are automatic camber readings; 
checking king pin inclination and caster 








83 


features eight-inch rubber molded 


Calif., 


tire wheels. The firm says the lift can be 
stored in 2%, 


in one operation, and permitting the re- 
taining of built-in wheel lever arm. All 
readings are taken from wheel bearing 
face, the company says.—{Booth 12.) 


square feet of space by 


standing it on end.—(Booths 70-72.) 


* * * 





FROM VENCO—A new tailgate loader, 
with an automatic load brake, is being 
introduced by Ven Corp., Los Angeles 39. 
The new Model 30 is a successor to 
Venco's original one-man tailgate loader 
for Y%, % and one-ton trucks and em- 
bodies many improvements in addition to 
the new automatic feature, states the firm. 


—{Booth 165.) 


(Continued on Page 84, Col. 1) 





END LIFT—The Model 52 end lift, 
offered by Automotive Equipment Mfg. 
Co., 11000 S. Alameda St., Lynwood, 








year after year after year 


RESOLUTE grows 


bigger and bigger and bigger 


SEE Ne 


IN RESOLUTE’S HISTORY 


Spectalexing in 





Automobile Finance Insurance for Dealers 


__ During every single one of the post-war years, Resolute has topped its own 
_ previous records in premiums earned. Resolute’s post-war rate of growth 
has had no equal among the independent Automobile Physical Damage 
Insurance writers. Each year Resolute has been bigger than the year before. 
Each year Resolute has rewarded its agents with more than it has promised. 
Approximately $15,000,000 in commissions has been paid to Resolute Agents 


ay 


in the past three years. 


Here are 
the facts 


PREMIUMS 


EARNED 


MILLIONS OF DOLLARS 


1949 





1959 1951 





YEAR | ADMITTED ASSETS 


1947 | $4,339,324 
1948 | $7,709,021 


1949 | $12,183,623 
$15,845,272 


1951 | $16,204,784 


1952|$20,658,5 


1950 


RESOLUTE INSURANCE COMPANY 


Specialists in Automobile Finance Insurance 


HARTFORD 2, CONN. 





ee eee 
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VACUUM CLEANER—Brever Electric Mfg. 
Co., 5100 N. Ravenswood Ave., Chicago, 
is exhibiting its Tornado Model 180 Auto- 
Vac for cleaning car interiors. The com- 
pany says the vacuum cleaner can pick up 
scrubbing A floor 
scrubbing machine, also featured by the 


water and solutions. 
firm, has a new coupling device which 
permits the operator to start the unit by 
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firm also is showing Grip-On covers, de-| dispensing hose and the firm's compressor | 
signed to protect the finish on a car while line.—{Booths 136-37.) | 


it is being serviced.—{Booths 76-77.) 


a: /-. 2 | Dealer Accounting Machines 


Displayed by Underwood 


Underwood Corp., New York City, 
is exhibiting at the NADA show in 
San Francisco three Sundstrand 
accounting machines especially de- 
signed for the accounting needs of 
auto dealers. 

The firm also is displaying type- 
writers and adding machines, with 
emphasis on the new Underwood | 
|electric typewriter.— (Booths 124- 
26.) 


Se 


merely pushing it over the brush.—(Booths 
127-28.) 








TIME FOR A NAP—A custom-built, re- 
silient pad for station wagons, called the 
Wagon-Sac, is being introduced by Rod- 
man Mfg. Co., Inc., 105 S. Gorham St., 
Jackson, Mich. The pad is covered with 
simulated leather and filled with soft, 
rubberized hair, the maker says. The 


SPRAY GUN— One of the items dis- 
played by Binks Mfg. Co., 3114-40 W. 
Carroll Ave., Chicago 12, is this paint 
spray gun. Other new products are under- 
coating outfit with surge control, rack for 





PART CONTROL PLAN—A new item in 
the Norick Bros. exhibit this year is a/| 
parts purchase control system, designed 





to provide the car dealer with complete 
merchandising information. A_ control 
record card, with cutout for automatic 
signalling, is the basis of the system. The 
Norick system will furnish the dealer with 
a complete sales history of every part, and 
enable him to keep his ordering quantities 
in step with his sales, says the firm, 
located at 701-9 N.W. Fourth, Oklahoma 
City. A Mobi-File for holding control cards 
are on exhibit.—{Booths 33-36.) 





VACUUM CLEANER—The Vac-It 30 is 
one of two models being offered by Doyle 
Vacuum Cleaner Co. 225 Stevens St., S.W., 
Grand Rapids 2, Mich. Feature of the new 
cleaners, the maker says, is a suction unit 








r 
Put customers HERE...and add profit 


WHEN YOU SELL CARS you'll make extra commis- 
sions by selling the E-Z-Eve option. 


WHEN YOU REPLACE GLASS you'll turn routine jobs 
into extra profit by selling E-Z-Eve. 


E-Z-Eyve shaded windshields, made by Libbeys 
Owens:Ford, have a darker blue-green band at the 
top that takes the squint out of driving. Your cus- 
tomers are reading about it in TIME, The Saturday 
Evening Post, Collier’s, The New Yorker—already 


over half a million owners have bought it. 


E-Z-Eve Safety Plate Glass is made with a special 
glass formula. It is available with a shaded band 
for windshields, and unshaded for side and back 
windows. The use of E-Z-Eye all around increases 
driver and passenger comfort because it reduces 
glare. It also excludes at least half of the heat rays 
of the sun which regular glass admits. It is available 
in all General Motors cars. 

Do your customers and yourself a favor. . . sell 
E-Z-Eyve Safety Plate Glass to your prospects. 
Libbey-Owens-Ford Glass Co. *« Toledo 3, Ohio 





° WITH THE SHADED WINDSHIELD 


" Cecoud name eo « « oReduces glare and heate sss cecccccsessseces 
Less Eyestrain - More Comfort 





LIBBEY -OWENS FORD GLASS CO., TOLEDO 3, OHIO 


| that applies the full motor shaft energy to 
produce the correct combination of volume 
and velocity—{Booths 157-58.) 





PLUG TESTER—The Vixen spark plug 
cleaner-tester features all controls on front 
panel. It is 11 inches high by 13 inches 
wide and can be mounted on the wall if 
desired. Manufactured by Edmund J. 
Wudel Mfg. Co., 6082 Ferguson Drive, Los 
Angeles 22.—{Booth 113.) 





WHEEL ALIGNER—This combination car 
and truck wheel aligner is being offered 


by Magnaline Co., 1615 Pine St., San 
Francisco. The company says the unit can 
|handle all size cars and trucks.—{Booth 
174.) 


U .C. Dealers Hit 
‘For False Reports 
On Car Thefts 


OKLAHOMA CITY.—Police fired 
|a verbal blast at “some used-car 
dealers” who “frequently” give false 
theft reports, after two unidentified 
| used-car operators admitted giving 
|false information so they could 
| collect insurance on a missing auto. 

The two men traded a 1951 
Chrysler for a 1951 Buick plus a 
$1,245 check. After the check 
turned out to be no good, they re- 
ported finding the Buick on their 
| lot and the “theft” of the Chrysler 
| According to police, they made no 
mention of the check or trade. 
| Accepting their promise not to 
| make a misleading report again. 
| police decided to file no charges. 

Some used-car dealers here are 
said to have made a practice of 
reporting fraud cases as thefts in 
an attempt to get quicker police 

action. 

Police officials said they are try- 
jing to obtain passage of a City 
ordinance which would require any 
person reporting a crime to sign 
|a@ written report within 24 hours. 
It is believed that this would elimi- 
nate most false reports. 
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New Products at NADA Show 


(Continued from Page 84) 
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FROM HARLEY—This 1953 model Har- 
ley-Davidson Servi-Car is especially de- 
signed for automobile pickup and de- 
livery. Its three-wheel design, with a body 
load capacity of %4-ton, makes the Servi- 
Car useful as an all around utility vehicle, 
the company says.—{Booth 148.) 

® ss & 





LIFT—Bay Mfg. Co., Inc., 316 Arlington | 
Ave., Torrance, Calif., is marketing this 
portable lift, which can be used by merely | 
attaching an air hose. The load is raised 
and supported by an air-tight cylinder 
and two sets of lifting arms, the fulcrum 
of which is anchored at four points. An 
automatic safety lock holds the load in 
position.—{Booths 118-20.) 


| 
| 
* * * | 





KEEP IT CLEAN—Vacuum Non-Slip cov- 
ers are impervious to gasoline, oil, grease, 
battery acid and brake fluid, according to 
the company, Vacuum Grip Cover Co., 
Inc., 54 Washburn St., Bridgeport 5, Conn. 
The cover has a flexible top and a soft 
cushion synthetic rubber back.—(Booths 
150-51.) 


* * * 





CONTROL SYSTEM—A service dis- 
patcher system is being highlighted by 
Executone Inc., 415 Lexington Ave., New 
York 17. The disptacher includes a signal 
light which advises service manager which 
departments can take on work for same- 
day delivery.—{Booths 116-17.) 

* ¢ ¢ 





SAFETY SIGNAL—A new warning flare 
for cars, trucks, buses, trailers and other 
highway equipment is being shown by 
Stemac Co., 1277 S. Cherokee St., Denver. 
The safety signal is an air actuated flare 
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machine base, and a 
coolant pump, with 
(Booth 133-34.) 

* 


centrifugal-type 
sealed bearings.— 


* 


Sales Plan, Forms Offered 
By Reynolds & Reynolds 


A merchandising plan, which the 
company claims will help dealers 
increase volume in sales, service 
and parts departments, is the 
newest offering of Reynolds & 
Reynolds Co., 800 Germantown St., 
| Dayton 7, O. 
| The firm also will display the 
latest designs in repair orders, both 
standard and specially produced, in 
addition to service followup sys- 
tems, dispatcher systems, used-car 
control records, parts and inven- 
tory systems and other forms.— 
(Booths 18-22.) 


Nightshade Blue 
Arco Booklet Shows Ways 


To Fast Color Mix 


“Nightshade Blue Metallic” is the 
title of a 24-page brochure now 
being mailed to automotive jobbers 
by Arco Co., Cleveland, makers of 
the Color Bar and Arco Color 
Machines. 


Nightshade Blue Metallic happens 
to be a color for the 1946 Buick and 


utilizing a standard fuse. The flare can 
be started by pushing a button on the 
dash of the vehicle. It will burn for 20 
minutes, the maker says.—{Booths 67-68.) 





VALVE FACING—The Kwik-Way Cham- 
pion valve-facing machine is the newest 
addition to the line of motor servicing 
and rebuilding equipment manufactured 
by Cedar Rapids Engineering Co., Cedar 
Rapids, la. The Champion has built-in wet 
grinding with coolant sump integral with 













‘*...gives you automatic 
transmission performance at 


almost one-fourth the cost.”’ 
FOR '49, '50, and '51 FORDS ONLY 


“You A-U-T-O know how Shift- 
O-Matic gives your Ford that 
get up ‘n go for only $49.50 
list, tax inc." 








@ “Shifts two or three times faster. No let-up on the 
accelerator, thereby avoiding that drag experienced 
in hand shifting.” 


@ “Save as much as 10% on gas in city driving.” 


@ “Maximum safety— you keep both hands on the 
wheel at all times." 


@ “Shift up and down at will, at any speed.” 


@ “Add 50% to the life of your brakes by using engine 
compression to do most of your braking.” 

@ ‘Double the life of your clutch by eliminating 
slippage.” 


@"“Hand shifting instantly available when desired." 


Ms bale / 


You can not only reap big 
profits by installing Shitto- 
matic on customers’ Fords 
but can add at least $100 
value to your older model 
Fords. 


SEE US AT THE 
N.A.D.A. CONVENTION 
BOOTH 42 


The above displays the beautiful, 
compact and efficient Shiftomatic 
Unit ready to be installed. 


Below, Shiftomatic Unit, complete 
with linkage, installed in it's relo- 
tive 
and transmission. 


TRADE MARK 


was selected to illustrate how the 
jobber would handle an order for 
this or any other color. Working 
from the Arco formula book, Color 
Bar, he could mix and deliver a 
precision-matched color from a 
stock of 22 base colors in less than 
five minutes, the booklet says. 

A series of pictures shows the 
mechanical features of the Color 
Bar that make color matching fool- 
proof and fast. 

Copies of the booklet may be ob- 
tained from Arco Co., 7301 Besse- 
mer Ave., Cleveland 27, O. 

+ 


* * 





BAKING PANEL—Dry Clime Lamp Corp., 
Greensburg, Ind., is displaying its Model 
16 Dry Quick portable baking panels. Ad- 


vantages claimed are a more durable 
bond and quick baking.—{Booths 46-47.) 





Position to steering column 





THE BENMATT ORGANIZATION, IN 





WE WILL PROVE 


THAT YOU CAN INCREASE 


Customer Paid Labor Sales 


25° TO35S —OR MORE 


We Guarantee 
To Help You 
@ Secure 100% to 150% absorption in 
your Service Department 
@ Prevent broken promises to customers 
@ Give your Service Manager time to 
plan and increase shop productivity 
@ Permit Shop Foreman to devote all time 
to improvement of mechanical work 


@ Bring ALL service operations to 
clock-work precision 
APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 


We have accomplished this for hundreds 
of Motor Car Dealers . . . coast to coast. 


A note on your company letterhead will 
bring all porticulars— promptly. 


FLASH-A-CALL 
SERVICE CONTROL 


1112 South Wabash Avenue S 
Dept. AN-36, Chicago 5, Illinois 











THE WORLD'S 
LARGEST 
MANUFACTURER 
OF AUTO 
DEALER 
IDENTIFICATION 





3447 EAST 15TH STREET 
* LOS ANGELES 23, CALIF. 
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District Sales Manager C. J. Powell (right) and Arthur Hatch, Ford western regional sales mana- District Publicity Director Ralph Gordon (right) i 
Field Managers Jim Woulfe and Jim Upp con- ger, writes: ‘“‘Local sales-room activity was at a worked closely with Jack Severin and other LIFE 
tributed importantly to the fine co-ordination of high level . . . dealers certainly benefited directly retail representatives to assure the success of the 


the Ford Richmond District promotion. from our advertising in LIFE.” promotion. 
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WHAT HAPPENED? 


Just ask the Northern California Ford Dealers about their 
‘‘Advertised-in-LIFE”’ promotion, staged just before the an- 
nouncement of the 1953 Ford. It started as a Bay Area pro- 
motion with 30 dealers—quickly grew to 50 dealers (only 23 


of whose promotions are pictured here). That’s teamwork! 


WHAT DID IT ACCOMPLISH? 


Here are some typical comments: 


‘Traffic flow of customers in our showroom was increased 


threefold.” 


S. & C. Motors, San Francisco. 


‘“‘It played a part in giving us the best sales volume, during 
that month, that we’ve had in the past two years.’’—Lutz 
Ford Sales, Palo Alto. 


“The majority of our customers and prospects have seen 





1 S & C Motors 
(1 to r: Aldo Fontana, C. S. Buck, 
Al Torello, R. W. Turner) 

2. Richardson-Lovelock, Inc. 


3. Mark Tuban, Inc. 
(shown: Frank and Mark Tuban) 


4. Morris Landy Motors 


5. Berl Berry Motors, Inc. 
(C, AuBuchon, and Bud Anderson) 


6. Turner Motors 
(1 to r: R. G. Turner, Jr., D. K. 
Lamb, G. E. Jackson) 
7. Cecil Whitebone’s Midtown Motors 
(shown: C. Whitebone) 
8. Lutz Ford Sales 
(shown: P. J. Hartman, Les Lutz) 
9. Doherty Bros. 
(shown: George and Ed Doherty) 


HOW BIG IS THE LIFE MARKET ? tm==m=ntne 


our products in LIFE and we have enjoyed reminding them 
that ours is the place to buy these Ford cars and parts.’’— 
Trader Scott, Oakland. 


‘Traffic was well up over the past weeks. This is not our 
first LIFE promotion, and we are again convinced that it 
makes very good sense to take advantage locally of the pre- 
selling job which our Ford advertising does in LIFE.” — Clar- 
ence Bullwinkle, Berkeley. 


WHAT DOES THIS MEAN T0 YOU? 


It shows once again that when an automobile dealer ties in 
with LIFE, he cashes in on the local-level impact of America’s 
No. 1 Automotive Selling Force. Of all persons in all U. S. 
households buying new cars within a one-year period, 75% 
are LIFE readers. In community after community, more than 
60°% of the households are LIFE-reading households.* 


oor 





With a single issue, LIFE reaches 
11,880,000 households.* If this 
year, an automobile manufacturer 
sold a new car to just one in every 
8 households reading a single issue 
of LIFE, he would beat the 
industry’s all-time sales record for 


a single make. 


10. Gordon Reid 
(shown:Gordon Reid, Dave Zolot) 


11. San Jose Ford Sales Co. 
(shown: Wm. Kellas, A. Haensli) 


12. Claude Wilson 
13. Doheman Motor Co. 
14. Sammie Evans 

















15. Raleigh R. Leach 
(shown: Paul Mallon, F. C. 
Rankin) 


16. Geary Motors 
(shown: Stu Armit, Jonathan 
Graham) 


17. Trulson Motor Co. 


18. Trader Scott 
(Ray Johnston, and Violet Miller) 


9 Rockefeller Plaza, New York 20, N. Y. 


*Source: A study of the Household Accu- 
mulative Audience of LIFE (1952), and 
The LIFE Market, both by Alfred Politz 
Research, Inc. A LIFE household is one 
in which one or more adults read one or 
more of 13 issues. 





19. Bishop Motors 
20. Wm. L. Hughson, Inc. 


21. Minto Motor Co. 
(shown: H. P. Dotseth, Dan Min- 
to, Douglas Kernan) 

22. Clarence Bullwinkle 


23. Hayward Motors 
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B. M. ASCH.........- New York 23, N. Y. 
HARRY C. CADY.....Minneapolis 8, Minn. 
WALT FEATHERSTON.....Phoenix, Ariz. 
R. K. FLANAGAN CO., Seattle 22, Wash. 
EARLE B. HARVEY & ASSOCIATES 
Boston 34, Mass. 


H. O. HOLLAND....... Rochester 18, N. Y. 
FRITZ KELLER CO....Fort Worth, Texas 
JOE KELLER. .......Indianapolis, Indiana 


And represented nationally by these well-known firms who serve jobbers in the 
automotive field with the best and most successful products in the industry: 


Gyro Skid-Controls are distributed only through jobbers 


| Onstons JAN. 16 











GENE LEMKE SALES CoO., Bay Village, Ohio 
FRANK LIBBY CO.......Kansas City, Mo. 
McEWEN CHERRY CO... .Nashville, Tenn. 
PACIFIC AUTO. CO. .San Francisco, Calif, 
E. C. PLEASANTS......- Denver, Colorado 
SMITH & SCULLY...Los Angeles 15, Calif. 
H. L. STRASBURGER. . Merion Sta., Penna. 
BILL WALDECK CO........Chicago 5, Ill. 
KARL WINTER CO., Salt Lake City 2, Utah 


GYRO SKID-CONTROL COMPANY, INC. 


9238 WEST OLYMPIC BOULEVARD, BEVERLY HILLS, CALIFORNIA 
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333; Lincoln, 181; Chrysler, 705; 
| Crosley, 23; Frazer, 1; Henry J, 
58; Henney, 1; Hillman, 2; Jaguar, 
9; Kaiser, 132; MG, 23; Morris, 3; 
Muntz, 3; Packard 216; Porsche, 1; 
Rover 2; Willys, 201; Volkswagen, 
3. 

In the truck department, 
franchised dealers delivered 2,359 
units in 1952, compared with 3,367 
in 1951, 

Sales by makes for the year in- 
cluded Chevrolet, 789; Chrysler, 1; 
Crosley, 1; Diamond T, 5; DeSoto, 
1; Divco, 19; Dodge, 384; Ford, 590; 





GMC, 93; Hendrickson, 1; Inter- 
national, 416; Mack, 8; Nash, 6; 
Plymouth, 9; Pontiac, 3; Reo, 12; 
Studebaker, 91; White, 114, and 


Willys, 43.—(C. L. Kern.) 


* * * 


Philadelphia 


Most new-car dealers in Phila- 
delphia report a _ significant in- 
crease in sales since the beginning 
of the year. However, dealers in 
many lines have had to grant 
large tradein allowances. 

Some dealers have tried all 
sorts of devices in order to move 
cars, which the factories are 
sending in at higher rates than 
last year. The problem now is 
to avoid building up a large 
inventory. 

Meanwhile, the used-car market 
on late models has perked up. 

Robert Lafore, vice-president of 
Central City Chevrolet, reports 
that there has been a brisk de- 
mand for new cars. 

John Muir, general manager for 
John B. White (Ford), said Jan- 
uary business was very good in 
both new and used cars. We did 


Build your business with satisfied customers. 


el . . 
Restore ‘‘new car’ performance with the same checking 


equipment used by the car manufacturers. 
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| Auto Markets | 


(Continued from Page 26) 


| as use any more advertising than 
| last year, but there was a consider- 
able increase in sales. 


“Perhaps some of the action 
was due to the winding up of 
the inspection period. Some 
people must think it is cheaper 
to buy a new car than repair 
their old ones.” 

Cyrus Gorson, president of 
Equitable Motors and a leading 
used-car dealer, reported, “The 
situation seems to be becoming 
firmer. Prices went up at least 
$100 in January on _ late-model 
cars. The prices on cars before 
1949 does not seem to be holding 
up. Many dealers are buying up 
late-model cars in order to stock 
up for the spring business.”— 


(Norman Shigon.) 
* * > 


Cleveland 


With continued strong sales re- 
ported in the last week of January, 
indications are that the first quar- 
ter might be one of the best in 
recent years for Cleveland new-car 
dealers. 

Already, preliminary surveys of 
January new-car sales, estimated 
at over 5,000 units, point to high 
turnover before the spring season 
spurt. Although some instances 
of discounting have been report- 
ed, many of the dealers handling 
lower-priced cars are said to be 
refusing to reduce prices. 

Used-car sales continued to show 
a mild movement, with sales for 
the last week of January recorded 
at 1,232, just over the 1,142 of a 
week earlier... New-car sales for the 
week were 1,579, strongest of the 
year. 

In trucks, new-unit turnover was 
119, up 13 from the previous week, 
while used-truck sales were 65, up 
two.—(Dorothy Macey.) 


* * * 


Kentucky 


Both new and used cars are re- 
ported selling nicely in Kentucky, 
due in part to the fact that sales 


‘Traveler’ Takes 
Seven Cars from 
U.C. Dealers 


DETROIT.—A series of pleasure 
trips from Detroit to Florida and 
back came to an abrupt end for 
Roy Eric Jolliffe when he was 
arrested on a charge of car theft. 
He admitted stealing cars in seven 
weeks from used-car dealers, police 
said. 

Jolliffe’s system, police said, was 
this: 

Finding used-car dealers easy 
victims, Jolliffe, a design drafts- 
man who earned $500 a month 
when he worked, went to a lot and 
expressed interest in a car. On the 
pretext of trying it out, he drove 
it away and kept it until he had 
to abandon it for some reason. 
Then he went to another lot and 
worked his scheme all over again. 

Jolliffe told police that he sold 
the spare tire, radio and tools in 
the cars for living expenses. 

He served an 18-month prison 
term following a conviction in 1949 
in California for passing bad 
checks. 


Ruttman’s $71,000 
Tops AAA Racers 


WASHINGTON.—Troy Ruttman, 
23-year-old winner of the Indian- 
apolis 500-mile race last spring, 
won $71,000 in 1952 to top all race 
drivers for the year, according to 
the American Automobile Assn. 
contest board. 

Billy Vukovich, the driver who 
was vanquished by Ruttman in the 
500 and who later replaced the 
Speedway winner in the Agajanian 
98 when Ruttman was injured, 
earned $29,290 for second place 
among AAA drivers. For the sixth 
year in a row, the average purse 
per mile raced remained over the 
$100 figure. 

Of the top 15 drivers in earnings, 
Marshall Teague, stock-car cham- 
pion from Daytona Beach, Fia., 
finished 13th to become the first 
driver outside the championship- 
racing class to make the select list. 










of burley leaf tobacco have ex- 
ceeded estimates of the 1952 crop, 
and that tobacco has averaged 
better than 50 cents a pound. 


Kentucky growers have _ re- 
ceived more than $200 million— 
a record—for their crop. Crop 
sales over an eight-state area 
through Jan. 30 totaled 676,254,480 
pounds, compared with 650,296,939 
pounds the previous year. 
Industrial towns, such as New- 

port, ° Covington, Ashland, Louis- 
ville, Paducah and Lexington, also 
are doing well. However, the coal 
districts in eastern and western 
Kentucky are reporting a lagging 


demand for coal.—(A. W. Wil- 
liams.) 
* o o 
Pittsburgh 


Business activity for the week 
ended Jan. 24 in the Pittsburgh 
area dropped off to 197.9 from tie 
level of 207.8 a week earlier accord- 
ing to the index of the Bureau of 
Business Research at the Univer- 
sity of Pittsburgh. 


The bureau said that most of the 
drop resulted from a decreased 
volume of trade, including depart- 
ment store sales which registered a 
“fairly large decrease.” Despite 
this, the bureau said, “new motor- 
car registrations were appreciably 
higher.” 


Chevrolet to Start 
Dealer Planning 


Sessions Today 


DETROIT.—Chevrolet’s 1953 pro- 
gram of dealer planning commit- 
tees will be launched today (Feb. 
16) and tomorrow with sessions in 
37 zone and six branch points. 


According to W. E. Fish, general 
sales manager, the meetings are the 
first of the year under a program 
which the company started in 1937 
to keep wholesale officials abreast 
of retail selling problems. 


Important matters arising in zone 
and branch discussions are taken 
to regional committees which, in 
turn, name 16 representatives to 
confer with top sales officials in 
Detroit. 

Fish said that this year improved 
methods would be used in order to 
inform all dealers of developments 
from the meetings. He added that 
four alternates would be named this 
year, instead of three, in order to 
assure full membership on every 
committee. 

The opening sessions will be at- 
tended by 860 Chevrolet dealers who 
have been elected by fellow retail- 
ers. Again this year, the 20 mem- 
bers of each primary committee 
will be split into groups of large 
and small sales potentials. 


Smooth Operator 


Safety Council Offers Hints 
For City Driving 

CHICAGO.—“How to Be a 
Smooth Operator” is a new Na- 
tional Safety Council driver-train- 
ing booklet which maintains that 
the smooth driver is the safe 
driver in city traffic. 


Stressing the importance of safe 
attitudes, the booklet tells how to 
driye in congested traffic in a way 
that is easy on the driver, the ve- 
hicle and the accident record. 


A sample booklet and price list 
can be obtained from the National 
Safety Council, 425 N. Michigan 
Ave., Chicago 11, Il. 





Minnis Succeeds Parkhurst 


As Mid-Town Manager 


Fred Parkhurst, general manager 
of Mid-Town Motors, Inc. (Lincoln- 
Mercury), of Des Moines, has re- 
signed, according to Glenn H. 
Smith, president. 

Parkhurst will be succeeded by 
William J. Minnis, heretofore head 
of the finance and credit depart- 
ments. Jerry Pond, of the sales 
department, was named new-car 
sales manager, while Charles Burt 
was promoted to used-car manager. 





WHICH HAS THE 
FALSIE? 
SEE PAGE 109 
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Briggs Mechani- 
Mix Scale for 
accurate color 
weighing is precise 
on any quantity of 




















Briggs ‘‘Up-To- 
The-Minute” Paint 
Formulas for ac- 
curate color 
matching formulas 
—Pints—Quarts A 
— Gallons. > Z 





CHEST OF COLORS 




















Briggs “Exclusive De- 
sign” Gear Covers for 
speedy mixing elimi- 
nates spillage and 
linkage. 









BRIGGS MECHANI-MIX COLOR SERVICE 
WITH 24 BASIC TINTS—MAKES OVER 4,000 
FACTORY MATCHED COLORS | 


The new Briggs Mechani-Mix ‘Mechani-Mix “Power-Deiven” Paint 
Mixer was acclaimed by automotive dealers who visited 
the Briggs Refinishing Division display at the N.A.D.A. 
Convention in San Francisco. Thousands of dealers 
hailed the Paint Mixer as truly a “treasure chest for 


furnished in gallons . . . the 
most economical size . . . com- 
plete the dealer’s paint shop. 
Small inventory, little work 
area, rapid turnover, compact 
equipment, satisfactory serv- 
ice for a life time and satisfied 
customers assure up to 50% 
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iT ns THINNER 


LACQUER THINNER 


Multi-Purpose — 
Free Flowing— 


Has All the Best Ingredients! 


“The Painters’ 
Choice Everywhere” 


Briggs T-11 Lacquer 
Thinner is absolutely the 
world’s finest free flowing, 
quick leveling thinner. T-11 
is phenomenal—colossal— 
stupendous! 

Great savings in time and 
labor can be had by using 
Briggs T-11 Free Flowing 
Lacquer Thinner. T-11 is a 
non-toxic thinner of com- 
plete uniform quality and is 
highly blush resistant. 





You pay no more for T-11 
than you do for ordinary 
thinners. Try T-11 just once 
and you will never go back 
to ordinary thinners again. 

This product was deve- 
loped, blended and tested by 
outstanding experts in the 
autobody refinishing trade. 

Briggs T-11 Thinner is 
sold all over the world and 
is acclaimed as superior in 
every respect to ordinary 
thinners—truly “The Paint 
er’s Choice Everywhere.” 

Briggs T-11 Lacquer 
Thinner is unconditionally 
guaranteed. It is available 
in 1-gallon cans, 5-gallon 
cans and 53-gallon drums. 










1953 X-ACT MATCH 
COLOR KITS NOW ON 


SALE AT DEALERS 


The Briggs X-ACT 
MATCH COLOR Kit, 
created especially for the 
1953 Chrysler line of cars 
is reported by dealers 
throughout the U.S.A. to 
be a fast turnover, high- 
profit sales item. 





) in extra profits. é C 
! mixing colors.” Briggs Manufacturing Com- estan — of : 
The Mechani-Mix was described by one dealer as | pany, Refinishing Division, of Touch Ue 2 yee mn 
“Invaluable for many reasons,” as he praised the eeneee aren Seer -_ slay nd 2 to aes 
specially designed paddle which assures positive agita- ol d in Mechani-Mi« bottle hasa brush built-in cap. 
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from dealers’ opinions that the | paint shop where half-empty | with the most complete line of in B il di d Pai ti 
; Mechani-Mix Color Service | cans and obsolete colors repree | FACTORY MATCHED Uliding and Fain ing | OF BRIGGS 
would put their Service De- | senting thousands of dollars | COLORS in the Automotive MANUFACTURING 





partments in the Paint Busi- 
ness on the right basis... 
A PROFITABLE BASIS. 
With the Briggs Mechani- 
Mix “Power-Driven” Paint 
Mixer in his Service Depart- 
ment, a dealer’s paint shop can 
furnish, with ease and assur- 
ance, over 4,000 FACTORY 
MATCHED COLORS for all 
American-made cars and 
trucks from 1940 through 1952 
with the use of only 24 basic 
tints . . . either lacquer or 


tied up in unnecessary inven- 
tory and large floor areas, the 
Briggs Mechani-Mix Color 
Service puts a dealer in the 
paint business with the use of 
only 15 square feet and 24 
gallon cans of paint in his al- 
ready crowded Service De- 
partment. 

The Briggs Mechani-Mix 
Machine and rack for storing 
cans not in use, their Book of 
Paint Formulas to assure ac- 
curate matching, 24 base tints 





Service Industry. Briggs, the 
company behind the product, 
is the world’s largest inde- 
pendent automobile body 
manufacturer. As automobile 
body builders and _ finishers 
since 1909, Briggs offers over 
44 years’ experience and 17 
great plants as assurance that 
the MECHANI-MIX COLOR 
SERVICE, and all the prod- 
ucts manufactured for the 
automotive industry are of the 
highest possible quality. 


Automobile Bodies 


Briggs also sells the world’s 
finest automotive finishing 
materials—LACQUERS, EN- 
AMELS. PRIMER SUR- 
FACERS, THINNERS, 
RUBBING COMPOUNDS, 
X-ACT MATCH COLOR 
KITS, DOOR PANELS, 
SECTIONAL REPAIR 
PARTS, COLOR MIXING 


SERVICE. A Briggs distribu- | 


tor is near you. 





COMPANY 


® Automobile Bodies and 
Component Parts 

© Automobile Metal Stamp- 
ings 
Decorative Plastic Panels 
and Moldings 
Automotive Finishes 
Briggs Beautyware Plumb- 
ing Fixtures 
Enamel Ware—Vitreous 
China Ware—Brass Plumb- 
ing Fixtures 

R.M.0. #197 











Fred Waring Gets New Imperial— 
Band Leader Fred Waring (right) takes delivery of a Chrysler Imperial at his home 


at Shawnee-on-Delaware, Pa., from Frank O'Neill, owner of F. A. O'Neill Motor Corp., 
Kingston, Pa. 


Wagner Airs Sales Plans 


ST. LOUIS.—The automotive di- 
vision of Wagner Electric Corp., at 


Also presented were the premiere 
showing of “The Brake Fluid 
Story,” a color film of operations 


a three-day sales meeting in|at Wagner’s new hydraulic brake 
Atlantic City, N. J., acquainted/fiuid plant; a new 50-page brake 
branch managers with its new/maintenance manual; and a new 


merchandising program for 1953.|sales manual. 


LAM) 
Bea 


‘forgotten service 


“Air service is a must with all of us, but I decided to make ‘free’ air 
pay its way. I put the easy-to-follow Schrader Certified Air Service 
Plan to work. That means I use this Schrader gauge the same way I 
do the oil dip-stick, and apply the sensible, industry-approved heat 
build-up formula to show my customers how my service really helps 
them. That all adds up to customer interest. And customer interest 


turns ‘once-in-a-whiles’ into ‘steadies’ . . . and rings up sales!” 


That’s typical of what more and more dealers are telling us about 
the results they’re getting with Schrader Certified Air Service. You, 
too, can make more sales .. . when you put Certified Air Service in 
operation. Certify your air service with genuine Schrader products. 


Ask your Schrader supplier for them now. 


A. SCHRADER’S SON 
Divisicn of Scovill Manufacturing Company, Incorporated 
470 Vanderbilt Ave., Brooklyn 17, N. Y. 
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Auto News and Gossip from the Continent... 


Prices Cut on 3 Cars in Reich 


|have been among the company’s| missions and rear ends (reduction 


By George L, Glaser 
Special to Automotive News 
| pace Germany. — Three 
manufacturers in Germany — 
Ford, Opel and Volkswagen—have 
announced price reductions on 1953 
models. 


Price tags on Ford’s Taunus M-12 | 


models have been lowered from 
$1,750 (7,350 marks) to $1,662 (6,985 
marks). At the same time, Ford 
said that it would offer a “simpli- 
fied” version of its car for $1,472. 


Opel has trimmed prices on its 
Olympia from $1,571 to $1,425, 
and on the Captain 6 from §$2,- 
345 to $2,140. Standard Volks- 
wagen models were cut about 5 
percent. 

Total 1952 production of Ford’s 
plant in Cologne was 40,335 units, 
compared with 29,816 for the previ- 
ous year. The company said that 
its export volume reached 80 mil- 
lion marks, slightly over $19 mil- 
lion, representing a 25 percent 
increase over 1951. Brazil, Belgium, 
Switzerland, Sweden and Finland 


every time! 


880 or 7960 
Sealing Valve Caps 





FIRST NAME IN TIRE VALVES 


are. u. 6. rar ory | FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


Schrader Products 
sell your dealer top quality 





| best customers. 
| * * * 


|Remade Parts Offered 


| that 


| priced 


it 


remanufactured exchange 





Clevite Acquires Majority 


In Transistor Stock 

CLEVELAND.—Clevite Corp. has 
acquired a majority stock interest 
in Transistor Products, Inc., of 
Boston. 

Dr. Roland B. Holt, former di- 
rector of the nuclear research labo- 
ratory of Harvard University, is 
president of Transistor, which 
makes the tiny electronic devices 
that function as substitutes for 
vacuum tubes. 

It also is announced that Michael 
Stratton, formerly of Transducer 
Corp., of Boston, has joined the 
executive staff of Transistor Prod- 
ucts. 














4000—Valve Cores 


units for its cars. Engines, trans-| 


\yAIMLER-BENZ has announced | 
is now offering low- | 








drive and differential) are available 


in original factory quality, the 
company said. 
+ * * 
A Gripe for U. S. Makers 
IKE American dealers, Ger- 


many’s car sellers have some 
gripes, too. Presently they are dis- 
turbed about design methods. 


They say that some U. S. manu- 
facturers who control European 
auto plants should permit Euro- 
pean designers to have a greater 
voice in selecting suspension sys- 
tems. They believe that some of 
the lighter cars would be in a bet- 
ter competitive position if they 
were designed for better “road- 
holding.” 


* * + 


Speed Report: Whee-e-e! 
ERE is news for hotrodders, 
who like speed and the wide 
open spaces: With the exception 
of small towns in Germany, speed 
limits are now a thing of the past. 


Under a new law, responsibility 
is placed on the driver alone, and 
only small towns and villages will 
enforce speed control. Outside the 
city, a motorist can throttle the car 
as fast as he pleases. It is claimed 
that the new measure “permits a 
better flow of traffic.” 


Pacific Finance 
Moves to Add 


Wisconsin Firm 


LOS ANGELES.—Pacific Finance 
Corp.’s board of directors has ap- 
proved plans for acquisition of 
Motors Acceptance Co. of Milwau- 
kee, according to Maxwell C. King, 
Pacific Finance president. 


King said the board had author- 
ized an offer to exchange 137,500 
shares of Pacific Finance common 
stock for the outstanding capital 
stock of Motors Acceptance. To 
implement the transaction, the 
board voted to ask stockholders to 
approve an increase in the author- 
ized common stock from 1,000,000 
shares to 2,000,000. 


If the exchange offer is accepted, 
Motors Acceptance will become a 
wholly owned subsidiary of Pacific 
Finance. Victor L. Brown will con- 
tinue as president and will become 
a director and member of the 
executive committee of Pacific Fi- 
nance. 


Motors Acceptance and its sub- 
sidiaries, First Credit Co. and First 
Credit Corp. held loans and 
discounts totaling $13,801,782 last 
Nov. 30. They operate 17 offices in 
Milwaukee, Appleton, Beloit, 
Kenosha, Fond du Lac, Oshkosh, 
Madison, Racine, La Crosse, 
Waukesha and West Allis, Wis. 


The addition of these branches 
would increase the Pacific Finance 
roster to a total of 176 offices and 
would augment the midwest ex- 
pansion program begun two years 
ago when a regional office was 
opened in Indianapolis. 


Hollingshead Takes Over 


Perry Filter Output 


CAMDEN, N. J.—Formation of 
Perry Co., manufacturer of the 
Perry cooling system filter, as a 
wholly owned subsidiary of R. M. 
Hollingshead Corp., has been an- 
nounced here by Wilbur H. Norton, 
Hollingshead president. 

M. M. Perry, who developed the 
electro-chemical filter, will become 
president and general manager of 
the new firm, which will be 
operated out of Camden. It suc- 
ceeds the Perry filter division of 
Spark-o-Liner Corp. of Minne- 
apolis. 

J. A. Vettel, former sales man- 
ager of the Perry division, will 
continue in that capacity and serve 
as a vice-president. 


Shame on You 


WICHITA, Kans.—Police handed 
out 857 “Shame on You” traffic 
tickets recently in a move to gain 
public cooperation in curbing traf- 
fic violations and accidents. Nor- 
mally, the tickets would have cost 
at least $1 each. Police issue 700 
traffic tickets on a normal day. 
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NOW-ALLIN ONE! 


Bio wout Prevention 


— _ 
Ne it 


aa Skid Protection 


life Protection 
Wink the Oy 


EVERLASTING WHITEWALLS 


—to keep the spotless beauty of your tires! 


CURB GUARD* PROTECTIVE RIB 


—to end curb-scuff nuisance and expense! 


ROYALTEX TREAD AND TRACTION 


—world’s utmost non-skid stopping power! 


\with up to TWICE THE SAFE MILES 


—your one tire investment for years! 
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N Oo W the world’s foremost safety 
tire comes to you with its own 














self ° proven blowout prevention—the 
for your sensational new LIFEWALL! 
ite 
We ¢ cordially _ n- 
N.A.D p.A. Conve 
all ag “ our HERE is the only inner Nylon 
wall of safety—the finest air- 


{ion Mem 


container ever developed, last- 
ing the life of your car and 
banishing blowout possibilities! 










*Trademark of 
UNITED STATES RUBBER COMPANY 


SROVALMASTER 


UNITED STATE §S RUBBER COMPAN Y 
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be assessed in addition to the fine. 
The bill also changes an “and” in 
the old law to “or” so that the two 
penalties may be considered sepa- 
rately. 





Legislative Roundup 





(Continued from Page 39) * * * 
Ohio, Pennsylvania, South Caro-, duced to repeal the inspection Texan Would Stop Idle Pay 
lina, Tennessee and Wyoming. | law. To Strike-Affected Labor 


Bills to broaden the coverage of | Another bill would amend the As an outgrowth of a Ford strike 


such laws and provide for more! Jaw to limit inspection to steer- jin Michigan that resulted in the 
efficient administration also have ing mechanism brakes, lighting | closing of the Dallas assembly plant 
been widely introduced. equipment, horns and warning | in Texas, a bill has been introduced 
coe | devices, mirrors and windshield |in the Texas Legislature prohibit- 

Wash. Liability Bill wipers, It is also proposed that | ing the payment of unemployment 


| compensation to workers idled by a 
ability insurance bill has been in- required before a vehicle can be strike of other workers in the same 


: itle. iste bargaining unit. 
troduced in the Washington State/| titled or registered. ae f 
Legislature. * ¢ e The proposal was introduced by 


A compulsory motor vehicle li- | a certificate of inspection not be 


|Rep. H. A. Hill, of Fort Worth. 
Fs od Mo. May Increase Penalty a ae 


For Drunk Driving Tenfold 


The penalty for driving while in- 
toxicated and leaving the scene of 
an accident would be _ increased 


Move On to Repeal Tex. Acts 


On Liability and Inspection 

Repeal of the motor vehicle 
safety responsibility act and the 
compulsory vehicle inspection 
law, both passed at the 1951 ses- 
sion of the Texas Legislature, are 
among proposals before legisla- 
tors. 

Three bills have been intro- 


Mass. Registrar Opposes 'Dealer Smith Draws Crowds— 


Curb on Young Drivers 
Reps. Thomas Gray, of Spring- 


ected for final passage in the| Springfield, have urged the Mas-| 7 ‘ 
Rriseour! Senate. : 7 onthenette Legislature to limit Rudolph F. King opposed the bill 
The section calling for five years youths under 18 to daylight driv- | and said that most accidents occur 
in the penitentiary or one year in ing. | in the 22-23 age group. The young- 
jail was not changed, and this may Registrar of Motor Vehicles! er people, he said, are safer drivers 
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NEW CARS NEW LONGER... 
_ USED CARS IN USE LONGER... 


Profit-minded dealers and repair shops 
know the best advice they can give a 
customer is to suggest Marvel in the 
crankcase and gas tank. 


Whether he has a new car or used car, 
it's advice a driver can hear in the 
humofhis motor... feel in the smooth, 

















FOR MORE PROFITS — 
PUSH MARVEL MYSTERY Ol 
AND THE MARVEL INVERSE. OILER 






Marvel in the crankcase lays a strong, heat-resistant film of oll on all moving parts 
protects bearings and vital upper cylinder regions. The cor runs for mony more 
engine miles per dollar. 

Install a Marvel Inverse Oiler for direct lubrication to the heart of the engine. Feeds 
in direct proportion to horsepower curve through inverse ratio to manifold vacuum. 
No other oiler works on this principle! Fully adjustable. Easy to install. Fully guaranteed. 


Your jobber can supply you, or write: 
EMEROL MANUFACTURING CO., INC. 
Dept. 327, 242 West 69th Street, New York 23, N.Y. 


Pier 













MARVEL MYSTERY OIL will be at: N.A.D.A. Show, San Francisco, Calif., Feb. 14 to 18, Booths 170, 171, 172 
PACIFIC AUTOMOTIVE SHOW, San Francisco, Calif., Feb. 26, 27, 28, Mar. 1, Booths 430, 431, 432 








Recipe for getting out the crowds as shown above in the showroom of Smith Pack- 
ard Co., Maple Heights, O.: A brisk ad and publicity campaign, direct mailing, per- 


from $100 to $1,000 in a bill ordered | field, and William Cowing, of West | sonal contact work, door prizes, flowers for the women, and refreshments. = 


nowadays because of training in 
school, 


Automobile Inspection Bills 


Introduced in Missouri 


Duplicate bills have been offer- 
ed in the Missouri House and 
Senate which would require 
periodical inspection of automo- 
biles and prohibit their operation 
unless they are in safe mechan- 
ical condition. 

The inspections would be re- 
quired twice each year for a $1 


fee. 
* * * 


Reciprocal Truck Licensing 


Stirs N.D.-Minn. Feud 


Repeal of the reciprocity provi- 
sion of North Dakota’s_ truck 
licensing law has been proposed in 
the Legislature. 

Senator Orris Nordhougen, of 
Benson, one of the sponsors, said 
the measure was aimed primarily 
at Minnesota, whose trucks he said 
have benefitted most under reci- 
procity. 

He said Minnesota has refused to 
enter into an agreement covering 
truck fleets which operate in both 


| States so that a portion of the fleet 


would be licensed in each state on 
the basis of miles traveled. 
+ +. * 


N. C. Bill Would Make 


(Turn Signals a Must 


All cars built after Jan. 1, 1954, 
would be required to have direc- 
tional light signals to qualify for 
registration in North Carolina, 
under terms of a bill introduced 
in the State Legislature by Rep. 
George R. Uzzell, of Rowan. 

* * + 


| Vehicle Check by Garages 


Proposed in California 


Compulsory periodic inspection of 
|motor vehicles at State-designated 
private garages is proposed in a 
| bill introduced in the California 
| Legislature. 


* * * 
Annual Vehicle Inspection 


Proposed in Iowa Bill 


A bill requiring annual state- 
wide safety inspection of motor 
vehicles, with a fee of 55 cents 
for each inspection, has been in- 
troduced in the Iowa Legislature 
by Senator Bekman and others 
as of S.F. 144. 

* 


* * 
| e 
Power to Revoke Licenses 


| Defended by Mass. Registrar 


| A bill to strip Massachusett’s 
|Registrar Rudolph F. King of his 
power to suspend auto licenses was 
opposed by him at a hearing of 
the Committee on Highways and 
Motor Vehicles. 


Although 40,000 driver licenses 
were suspended last year, only 
12,000 were withheld at his direc- 
tion, King explained. He insisted 
that his authority to suspend or 
|revoke licenses was a large factor 
jin keeping down auto fatalities. 
| * * * 


| Ga. House Group Approves 


|Compulsory Driver Training 
Legislation making driver-train- 
jing courses compulsory for future 
| motorists has been approved by the 
Georgia House Motor Vehicle Com- 
mittee. 

The bill would require persons 
who apply for driver’s licenses to 
complete either a driver training 





course in a high school or a course 
(Continued on Page 93, Col. 1) 
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(Continued from Page 92) 


prescribed by the director of public | 
safety. 

The committee also recommended 
passage of a bill revising the safety | 
responsibility act. Sent to a sub- 
committee for a report was a bill | 
requiring reexamination of drivers | 
every five years and a bill requiring 
all trucks (except farm produce 
trucks) weighing more than 10,000 
pounds to comply with the Public 
Service Commission’s safety regula- 
tions. 


Higher Minimum Age Sought 
For Drivers in Maryland 


A bill to increase the minimum 
age for obtaining a Maryland 
motor vehicle operator’s license 
from 16 to 18 years has been 
introduced in the State Legisla- 
ture by Del. Preston A. Pairo jr., 
Baltimore Democrat. 

The proposed legislation would, 
however, permit the issuance of 
learners’ licenses to 16-year olds. 
Until they become 18, holders of 
learners’ licenses would be al- 
lowed to operate an auto only if 


accompanied by a licensed driver. 
* * * 





Idaho Legislators Submit 


Speed Limit Proposals 

Idaho highway speed limits would 
be fixed at 60 miles an hour during 
the day and 50 at night in a bill 
introduced in the State Legislature 
by Senator John Rasor, Kootenai 
Democrat. 

A bill introduced in the Idaho 
House by Reps. Jay Merrill, of 
Twin Falls, and E. E. Laturner, of 
Jerome, both Republicans, would 
make the speed limit a flat 60 miles 
an hour. 

+ o + 
Periodic Car Inspection 
Sought in Wyoming 
Compulsory periodic inspection 
of motor vehicles is proposed in 


Pilot Plant Seeks — 
To Prolong Life | 
Of Tank Treads | 


DETROIT.—W. D. England, chief 
of the Detroit Arsenal’s rubber 
branch, has announced completion 
of a pilot plant for reconditioning 
and retreading tank roadwheels and 
tracks. 

Operation of this plant and others 
like it, he said, will save more than | 
$6 million a year. 

Life expectancy of new road-| 
wheels and tracks is about 2,500 
miles, with the scrap heap previ- | 
ously in store for equipment that 
had traveled this distance. Wheels 
became so worn and warped in this 
period, England said, that they 
could not be resurfaced with avail- 
able rubber molds. 








At the same time, guide flanges | 
became badly worn, rendering 
wheels unserviceable. Now, a special | 
welding and machining process in | 
which molten metal is dropped onto 
the prepared wheel surface then | 
machined, overcomes this problem, | 
he said. 

New rubber molds and presses, | 
used to apply new tires to the | 
wheels, have been made of rolled | 
steel rather than the cast iron used | 
before. The steel is flexible enough | 
to absorb wheel irregularities, he | 
said. 

Results, England said, include not | 
only a peacetime saving of $6 mil- | 
lion a year, but a potential wartime | 
saving of roughly $27 million, plus | 
easing of supply problems born of | 
the former necessity of maintaining | 
depot stocks of new roadwheels at | 
present levels. 


Collins & Aikman Buys 
Synthetic Fiber Mill | 


NEW YORK.—Acquisition of a} 
mill that will add 25 percent to the 
company’s production of synthetic 
fiber auto upholstery has been an- | 
nounced by Albert R. Jube, presi- | 
den of Collins & Aikman. 

The new mill is at Siler City, 





N. C., near Greensboro. Containing 
150,000 square feet and built for 
Tfeady expansion on 40 acres, the 
one-story, windowless air - condi- 
tioned structure was built a year 
ago by William Klopman Co., 
Maker of suitings. 


a bill introduced in the Wyoming 
Legislature. 

The measure provides for estab- 
lishment of inspection centers 
which would be permitted to 
charge an inspection fee of $1. 

* * * 


Iowa Bill Proposes Tax 


On Full Tradein Value 

A bill pending in the Iowa Legis- 
lature would require payment of 
sales tax on the full sale price of 
traded-in articles such as used cars, 
instead of taxing only the differ- 
ence between tradein value and 
sales price. 


oo 





SERVICE CENTER 


Ay wane Cane 


Gregg Occupies Block in Miami— 

The home of Gregg Motors, Inc., newest Studebaker dealership in Miami, Fla., is 
|on the Tamiami Trail motor row. The salesroom and service department are on a 
triangular lot facing on three streets, providing ample parking space and easy access 


The measure was introduced by | for the customers. 


Hanson and others as H.F. 151. 


* * * 


West Virginia Bill Would End | 


Duplicate Car Inspection 
West Virginia Senate Leader 
Amos has proposed legislation to 
strike out the inspection require- 
ments contained in the new Mo- 








ESSIBILI1 


ment and State Police are au- 
thorized to conduct inspections. 
He added that eliminating the 
Motor Vehicles Department’s 
function would save $108,000. The 
State Police would carry out the 

| program, under the Amos bill. 


tor Vehicles Code. The require- 
ment, as it affects private auto 
owners, never has been enforced. 

Senator Amos explained that 
his bill would prevent a duplica- 
tion of auto inspection, since 
both the Motor Vehicles Depart- 
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U. S. Revedls Plan 
To Move Troops 
By Private Bus 


CHICAGO. —- Large-scale troop 
| movement by private bus lines is a 
| probability in event of future all- 
out war, James K. Knudson, de- 
fense transport administrator, told 
the National Assn. of Motor Bus 
Operators meeting here. 

“Detailed plans have already 
been drawn up” for such a pro- 
gram, Knudson said, urging the in- 
dustry to be ready for any quick 
changes in the defense picture. 

A second official, Jack G. Scott, 
undersecretary of commerce for 
transportation, assured operators 
that his department was interested 
only in making certain that govern- 
ment transportation activities do 
not conflict, “and that they provide 
the basic framework under which a 
well-rounded, privately owned and 
operated transportation industry 
may be continued—one which will 
furnish adequate service at the low- 
est overall cost consistent with that 
service.” 








The AUTOMOTIVE NEWS ALMANAC its 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 








that’s the story of this revolu- 


tionary Hoist originated and pioneered by Globe. 
You can reach more parts more easily with a Globe 
Frame-Kontact Hoist. Mechanics have easy access 
to all undercar parts—with — of elbow room to 


make fast work of the toughes 


BETTER LUBE 


wheels or axles. Lubricant reaches all wear 
rotection against wear ai 


gives maximum 
antees a squeak-free job. 






LAT CONTACT MEN 


JOBS can be done on a Globe 
Frame-Kontact Hoist. Front suspensions are relaxed 
because the car is lifted by its frame instead of 


BERS contact the car’s 
frame more securely with flush, full-length contact. 
No interference from projecting or swinging pads. 
95% of all cars handled without use of Adapters. 


it jobs. 


WHEEL WORK is easy—even on cars with full- 
skirted fenders. Wheels hang free in exactly the 
right position. Tires can be changed, brakes adjusted 
or relined, wheel bearings repacked, tire chains 
installed in record-breaking—profit-making— time. 


EQUIP 
best 
with . he! 


Dolly. 
of the hoist. 
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*Globe Frame-Kontact Hoists are manufactured under 
one or more of the following patents: 2593630— 


2593635. Other U. S. 
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om S¢-nt. Senet viet \t 


Globe Hoist oe 1000 E. Mermaid Lane, Phila. 18, Pa., U.S.A. 
Factories at Des Moines, lowe and Phila, Pa. 





& foreign patents pending. 


Globe Hoist Company 
1000 E. Mermaid Lane 
Philadelphia 18, Pa. 
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I want to know all about Globe Frame-Kontact Hoists. 


No other hoist can match 


all these advantages of a 
GLOBE Frame-Kontact HOIST! 


MENT and auxiliary tools can be used to 
advantage under a 
Hoist. Here — see a transmission being removed 

p of a Globe TD-141 Transmission 
Note the unobstructed aisle lengthwise 


Globe Frame-Kontact 


The Globe Line is complete, offering you a choice of single or 2-post Frame-Kontact 
Hoists. Send the coupon today for illustrated booklet on Globe Frame-Kontact Hoists. 
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posts, Berk had been a resident | 
of Burlington for only five | 

| months, having moved there 

| when he acquired the former | 
| Lapham Motors, Ince. 














Dealer Doings 








(Continued from Page 32) * * * t 
Brost Motors Expands course in Los Angeles. They were | Meisel Motors Expands 
‘ . ‘ | . a | 
Cornelius A, Sullivan, service man-| Meisel Motors (Lincoln-Mercury), | 


Brost Motors, Inc. (Dodge-Plym- 


outh), of Buffalo, has purchased | ager; and Joe Jungkman and Gor- | of Cleveland, has opened an exten- | i 
for more than $200,000 the build- don Lukusky, mechanics. sion to its used-car facilities that) f 
ing which had been occupied by Agee ie ry! = am aa fr lot a by | 

Rooney Motor Corp. at 2705 Bailey! — Couden Aide Chosen _| Carnegie Ave._ Owners are Henry 

for an expanded wholesale parts Dick Epperson has been ap-| Jacobsen and Stanley Meisel. 

operation. A used-car lot across pointed sales manager for Ed ee ge 

the street from the building also Sou (DeSoto-Plymouth), of Archway U. C. Chiefs 


has been purchased and will be Archway Ford, of Baltimore, has 








used as a customer parking lot. ae : 
he Me. Reed Is Truck Manager _ | ised-car sales manager and. Sam 
Police Buy a Buick Don Riley Chevrolet, Inc., of | Brilliant as his assistant. 
Bledsoe Buick Co., of Warsaw, | Jefferson City, Mo., has appointed ee 
Ind., has sold a new four-door|%ames Reed as truck manager. | New Chevrolet Deal 
Buick to the Warsaw police. It re- * * *# 
. 2 . | Anderson Chevrolet has_ been 
places a 1952 two-door Ford, which| Burlington (Vt.) Groups |opened at 4600 Edmondson Ave., 
was traded in on the new car. . | Rd d ill 
[-. = Enlist Berk’s Services | ae a Sports-Car Talk— ‘ 
Berger Robbed Again Gans item theeden Pines. | 3 Used-Car Dealers Buy John Bosman (left), moderator for the ‘‘Let’s Talk It Over’ program put on by 
Thieves stole two new sedans and outh). of Durtingten, Vt oa | Kentucky DeSoto Firm | Crosley Broadcasting Corp., shoots questions here about the “sports-car craze.” 
motor accessories valued at more hoon * dncted 6 truntes a the | : | Panelists are (from left) Virgil Exner, in charge of advanced styling, Chrysler Corp.; 


than $5,000 from Berger Bros. Mo- > 4 Byrd-Johnson Motors (DeSoto-| john Dugdale, U. S. representative for Rootes Motors, British automobile manufac- 
tors, of Philadelphia. The com- a eeoe ey, hest and | Plymouth), of Murray, Ky., has turer, and Ken Purdy, editor of True magazine. 

pany earlier had suffered a similar c a e Chamber of | been purchased by Terry Lawrence, | —— 

burglary when thieves stole a $4,100); “Ommerce. __ | Bobby Lawrence and Hayden Rick-| =the back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
sedan and accessories totaling $789. Before gaining these _ civic (Continued on Page 95, Col. 3) Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


The car later was located in Dela- onal a 
ware County, wrecked by fire. 
+ + + 


DeKalb in New Plant 

DeKalb Motor Co., of Decatur, 
Ga., has opened its new $100,000 
plant at Ponce de Leon PI. and 
Atlanta Ave. The Chrysler-Plym- 
outh dealership is owned by Mrs. 
Robert McCurdy and Duke C. Ful- 
ler. 








Reese Promotions 
Vincent E. Devers has been pro- 
moted to sales manager of Bob j 
Reese Motors, Inc. (Ford), Toledo. 
He succeeds William Luther, who 
was named general manager. 
* * * 

Brooke Salesman Wins 


Top Spot in Ford Contest 

R. C. Foster, a salesman for 
Milo Brooke, Inc. (Ford), of 
Chicago, was named the out- 
standing salesman among the 
1,625 Ford dealerships in the mid- 
west region for December. 

+ * * 


Breedon to Parker-Lawler 
Byrd H. Breedon is now asso- 
ciated with Parker-Lawler Motors 
(Dodge-Plymouth), Richmond, Va. 
* * * 


Safecrackers Get $1,281 


From Kritzler Motor 
Burglars broke into the Kritzler 
Motor Co., Kansas City, Kans., re- 
cently, and took $1,281 in cash and ; 5 
approximately $5,500 in checks y Lg PEIF nr 
from the safe. Police said the safe j HO pt sons ct a 
appeared to have been opened by ; 
professionals. 
x 
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Stewart Showroom Displays 


Win Top Prize in Contest 


The International Gold Medal 
Award for the best 1952 automo- 
bile showroom advertising dis- 
play has been presented to Stew- 
art Motor Co. (Studebaker), of 
Phoenix, Ariz. 

The contest, sponsored by Dis- 
play World magazine, attracted 
entries from Scotland, Germany, 
Australia, Canada, Sweden, Eng- 
land, Switzerland, Denmark and 
South Africa in addition to every 
state in the Union, and totaled 
3,104 for the year. 

Harold R. Hokanson is display . 
and advertising manager of : 


A nt NEN FA asain et 


Stewart. 
* 2 « New York Sunday News Section circulation & percent family coverage 

Paper Devotes 8 Pages eee 3,947,424—total city, suburban, and country 
To Gulf Chevrolet Move ae 1,615,541—outside New York City and fifty mile zone 
PP Cope ets a City & Suburbs . . . 2,331,883—59.0°.,, in New York City and fifty mile zone 
special aloe oo ee an Geltlm ...«... 1,165,942—29.5°.,, every other copy in New York City and suburbs 
the “open house” party of Gulf Manhattan... ... 1,090,085—59.9°.,, in Manhattan, Bronx, Staten Island; suburban ? 
oo ee has moved New York, Connecticut and Northern New Jersey 

he Gacee Gaaieien awe textes Manhattee-Breax -+ 656,237—59.5°., in Manhattan, Bronx, Staten Island 
and pictures of the building, back- Westchester... . . 147,454—60.4°,,, in Westchester, Fairfield and Putnam counties 
ground of the owner, Don L. Hol- ae lf 2, . i ‘ c i 
ans wkaed Gee teeeres | ri 943,619—62 a in Brooklyn, Queens, Nassau and Suffolk counties 

eee ae BS ee ee eee 431,614—54.2°,, in the borough of Brooklyn only 
Salesmen’s Salesman Queens-Long Island. 512,005—70.9%, in Queens, Nassau and Suffolk counties 

Mason Maggard, salesman for | Queems........ 312,042—67.6%, in the borough of Queens only 
McDonald & O’Boyle (Chevrolet- | Nassau-Suffolk . . . —76.8%, i ie 
Silesia) Shemseotn. Cult hoo! aan ~— ‘os in Nassau and Suffolk counties 
for the third year achieved mem- aes 24 4%) 310,132—49.1%, in Newark and adjacent Southern New Jersey counties 
bership in the Chevrolet 100-Car Passaic-Bergen ... —177,303—60.9%,, in Passaic, and in Bergen and Sussex counties | 

ub. ree members of the firm's Hudson ....... 109,091—63.3%, in Hudson county, except Arlington, East Newark, 


service department attended the 


Oldsmobile Hydra-Matic training Harrison and Kearny 
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Packard Sports Model Cited Again— 


An experimental sports car, Packard's Pan American won an award at the Inter- 
national Auto Show in Brussels, Belgium, for “outstanding design and engineering 
achievement.” In addition to the gold trophy in Brussels, this model has been cited 
at New York's International Motor Sports Show and the Los Angeles Motorama. 


| Walter Palumbo and Don Battles. 
In Palumbo Ford Bill Morrow, former partner, will 

Morris Sobel, former Sun-Ray keep his interest in the firm. The 
Drug Stores president, has bought |"€W Owners plan to dispose of the 


shares in Palumbo Ford & Mer-| Mercury franchise, it was an- 
cury, Philadelphia; from Frank and | nounced. 


Sobel Buys Interest 
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Dealer 





man, 
ated Lawrence Used Car Lot, which 


- | will also be continued. 
Byrd-Johnson Motors will now be | 


known as L & R Motors, the new 
owners said. 
* . * 


34th Anniversary 
The C. Markland Kelly dealer- 
ship of Baltimore has celebrated its 
34th anniversary. 
* * 7 


, | Oswego Motors Looted 


Burglars entered the Oswego 
Motor Co., Oswego, Kans., recently 
and took $110 from a safe. The 
firm is owned and operated by 
George and Howard Brown. 

x * * 


Andrews Appointed 


Bob New, general sales manager 
of California Motors (Ford), Glen- 
dale, Calif., has announced the ap- 
pointment of J. R. Andrews as 
truck and fleet manager. Cali- 
fornia Motors has just completed 
}an expansion program with the 
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MANHATTAN 


ee —- 
) 


Now National advertisers 





Doings 


| (Continued from Page 94) 


The three men have oper-; addition of a truck center at Brand |Kings Ave. 


| Blvd. and Chevy Chase. 


* * * 


Barnes Names Kaminsky 

Tom Barnes Lincoln - Mercury 
Co., Montgomery, Ala., has ap- 
pointed Harry R. Kaminsky as 
manager of the Lincoln sales de- 
| partment. 

* * * 

North Florida Picks Hyer 

North Florida Motor Co. (Lin- 
coln-Mercury), Jacksonville, Fla., 
has named R, E, Hyer, former new- 


car salesman, as new-car sales 
manager. H. A. Moshell is general 
manager. 


* * a 


Hutchins Succeeds Father 


On Dodge Group’s Board 
James S. Hutchins, of Hutchins 
Motor Sales, Inc., Columbus, O., 
has been elected a director of the 
Columbus Dodge Dealers, to suc- 
ceed his father, the late A. F. 
Hutchins. A. J. Merrick, presi- 








can go L ocal_in New York! 


For the advertiser who prefers to sell the 3) test the 
New York market piecemeal, the Sunday News 
packages its circulation in fourteen Sections. 

With a single Section, you can put your 
message before three-fifths of Brooklyn... or 
win Westchester with 60% family coverage... 
concentrate on Long Island’s rich Nassau and 
Suffolk counties . . . polish off Passaic-Bergen 
in N.J., Manhattan, Newark, Hudson County, 
Kings, Queens, or Queens and Long Island... 
get half coverage of the metropolitan area in 
Split Run...or use the economy size City & 
Suburbs package. 

The News Sections have been outstandingly 
successful vehicles for local advertisers, sold 
all types of merchandise, in all price ranges in 


Whatever 





profitable volume. Aslocalmedia,the Sections your needs. . 


permit the national advertiser to: 

1) do an intensive local advertising job in 
one part of the market at a time 

2) put on special promotions, with localized 


sales and appeal any Office. 


cash, and prospects...move mere” ~ 
customers’ minds and merchandise 
at less cost. For full facts—ask 
the Advertising Department, 


products, copy and promotion 


programs in a big but representative portion 
of metropolitan market 

4) spread a budget or schedule 

5) reach more families than in any other 
medium—and at lower cost! 

Besides the local Sections the national 
advertiser has his choice of the Country 
package, all the circulation beyond New York 
City and suburbs—and Full Run, more than 





3,940,000 circulation, for a star-spangled New 
York and national effort in America’s largest 
circulation newspaper! 


your selling problem, one or 


more of the Sunday News Sections will fit 


. deliver more sales, 
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| dent, and other officers of the 


association, were reelected, 
* * * 


Smith Opens Pontiac Deal 


W. F. Smith, Jacksonville, Fla., 
has opened Bill Smith Pontiac, 1244 
Smith formerly was 
employed by a large tire and auto 
| Service organization. 

* + * 


Mulvey Promoted 


Francis J. Mulvey has been 
named _ sales vice-president of 
O'Neill Motor Corp. (Ford), of Buf- 
falo, President George E, O’Neill 
announces. Mulvey previously was 
new-car sales manager. 

* * * 


Chico (Calif.) Dealers Pick 


Decious as President 


Cc. R. Decious (Ford), has been 
elected president of the Chico 
(Calif.) Automobile Dealers Assn. 
He succeeds Ralph S. Watkins 
(Dodge-Plymouth), Ed Gerhardt 
(DeSoto-Plymouth), was chosen 
vice-president. 

* 





* * 


Miss. Firm Picks Drummond 


Freeman-Lyle Motor Co, (Stude- 
baker), 419 S. Gallatin St., Jack- 
son, Miss., has announced the ap- 
pointment of Shelby Drummond as 


general manager. 
* * * 


Clanton Leaves Ga. Deal 


Ray Clanton Motors, Savannah, 
Ga., has announced that Ray Clan- 
ton has become interested in a 
business in another city and has 
ended his interest in the Savannah 


firm. 
* * + 


Larson Shows Horses 


An unusual display was put on 
by Fred Larson, head of Larson 
Buick, S. Glendale Ave., Glendale, 
Calif. He exhibited the Budweiser 
Percheron horses and beer wagon 


at his dealership. 
* * * 


Urich Names Sperring 


Frank Urich has appointed Cecil 
H. Sperring as general manager of 
his Lincoln-Mercury dealership in 
Whittier, Calif. 

* * * 


Ingold Designates Gogan 


To Head New-Car Sales 


John Gogan has been appointed 
new-car sales manager of Ernest 
Ingold Co. (Chevrolet), San Fran- 
cisco, according to George H. Olsen, 
general manager. Gogan had been 
used-car manager for four years. 

Louis Cuneo, former assistant to 
Gogan, will become used-car sales 


manager. 
* ca + 


Bayro Promoted 


Edward Bayro has been named 
vice-president and general manager 
of Park Motors Ine. (Chrysler- 
Plymouth), of Fort Worth, Tex., 
according to Bobby Lane and Tom 
Welfeldt, owners of the firm. Bayro 


had been sales manager. 
* * * 


Ottawa Appointments 


Ottawa Motor Sales Co., of 
Ottawa, Ont., has appointed R. J. 
O’Connell as sales manager. J. 
Paul Samson will be truck man- 
ager, and Duncan J. MacArthur, 


service manager. 
x * cd 


W.Va. Nash Firm Opens 


Edmiston Motors (Nash), Buck- 
hannon, W. Va., has been opened 
by Matthew Edmiston jr. Tem- 
porary quarters in the former 
Buckhannon school bus garage are 
being supplemented by a showroom 
now under construction. 

® * * 


Derryberry Elected 


Ward Derryberry, owner of Chief 
Pontiac Co., Albuquerque, N. M., 
has been elected first vice-presi- 


dent of the Chamber of Commerce. 
* * * 


Brooks Names Croney 


Appointment of Jack Croney as 
new-car sales manager has been 
announced by Ellis Brooks, of the 
San Francisco Hudson dealership 
bearing his name. 

OK * * 


Myers Sr. Retires 

William W. Myers sr., a co- 
founder of the Myers-Loven dealer- 
ship in Elmira, N. Y., has retired 
after 48 years in the business. The 
firm name was changed to Myers 
Automotive in 1945. The business 
will be continued by two sons, 
William jr. and Richard Myers, 
and a son-in-law, John Schoen- 
hofen, 


ct ag ee oe 


96 


AUTOMOTIVE NEWS. FEBRUARY 16, 1953 


Can Make or Break Dealer... 


Service Key to Profits, 
NADA Panelists Say 


(Continued from Page 20) 


benefits started creeping into our 
base cost of labor—not any great 
amount but, even then, at the end 
of a year it accumulated to a siza- 
ble sum. This was when we started 
paying unemployment insurance 
and old age pensions. Both of 
these benefits constituted a direct 
increase in our labor cost. I do 
not protest these benefits; far 
from it! 
Other benefits followed. 


A recent survey in this area 
discloses that since 1946 our 
charge for customer labor has 
increased 82 percent and custom- 
er sales volume rose 39 percent. 
On top of this our internal labor 
sales almost tripled. In com- 
parison with these increases the 
gross profit from customer labor 
sales and internals combined 





shows an increase from 1946 
until now of only 57 percent. 
Overhead, other than adminis- 
trative, skyrocketed by 147 per- 
cent of the 1946 figure! 

All of which further tends to ex- 
plode the theory that twice the 
|mechanic’s base rate is still a 
|realistic sales figure with which a 
dealer can make a profit. In fact 
in most cases it is unlikely that he 
can expect to break even! 


Furthermore, I doubt that our 
historical formula was designed to 
anticipate the day when it would 
take about $2,000 worth of shop 
equipment for each mechanic, 
rather than a small box of hand- 
tools owned by the mechanic. 

There are several reasons behind 
the acceptance of an unprofitable 
service operation but I believe the 





| 


principal one can be found in| 
faulty accounting allocation. 
It was about 25 years ago that | 
our factories recognized the need | 
for a good standard accounting 
system for their dealerships. 
Previous to this the various 
systems in use were widely differ- 


| ent among dealers, 





It is to be regretted that these 
accounting systems have not been | 


|changed in some respects, so that | 


as numerous “benefits” have ap-| 
peared, these fringe items could) 
be shown as part of our direct cost | 
of labor. As it is, as each benefit | 
emerged it lost its identity in our} 
overhead under the guise of “In-| 
surance,” “taxes,” etc. Had it been | 
classified as cost of labor sales—| 
where I believe it properly belongs | 
—our charge for customer labor | 
would have undergone a compen-| 
sating upward adjustment as each 
benefit became effective, merely by 
application of our old basic formu-} 
la. 

There is no reason why our serv- | 
ice departments should exist as} 
parasites to be nourished by other 
departments. Assuming that an in- 
crease in our price of customer 
labor is to provide the only relief 
from unprofitable service operation, 





This rebuilt Ford attracted at- 


tention in Chicago in 1919. It 
could go 85 miles per hour. 





we now face the dismal prospect 
of passing our cost increases on to 
the customer at a time when we 
are likely to encounter far greater 
resistance than would have been 
the case had we added these costs 
in the years in which they oc- 
curred. 

Up to this point we have made 


SE CIAL UUme m LL CAE: 


7 






valve lifters. 


valves and pistons. 








Contact your Jobber or 
Alemite Distributor... NOW! 


Alemite CD-2 is not to be confused with 
any product now on the market! 
Don’t think of substitutes as being “just like 
CD-2. There is nothing like it. CD-2 will not 
disappear or fade in a few miles; is absolutely 
harmless to car motor. With good oil—it gives 
a heavier, longer lasting film for longer pro- 
tection of vital parts. 
1. Prolongs motor life two to three times. 


2. Frees sticking and noisy valves, rings, hydraulic 
3. Dissolves and removes lacquer-like deposits on 


4. Eliminates rust and bearing corrosion, absorbs 
moisture caused by condensation within motor. 


5. Eliminates damaging crankcase sludge. 
6. Gives oil extra wear-resistant quality. 


7. Keeps new motors new. 
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1S BACKED BY 
CONSISTENT 
HARD-SELLING 


ADVERTISING 


ALEMITE 






Cleans 
quiets 


Thank lubrication science for Alemite’s brilliant new dis- 
covery—CD-2—the wonder drug that assures trouble-free 
motor life when added to motor oil. 


New “Miracle Drug’ 
doubles and triples 
car motor life! 
Cures sticky valves 
and hydraulic 

valve lifters! 


say car dealers, car owners... 












and 
motors! 











Vastly superior in quality and results, it’s the only prod- 


uct of its kind on the market today. Thoroughly tested un- 
der all conditions, it’s sold with an unconditional money- 
back guarantee! 


CD-2 Cleans Car Motor — KEEPS it Clean! 








cD-2 








NATIONAL 






you sell a can 


*16 we war oe 


10 years of research and millions of miles of tough road 
testing show these dramatic results: CD-2 keeps motor clean 
—clean of all deposits that cause faulty performance, gradual 
wearing out of vital motor parts, loss of power and — finally 
— breakdown! 


Alemite CD-2 
builds repeat business, 
brings customers back! 


Alemite CD-2 gives you a new way to 
maintain customer contact. Gives you a 
chance for more service volume, because 


with every oil change. 





1826 Diversey Parkway 
Chicago 14, Illinois 








| we 


no mention of the parts de- 
partment. To my knowledge there 
is only one manufacturer who 
credits the service department with 
a 25 percent profit on parts sold on 
repair orders. As a matter of fact 


we all know that these sales are 
part and parcel of the service 
operation. Accounting policy sets 


these sales aside as the property of 
the parts departments where their 
inclusion in a low-overhead, low- 
sales-expense operation results in a 
beautifully distorted picture of 
parts department profit. This 
situation has deluded most of us 
into thinking that our parts de- 
partments are turning out a peak 
performance, when actually the 
potential of this department has in 


most cases been only partially 
realized. 
There are few parts de- 


partments that cannot be de- 
veloped beyond their present per- 
formance. A fair and equitable 
accounting distribution of parts 
sales to the departments wherein 
they rightly belong would tend to 
make us considerably less satis- 
fied with out parts operation. 
The sheltered good health of this 
department finally proved to be 
too great a temptation to our 
suppliers who now raid it thru 
the “net-cost-item” process, 


In evaluating your service per- 
formance from a profit angle, using 
the statement structure we now 
have, include a reasonable profit to 
the department for the sale of 
parts on repair orders. It won't 
make you any richer but it will 
tend to expose a weak parts de- 
partment and perhaps point up a 
stronger service manager than you 
think you have. 

Now we come to that part of the 
service operation which is most 
difficult to control—productive 
personnel—mechanics. 

It is the duty of top management 


|to make possible a good service 


business atmosphere. Unless the 
foundation and framework are 
right it is almost impossible for 
people charged with the responsi- 


| bility to do a commendable job. We 


are discussing the problems which 
fall beyond the authority of these 
people. We, the dealers, must pro- 


| vide the leadership in attitude and 
|the cooperation in investment. 


The service department is not 
the glamour end of our business. 
It is actually the “trouble” de- 
partment. Except for routine 
maintenance, our service man- 
agers and service salesmen are 
generally dealing with customers 
who are in trouble and whose 
complaints are often loud and 
long. They must meet the hostile 
attitude with a smile and yet be 
able to evaluate a justifiable 
claim or tactfully cope with an 
unreasonable demand. 
Understandably, the task some- 
times seems too burdensome and 
lose a valuable, experienced 
man who requests a transfer to 
some less nerve-wracking de- 
partment or who seeks em- 
ployment in other fields. The turn- 


}over in personnel, in some cases, 


has unfortunately been excessive. 
Our efforts must be directed 


|toward a profit-wise improvement. 


A sincere attempt must be made 
to make service a more desirable 
vocation for men who have talent 
for this work. Because of the un- 
satisfactory financial results I fear 
we have formed a distaste for the 
service end of our business and in 
consequence our judgment may 
have become warped. If a solution 
can be reached whereby the profit 
picture is substantially enhanced, 
it follows that we are in a positive 
position to reward the men who 
seek opportunity in service work. 

It is time, it seems to me, that 
we made a searching appraisal of 


ithis commodity called service. 


Over the years, in an effort to im- 
prove the earnings of this de- 
partment, I fear some dealerships 
have too frequently resorted to 
high-powered selling techniques- 
plain over-sellng — which has 
further distressed owners and 
lessened their confidence in dealers 
as a whole. I believe it is time to 
start mending our fences by recom- 
mending only those maintenance or 
repair operations that are definitely 
needed, not to sell on the basis of 
all the traffic will bear. Generally 
car owners know little about their 
cars. They must depend upon the 
advice of service department 
personnel. The performance of a 
service salesman is too ofter 
evaluated by his sales volume 
(Continued on Page 97, Col. 1) 
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Service Held Key to Profits 


(Continued from Page 96) 


ather than by his overall ability | 
o serve the customer and protect | 


he dealer’s good name. 


You may wonder if we do not 
have conflicting issues before us 
in stressing improved customer 
relations and at the same time 
recommending increased prices. 
An increase in the price of labor 
to the customer should not be 
construed solely as a selfish move 
which ignores public interest. It 
is my conviction that their inter- 
ests will be protected if, as we 
improve our profit position, we 
also improve our performance in 
both the quality of the service we 
render and in the quality of the 
people we hire to represent us. 


To raise the price of customer 
labor, if and when regulations 
permit, might be a hazardous step. 
To forecast the result of such a 
move is pure speculation. To con- 
tinue along the present unsatis- 
factory channel is entirely unde- 
sirable. Therefore, dealers are 
faced with the choice, on one hand, 
of a possible reduction in service 
volume, a doubtful contingency in 
my opinion, or on the other hand, 
a continuation of the present policy 
of supporting the service de- 
partment out of new car profits. 


As a closing observation, it seems 
safe for me to say that a service 
department can actually make or 
break a dealership. A _ healthy, 
profitable service operation can be 
the most dependable foundation 
upon which to build an aggressive 
new and used car sales structure 
and thereby insure a competitive 
trading position. 

* + * 


‘Factors In Successful Service 
Department Management’ 
b 


y 
J. Gordon Reid 
(Ford), San Leandro, Calif. 

Profits in any business are often 
a matter of individual management 
rather than economic conditions. | 
Traffic control and layout of the} 
dealership service department 
certainly come under management, 
since a large measure of goodwill 
and resulting service and parts) 
volume come to dealers who have} 
an attractive service layout and| 
the proper traffic control to handle 
this volume. 

We are headed into a period 
when extra profits from the serv- 
ice department may mean the 
difference of whether the car 
dealer meets the trading com- 
petition on new and used-car 
sales. Now would be a good 
time for the dealer himself to 
spend considerable time each day 
behind the wall that separates | 
his new car sales department 
from the old reliable, but not 
very romantic, service de- | 
partment that can be made to 
pay his entire fixed expense—and 
I mean reliable. During recent 
years, if it had not been reliable, 
many of us would not be here 
today. 

First, let’s take the situation of | 
layout in our shops. We should | 
try to lay out our service de- 
partments on the 
basis of the 
volume of the 
various types of 
service sold, as 
compared to the 


total repair 
orders written, 
taking for this 
total, yearly 


national averages. 
These figures can 

mw be adjusted a 
J. Gordon Reid small percentage 
one way or the other, depending 
on the location, the dealership, or 
maybe the dealer. 








They are not on the basis of 
dollar volume, but on the basis of 
operations per repair order written. 
- Minor motor 39 percent. 

. Lubrication, 27 percent. 

. Oil changes, 20 percent. 
Chassis work, 18 percent. 
Brakes, 12 percent. 

. Body department, 10 percent. 

. Washing and polishing, 7 per-| 
cent. 

8. Major motor, 6 percent. 

Flat rate prices found in your 
Service manual do not include the 
time of putting the cars into the 
Stalls and taking them out, and 
the time it takes to obtain the 


NAP WNP 


do the required work. 


After allowing for these items, 
it was found advisable to in- 
crease the flatrate labor prices 
from 16 percent to 20 percent. 
Just the fixed non-production 
expense plus the cost of forms is 
slightly in excess of $1.50 per 
repair order. When fixed and 
variable overhead of the de- 
partment is taken into account, 
the cost is over $3 per repair 
order. 


Let us stop and think. Close 
your eyes and visualize what we 
should do with this situation or 
problem. 


I believe that anyone of us 


|stalls and the parts necessary to; would stop, with only a moment's | 


ithought, and make our most 


| frequent operation our most promi- 


j}nent and accessible setup in our 
|service department. I further 
|believe that each and every de- 
| partment should be set up percent- 
| agewise, in accessibility and promi- 
nence with this frequency of 
| operations per repair order. 


Let us put our major work, 
| which takes eight to 16 hours to 
| complete, in the back of our shop. 
| Service business is one of peaks 
| and valleys. In the average deal- 
| ership, the largest percent of our 
day’s business is in the shop 
usually by 10 a.m. This period 
between 8 a.m. and 10 a.m. con- 
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VISIT OUR EXHIBIT AT THE CONVENTION! 


FACTORY: 2350 W. 


| fronts us with the problem of 
maintaining a clear and inviting 
service entrance. Therefore, I am 
thoroughly convinced that the 
service department manager’s 
office should be located well 
within the building, so that you 
may always maintain a clear 
service entrance, 
If we hired enough service sales- 
|men to handle this peak load, they 
| would probably be bench warmers 


practical solution, I offer this 
|thought. In your service depart- 
;}ment there are aggressive young 
|men seeking advancement who 
| could be part-time service salesmen 
|}and part-time mechanics. 

Your tune-up department may be 
a very good source of supply, since 
these men are engaged in work 
which permits them to present a 
tidy appearance. This part-time ar- 
rangement would serve to keep 
|} some of the plodding old-timers on 
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their toes, and at the same time 
would keep overhead down, 
whereas full-time service writers 





| whose time was not fully occupied 


would tend to send our overhead 


| soaring. 


Don’t overlook your parts depart- 


iment for some of these part-time 
| service 


writers. Every parts em- 
ploye cannot possibly be busy be- 
fore these jobs are written up and 


|}the mechanic has had time to de- 
for five or six hours a day. As a| 


termine the miscellaneous parts 
needed to complete the job. This 
system is far more effective on 
major work, since factory or back- 
order items are located faster. 
Another factor essential for 
any successful operation is har- 
mony between parts and service 
departments. Some of the best 
buck-passing in the whole auto- 
motive business is between these 





departments. 
By placing a parts department 
(Continued on Page 102, Col. 3) 
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58th STREET, CHICAGO, ILLINOIS 


Regional Offices in: 


New York City, N. Y. 
Altoona, Pa. 
Springfield, til. 
Chicago, Ill. 

born, Mich. 
Denver, Colorado 


Houston, Texas 
Amarillo, Texas 
Newark, N. J. 
Washington, D.C. 
St. Paul, Minn. 
Kansas City, Mo. 


Birmingham, Ala. 
Quincy, Mass. 
Omaha, Nebraska 
Milwaukee, Wis. 
Louisville, Kentucky 
Salt Lake City, Utah 


stands 


ASHTMNOBILE 


Corporation 
350 N. Foothill Road, Beverly Hills, California 


Write us today for further information. Ask 
about the 1953 WASHMOBILE with all its profit 


making features. 


Tell us more about WASHMOBILE, the Automatic Car 


Name = 
Company_ 
Address 
City___ 


No. Hollywood, Calif. 
Santa Barbara, Calif. 
Berkeley, Calif. 
Beverly Hills, Calif. 





Washer, that pays as it sprays. 


State 





en Tenn 
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: ° ing completion, has a rated ca- 
Air Reduction Plans pacity of 142,500 tons of calcium e * 
To Enlarge New Plant carbide per year, according to Hill. se - ar uc ion rices 
NEW YORK.—The capacity of The capacity of the plant is being 
the new Air Reduction Co. calcium|increased to meet the growing : rom Peas 9 
carbide plant at Calvert City, Ky,., needs of the chemical industry for (Continued from Page 34) 
will be doubled, it has been an- eet —— from calcium tom (8) sedan, $1,210*, $1,140. °50 Cus- | PACKARD—'49 4-dr., $800 
; : ‘ carbide, Ne said. tom (6) sedan, $1,075 49 Custom (8) | PLYMOUTH--'50 Deluxe 4-dr., §945. ‘46 | 
j nounced by John A. Hill, ees —- - — - sedan, $785, $770, $550; conv., $570; | Deluxe 4-dr., $260 
The additional capacity is expecte The AUTOMOTIVE NEWS ALMANAC is| Custom (6) sedan, $700. '48 SD (8) | PONTIAC—'52 Catalina, $2,310*; Chieftain 
to be available early in 1954. i oni Jse it often for statis- sedan, $600, $590. ‘47 SD (6) sedan, (8) 2-dr., $1,800*. ‘51 Chieftain (8) 
The original lant, whieh is near- Fee clemation and porstnnel Gate $470. 4-dr., $1,550* ‘50 Chieftain (8) 4-dr., 
i : & P 7 _ jana - — -- LINCOLN —’'49 Cosmopolitan sedan, $920°; $1,225° ‘49 Chieftain (6) club coupe, 
i “Se : sedan, $635 | $980, $1,045. 48 Chieftain (8) 4-dr., 
4 : MERCURY—’51 sedan, $1,400*. °50 sedan, | $475. 
pay aoe $1,070. ‘49 sedan, $940; conv., $900. '48 | STUDEBAKER-——'51 Commander (8) 4-dr., 
. . ; sedan, $690. °46 sedan, $540. $1,190. '50 Champion 2-dr., $715, $795. 
- HO U SA N DS OF SAT I S F IE D US E R Ss OF NASH—’51 statesman sedan, $1,065 ’48 Commander 4-dr., $505, $520. ’47 


OLDSMOBILE — ’'50 (98) sedan, $1,300*; \%-ton pickup, $410 


LC NIC’S | (88) sedan, $1,310*, $1,300*. | 47 (76) 
*GRIPAON Sie cree ee ALBANY, N.Y 
7 ‘ ~ PLYMOUTH — '52 Belvedere, $1,775 "50 ° ° 
ss WORK COVERS Deluxe sedan, $1,040, $1,010. '49 SD (Tim Anspach Auto Auction. Sale every 
sedan, $760. Monday. Prices are for sale of Feb. 2.) 


PONTIAC—'51 Chieftain (8) conv., $1,- (Prices were up at this week’s auc- 
550*. °50 Chieftain (8) sedan, $1,270*; tion, and activity was high on clean cars. 


SL (8) sedan, $1,100*. — Big retailers were here, buying cars to 
STUDEBAKER—'50 Champion sedan, $830. | 41) up used-car lots in preparation for 


*48 Champion sedan, $650. '47 Champion the spring market. Sold 115 cars out of 
sedan, $500. 142 offerings.) 


WILLYS—'49 Jeep, $780. BUICK—'51 RM Riviera sedan, $1,700*, 





~ $1,975*. °50 RM sedan, $1,330*; Special 

FORT WAYNE, IND. sedan, $1,110*, $1,120. ’49 RM conv., 
(Carl Marker’s Auto Auction. Sale every $1,075°; ere $1,000°. "48 Super conv., 
Tuesday. Prices are for sale of Feb. 3.) $640; RM sedan, $670. ‘47 RM sedan, 


500. 
(Prices were just fair. Demand still Z — -_ a 
good on clean cars. Sold 72 cars out of | CADILLAC—’52 (62) sedan, $3,600". '51 
85 offerings.) (62) club coupe, $2,975*; (60) sedan, 


= $3,050°. '50 (62) sedan, $2,536. 49 
BUICK—'50 RM 4-dr., $1,200*. "47 RM| %1) sedan, $1.640°. _ 





conv., $410. . , "he «9 “ 
a ee 4-dr.. $3.575*. °51 | CHEVROLET — '53 (210) sedan, $1,930; 
CADILLAC ga.16ge) or $8975". “98 | (450) sedan, $1,825, $1,810. ‘53 SL De- 
CHEVROLET—’'51 FL Deluxe 4-dr., $1,- luxe club coupe, $1,500, $1,510, $1,710*; 
280: SL Deluxe 4-dr., $1,110. ‘50 FL Bel Air, $1,750*. '51 SL Deluxe sedan, 
Deluxe 4-dr., $1,015, $1,080, $1,020, $1,-| $1,225, $1,140, $1,240, $1,300*; SL Spe- 
060. °49 FL Deluxe 2-dr.. $890. °48 FM| Cial sedan, $1,050, $1,130, $1,325; FL 
A Deal 4-dr., $650; club coupe, $610. Sele me gites lise i 50 SL 
"SLER—’51 Saratoga 4-dr., $1,430*. eluxe sedan, ,095, $1,100; FL Deluxe 
Preferred by Modern uto earers ae sl Seana eae.. $1, same sedan, $1,060; sL_ Deluxe club coupe, 
F ‘ ' in ’ DODGE—’52 Meadowbrook 4-dr., $1,450*. $995. '49 SL Special club coupe, $800; 
Economical! Protective! Reliable! '48 Deluxe club coupe, $425. "46 4-dr.,| FI. Deluxe sedan, $960. 
$200. CHRYSLER—’48 Windsor sedan, $640. 
7 , FORD—'51 Crestline 4-dr., $1,300; %-ton | nesoro—'52 Custom 50% ° 
—GET THE FACTS BEFORE YOU BUY pickup, $815. ‘SO Crestline 4-dr.. $1,-| Custom sedan $1,100" 140 Casto 
355; Custom (8) 2-dr., $1,050; Custom earry-all, $870. Fi 


i ‘lub coupe, $815. °49 Custom (8) ae. oe 
Write To coum ‘comme, Siooe 2-dr., $800; %-ton | DODGE—'53 Diplomat, $2,500*. ’52 Coro- 


RODMAN MFG. CO., INC. abosen!'o:. rae a AP 


51 Commodore (6) 








ie ton wrecker, $970. '47 Custom club 
DEPT. “A", JACKSON, MICHIGAN MEnDURY—'53 club coupe, $1,445*. 51 coupe, $585. °46 Custom sedan, $420. 

— oa i Monterey, $1,545*. °49 4-dr., $885. FORD—’'53 Victoria, $2,510*, $2,450*; Cus- 

Visit Our Booths at the NADA Convention NASH — ‘50 Statesman 4-dr., $690. °48| tom (8) sedan, $2,035, $2,085. °52 Vic- 

Nos. 76 and 77 ‘Ambassador 4-dr., $545. °46 (600) 4-dr.,| toria, $1,860*, $1,950*; Custom (8) se- 

$295. dan, $1,700*. ‘51 Custom (8) sedan, $1,- 

OLDSMOBILE—’50 (88) 4-dr., $1,305*. '47 240, $1,160, $1,140, $1,150, $1,075; Vic- 

(76) sedanet, $610. toria, $1,330, $1,360*, $1,540*. °50 Cus- 





——_—_______—— tom (8) sedan, $1,000; Deluxe (8) sedan, 
$830. °49 Custom (8) conv., $975; Cus- 
tom (6) sedan, $670*. ‘46 Deluxe (8) 
sedan, $350. 


FRAZER—’47 sedan, $300*. 


HUDSON—’51 PM sedan, $1,060. ‘49 se- 
dan, $600*. 
MERCURY—’53 Monterey sedan, $2,700*. 
‘52 sedan, $2,000*. '51 club coupe, $1,- 
375; sedan, $1,380; sports coupe, $1,300. 
*49 sedan, $880, $890. ‘48 conv., $500. 
NASH - ‘50 Ambassador sedan, $810*, 
$930*. '49 Ambassador sedan, $740*. '46 
(600) sedan, $320. 
OLDSMOBILE — ’51 (98) sedan, $1,750*; 
Super (88) sedan, $1,550*. °'50 (88) club 
coupe, $1,210*. °49 (98) sedan, $1,050*; 
(76) station wagon, $550*. ‘48 (98) 
sedan, 700%. 
PLYMOUTH—’53 Cranbrook sedan, $2,000. 
"52 Belvedere sedan, $1,620. "51 Sub- 
é urban, $1,425; Cambridge sedan, $1,060. 
*49 SD sedan, $940. '48 SD sedan, $700. 
US UP AT THE NADA PONTIAC—'53 Chieftain (8) sedan, $2,- 


685*. '51 Catalina sedan, $1,860*; Chief- 
tain (8) station wagon, $1, 750°. "50 


CONVENTION (BOOTH NO. 163) FOR THE STUDEBAKER —~ "31 °Commander sedan, 
$1,270*; Champion sedan, $970. "50 
SMARTEST CUSTOM ACCESSORIES DESIGNED ; saree Cruiser, $925*; Champion sedan, 






WILLYS—'48 1-ton pickup, $480. '46 Jeep 
and snowplow, $560. 


(Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of Feb. 3.) 


(Prices steady. Sold 332 units out of 
500 offerings.) 


BUICK—’53 Special Riviera sedan, $2,600*, 
$2,605*. ‘52 Super Riviera sedan, $2,- 
300*, $2,315*, $2,355*. °51 Super Riviera, 
$1,620*, $1,560*, $1,565*, $1,725*, $1,- 
735*, $1,745*, $1,750*, $1,755*. °50 Spe- 
cial sedan, $1,000, $1,010*, $1,025, $1,- 
110, $1,195*, $1,220. °49 Super sedan, 
$800, $820, $850. 

CADILLAC—’53 (62) sedan, $4,720*. '52 
Coupe deVille, $4,500*. ‘51 (62) conv., 
$3,415"; sedan, $2,675*, $2,720*; (60) 
sedan, $3,250*. ‘50 (62) sedan, $2,105*, 
$2,300*, $2,315*, $2,415*, $§2,530*. ‘49 
(62) sedan, $1,710*, $1,800*, $1,810*. 

CHEVROLET—’53 Bel Air sedan, $2,180, 
$2,183, $2,230*, $2,235*, $2,260*, $2,405*; 
(210) sedan, $1, 990, $2, 020, $2,025, $2,- 
060, $2,100, $2,135; (150) sedan $i, 880; 
%-ton pickup, $1,460; %-ton pickup, $1,- 
300, $1,310, $1,325, 's1, 345, $1,385, $1,- 
395, $1,415. '52 Bel Air, $1, 810*, $1, 830, 
$1,850*, $1,855, $1,915*; SL Deluxe se- 
dan, $1, 500, $1,535, $1, 580°, $1,605, $1,- 
625, $1,670. ‘51 Bel Air, $1, 390, $1,400*, 
$1,505, $1,550°; SL Deluxe sedan, $1,200, 
$1,215, $1, 230°, $1,265, $1,275, $1,300*. 
50 Bel Air, $1,255, $1,270, $1,280, $1,- 
375*; FL Deluxe sedan, $1,000, $1,010, 


AND ENGINEERED BY ONE OF THE 
WORLD'S FINEST CUSTOM BODY SHOPS 


CUSTOM LUGGAGE RACK 
Sturdy varnished hardwood luggage slats 
Chrome alloy stanchions * No peeling or rusting 
Can be installed on any hard top automobile 
without removal of headlining 
L.A. list $128.50 
Shipping weight 30 Ibs. 







a $1,035, $1,040, $1,045, $1,055, $1,070, 
$1,115. '49 SL Deluxe sedan, $800, $825, 

Z : $885, $895, $905, $910, $920, $940, $965. 

150-'53 CADILLAC LENE, — sedan, $600, $610, $615, $635, 
CHRYSLER—'53 Windsor sedan, $2,525*. 

Only kit that will take the wire wheel. ee sl Wintes: scan Gam. “to 
Beautiful stainless steel pads carry into NY sedan, $1,100*, $1,120. 49 Windsor 
bumper and fender trim. Sturdy construction pament-J6s Curent cote’ on.tee* $2,- 

and ease of assembly ensure customer satisfaction. 425*, $2,560*; Meadowbrook sedan, $2. - 

L.A. list $210.00. Plated tire ring $20.00 extra oddie.vee Country Squire, $2,650*: Vic- 

Shipping weight 100 pounds toria, $2,400*, $2,405*, $2,525*; ranch 
wagon, $2,275, $2,325*; Custom (8) se- 

Also available for Lincoln, Mercury, Buick dan, $1,910, $1,975*, $2,140*, $2,150*; 


%-ton pickup, $1,495. ‘52 Victoria, §2,- 
000*, $2,060*, $2,080*, $2,150*; Custom 
(8) sedan, $1,700*, $1, 710*, $1, 720°, $1,- 


830*, $1,860". °51 Victoria, $1,405, $1.- 

425, $1,455, $1,495, $1,555*,’ $1,565*, $1.- 

610°; Custom (8) sedan, $i, 245, $1, 255°, 

LTD $1,280*, $1,300*, $1,350*. °50 Custom (8) 
e sedan, $825, $890, $895, $925, $1,035°. 


"49 Custom (8) sedan, $730, $745*, $800*. 





9015 SANTA MONICA BOULEVARD * HOLLYWOOD 46, CALIFORNIA HUDSON-('b1 Buber (0) sedan, $955. BO 


Commodore (8) sedan, $870*. ‘49 Super 





(6) sedan, $740. 

LINCOLN — '53 Cosmopolitan sedan, $3,- 
800*. ‘52 Capri sedan, $3,050°. ‘51 
sedan, $1,660*. ‘50 sedan, $1,365* 

MERCURY — '53 sedan, $2,545*, $2,675*. 
'52 sedan, $2,165*, $2,180*, $2,225*, $2,- 
230*, $2,260*. ‘51 sedan, $1,500*°, $1,- 
510*, $1,665*. ‘50 sedan, $1,050, $1,075 
$1,100, $1,120, $1,255*, $1,360*. ‘49 se- 
dan, $710, $755, $785, $800 

NASH ’51 Statesman sedan, $1,210; 
Rambler conv., $895. 

OLDSMOBILE—’53 (98) Holiday, $3,470*, 
$3,475*, $3,480*; sedan, $3,375*, $3,400", 
$3,410*, $3,430*, $3,450*; Super (88) se- 
dan, $2,865*, $2,905*. ‘52 (98) sedan, 
$2,100*, $2,110*, $2,130*, $2,305*, $2,- 
620*, $2,700*. ‘51 (88) sedan, $1,710*, 
$1, 725°, $1,795*, $1,835*, $2,040*. °50 
(88) sedan, $1, 315°, $1,350*, $1,460*. ‘49 
(98) conv., $1, 225*. ‘48 (98) sedan, 
$610*, $635°, $790*. 

PACKARD—’51 (200) sedan, $1,300*, $1,- 
350*, $1,375*, $1,400*, $1,450*. 

PLYMOUTH—'53 Belvedere, $2,385"; Sub- 
urban, $2,050, $2,110; Cranbrook sedan, 
$2,000*, $2,060*; Cambridge sedan, §$1,- 
710, $1,750, $1,800. "51 Cambridge sedan, 
$1,065, $1,105, $1,155. ‘50 Suburban, $1,- 
175. °'49 Suburban, $900. 

PONTIAC—’53 Catalina, $2,805*, $2,825°*; 
Chieftain (8) sedan, $2,590*, $2,600*. °51 
Catalina, $1,545*, $1,685*. ‘50 Chieftain 
(6) sedan, $1,055*, $1,060*. 

STUDEBAKER—'52 Commander (8) Land 
Cruiser, $1,135*, $1,410*. '51 Commander 
sedan, $1,280*, $1,300*, '50 Land Cruiser 
sedan, $875°. 


WILLYS—’53 pickup, $1,690. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Feb. 4.) 
(Market conditions have improved. Bet- 
ter buyer attendance than we have had 
in several weeks. Sold 55 cars out of 
98 offerings.) 
BUICK—’50 Special 2-dr., $1,075. '49 RM 
2-dr., $950; 4-dr., $895, $885. 
CADILLAC—'49 4-dr., $1,560*. 
CHEVROLET—’52 SL Deluxe 4-dr., $1,- 
605; 2-dr., $1,595, $1,665*. °51 SL De- 





luxe 2-dr., $1,155; 4-dr., $1,150; FL De- 
luxe 2-dr., $1,265. '48 FM 4-dr., $645; 
2-dr., $635; FL 2-dr., $590. 47 suburban, 
$400; FM 2-dr., $600; 4-dr., $650. "46 
FM 2-dr., $625; 4-dr., $610. °40 2-dr., 
$175. 

FORD — '52 Main (6) 2-dr., $1,445; $1,- 
440. '50 Deluxe (8) 4-dr., $900; 2-dr., 
$895. '49 Custom (8) 2-dr., $595; 4-dr., 
$590. '47 Deluxe (8) 2-dr., $430, $675; 
4-dr., $670. '46 SD (8) 2-dr., $465; 
4-dr., $470. '42 Deluxe (8) 2-dr., $120; 
SD (8) 4-dr., $200. ‘41 SD (8) 4-dr., 
$100. 

LINCOLN—’41 2-dr., $185. 


MERCURY—’53 4-dr., $2,370. ‘50 2-dr., 
$1,185, $1,175. 


PLYMOUTH—’40 2-dr., $145. 


PONTIAC—’51 SL (8) 2-dr., $1,280; 2-dr., 
$1,275. °49 SL (8) 4-dr., $480, $490. '46 
Chieftain (8) 4-dr., $585; 2-dr., $580. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of Feb. 6.) 


(Buyers very cautious, with a good run 
of cars at the sale. Dealers are not 
stocking up here, as lots are loaded in 
this area.) 


BUICK—’51 Super Riviera 2-dr., $1,700*. 
°48 Super 2-dr., $590. °46 RM sedan, 
$465. °42 Special sedan, $100. 

CADILLAC—’51 (62) 4-dr., $2,775*, $3,- 
025*. ‘50 (62) 4-dr., $2,380*. 

CHEVROLET — ’51 Bel Air, $1,385*; SL 
Deluxe 4-dr., $1,230. ‘50 SL Deluxe 
4-dr., $1,130, $1,125*. °'49 station wagon, 
$725. '48 FM 2-dr., $660; %-ton pickup, 
$450. '46 FM 4-dr., $475. °41 SD 2-dr., 
$185. 

DeSOTO—’'49 Deluxe 4-dr., $745. °48 Cus- 
tom 4-dr., $780. 

DODGE—’49 Custom club coupe, $845. ‘47 
Deluxe 4-dr., $545. °46 Deluxe business 
coupe, $300. 

| FORD—’52 Victoria, $1,875*. °51 Victoria, 
$1,455. °50 Custom (8) 2-dr., $975; Cus- 
tom (6) 2-dr., $975. °'49 Custom (6) 
2-dr., $650. °47 SD (8) conv., $370. '46 
SD (8) 2-dr., $360. 

KAISER—’49 Special 4-dr., $430. 

LINCOLN—’50 Cosmopolitan 4-dr., $1,075 

MERCURY—’51 club coupe, $1,260*; 4-dr. 
$1,355*. °50 club coupe, $1,230*, $1,050 
*49 club coupe, $945*; 4-dr., $930*. 

NASH — ’51 Statesman 2-dr., $980. ‘50 
Statesman 4-dr., $775*. °49 Ambassador 
4-dr., $685*; (600) 4-dr., $660. 

OLDSMOBILE—’50 (98) 4-dr., $1,350*. ‘48 
(98) 2-dr., $720. 

PACKARD—’51 (200) 4-dr., $1,410*. 

PLYMOUTH — ’51 station wagon, $1,360 
Cambridge club coupe, $1,020. ‘50 SD 
club coupe, $1,015. °46 SD 2-dr., $415 

PONTIAC—’48 Chieftain (6) 2-dr., $830 
$800. '46 SL (8) sedan, $565. 

STUDEBAKER—’51 Commander 2-dr., $1.- 
055*; Champion 2-dr., $1,035. ‘48 Cham- 
pion 4-dr., $525. 

WILLYS—’ 48 Jeep, $420. 


MASON CITY, IA. 


(Lapiner Auto Auction. Sale every Wed 
nesday. Prices are for sale of Feb. 4.) 


(Market steady, clean late cars bring- 
ing good prices, Sold 81 cars out of 126 
offerings.) 

BUICK—’51 Super Riviera 4-dr., $1,690° 
50 Special 4-dr., $1,020*. ‘47 Super 
4-dr., $565. 

OCADILLAC—'49 (62) 4-dr., $1,860°. 

CHEVROLET—'52 SL Deluxe 4-dr., $1,- 
490, $1,480. 51 SL Deluxe 4-dr., $1,310*, 
$1,260*, $1,210, $1,205; SL Special 2-dr. 
$1,140, $1,110. ‘50 SL Deluxe 2-dr., $1, 
065, $1,010, $990. °49 FL Deluxe 4-dr. 
$900, 2 at $865, $840. '47 FL aerosedan 
$670; FM 2-dr., $620, $570. 

CHRYSLER—'53 Windsor sedan, $2,630*. 

DeSOTO—’46 Custom 4-dr., 00. 

DODGE—’'53 Coronet 4- dr., $2,345°. = '52 


(Continued on Page 99, Col. 1) 
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SEE PAGE 109 
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| + AT | 
| Seas: Se een a 47 4-dr., | (76) sedan, $955. '47 (76) sedan, $380. 
e e Se nen 4 (9) club coupe, $400. PLYMOUTH ’51 Concord sedan, $1,040. 
se o ar uc ion rices ACKARD-—'47 2-dr., $405. (o) ’46 Deluxe business coupe, $245. 
| PLY MOUTH -'51 Cambridge business coupe, | PONTIAC 48 SL (6) sedan, $440. 
$1,050; 4-dr., $1,255, $1,200, $1,310; club STUDEBAKER "50 C 
| coupe, $1,250; Suburban, $1,600. °49 De- DD. : cou se, $910 : a 
(Continued from Page 98) luxe 2-dr., $825; business coupe, $725. a eae 
| ‘48 SD 4-dr., $650 . . . 
Meadowbrook 4-dr., $1,305*. °'47 Custom 4-dr., $1,375*, $1,550*, $1,475. ‘50 Cus- | PONTIAC ‘52 conv., $2,160*; Catalina, | CLEVELAND 
4-dr., $605 tom 4-dr., $1,175. "49 conv $1,200; | $2.350*, ‘51 Chieftain (8) 4-dr., $1,475* (O.K. Auto A 3 
0 9 *6 9 ; $. A : & - ,475*. Bee f uction. Sal very § fo 
j ¥YORD—’53 Custom (8) 2-dr., $2,170*, $2,- Custom 4-dr., $1,090. ‘48 Custom 4-dr., 50 Catalina, $1,695*. °49 Chieftain (8) Prices are for sale of Feb. eg ne 
150*. ’52 Custom (8) 2-dr., $1,610*, $1,- $735, $870. °47 Deluxe 4-dr., $700. ‘41 4-dr., $1,105 "48 SL (8) 2-dr., $625. w . —s 
i Ga ae ‘ss cae.’ Ta. club coupe, $115: 4-dr., $125. srUD ies | (Wholesale activity picked up about 10 
5°, 4s E ustom r., ‘ a ae Ur EBAKER- -52 Champion 2-dr., $1,- | percent. Retail reported steadily increas- 
245 5*, $1,210; Deluxe (6) 4-dr., $1,090. | DODGE 51 Coronet 4-dr., $1,435 425°. ‘51 Champion 2-dr., $1,110. ‘50 ing. Sold 36 units out of 56 offerings.) 
50 Custom (8) 4-dr., $1,105°; Deluxe | FORD—'52 Custom (8) 2-dr., $1,725*. ‘51| <2-ton pickup, §840; Champion 2-dr., BUICK—'52 Ss , 260° 
(6) 2-dr., $960*. ’49 Deluxe (8) 4-dr.,] Custom (8) 2-dr., $1,320, $1,285, $1,315 $975. "48 Champion 4-dr., $705; 2-dr., aa Eonar 6a nae cee a 
$730*, $700, $660 47 Deluxe (6) 2-dr., station wagon, $1,600; Custom (6) 2-dr..| $999. ‘47 '-ton pickup, $440; Champion "47 Ganer ye See. ‘ oe 
$475. $1,350. '50 Custom (8) 4-dr.. $950; (6) sedan, $660 . ee oe ng ogy 
HUDSON—’50 PM sedan, $795*, $660. 2-dr., $875. °49 Custom (8) 2-dr., $780; | WILLYS—’51 Jeepster, $905 | ens oF AS) SO. Eyaee”. 
KAISER—'51 4-dr., $910°; Henry J (4)| CODY. $880; 4-dr., $850; (6) %-ton pick- | Timtuu_  —'- 
$-ér., $086. 49 4-dr., $490. °47 4-dr.,] BR OO. no SD CO) adr, see. a DALLAS amie pon ee So 
$365. SD i —_ aenee. $610. °46 SD (8) P — CHRYSLER—’49 NY 4-dr., $975* 
> ———aa ‘ conv., $650; club coupe, $650; business (Southwestern Auto Auction. Sale every Cr “i i 
wei i80*, $1 esas ip sar, 0048" 2-dr., coupe, $370. '41 SD (8) 4-dr., $185. Wednesday. Prices are for sale of Feb. 4) . wa toe iowhresk aan Meee” 6 aus 
(150*, (125°. -dr., 5°. eee : S f dowbroo -dr., $§ - “M$ - 
NASH—'48 (600) club coupe, $580 HUDSON 51 PM 2-dr., $1,200; Hornet (Market still steady on clean cars, but aeanin net 4-dr., $800*. 7 °48 Custom ar. 
§ , 4-dr., $1,545. ‘49 Super (6) 4-dr., $845. | Consignments contained a lot of rough $530°. °47 Custom 4-dr., $560* 
OLDSMOBILE ’50 (88) 2-dr., $1,300°, ‘48 Super (6) 2-dr., $590; 4-dr., $750. units. Sold 74 units out of 158 offerings.) ‘ ‘ FORD—’50 Custom (8) 2-ar $975" 49 
pEYMOUTH’52 Cambridge 2-dr. eri oso, | KAISER —'51 4-dr., $1,150*. 48 4-dr., | BUICK—'46 RM sedan, $310. | Automobile production nearly Deluxe (6) 2-dr., $625. '46 Deluxe (8) 
"51 Cranbrook 4-dr. $1,110, $1.100. '50|_ $250 CHEVROLET—'51 SL Deluxe sedan, $1,-| @@¥als the birth rate of the U. 8. 2-dr., $350. 
P-19 2-dr.. $860, $825. "49 Deluxe 2-dr., | LINCOLN — '52 4-dr., $2,905. °46 4-dr., 235; %-ton pickup, $885. '50 SL Deluxe From 1945 to 1950, there were 15 | HUDSON—'50 PM 4-dr., $710; Super (6) 
| pilin ingen, tein: con lee te Gi 'sobcn, gamm Quer cxew™’ Sar | *Allion Dadien born, compared | Se. ayy. fen. et Cmmmoaee 6 
Po? —’ atalina, $2,870*; Chieftain |] MERCURY—'51 4-dr., $1,675; “7 wae a? ao ® a i % milli oleae 
ee oe ae te co eg 8 7s oe —_ 47 FM_aerosedan, $505, $410; ' conv., with 14% million cars manufac- MERCURY—'51 2-dr., $1,400. °50 2-ar 
sedan, $1.850°. '51 Chieftain (8) sedan, | $1,215, $1,290; $1,280. ‘49 conv., $1,195: | $495 "46 SM sedan, $295. ‘41 sedan,| tured. $1,135*. ee cae i 
$1,720*. °50 SL (8) sedan, $1,120. '47] 4-dr., $855; club coupe, $910. °48 4-dr.,| $115, $175, $135. | NASH — '52 Rambler station wagon, $1,- 
Chieftain (8) sedan, $775. $755. °47 4-dr., $630. °46 club coupe, | CHRYSLER—'50 Windsor sedan, $1,065. |; °48 SD (8) sedan, $450, $685. '47 SD (8) 305*. 5 ; 
; STUDEBAKER—'50 Champion 4-dr., $830*. $645. DODGE—’52 Coronet sedan, $1,295*. '50| sedan, $410, $420, $570. '46 SD (8) | OLDSMOBILE—’46 (78) 4-dr., $220*. 
'47 Champion 4-dr., $495*. NASH ‘51 Statesme . ° Meadowbrook sedan, $895, $820. °49 Cor- sedan, $425, $435, $210, $285, $410. '41 | PLYMOUTH—’51 Cranbrook 4-dr., $1,035. 
> man 2-dr., $1,150. °49/  onet sedan, $720, $710 sedan, $260, $105, $140. 40 sedan, $175. | PONTIAC—'49 Chief 8) 2-dr.,” $810 
) Ambassador 2-dr., $725. °48 (600) club Sar dena, tan — / a re an” Ge ee ee” eee 
EBENSBURG, PA coupe, $235. '46 (600) club coupe, $250. | FORD— SL STS BLO ol” etnten’ 1s) | HUDSON—'49 PM sedan, $490. a ee 
(Ebensburg Auto Auction. Sale every | OLDSMOBILE—'50 (76) club coupe, $1,- sedan, $1,225, $1,310*, $1,230, $1,320, | KAISER—'47 sedan, $175. STUDEBAKER—’50 Commander (8) 4-dr 
Thursday. Prices are for sale of Feb. 5.) 150; (88) club coupe, $1,410*. "49 (98)| $875, $1,015, $1,265, $1,080. "50 Custom | MERCURY—'50 sedan, $1,290. ‘49 sedan, | $790*; 2-dr.,_$765*; =~Champion 4-dr.. 
vines & a688 86 care 2-dr., a3: 270*, $1,350*; conv., $1,170. ’48 (8) sedan, $1,035, $975, $1,075, $570, $740. '40 sedan, $105. | $785*; 2-dr., $790*. °49 Ch -dr.. 
(Demand and prices firm. (66) 2-d ie) ? - 4 se @ Casmnpon S-8.; 
r., $715; (98) conv., $975; 4-dr., $1,080. '49 Custom (8) sedan, $970, $735. | OLDSMOBILE "50 (98) sedan, $1,350; | $660° ; Commander 2-dr., $690*. 














a aera 


out of 109 offerings.) ce 
BUICK — ’53 Special Riviera 2-dr., $2,- _ — — acnciiaamenai aul 
575*. °51 Super 4-dr., $1,500*; Special 
4-dr., $1,575*, $1,540*. °50 Super 2-dr., 
$1,030*: Special 2-dr., $1,125*. ’49 RM ro! nN 
Riviera 2-dr., $1,020*; RM 4-dr., $900*, 
$860*; sedanet, $1,025* 
CADILLAC—’51 (60) 4-dr., $3,050*%. °49 
(61) club coupe, $1,800*. °47 (62) 4-dr., al : 
$1,225*, $895°. 
CHEVROLET—’53 Bel Air 4-dr., $2,275; 
(150) 4-dr., $1,700. °52 ee ae 
$1,610". ‘51 SL Deluxe 2-dr., $1,290. an e t’ if} 9) b 
50 Bel Air, $1,300; SL Deluxe 4-dr., ses 1 S cau ————— 
$1,030; 2-dr., $955; %-ton pickup, $760. ; : 
"49 SL Deluxe club coupe, $910, $885; aU i LTE D PL AS T i C 
SL Special 2-dr., $860; FL Deluxe 2-dr., 
$910; FL Special 4-dr., $895. °48 FM : 
4-dr., $860; FL aerosedan, $640. / 
DODGE—’53 Coronet (8) club coupe, $2,- 
155*. °51 Meadowbrook 4-dr., $1,100. ’50 
Coronet club coupe, $1,150; Meadow- 
brook 4-dr., $1,100. °'48 Deluxe 2-dr., 
$615. '46 Custom 4-dr., $500. 
FORD—'53 ~— (6) 2-dr., $1,650. ‘51 
Custom (8) 4-dr., $1,315*; 2-dr., $1,155; 
Custom (6) 4-dr., $1,040; %-ton pickup, 
$840. °50 Deluxe (8) 4-dr., $940; Deluxe 
(8) 2-dr., $950; Deluxe (6) 2-dr., $890*; 
business coupe, $720. ‘49 Custom (8) 
4-dr,. $680; %-ton pickup, $635. ‘47 SD 
(8) 4-dr., $330; Deluxe (6) business 
coupe, $300. '31 Model A 2-dr., $130. 
HUDSON—’42 Super (6) 4-dr., $145. 
KAISER—’51 4-dr., $1,010, $975. 
LINCOLN—’47 4-dr., $275*. 
MERCURY—’53 sports coupe, $2,500*. '50 
club coupe, $1,080. °47 4-dr., $470. 
NASH —'52 Rambler Country Club, §$1,- 
400*. ’'50 Statesman 4-dr., $700*. 
OLDSMOBILE—’50 (88) 2-dr., $1,300. °48 
(98) conv., $690*; 2-dr., $750*, $605*. 
' PACKARD—’51 (300) 4-dr., $1,550*; (200) 
4-dr., $1,400*. 
PLYMOUTH — '53 Cambridge 4-dr., $1,- 
650. °51 Cranbrook club coupe, $1,255. 
"50 SD 4-dr., $990; club coupe, $955. 
"49 SD 2-dr., $980. ‘48 SD club coupe, 
$800, $675. ‘47 SD 4-dr., $590. 
PONTIAC—’52 Chieftain (6) 2-dr., $1,710. 
’51 Chieftain (8) 2-dr., $1,385*. ‘49 SL 
(8) 2-dr., $1,030. °48 Chieftain (6) club 
coupe, $830. 
WILLYS—’53 2-dr., $1,400. ‘46 (4) Jeep, | 
$390. | 
MOORHEAD, MINN. 
(Tri-State Auto Auction. Sale every Fri- 
day. Prices are for sale of Feb. 6.) 
(Market slow. Sold 48 cars out of 88 


offerings.) 

BUICK —- °50 Super 4-dr., $1,140; Super 
Riviera sedan, $1,540*; Special 4-dr., $1,- 
000. 


CHEVROLET—’'51 SL Deluxe sedan, $850, 
$1,055, $1,210, $1,070, $1,130, $1,135, $1,- 
140. ‘50 SL Deluxe sedan, $860, $875, 
$895, $905, $960. °49 SL Deluxe club 
coupe, $730; 2-dr., $820; FL Deluxe 
2-dr., $800. °46 SM 4-dr., $300. ‘41 MD 
-dr., $100. 

CHRYSLER—’49 Windsor club coupe, $1,- 
070*. °40 Windsor 4-dr., $105. 

DODGE—’51 Coronet 4-dr., $1,165. 

FORD—’52 Custom (8) club coupe, $1,640*, 
$1,660*. °50 SL Deluxe 2-dr., $915; club 
coupe, $980, $780, $930. °49 Custom (8) 
sedan, $640, $760, $740. ‘46 SD (8) 
2-dr., $360, $475. 

KAISER—’49 4-dr., $405, $430. 

NASH—’51 Statesman 4-dr., $1,060. °49/ 
Super 4-dr., $600. 

OLDSMOBILE—’53 (98) 4-dr., $3,375*. 

PLYMOUTH—’52 Cranbrook 4-dr., $1,430. 
’51 Cambridge 4-dr., $1,085. ‘49 Deluxe 
4-dr., $850; SD 4-dr., $885. '48 SD 2-dr., 


Sk Sila OCA ae 


aatey 





$555. 

PONTIAC—’52 Chieftain (8) 2-dr., $1,460*. 
’51 Chieftain (8) sedan, $1,305*. °50 SL 
(8) 4-dr., $975. °49 SL (8) sedan, $805. 


OAKLAND, CALIF. 


= (Pollock’s Used Car Auction. Sale every 
Thursday. Prices are for sale of Feb. 5.) 
(Market a shade lower. Sale fast.) 
BUICK—’51 RM 4-dr., $1,900*. °50 RM 
4-dr., $1,400*; 2-dr., $1,135. ‘49 Super 
4-dr., $1,150, $1,175; conv., $1,145; 2-dr., 
$1,185. ‘48 RM conv., $700. °47 4-dr., 
$455. 
CADILLAC—’51 (62) 4-dr., $2,925*, $2,- 
980*. '50 (62) 4-dr., $2,750%; (61) 4-dr., 
$2, 200*; conv., $2,950*; club coupe, §$2,- 
975*. '49 (62) 4-dr., $1,785*; (60) 4-dr., 





$1,775* 
CHEVROLET—'52 conv., $1,710. ‘51 SL 
Deluxe 4-dr., $1,160; 2-dr., $1,375. ‘50 
SL Deluxe 4-dr., $1,210; sedan delivery, 
$700; 2-dr., $1,155. °49 SL Deluxe sports 
soupe, $955; 2-dr., $890; FL Deluxe 4-dr., 
$1,010, $1,020. °48 SM 4-dr., $750; club 
oupe, $580; 2-dr., $695. '47 SM 2-dr., 


$575; FL aerosedan, $535. 
Ww x ’ ONLY MASLAND MAKES DURAN 


a ee THE MASLAND DURALEATHER CO. - Dept. AA, Phila. 34, Pa. THIS TAG IS YOUR PROTECTION 


DeSOTO—’51 Custom club coupe, $1,500*; 


Masland Duran . . . a sales plus in any car. Beautifully quilted! Distinctive 
patterns and colors! Practical, durable and easy to clean. Also available in 





smooth finishes. Insist on Masland Duran—accept no substitutes. 








100 





Firestone Employes Get 


$59,378 for Ideas in °52 

AKRON.—Exceeding their previ- 
ous year’s awards by more than 
13 percent, employes of Firestone 
Tire & Rubber Co. received a total 
of $59,378 in 1952 for their ideas for 
improvements in production, sales 
and office operations. 
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adopted out of 10,469 submitted. 
Highest award went to J. R. Lewis, 
mileage serviceman in the St. Louis 
district, for a new method of re- 
pairing punctures in mileage ac- 
count tires. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





During the year, 2,856 ideas were 


Reduce Corporate Taxes 
on the Warehouse “Diet” 


Remember, when your inventory goes 
down —so do your taxes! That’s another 
good reason for shipping your wares by 
American Airlines Airfreight. No worries 
about fast delivery on reorders, too! 


Me 
AN Via 
























For further information, wire us collect— 
American Airlines, Cargo Sales Division, 
100 Park Ave., New York 17, N. Y. 


.| rents, 





Chamber Urges $10 Billion Budget Cut .. . 


Taxes Lat Up 4 Month’s Income 


$10 billion, which, subtracted from|difference of $32 million between 
the $78 billion requested for 1954 by | 1953 and 1954. 


WASHINGTON.—In 1953, Ameri- 
cans may not start working for 
themselves until Apr. 22. The 
equivalent of all wages, salaries, 
interest and dividends re- 
ceived up to that date may be 
gobbled up by taxes. 

Altogether, levies by Federal, 
state and local governments will 
total about $90 billion, or 30 percent 
of the national income, according 
to the U. S. Treasury and the De- 
partment of Commerce. 


The U. S. Chamber of Com- 
merce says it is convinced that 
take-home pay can be increased 
if Government spending is wise 
and efficient. Recently, its board 
of directors recommended a limit 
on Federal spending of $68 billion 
as “both necessary and possible” 
in fiscal 1954. 

An analysis by the chamber on 
Government expenditures shows 
that the $68 billion budget could be 
attained provided that, on the 
average, no Government agency is 
given more money to spend in 
fiscal 1954 than the lowest figure 
for expenditures of 1952 (actual) or 
1953 and 1954 (estimated). 

To reach that $68 billion figure, 
the chamber checked expenditures, 
actual or estimated, for every 
major Federal activity in those 


years against the requests for 1954. 
The total of the differences reached 








A complete line of highest quality automobile 
machine and hand applied polishes for 
new car, used car, and service departments. 


DEALERS. . . Write Today! 


See our Display at 
the NADA Show in 
San Francisco. 
Booth # 162. 


able to you. 


Supreme Beauty 





MIRROR BRIGHT POLISH CO. 


‘Fine Polishes Since 1901” 
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with Maximum Protection 


We are offering you a dealer-help program which has been used and 
endorsed by successful dealers throughout the United States. 


It is a proven procedure assuring greater profits in your polish department. 
This program, complete with advertising and merchandising material, is avail- 








the Truman Administration, leaves 
$68 billion. 

The chamber found many 
instances where the request for 
1954 ran far ahead of the lowest 
expenditure for the three years 
checked. 

For example, defense expendi- 
tures in 1952 totaled $60 million. 
The midyear estimate for 1953 was 
$48 million. Yet the request for 
1954 was $92 million. That’s a 


Ark. Acts to Set Up 
Board to Decide 
Credit Charges 


LITTLE ROCK, Ark. — The 
Arkansas Legislature is taking a 
hand in the multiple problems 
arising from the State Supreme 
Court’s ruling last spring that serv- 
ice charges must be included with 
interest in estimating the allowable 
cost of financing time payments on 
automobiles, appliances and house- 
hold furnishings. 

The Senate has passed without 
opposition a bill by Senator Lee 
Reaves, of Warren, which sets up 
a five-man board to determine the 
amount of carrying charges which 
customers must pay in making 
installment purchases. 

Sponsors of the bill said it is 
designed to help retailers in making 
time payment loans that are within 
the scope of the Supreme Court 
ruling and the State Constitution. 

The bill applies only to retail 
sellers who refinance their credit 
paper, and it specifically defines 
time sale contracts, as dis- 
tinguished from cash sales con- 
tracts. 

The Arkansas bank commission- 
er would be a member of the 
proposed board. Of the other four 
members, two would be officers of 
finance companies. 

The bill now goes to the House 
for consideration. 

The Arkansas Automobile 
Dealers Assn. headed a statewide 
movement of retailers affected by 
the Supreme Court ruling, and as 
a result of their efforts, an amend- 
ment to the Constitution was sub- 
mitted to the voters but was de- 
feated in the November election. 


Oil Week 


Theme of Oct. Observance 


Is Conservation 

NEW YORK.—Conservation will 
be the theme and “Oil—at Your 
Service” will be the slogan for this 
year’s observance of Oil Progress 
Week, according to the Oil Indus- 
try Information Committee, which 
sponsors the event. 

This year’s observance—the sixth 
—will be held Oct. 11-17. 

Stanton K. Smith, president of 
Smith Oil & Refining Co., Rock- 
ford, Ill., and 1953 national chair- 
man of the committee, announced 
that a subcommittee has been set 
up to expand participation by oil 
men and companies in the year- 
around program of the national 
committee. 

Members of the subcommittee 
are: 

Ralph Carey, of Shell Oil Co., 
Boston, chairman; W. J. Loufman, 
of Fleet Wing Corp., Cleveland; 
W. Chalmers Burns, of Hartol 
Petroleum Corp., New York; 
Charles Z. Hardwick, of Ohio Oil 
Co., Findlay, O.; Frank V. Marti- 
nek, of Standard Oil Co. (Indiana), 
Chicago, and Charles A. Perlitz jr., 
of Continental Oil Co., Houston. 


Division Lead Buys 


Eagle-Picher Plant 


CHICAGO.—Joe A. Stone, execu- 
tive partner in Division Lead Co. 
has announced purchase of the 
Eagle-Picher Co.’s metallic prod- 
ucts division plant at Argo, IIl. 

Division Lead’s Chicago plant 
will become a distribution center, 
with portions of the space given 
over to industrial research. 














Then there is the matter of 
carryover funds. Every year 
Federal departments ask a 
certain sum of new money. Part 
of this will go for estimated ex- 
penditures during that year, and 
part will be carried over to meet 
estimated needs of future years. 
In addition, there is a carryover 
from past years. 

But any surplus from carryover 
from previous years can be spent 
without new congressional ap- 
proval. The chamber believes that 
expenditure of surplus carryover 
funds should be justified before 
Congress the same as are requests 
for new money. 


The Truman budget recommends 
new appropriations of $72.9 billion. 
Only $41 billion of this is to be 
spent in 1954—the remainder to be 
carried over to future years. 


But added to this $41 billion is 
$37.6 billion carried over from 
prior years. This means that $78.6 
billion in cash will come out of the 
Treasury in 1954 if the budget is 
approved as submitted. It means, 
too, a deficit of $9.9 billion. 


One of the major opportunities 
to slice off that deficit will be to 
reduce those funds carried over 
from prior years, the chamber 
says, but that will mean careful 
review by Congress to be sure that 
every cent is still needed. 


Packard Officials 
Swap Ideas with 


Top Salesmen 


EDGEWATER PARK, Miss. - 
Top Packard officials discussed 
future marketing programs with 
leading dealership salesmen at a 
convention held here last week 
under the direction of Fred J. 
Walters, general sales manager. 


Walters said the conference 
between company executives and 
the salesmen, whose sales records 
placed them in the upper 8 percent 
among all Packard salesmen, 
provided the basis for future plan- 
ning. 

The executives and salesmen 
studied the effects at the retail 
level of Packard’s expansion 
program, under which the company 
has scheduled production of 80 per- 
cent more cars during 1953 than in 
1952. Round-table sessions were 





held for discussion of the most suc- 
cessful sales techniques. 
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Cleveland U. C. Dealers 
Elect Venig President 


CLEVELAND.—New president of 
the Cleveland Used Car Dealers 
Assn. is Morton Venig, head of 
Main Street Motors. He succeeds 
Irv Rubin. 

Reelected were John Chicker, 
vice-president; Manny Weiser, sec- 
retary, and Harry Halpert, treas- 
urer. Directors include Chairman 
Charles Lazaro, Cy Bornstein, 
Larry Skall, Manny Berk, Ben 
Hart, William Scher, Angelo Ya- 
nuzzi, Kenneth Cohen, William 
Mather, Sam Messerman, Charles 
Denk and A. F. Vallejo. 


+ * * 


Poplar Aides Named 
MEMPHIS.—Homer D. Brown 
has been named general manager 
and Sidney W. Poole sales manager 


of the recently formed Poplar Mo- | 


tors, used-car concern. 
° * * 


Caldwell, Conrad Open 


Lot in Columbus, O. 

COLUMBUS, O.—Bob Caldwell 
and Paul Conrad have opened a 
used-car lot at 4243 High St. un- 
der the name of Conrad-Caldwell 
Car Co. 

They are also planning to open 
a body and paint shop. 

s * * 


Quimby Opens Lot 
LORAIN, O.—Quimby Auto Sales 
has opened a used-car lot. Henry 
J. Kriz will be general manager. 
2 * . 


Friedman Brothers Expand 


Cleveland U.C. Operation 
CLEVELAND.—Establishment of 
Giant Auto Sales Co. has been 


announced by Max Friedman, presi- | 


dent, 


The new organization, located at 
6700 Euclid Ave., is a result of 


Friedman’s acquisition of the lease 
of Big Store, and the merger of 
that indoor used-car firm with the 
two Friedman-owned lots on either 





Two of ‘Big Three'— 


Robert (standing) and Max are two of 
the three Friedman brothers who have 
organized Giant Auto Sales Co., Cleve- 
land, said to be the fifth largest inde- 
pendent used-car outlet in the nation. 
Along with Allen, the third brother, they 
will operate three recently merged 
garages with a staff of mechanics to 
renovate autos. Max is a past-president 
of the Cleveland Used Cor Dealers Assn. 


side of Big Store: State Auto Sales, 
Inc., and Park Motors. Associated 
with Friedman in the expansion 
move are his two brothers, Allen 
and Robert. 


Friedman said that Giant Auto 
Sales’ sales goal per year will be 
3,000 cars, instead of the 2,000 now 
being sold by State, Park and a 
third company lot, Abby Motors, at 
Euclid Ave. and 40th St. 


Giant Auto will provide three 
8arages, and it is expected that 
a new-car dealership will be added. 

Max Friedman is a national di- 
rector of the National Used Car 
Dealers Assn., and a past president 
of the Cleveland Used Car Dealers 
Assn. Allen is president of Park 


Used-Car Notes 


| Motors, and Robert is head of Abby 











| 
| 
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secretary. Jack Kalman, Morris 
Stein, Martin Nemer, Aaron Baron 
|and Ben J. Franks are directors. 

* * 7 


Louisville U.C. Firm 
Adds Lot in Florida 








Motors. 
* * * 


Philadelphia U. C. Group 
Celebrates 2nd Birthday 


PHILADELPHIA.—The Philadel- 
phia Used Car Dealers Assn. cele- | 


Riggs Motor Co., used-car and 


car lot in Miami, Fla. Joe Shep- 
|perd will be manager, and Wade 
Bauman, assistant. 


brated its second birthday with aly i; tee three used-car 
dinner-dance attended by 500 per- | ‘0% 1" roe a ‘ 


sons. | 


At the event new officers for 1953 | 
were inaugurated. They include EDGEFIELD, S. C.—Robert Reel 
Herbert R. Batterman, of Jeffrey|has opened a used-car lot in a 
Motors, president; Louis Shlifer,|location formerly known as Tim 
vice-president; Lawrence P. Ross,|Motor Co. The firm is offering 
treasurer, and Leonard W. Schloss, one-day tire recapping service. 


Reel Opens S. C. Lot 


















RINSHED-MASON Co. 


5935 Milford Ave., Detroit 10, Michigan 
1244 N. Lemon St., Anaheim, California 
In Canada: Standard Paint & Varnish Company, Ltd., Windsor, Ontario 


LOUISVILLE.—Tobby Riggs, of | 


trailer dealer, has opened a used- | 








Driver-Training Car from Riley— 

W. O. Riley (left), president of C & R Chevrolet, Inc., Woodstock, Va., hands the 
keys of a dual-control car to Mrs. B. S. Hilton, driver-training instructor. B. S. Hilton, 
superintendent of Shenandoah County schools, looks on. Approximately 200 pupils in 
the six Shenandoah County schools have entered the course. 





Match any car color 
in a few minutes! 





Prepare only as much 
paint as you need and 
reduce waste! 


Maintain a low paint 
inventory at all times 
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Steelt/uift TRACTOR EQUIPMENT 
Nae 


... NOW YOU CAN GET EFFICIENT PROTECTION FROM 
SUN, WIND, RAIN, SLEET, SNOW AND SEVERE COLD 
















On those blistering hot days in 
the summer the operator con- 
tinues to work in the shade pro- 
vided by a Folding Canopy Top 
... then, when the weather is bad 
a Coverall may be quickly 
installed. It fits right over the 
Canopy like a poncho. Mounts 
on Ford and Ferguson Tractors 
or any popular tractor rad 
with fenders. 


employe in the service department 
as a part-time service salesman, 
he will have a greater appreciation 
of the needs of the mechanics, and 
they would have what they consider 
an ally in the parts department. A 
large percentage of service profits 
is in our parts sales. Anything we 
can do to make service and parts 
a close-knit, hard hitting team, 
certainly will be worth the effort. 
Service salesmen should be well 
trained in courtesy —learn the 
names of their customers and greet 
; them by name—look over their cars 
4 ? mL carefully for needed additional 
it ae ae Pl J work, calling these extra profit 
Ye Wee points to the owner’s attention— 
and if not sold at this time, follow 
The Steelcraft Convertible Cab, them up for a later sale. 
made for Ford Tractors, provides eau nant eOOoRr. | a 
new protection in any weather plus tant part in layout and controls 
the safety of a solid all-steel roof. is the latest modern labor saving 
With all curtains and windshield equipment. Be sure that your per- 
4 the eperater hes com: sonnel using this equipment is 
ee ee, thoroughly trained to use it in 
plete ventilation and shade under the most efficient manner, There 
the insulated steel top. Quick are many fine pieces of equip- 
detachable curtains and windshield ment in dealerships not being 
of extra heavy, duo-ply canvas used for the reason that person- 
allow for any desired combination nel has not been instructed in the 
to suit the weather—fully open, proper use of them. 
partial enclosure or a snug weather During the last few lush years, 
tight cab. we dealers, who were so busy in 
“ the “front end,” permitted our 
The comfort and protection afforded service management to buy some 
by Steelcraft equipment permits 
continued tractor operation in any 
weather. 





>. 




































































very elaborate and expensive equip- 
ment. Take a look around and if 
you have some of this equipment 
which is not in daily use, find out 
why. If it cannot be put into prof- 
itable use and is gathering dust in 
your service department, pull it 
out and junk it! It does not war- 
rant the floor space it is taking up. 

Since the average owner spent 
$287 in 1951 to maintain his car in 


See your distributor or write direct 
for literature and price. 


O/T) Ha EQUIPMENT CO. 


7340 PURITAN AVE. * DETROIT 21, MICH. 





TH 

TUM 
HGR 
Ue oe 


fimmco Model 2500 has .480” 

to 3” full range...ONE permanent 
SCM Ura MCL 
90% of your rod, piston, and 
SLM as Ls 


ae at lg 
or write us for details 





Service Key to Profits, 
NADA Panelists Say 


(Continued from Page 97) 





repair, we as new car dealers 
should have in operation the finest 
and most efficient traffic control to 
take care of the most valuable as- 
set-we have—which is, in fact, the 
life line of our business. 

Remembering that 85 cents out 
of every $1 is spent by the ladies, 
the following are a number of good 
business principles on traffic con- 
trol. 

1. Large wide door at entrance 
and one-way traffic control. 

2, Proper signs to tell the 
customers where you want them to 
drive and stop. 

3. Service writer’s desk back 
away from the door, with neon sign 
directing the service customer to 
“drive here and stop.” 

4. For each customer, an 
vidual file folder in which 
serted a copy of each service job 
he has purchased. This file should 
be kept at the service writer’s desk 
so that the customer can be given 


indi- 


as radio, newspaper ads, direct maii 
pieces, telephone solicitation anc 
personal calls and proper signing 
of our building and service plant 
In addition, we follow up closely) 
on employe prospects which ar: 
developed through an_ incentiv« 
plan. 

Our invitation to do business 
with us having been accepted, we 
find our customer wants prima- 
rily three things: 

1. Honest and accurate diagnosis 
of the operating condition of his 


| vehicle. 


is in-| 


a complete history immediately of | 


his car repairs. Flag the folder 
for added repairs needed—to follow 
up. 
With this system, we can control 
some of our “valleys.” 

* * * 


‘Key Personnel and The Technique 
Of Service Sales’ 
by 
William A. Sutton 

(Dodge-Plymouth), Sacramento, Calif. 

The technique or method of sell- 
ing service is basic and the success 
or failure of the enterprise lies 
completely in the attitude of 
management. 

Our service superintendent is 
authorized and charged with the 
responsibility of putting into 
operation all polices which have 
been adopted by management as 
necessary to accomplish the serv- 
ice objectives. We think our serv- 
ice superintendent should be 
qualified as follows: 

1. Have the ability to absorb and 
use sound business management 
methods. 

2. Have the ability to publicize 
the quality and benefits of service. 

3. To have a working knowledge 
of plant and proper use of the 
service equipment therein. 

4. Probably the most important 
—have the ability to employ, 
train and handle production men 
who can execute the mechanical 
requirements of service. 

It is near impossible to find all 
of these qualities in one man—so, 
what can be done about it? Find 
a service superin- 
tendent who pos- 
sessed some abili- 
ty in all of these 
qualifying re- 
quirements. 

For every sale 

our well - trained 
new-car salesmen 
make in _ the 
showroom, our 
service esti- / 
mators will make ; 
20! With each William A. Sutton 
order written an impression, good 
or bad, has been made on our 
present service customer and 
future car buyer. 

Too many of us slip a service 
coat on a surplus man we happen 
to have, and tell him he is a service 
salesman. He may be an expert 
mechanic . . . but has had no sales 


|training and may have no ability 


to deal with the public. The bad 
impression made by this untrained 
“service salesman” could be so 
flagrant that it might drive the 
customer away forever. So, we 
train our key service personnel the 
same as we do our new and used- 
car salesmen. We keep in mind 
that a service estimator writes 20 
times as many orders as do our 
new-car salesmen. Realizing that 
key shop personnel serves 100 per- 
cent of our customers... that the 
service floor is one of the best 
sources of new-car prospects, we 
are convinced that this important 
group must be qualified by proper 
training if they are to make a 
service department successful. 
Analyzing our own approach to 
service selling techniques, we find 
ourselves using all of the con- 
ventional means of publicity—such 








2. Immediate and complete cost 
of labor and materials needed to 
repair the vehicle to normal oper- 
ating condition. 

3. An established time for work 
completion which meets the 


; customers requirements. 


To meet the first condition, our 
service estimators are trained to 
listen carefully to the customer’s 
full story, and at the same time 
perform a careful diagnosis of 
his actual needs. As this tech- 
nique improves, our sales im- 
prove in proportion, 

The second customer desire, and 
to him probably the most im- 
portant, how much will labor and 
material cost to repair his car, is 
satisfied bv an accurate and im- 
mediate calculation of the service 
and material required, and I do 
mean immediate! 

This is accomplished by means of 
our schedule of operation and ma- 
terial prices which covers 85 per- 
cent of all the mechanical service 

we sell. It is condensed into a 
wallet-sized booklet containing 
only 10 sheets of printed matter. 
The schedule is used by our service 
estimators, parts counter men and 
all personnel who contact the 
public service-wise. 

The third customer requirement 
is a promised delivery time. This 
is accomplished through the use of 
a properly engineered service con- 
trol board system. The efficient 
operation of this is directly re- 


| sponsible for the fulfillment of our 


promise to the customer. The im- 
portance of keeping this promise 
cannot be over emphasized. Do not 
take in more work than you can 
finish in the allotted time. You 
must keep completion promises 
without fail. Prove to your 
customer that you deserve his 
goodwill and support. It pays 
handsome dividends. 
* * * 

‘Personnel Requirements and 
Training For Service 
Department Personnel’ 

by 
Coy Arnsbarger 
(Nash), San Francisco 
To operate a service department 
today, a service manager must be 
more than just a chief mechanic. 
He must be an executive. 
However, at this time I am 


| going to speak of the important 


work involved in training service 


| salesmen, shop foremen, me- 


(Continued on Page 103, Col. 1) 


ORCHIDS 
SELL 


Autos! 
Lube Jobs! 
Repairs! 


Send for FREE brochure show- 
ing how “Orchids for Pennies’’ 





will increase car sales, lube and 


repair business, as they have 
for thousands of auto dealers 
all over America. 


We invite you to visit our Los 
Angeles corsage assembly plani 
that produces up to 50,000 cor- 
sages a day. 

Graham W. Dible 


The ORCHID KING 


Dible Building, 8th & Wall Sts. 
Los Angeles 14, California 
Tucker 2492 
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Service Held Key to Profits 


(Continued from Page 102) | 
chanics, apprentices, lubrication | 
men and the service office 
personnel. 

The service salesman is the chief 
source of contact with the custom- | 
er after a new car is sold. There- 
fore, he is a very 
important part of 
service manage- 
ment. In order to 
sell, a service 
manager must 
have a_ working 
knowledge of the 
mechanical oper- 
ation of the prod- 
uct he is going to 
diagnose for me- 
chanical failures 
and prescribe 
Knowledge of mechanical 


service. 
operations coupled with diplomacy 
will help to convince a customer 
that he is getting only what he 
needs from a reliable source. 





Let’s keep in mind that some 
time the only direct contact a 
customer has with the organization 
is through the service department. 
The proper approach to a customer 
may determine whether he returns 
to the service department for 
service or in many cases, whether 
he will come to your dealership 
when he’s ready for a new car. 

Service salesmen must be trained 
to be good listeners to the custom- 
er’s complaints. Treat the custom- 
er just like you would want to be 
treated. In other words, place 
yourself in the customer’s shoes, 
but, be firm and businesslike. 
Never greet a customer with a 
cigarette in your mouth or walk 
up to his car and say, “Yes Sir.” 
A much better method is to greet 
him with, “May I help you?” Be- 
fore leaving the customer, be sure 
you have all the necessary in- 
formation for the work order. 


The completeness and accuracy 
of the repair order is the greatest 
single controllable factor af- 


PACIFIC 2 Fi 


Open House 


fecting the efficiency of any shop. 
Accurate service records should 


always be kept up-to-date and 
|Should be referred to in the 
|customer’s presence. Since the 


service salesman comes under the 
salesman’s class, there should be 
some “incentive” worked out which 
is satisfactory to all concerned. 


|This will keep their interests 


aroused at all times and encourage 
them to be “go-getters.” 

Keep records of the sales of each 
service salesman and review them 
at the end of each month. They 
will help you to determine what 
improvements are needed. It will 
also give’ you some idea whether 
service salesmen are selling all of 
the factory recommended service. 

Shop foremen must be trained in 
assigning and routing of work and 
seeing that the work is completed 
at the time promised. The shop 
foreman is the mechanical head of 
the service organization and must 
be well schooled in knowing how 
to solve the many technical 
problems that arise in the shop. 

They should be trained to study 

factory service bulletins and shop 
manual procedures and see that 
mechanics follow the procedures 
outlined by the factory. They 
should be trained to report 
quickly any mechanical failures 
that turn out to be production or 
engineering problems. 


Their training should include 


AC Spark Plug Employes 
Air Ideas Worth $450,000 


FLINT.—In 10 years of operation 
of the General Motors suggestion 
plan, the AC Spark Plug division 
has paid employes more than $450,- 
000 in bonds for suggestions. 

Out of a total of 16,000 employes 
in the Flint and Milwaukee AC 
plants, some 10,000 have submitted 
suggestions for which awards have 
been paid, according to George 
Mann jr., AC general manager. 


f 


NANCE 


EMPIRE ROOM, FAIRMONT HOTEL 
Sunday, Monday and Tuesday 
from 5 p.m.......0m 


care and value of shop equipment, 
cleanliness and orderliness of each 
mechanic and his stall and care of 
customers’ cars while they are 
being worked on in the shop. In- 
form them of how many pro- 
ductive hours a day and month are 
chargeable to their responsibility. 
Eliminate shop idle time by placing 
the right men on the right job. 

Each month a summary of each 
mechanic’s time _ should be 
furnished the shop foreman, listing 
idle time, comebacks and each me- 
chanic’s efficiency, so he will know 
which are his most valuable men. 
Should it become necessary to cut 
down on shop personnel, you will 
be in a position to keep the most 
efficient personnel. 

New mechanics and apprentices 
should be placed with one of the 
experienced mechanics until fa- 
miliar with the different working 
habits of the organization. 


Once a month service meetings 
should be held, primarily for 
training purposes to improve the 
operation of an _ organization. 
Better results will be ac- 
complished by keeping the men 
after work and serving a buffet 
lunch prior to holding the meet- 
ing. This way, you have a better 
chance of getting a 100 percent 
attendance. 

Each month our factory furnishes 
technical material of mechanical 
nature for conducting service meet- 
ings. Diagrams, charts, and new 
methods of operation are included 
in this mailing. Training films can 
be used to explain different oper- 
ations, such as transmission and 
rear axle over-hauls and body con- 
struction. When conducting these 
meetings, it is well to have the 
different department heads attend 
and welcome any suggestions that 
they may have. 

Meetings must start on time. 
Never hold the meeting so long 
that you lose the effect of it. When 
the time allotted for the meeting is 








Put Over NADA Service Clinic— 


Airing high points of the clinic on service equipment, which was featured at the 
NADA show, are members of a panel chosen from among 40,000 service managers. 
Seated (from left) are Ted Mark, Muller Bros. Oldsmobile, and C. P. (Jack) Williams, 
automotive service consultant, moderator. Stonding are Joe Brandon, Harold Raymond, 
Inc. (Chrysler-Plymouth); W. W. Danyluk, Kelley Motor Co. (Packard), and J. F. Keel, 


Lynch Motors (Lincoln-Mercury). 
* * a 
up, cut the session and adjourn. 
The lubrication department is 
perhaps the most overlooked from 
the standpoint of selling additional 
service work. Regular training for 
these men is very important. A 
list of the items to check when 
the car is on the hoist, as well as 
when the hood is up, should be 
supplied lubrication men. Each 
man should be schooled in how to 
make the routine check using the 
list and how to report the needs 
of the car. Here, as in the case of 
the service salesmen, an incentive 
should be worked out. 
Service cashiers should be 


* * * 


trained to properly greet custom- 
ers with a smile and to do every- 
thing possible to create goodwill 
and friendly relations between 
the customer and the organi- 
zation. 

They should be taught the im- 
portance of closing repair orders 
promptly so that the customer will 
not be kept waiting, and the im- 
portance of screening each repair 
order so that the firm gets all that 
is coming to them, especially the 
repair orders that come through 
covering work on cars that are 
within the factory warranty. 
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Been Looking For! 


It's the new Manzel 10 Ton Hydraulic 
Arbor Press — engineered to meet a 
variety of needs in automotive service 
stations and manufacturing plants. 
The long ram stroke and unusual 
depth and width of throat make it 
adaptable to straightening, material 
testing, bending, bearing or bush- 
ing work, and many other uses. A 


gauge registering in tonnage 


optional. 


is 


Weighing 128 Ibs., the press is port- 

- able—or can be permanently mounted 
on bench, column, or wall. Power unit 
operates 3 times faster than most sim- 
ilar units. Ram is self-retracting. Write 


|thickness or three times tin-can 
| thickness. They do not tell me to 
be careful that when I polish the 
hood I might push it in, but when 
you rub it medium hard you can 
feel it give. 

Also they failed to tell me 

that if the boy’s bicycle, which is 
| parked along side of the car in 

the garage, falls against the car 
it will dent the door panel. It 
| will, and no damage was done to 
the bicycle, and it won’t go over 
| about 30 miles per hour. So our 
| question is, what speed body did 
they sell me? 

The section of brakes in the 
manual says: “You have more 
|than 170 square inches of brake 
lining area to give you “feather 
|touch” operation. They do not tell 
me that on cars designed for high 
|speed this would only be half 
|}enough. Nor do they tell me that 
the parking brake is not an emer- 
|gency brake, that it won’t hold the 
car on a slight grade by itself, that 
in addition to this brake when 
|parking you must put the car in 
| gear. 


In the Letterbox 


(Continued from Page 4) 


but are very much aware of its 
limitations and treat it with very 
much respect. We do not have a 
100-mile-an-hour car. Do we 
have a 75-mile-per-hour car? I 
doubt it. 

So in answer to the statement 
“Too many 100-mile-per-hour cars 
are being operated over 50 to 70- 
mile-an-hour roads,” I ask how 
many 100-mile-an-hour cars. are 
there? They are not production 
cars. They would need to have 
special tires, special brakes, and 
on and on.—F. G. Lamps, Detroit. 

* +o 7 


Tissue Dispenser 

In the Jan. 12, issue of AUTOMO- 
tive News, under New Products 
heading, we noticed a new tissue 
dispenser manufactured by the 
Jeffery-Allan Industries in Chicago. 

Please send their street address. 
—H. F. Koenn, president, Koehn 
Motors, Inc. (Dodge - Plymouth), 
Danville, Ill. 

Eprror’s Note: Address of the 
Jeffrey-Allan Industries is 3249 
So. Morgan, Chicago, Ill. 





| 


4 


| 


today for complete information. | ‘They do not tell me that the out- 


|line of the body, including the solid 
| Wheels, on this car is not for high 
speed driving, that in even a slight 
cross wind high speeds can be ex- 
tremely dangerous. 

Nor do they talk much about bal- 
ance. With the high torque devel- 
oped at high speeds the weight is 
not correctly distributed, and also 
the steering ratio is not right for 
high speeds. So what do you get 
| with the back end of the car load- 
ed, a slight cross wind and fast 
driving? How much control do you 
have of the car, and what is the 
speed —————- sold me? 
| We like our very much, 


ODM Names Hor =F RUNK 
Planning Head of & RE A R 


| 
Post-Attack Output 


It pays to clean up 


USED CARS for 
QUICK SALES 


replacement 


Inquiries from automotive 
jobbers are welcome. 


341 Babcock Street 
Buffalo 10, N. Y. 





TNA PN 
CAN 
PAY OFF 


liam J. Hoff as director for “post- 
attack production planning.” Hoff 
had held a similar post with the 
Defense Production Administration. 
Defense Mobilizer Henry Fow- 
ler explained that the function 
of Hoff’s office is to advise ODM 
on problems relating to the con- 
tinuance of essential industrial 
operations in the event of enemy 
attack and to coordinate with the 
nation’s industry the activities of 
all Federal agencies engaged in 
planning for such production. 

Fowler said that in transferring 
their activities from DPA to ODM, 
Hoff and several assistants will 
continue their work in acquainting 
American industry with the nature 
of the problems involved and in 
stimulating action toward meeting 
these problems. 

In general, Fowler said, this 
action consists of preventive meas- 
ures to reduce potential industrial 
attack damage; measures to offset 
damage after it occurs, and meas- 
ures to speed up reconstruction of 
damaged plants. 

A number of pilot studies carried 
out by NPA in key industries, 
Fowler said, have demonstrated 
that much can be done at low cost 
to minimize the damage that would 
result from atomic attack. 


WASHINGTON. — The Office of i AT C 


Defense Mobilization has an- 
nounced the appointment of Wil- 

make the difference 
that means... 


That is, if you own a CHOLDUN “AUTO- 
MAGIC” CARWASHER. Never ties up valu- 
able floor space, the CHOLDUN “AUTO- 
MAGIC” is suspended from the ceiling, 
leaving the bay free and unobstructed for 
other service work when the unit is not 
in operation. 


FASTER SALES 
..- LESS SALES 
RESISTANCE 


Completely Automatic, the CHOLDUN 
““AUTO-MAGIC” CARWASHER saves you 
Time and Labor. In seconds the entire car 
is wetted, shampooed and rinsed. 


Perfect Fit— 


Rear: new, coated fabric material 
outwears rubber . . . resists oil and 
water. Trunk: original equipment 
material—rubber or felt lining. 
Correct patterns cut same as orig- 
inal equipment. Complete lines 
for Ford, Chevrolet and Chrysler 
products. 


low Price— 


for less than $10 you can equip 


Accommodates Panel, Pick-Up and Step-In 
trucks. The height of the ceiling determines 
the height of the vehicle that can be washed. 


Only the CHOLDUN “‘AUTO-MAGIC” meters 
the Chemical Solution to insure that each 
car washed, from first to last, receives the 
same amount of “PURPLE MAGIC”? Sham- 
poo, thereby effecting greatest economy. 


The eye-catching operation of the “auTO- 
MAGIC” will lead to increased sales. Watch 
the cars roll in . . . watch the profits roll 
up... and watch your gas, lube and oil 
sales go up too! 


Auto Landscape 


Real Estate Devaluation Laid any car... these mats are priced 


FOR THE FINEST WASH POSSIBLE 


“PURPLE MAGIC” Shampoo for the 
fastest, easiest, most effective 
Carwashing possible. 


“WHITE MAGIC" Cream for 
Cleaning White-Wall Tires 
brighter, whiter, taster with 
less effort. 


Please send additional information 


blossoming of the motor age, ac- 
“The automobile,” Downs said, Ries quality, agpensenes Bor your. 
on the Choldun “Auto-Magic” Carwasher* travel greater distances to reach 


To Motor Age up to 50% less than original equip- 
CHICAGO.—Real estate values ment. 
have a direct relationship to the 
cording to James C. Downs jr., F S h ee 
president of Real Estate Research ree wate és 
Corp. of Chicago. 
“has almost killed off commercial self—without obligation. Write 
property in the smallest towns by today: 
making it possible for residents to 
more dominant centers.” 

He added that hotel construction 
is almost at a_ standstill, with 
motels and highway hotels accom- 
modating motorists. 

He also attributed to the auto 
the trend toward suburbs, in- 
creased size of building lots and the] ~.3, y veEpMIIIION CT DANVIIIE ll) 
interest in one-story ranch houses. _813 N. VERMILLION ST., DANVILLE, ILL 


SEE IT IN OPERATION AT BOOTHS 108-112 AT THE NADA SHOW! 
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GM’s Roach Tells How 


Help Salvage Engineering Efforts 


MILWAUKEE.— Mathematical 
machines solve problems that engi- | 
neers and scientists formerly 
abandoned because life is too short, 
Arvid E. Roach, of General Motors 
research laboratories, told the Wis- 
consin Mathematics Council here | 
recently. 

In a sense, Roach said, modern 
mathematical devices, such as 
analogue and digital computers, 
have opened “an entirely new di- 
mension in scientific and engi- 
neering research.” 

He told how he and a colleague 
undertook to solve a _ problem 
mathematically that had been 
under experimental study in GM’s 
laboratories more than 15 years. 

“With desk-type calculators,” 
Roach said, “we worked over two 
months before we were able to 
compute enough data to discover 
whether we were even on the right 
track.” 

At this point, Roach said, the 
problem might have been dropped, 
inasmuch as a complete solution 
would have taken three years to 
solve with desk calculators operat- 
ing eight hours a day, five days a 
week, 

“We got in touch with some of 
our colleagues who are working on 
high-speed computers,” Roach re- 
lated. “They agreed the problem 
was messy, but that once it was set 
up and programmed, it could be 
run off in a few days. 

“I am sure there are countless 
other problems that have been 


Heavy-Duty Fluid 
In Brakes Urged 
As Safety Guard 


TRENTON, N. J.— Brake shops 
which are interested in the promo- 
tion of safety should recommend 
heavy-duty brake fluid rather than 
the moderate-duty fluid now widely 
used, because of the increased 
loads on the braking systems of 
modern cars, says George S. Lam- 
son, vice-president of the automo- 
tive replacement division of Ther- 
moid Co. 

Lamson explained that higher 
speeds, heavier car weight and the 
fact that close-fitted fenders tend 
to shroud wheels and brakes from 
cooling air require the modern 
brake system to operate under 
much higher temperatures than a 
few years ago. 

With moderate fluid in the brake 
system, the fluid may actually boil 
on a hot day, Lamson said, and 
thus impair brake operations. 
Heavy-duty fluid avoids these 
troubles, he added, because it has 
a much higher boiling point. 

Until recently, heavy-duty fluid 
was specified mainly for trucks or 
in mountainous country. Today, 
however, it is standard with most 
car manufacturers, according to 
Lamson. 








Tinted Glass Termed 


Hazard to Driving 


BUFFALO.—The use of tinted | 
glass in auto windshields and 
windows is a hazard to safe 
driving, Dr. Sidney S. Haniford, 
president of the New York Op- 
tometric Assn., asserted here in 
an address before the Buffalo 
Society of Optometrists. 

“It has been proven beyond 
a doubt,” Haniford said “that 
green-tinted glass that is dark 
enough to cut down harmful 
glare will also decrease visual 
acuity.” 

Haniford declared that any 
benefit derived during sunlight 
hours is defeated because of in- 
terference with vision at night. 
He said complaints of headaches 
and other eye discomforts had 
been received from persons own- 
ing vehicles equipped with tinted 
glass. 





Doing the Impossible 
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Mathematical Machines 


carried up to a point of imminent 
solution and then dropped for 
lack of time. The computing ma- 
chine erases the time factor.” 

Roach emphasized that a com- 
puter is incapable of solving any 
problem which cannot already be 
solved by hand methods. 

“It does not by any means replace 
the live mathematician who must 
decide how the problem is to be 
solved and who must prepare the 
proper instructions for the machine 
to follow,” he said. 

“Its virtues are: First, it is quick; 
second, it does not tire; third, it 
does not make mistakes. These are 
important virtues, but they fail 

considerably short of the ‘Sunday 
supplement’ machines which are 
alleged to think in a_ creative 
sense.” 

Not all problems lend themselves 
to mathematics in industrial re- 
search, Roach said. Rather, some 
yield to experimental methods, de- 
pending on economics of the situa- 
tion, he said. 

In designing automotive engine 
components, Roach explained, it 
is often less expensive to make 
the component and put it through 
tests until it breaks down. “The 
cycle of redesigning and retesting 
may be repeated many times be- 
fore we are satisfied that we have 
a design which provides the 
maximum possible strength with 
the minimum expenditure of ma- 
terial,” he said. 

Mathematics would achieve the 
Same results, he said, but in some 
problems it would be vastly more 
difficult and time consuming than 
an experimental program. 

“Indeed,” Roach declared, “it is 
surprising how often designs which 
were based only on the designer’s 
intuition and esthetic sense are 
found by analysis to be mathe- 
matically sound. The archery bow 
is a classic example of the develop- 
ment of a mathematically perfect 
form.” 


Electric Power 


Seen Doubled 
In 12 Years 


CHICAGO.—An engineering exec- 
utive of Westinghouse Electric pre- 
dicted last week that by 1964 four 
times as much electric power will 
be available in the U. S. as there 
was at the start of World War IL. 

Addressing the American Insti- 
tute of Electrical Engineers here, 
A. A. Johnson forecast an installed 
electric power generating capacity 
by 1964 of 160,000,000 kilowatts. To- 
day, he said, the figure stands at 
80,000,000 kilowatts — more than 
one-half of the world’s energy out- 
put. 

“Evidence is substantial that this 
growth will continue as far as we 
now can see,” he continued, “In- 
stalled capacity is expected to in- 
crease about 7 percent per year, 
thus doubling again in the next 10 
years. Looking further into the fu- 
ture, no indication of saturation is 
in sight. In 20 years, the installed 
generating capacity probably will 
exceed 250,000,000 kilowatts.” 

Johnson’s remarks accompanied 
his presentation of a technical pa- 
per which he co-authored with A. C. 
Monteith, Westinghouse engineer- 
ing vice-president. 

The art of electric power genera- 
tion, he said, still has not reached 
its peak, as is indicated by the 
rapid rise in the size of turbine 
generators. Whereas several years 
back the largest high-speed genera- 
tor was rated at 125,000 kilowatts, 
units of 250,000 kilowatts now are 
on order. 


Speer Elevates Greiner 

Ray E. Greiner has been ap- 
pointed director of purchases for 
Speer Carbon Co., St. Marys, Pa., 
and its divisions. Greiner had been 
purchasing agent for the Inter- 
national Graphite & Electrode 
division for eight years. 
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Stafford Heads N. H. Drive 
Professor Backs For Heart Association 


7 | Charles F. Stafford, treasurer 
Economy Claim | of = Buick Co., Laconia, 
| N. H., has been named to head 
F or N ew E ngine | the New Hampshire Heart Assn.’s 
| CORVALLIS, Ore.—Oregon State 
|College Prof. W. H. Paul, associ- 
|}ated with I. B. Humphreys in tests 
|on the Denver inventor’s variable- 
| compression engine, has announced 
added statistics after 45,000 miles 
of tests with the unit. | 
In the tests, according to the 
automotive engineering professor, 
the modified six-cylinder engine | 
has been driven from near sea level | 
to the top of 14,000-foot Pike’s| 
Peak. 
Under all conditions, fuel con- 
sumption has stayed nearly 30 per- 


Stafford recently concluded his 
service as a member of the Gov- 
ernor’s Council. In addition to 
his dealership activities, he is en- 
gaged in the hotel and petroleum 
businesses, 





| 1958 fund campaign. 





CHROME*:CRAFT 
EMBLEMS 





Finest Advertising Em- 
blems Made. Permanent, At- 
tractive, Legible, Chrome Plated, Individual 
and Distinctive Designs made by Douglas Crafts- 














cent under pre-conversion levels— DOUGLAS ALSO men. Write for Free Sample Without Obligation. 
26 miles oer pilien compared with MANUFACTURES Some Sales Territories Open for Top Salesmen, 
18 miles per gallon for the average | 
auto, Paul said. | 

Compression is varied auto- 
matically by auxiliary cylinders, 
actuated by oil pressure to narrow Scotchlite Ads License Frames Rear Deck Plates 


the gap between engine head and 
cylinder tops at high speeds. Com- 
pression varies from 7 to 1 at low 
speeds to 12 to 1 at 4,000 revolu- 
tions per minute, Paul said. 


DOUGLAS CO. 


MINNEAPOLIS 4, MINNESOTA 
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Car Manufacturers repeatedly stress the great 
importance of maintaining accurate tire pressures — 

it is up to dealers to supply this service with 

every lube job — you owe it to your customers. 

Yet surveys consistently show the inadequacy of 
ordinary hand and hose-end gages used in many shops. 


Eco Tireflators put absolutely accurate, dependable, 
automatic tire inflation in your shop. Remote control 
Tireflators offer overhead reel convenience for the 
lube room or any indoor department. And all 

Eco models meet Grade A testing specifications 

of the American Standards Association. 


— 


Remember, the first step in proper wheel alignment 
is “‘Balanced Inflation" — and only Eco can give 
identical pressure in all tires, automatically, 

in a few seconds. 


: Model 94 includes Eco Tireflator and 
j Air Hose Reel with copper connect- 
ing tube. Model 95, remote Tireflator 
unit also available for converting 
j any existing air reel into a precision 
inflating device. Other ECO Tire- 
flators include wall and post mount- 
ing Model 97, and Pedestal Model 
98. ECO ISLANDERS contain air and 
) water reels along with ECO TIRE- 
FLATOR. = 


a 











Write for details 


JOHN Woop COMPANY 
BENNETT PUMP DIVISION 
Muskegon, Michigan 


Foreign Sales Office: 
John Wood International Corporation, 29 Broadway, N.Y., N.Y. 
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Syracuse Buick Renamed 


George F. Dunbar, president and|name has been changed to Dunbar 
owner of Syracuse Buick Co. for | Buick Co., Inc. The company will 
10 years, announces that the firm’s| remain at 373 W. Onondaga St. 


Canfield--- ie Cutis 


The Ultimate in Heavy-Duty Performance for All Four-Speed | 
Transmission Pick-Up Trucks 


POWER EXTENSION BOOM — Model XH-305 — 31, ton capacity 
Rig Your PICK-UP for EXTRA PROFITS 
with a low cost 
CANFIELD 
FOLDING 
WRECKER 


POWER FOLDING 


Model ST-304 
3 Ton Capacity 


1 4 


<_ 


“Its on the truck, but bed is clear" 





“In 30 seconds its rigged and ready" 


See your nearest CANFIELD distributor or write 
for Literature and Prices to: 
C. 


anjield TOW BAR CO., INC., Mfgrs. 


6033 E. McNICHOLS RD. DETROIT 12, MICHIGAN 
Some Distributor Territories Available 


TURNTABLES! 


DIRECT FROM THE MANUFACTURER TO YOU 











Set up your own NEW CAR SHOW! 


Limited time 


offer 
F.0.8. Port Chester e 
Write for chiten te. ‘ Unconditionelly Guaranteed for 1 year 


MACTON MACHINERY CO., INC. 
217 LOCUST AVENUE «+ PORT CHESTER, N. Y, 


® Costs about | cent per hour to operate 
® Collector rings for interior lighting 
© Drive on runway ® 4500 Ib. Capacity 


Truck Show Sets 


Shop Seminar on 


‘Government Units 


NEW YORK.—A seminar devoted 
to preventive maintenance 
tices, especially as they relate to 


governmental vehicles, will be held | 
at 10 a.m. Thursday, Feb. 26, at the | 


Armory here in connection with the 
National Transport Vehicle 
and Fleet Maintenance Exposition. 


An effort has been made to bring 


Federal, state and local officers to- | 
gether with the trucking industry | 
|to study efficient maintenance 
methods of tax-supported vehicles. 
| The show is sponsored by the Au- | 


tomotive Trade Council as a non- 
profit sales promotion. 


Those already enrolled are: 


Thomas Baldwin, deputy commis- 
sioner of the Department of Public 
Property, Philadelphia; Jack 
Belsky, superintendent of the Sur- 
face Maintenance Department, New 
York City; 
supervisor of automotive main- 
tenance, Fire Department, Phila- 
delphia; Frank D. Clark, garage 
foreman of City Yards, Plainfield, 
N. J.; Herbert Crowhurst, super- 
intendent of automotive mainte- 
nance, Department of Public Prop- 
erty, Philadelphia; Joseph D’Agos- 
tino, chairman of the Department 
of Public Works Committee, Plain- 
field; H. R. Danford, Center for 
Safety Education, New York Uni- 
versity; Maj. George A. Davies, 
Land Transport Division, U. S. Air 
Force, Washington; Edmond A. 
Donnelly, assistant to the commis- 
sioner of sanitation of New York 
City; Capt. Harry Echelmaier, 
emergency repairs, Fire Depart- 
ment, Philadelphia. 

Lester K. Fishbough, Director of 
Public Works, Hackensack, N. J.; 
John E. Francis, chief administra- 
tive analyst, Office of Managing 
Director, Philadelphia; Eugene H. 
Gilman, Department of Public 
Works Committee, Plainfield; Ar- 
thur Haag, superintendent of main- 
tenance of the Water Department, 
Philadelphia 

William H. Jackson, chief me- 
chanic of Police, Fire Department 
and Public Works, Hackensack; 
Frank E. Kiesel, budget clerk, 
Water, Gas and Electric Depart- 
ment, New York City; Col. Oscar 
O. Kuentz, Public Works Commit- 
tee, Plainfield; John Marshall, as- 
sistant supervisor of Garages, New 
York City; Martin Martin, director 
of the motor vehicles division of 
the Department of Public Works, 
New York City; Charles W. Newns, 
chief inspector of the Police De- 
partment, Philadelphia; Maj. Wi:- 
liam H. Nichols, Directorate of 
Transportation, U. S. Air Force, 
Washington; William F. O’Brien, 
Purchase and Inventory Commit- 
tee, Plainfield. 

Joseph Reilly, automotive main- 
tenance superintendent of the De- 
partment of Streets, Philadelphia; 
Cletus A. Seaver, safety coordina- 
tor, Staten Island; Nathaniel E. 
Skinner, purchase and inventory 
committee, Plainfield; Reynold 
Spagna, automotive maintenance, 
sureau of Aeronautics, Philadel- 
phia; Paul Steber, automotive 
maintenance supervisor of the De- 
partment of Streets, Philadelphia; 
Richard E. Sullivan, automotive 
general foreman, New York City; 
Allen D. Tompkins, purchase and 
inventory committee, Plainfield; 
William S, Turner, municipal rep- 
resentative, Paterson, N. J., and 
Peter F. Walsh, director of motor 
equipment of the department of 
Water, Gas and Electricity, New 
York City. 


Olin Industries Sets Up 


Research Organization 


NEW HAVEN, Conn.—Formation 
of a general research organization 
for Olin Industries, Inc., has been 
announced by Dr. Fred Olsen, vice- 
president for research and develop- 
ment. 

The organization will work with 
all eight Olin manufacturing divi- 
sions on long-range and specialized 
research problems. 

Organic chemical research will be 
directed by Dr. Herman Bruson. 
Melvin M. Johnson jr. will be man- 
ager of armament research; Hibben 
Ziesing, head of petrochemical re- 
search; Robert L. Womer, in charge 
of new products research, and Dr. 
Oscar J. Swenson will conduct the 
chemical engineering. 


prac- | 


Show | 


Capt. Elhanan Boyer, | 
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LEE END LIFTS help speed completion of all types 
of service with resulting lower labor costs 
since work is placed exactly where you want it. 


This versatile one end lift goes to the job — 
indoors, outdoors, upstairs or basement. The 
LEE END LIFT holds work at a level best suited 
to the mechanic; avoids fatigue; gets more jobs 
done per day. Raises either end of car up to 
53”. 3000 Ib. capacity. Stores in 2 ft. sq. 5500 
Ib. cap. TRUCK LIFT also available. Write for 
data and price sheet. 


AUTOMOTIVE 
EQUIPMENT MFG. CO. 


11000 SOUTH ALAMEDA STREET 
LYNWOOD, CALIFORNIA 


BRAKE & WHEEL SERVICE 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


ANOTHER MILESTONE! 


fh 


AUTO AERIAL 


Acclaimed by jobbers, dealers and service men alike 
throughout the automotive world for easiest, 
fastest, surest installation . . . and long ser- 
vice, the Brach Auto Aerial is a jewel of 
precision workmanship. 15,000,000 


Brach Auto Aerial 
als attest to THE ONLY ANTENNA 


WHICH GROUNDS 
AUTOMATICALLY 


their universal acceptance! 


Installed in less than 5 minutes 
lL 


Non-corrosive construction 
Pre-assembled at factory 
Fits any car 


Clear 


Write for Brach 
Jobber Sales Plan 
Cat. No. 473 


GUY 


Division of 
General Bronze Corp. 


static-free reception 


MANUFACTURING CORP. 


200 Central Ave.* Newark 4, N. J. 
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Buick’s Ist Jet Engine Out... 





Ford, Goodyear Win 


Defense Contracts 


By Ed Janicki 
Staff Writer 
A $5 million jet engine test cell, 
~*% designed to muffle loud exhaust 
noises and reduce the tremendous 
heat emitting from jets, will be 
constructed at the Ford aircraft 
engine division in Chicago. 

The project is the result of a 
year’s planning by Ford in con- 
junction with the Armour Re- 
search Foundation and the U. S. 
Air Force. Completion of the unit 
is scheduled for early fall. 
Considered one of the biggest 

advancements in the testing of jet 
engines, the cell is composed of 
two 75-foot baffle towers and a 
connecting chamber in which the 
jet engine is mounted. 

s a * 


ae eo panels and fiber 
glass lining on walls, as thick 
as 24 inches, help to deaden the 
sound and provide protection in 
case one of the motors should ex- 
plode while under test. 


Since the cell must be built with 
a considerable larger air passage 
capacity than the jet engine needs, 
the surplus is utilized to cool the 
flaming exhaust gases. Interlock- 
ing electrical switches are em- 
ployed to prevent operation of an 
engine before all doors and controls 
are in proper position. 


Other features include emergen- 
cy controls to inject freezing 
carbon dioxide gas to quench fuel 
fires and sprays which operate 


Rootes Price List 
For U.S. Shows 
Rise Over 1952 


NEW YORK.— American buyers 
of cars made by Britain’s Rootes 
Group are confronted with a gener- 
ally higher price schedule this year, 
resulting from elimination of the 
Hillman Minx standard series and 
a revision of prices in the upper 
brackets. 

The one line of Hillman Minx 
cars now being offered is priced the 
same as the deluxe series in 1952, 
with a four-door sedan at $1,645, 
a convertible at $1,890 and a station 
wagon at $1,938. Last year, the 
standard sedan listed at $1,533 and 
the standard convertible at $1,840. 
The Commer delivery van remains 
at $1,482. 

All prices are those charged at 
U.S. coastal ports. 

Other delivered prices of Rootes 
vehicles include an increase of $200, 
one of $100 and one of $95, and a 
decrease of $74. 

The Humber Hawk sedan is up 
to $2,395 from $2,295, while the new 
Humber Hawk touring limousine is 
$2,640. The Humber Super Snipe 
sedan is $3,295, compared with $3,- 
369 last year. Also in the Humber 
lineup is a Super Snipe touring 
limousine at $3,580 and a Super 
Snipe Pullman limousine at $5,110, 
the latter price being the same as 
that of last year’s Humber Pullman 
and Imperial limousine. 

The Sunbeam-Talbot sedan and 
convertible, at $2,685 and $2,911 re- 
spectively, are unchanged from last 
year. 

The Rover sedan now is $2,897, 
compared with $2,697 in 1952, and 
the Land-Rover all-purpose vehicle 
is $2,244, compared with $2,149. 





Wilkie Buick Jubilee 
Aided by Life Magazine 

PHILADELPHIA. — Wilkie 
Buick here will tie up with Life 
magazine in a celebration of 
the company’s golden anniver- 
sary, it was announced here last 
week. 

The celebration will start on 
Feb. 27, and will feature a 
parade showing about 15 Buicks, 
including a 1910 model. A Life 
“cover girl” will ride in an open 
car. There will also be a birth- 
day party on Feb. 28, to be at- 
tended by Buick and Life offi- 
cials and City dignitaries. 





automatically in the event of an 
overhead fire. 

Meanwhile, other activity by auto 
firms on the aircraft scene should 
give Washington brass something 


Ford Steps Up 
Tractor Output 


BIRMINGHAM, Mich. — Pro- 
duction of the new Golden Jubilee 
Ford tractor is being increased to 
meet heavy demand resulting from 
the first public showings of the 
unit, according to G. D. Andrews, 
sales vice-president of Dearborn 
Motors. 

More than a million persons saw 
the new tractor on announcement 
day and large crowds continued to 
visit dealer showrooms across the 
nation during the days following, 
Andrews said. 








to brag about instead of com- 
plaining about American industry’s 
defense “slack.” 

* + * 

N ONE of the most modern air- 

craft engine plants in the world, 
Buick recently turned out its first 
Wright J-65 Sapphire jet engine at 
Willow Springs, Mich. 

The company whipped up the 
first engine only 18 months after 
ground was broken for the 1,365,000 
square-foot building. Buick has 
been working on the Sapphire since 
last September, but previously all 
the power plants were assembled in 
Flint. 

Tooling for vital parts for the 
Air Force’s new F-86F Republic 


Thunderstreak also is under way 


at Goodyear Aircraft Corp. in 

Akron. While the amount of the 
contract has not been revealed, 
it is expected to run through 

1954, according to a company 
official. 

Under terms of the assignment, 
Goodyear will assemble the plane’s 
cockpit canopy and connecting 
forward turtle deck. Although 
currently scheduled to serve prima- 
rily as a_ fighter-bomber, the 
Thunderstreak has versatility that 
qualifies it for fighter-interceptor 
and fighter-escort work, it is said. 
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Ford Zephyr Wins Monte Carlo Race— 


M. Gatsonides, of the Netherlands, and his co-driver, P. Worledge, of Britain, wait 


for officials to complete weigh-in formalities. The pair drove the Ford Zephyr to 
victory in the famous Rallye Road Race through Monte Carlo. The youngesters are 
Gatsonides’ children. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





If you do any 


of these 


automotive jobs... 


Press shown set up with special 





fixture for removing and replacing 
timing gear on Ford V-8 camshaft. 


. 


See it at the Show. - + Drop in and see this new 
KRW Shop Press at the N.A.D.A. show. There'll be 
daily prizes at the Wilson booths No. 152 and 153. 





K-R-WILSON 


215 MAIN ST., BUFFALO 3, 


N.Y. 





straighten camshafts and front axles 
makes special brackets 


body and fender work 


remove and replace: 


cam shaft, crank shaft gears — transmission drive gear 


piston pin bushings bearings 
valve guides drive shaft bushings 


spindle bolts, bushings universal joint pins 

spring bolt bushings 

hub bolts 

front hubs, drums, 
wheel bearings 


transmission main shaft 
bearings 


differential pinion bearings 
water pump shaft, bushings 
water pump impeller 
generator bearings, bushings 
starter bushings 


THIS PRESS WILL 
DO THEM FASTER 
MORE PROFITABLY ! 


Here’s a new KRW Hydraulic Press especially 
designed for automotive service shops. It’s a 
25-ton hand-operated Hydraulic that will save 
time on at least twenty different jobs. It’s 
priced amazingly low and will pay for itself 
in no time. If you do any amount of volume 
repair work, you need this press! Write for 
specifications and prices to Dep’t. 67. 





@ Rigid steel construction. 
e 


@ Valve is closed by 


Capstan hand wheel swinging finger lever. 


brings ram to work 
quickly. 


@ Capstan hand wheel 


operates ram through 
rack and pinion. Exerts 


piret eirehe of pump up to three tons ram 


handle exerts tons of 


pressure. pressure. 
@ Press has side openings ° eens machined 
to handle long shafts. shoulders which slide 
on machined surfaces 
@ Oil Reservoir and pump of bed plate. V's are 


combined into one unit. 


machined. 





oa Y 


Designers and Builders of the Right Hydraulic Press to Solve Your Metal working Problems! 
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Boosts Slated for March .. . 


Week’s Output Rises Slightly 


(Continued from Page 1) 
1,510,000 in the first three months 
of this year, instead of the 1,400,000 
they were willing to settle for a 
few weeks ago. 

Spurred by what they believe 
will be a lush spring market, car 
makers are buying every ounce 
of steel they can get through 
normal channels and “conversion” 
deals. The volume of production 
they hope to obtain is expected to 
offset the higher cost of the con- 
version metal. 

Car makers hope to turn out 
about 474,000 units this month, and 
then will shoot for 570,000 cars in 
March. The March projection re- 
flects plans to boost output at 
individual plants and the fact that 


Nash-Kelvinator 
Puts Quarter Net 
At $5,552,374 


DETROIT.—Nash-Kelvinator has 
reported sharply improved sales 
and earnings for the three months 
ended Dec. 31, the first quarter in 
the 1953 fiscal year, as compared 
with the like period a year ago. 

Net earnings were $5,522,374 after 
Federal and state income taxes, 
equal to $1.27 per share of common 
stock, compared with $1,034,024, or 
23 cents per share, last year. Sales 
were $111,332,809 against $71,766,558 
a year ago. 

For the December quarter unit 
sales of autos were 41.6 percent 
greater than in the corresponding 
period a year ago when, Nash said, 
output was affected by a prolonged 
strike in the plants of an important 
supplier. Electric appliance sales 
were 23.3 percent higher. 

All officers of the corporation 
were reelected by directors. 


fl - « « Straight as a 


At the N.A.D.A. Conven- 
tion, San Francisco, Febru- 
ary 14-18. Get the full story 
on the Salsbury Tiremaster 
with the new and unique 
Salsbury CROWSFOOT 
Bead-breaker, the positive 
answer to quickly, effici- 
ently and harmlessly break- 
ing beads on the most 
dificult wheels or rims, 
including the new 1953 


more working days will be availa- 
ble than in February. 
+ - + 
a of the March pro- 
duction goal for cars will re- 
quire the assembly of about 130,000 
a week, as compared with 116,554 
built last week. Supplier sources 
report that General Motors de- 
livery requirements are being hiked 
by 20 percent, and to some extent 
the same is true for Ford and 
Chrysler. 

In addition, car production hikes 
seem certain to come from Hudson 
and Studebaker, while Nash and 
Packard schedules should hold to 
present high levels. 

Hudson is getting better pro- 
duction each passing week, with 

most of the improvement coming 
from output of its long-awaited 
Jet models, Unofficially, the word 
still is that Hudson Jets will bow 
in dealerships on March 13. 

Right now, it appears that Stude- 
baker’s 1953 European-styled cars 
will get their first mass showing at 
dealers about the same time. 
Studebaker dealers are expected to 
start showing their contemporary- 
styled models today, but production 
on the other models is still snagged 
by changeover problems. 

oe + * 


> truck production 
prospects are still bright, but 
not so bright as at the start of 


Detroit Harvester Buys 
Pump-Making Firm 
DETROIT. — J. Thomas Smith, 
president of Detroit Harvester Co., 
has announced the purchase of 
Pioneer Pump & Mfg. Co., of De- 
troit. 
| Pioneer Pump has for 22 years 
|produced coolant and _ lubrication 
pumps for the machine tool 
| industry. 


> 


crow flies to booth 101 


styles. Reduces tire chang- 
ing time, eliminates acci- 
dents to tires and tubes, 
gives great customer satis- 
faction. 


Don’t miss this convincing demonstration in connection with the... 


SALSBURY 
pads Pe 


HE'LL NEVER GET THAT HOSE 
a A CORUER— WHy Don't THE 
CHIEF GET 'IM A FLEXIBLE 
PULLMAN ACCORDION HOSE. 
STRETCHES To 14 PEET, REACHES 
FRONT AND REAR SEAT 
WITHOUT BACKING OUT OF CAR! 


ALLIGATORS, BuT 
THAT. STIFF HOSE IS 
FieHTIN MAD 


THERE GOES WALTZING WILLIE 

STILL TRYING TO RUMBA A 

STIFF VACUUM HOSE w THE 
BAcK SEAT OF A CouP 


yj seraeeteeae 
a> UB ARE 


“Mr. Dealer, a powerful, no-outside bag Pullman Auto-Vac with flexible 
Accordion® Hose, 35’ cord and tools is surprisingly low priced; will 


save you dollars, hours and get cars really clean. See your jobber for 


a five-minute demonstration.” Pullman Vacuum Cleaner Corp., Boston 


19, Mass. 


the year. Instead of the 360,000 
units truck makers had hoped for 
in the first quarter, actual output 
likely will be closer to 340,000. 


Materials for truck production 
are generally in good supply, but 
production is being hampered by 
shortages of special types of steel. 
The present situation is being 
blamed on government allocations 
which did not give makers 
enough lead time on such items 
as heavy-duty axles, etc. 
However, like car makers, truck 

makers are looking for better 
things in the near future. The 
March truck output goal is 128,000, 
as compared with about 100,000 for 
February. 


U. S. plants built 112,000 trucks 
last month. 
—Bernit THOMAS 


New-Car Dealers’ 
52 U.C. Sales 
Hit 6,862,712 


(Continued from Page 1) 

119,298 cars in the three-month 
period. 

The second largest growth 
stocks occurred during the fourth 
quarter of 1951, when used-cars on 
hand grew 53,515 units in the final 
three months. 

x + * 


ig’ 1952, dealers had the largest 
supply of used cars on hand at 
the end of December, with a listed 
598,316 cars. February was the 
second highest month, when 595,- 
025 cars were reported in the hands 
of franchised dealers. 


In 1951, however, monthly stocks 
were largest at the end of Febru- 
ary, when 629,122 cars were being 
offered for sale. Second highest 
month was March, while December 
of that year was well down the line 
in fifth place in stocks on hand, 
with only 578,357 cars. 
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|PACKARD ............. 
| STUDEBAKER 
| WILLS-OVERLAND 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week 
Ended 
Feb. 14, 

1953 
26,442 
4,014 
2,771 
7,448 
12,209 
24,505 
19,819 
84 
4,602 
52,764 
9,280 
2,498 
27,319 
6,209 
7,458 


CHRYSLER 
Chrysler 
DeSoto 
Dodge 
Plymouth 
FORD 
Ford ... 
Lincoln 
Mercury 
GENERAL MOTORS 
Buick 
Cadillac 
Chevrolet 
Oldsmobile 
Pontiac . 
KAISER-FRAZER 
CROSLEY 
HUDSON 
NASH 


2,229 
4,614 
2,418 
2,274 
1,308 


Total Cars, U. Ss. 116,554 


*Revised. 


in | 


If this pattern holds true | 


during 1953, used-car stocks will 
reach a three-year high during 
February and March of this year. 


In 1951, the figures show Febru- 
ary, March and January—in that 
order—to be the months in which 
dealers held the largest used-car 
stocks. In 1952, February was 
second, January third and March 
fourth in monthly stock figures. 

During January, 1952, used-car 
stocks grew by 14,360 units over 
the figure at the end of December, 
1951. 

But earlier reports for the first 
20 days in January, 1953, show 
stocks have already grown 32,355 
units —a far faster growth rate 
than last year. 


Slates M eetings 


DETROIT. — Eighteen members 
of the Automotive Electric Assn. 
will participate in a series of eight 
two-day regional meetings sched- 
uled for April and May. 
| Four similar sessions are planned 
for October. 

Spring meeting places will in- 
clude Boston, Apr. 9-10; New York, 
Apr. 13-14; Philadelphia, Apr. 16-17; 
Atlanta, Apr. 20-21; St. Louis, Apr. 
30-May 1; Dallas, May 4-5; Chi- 
cago, May 7-8, and Cleveland, May 
18-19, 

Exact dates for the fall meetings 
have not yet been fixed, but the 
sites will be Denver, Los Angeles, 
San Francisco and Portland, Ore. 

In addition to general sessions, 
several of the manufacturer mem- 
bers have planned sales and service 
meetings for their accounts. 

Participating members will in- 
clude American Bosch Corp.; 
Bendix Products division; Briggs 
& Stratton Corp.; Carter Carburet- 
or Corp.; Eclipse Machine divi- 
sion; Holley Carburetor Co.; Hou- 
daille-Hershey Corp., Buffalo divi- 
sion; King-Seeley Corp.; Leece- 
Neville Co.; Marvel-Schebler Prod- 
ucts division; Packard Electric di- 
vision; Scintilla Magneto division; 
Stewart-Warner Corp.; Trico Prod- 
ucts Corp.; United Motors Service; 
Weatherhead Co.; Wico Electric 
Co., and Zenith Carburetor division. 





Same 
Week, 
1952 

18,429 
2,682 
2,032 
4,397 
9,318 
18,290 
14,573 
670 
3,047 
32,853 
5,781 
1,633 
16,196 
4,002 
5,241 
1,280 
63 
1,620 
1,595 
1,363 
3,364 
1,074 


79,931 


Week 
Ended 
Feb. 7, 
1953* 
27,144 

4,008 
2,735 
7,257 
13,144 
24,837 
19,823 
162 
4,852 
49,581 
8,866 
2,369 
25,198 
6,031 
7,117 
1,380 


Jan. 1 
to 
Feb. 16, 
1952* 
114,945 
15,884 
12,347 
32,528 
54,186 
59,507 
44,773 

2,077 
12,657 
212,741 
38,395 
9,518 
104,726 
26,932 
33,170 
6,661 
360 
10,595 
6,423 
6,508 
28,058 
6,018 


dan. 1 


to 
Feb. 14, 
1953* 
161,169 
24,706 
15,298 
45,9638 
75,197 
152,777 
118,692 
4,129 
29,956 
309,157 
56,337 
14,178 
153,856 
39,532 
45,254 
4,419 


to Date 
53,586 
8,022 
5,506 
14,705 
25,353 
49,342 
39,642 
246 
9,454 
102,345 
18,146 
4,867 
52,517 
12,240 
14,575 


10,643 
25,411 
16,051 
9,896 
8,417 


2,106 
4,496 
2,749 
2,182 
1,158 


9,110 
5,167 
4,456 
2,466 
232,187 


115,633 451,816 — 697,940 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 


Week 
Ended 
Feb. 14, 
1953 


CHEVROLET 8,494 
CROSLEY : 
DIAMOND T 
DODGE .... 
FEDERAL 
FORD ..... 
GMC... 
INTERNATIONA 
MACK 

REO 
STUDEBAKE 
WILLYS-OVERLAND 
MISCELLANEOUS 


172 
60 
2,794 
27 
394 
2,821 
3,124 
230 
364 
1,480 
298 
2,477 
342 


Total Trucks, U. S. 23,077 
Total Cars, Trucks 
We Bh ss : 139,631 
Total Cars, Trucks — 
Canada .... 





9,252 


Same 
Week, 
1952 


6,278 


184 
76 
4,199 
60 
4,993 
2,153 
3,519 
244 
359 
1,300 
294 
1,756 
301 


25,723 
105,654 


6,061 


Week 
Ended 
Feb. 7, 

1953* 


8,233 


dan. 1 Jan. 1 


to 

Feb. 16, 

1952* 
40,778 
39 
997 
482 
21,379 
278 
26,123 
14,239 
23,300 
1,697 
2,397 
8,419 
1,972 
12,679 
2,035 


Feb. 7, 
1953, 
to Date 


16,727 


Feb. 14, 
1953* 
52,081 
7 ; 
1,037 
371 
16,552 
143 
19,403 
18,008 
16,927 
1,533 
2,240 
9,222 
1,765 
15,849 
2,084 


342 
120 
5,567 
54 
607 
5,658 
5,964 
452 
723 
2,947 
600 
4,823 
684 


170 
60 
2,773 
27 
213 
2,837 
2,840 
222 
359 
1,467 
302 
2,346 
342 


22,191 45,268 157,215 





137,824 277,455 608,630 855,155 





9,226 18,478 42,126 53,633 





Grand Total 
Cars and Trucks 
U. S. and Canada 


...-- 148,883 111,715 147,050 295,933 650,756 908,788 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 





Toronto Dealers Told 


Of Leadership Duties 


TORONTO. — A reminder of a 
dealer’s leadership duties was the 


keynote of a speech by Daniel L. | 


Beck, sales trainer and consultant 
of Detroit, at the annual meeting 
of the Toronto Automobile Trades 
Assn. 

Speaking on the subject, “Auto- 


a |mobile Retail Selling,” Beck urged 
Auto Electric Assn. 


that dealers maintain close contact 








with their employes to make sure 
that they, too, remember their re- 
sponsibilities in building and main- 
taining good customer relations. 


Kuhn on GM Council 


W. E. Kuhn, president of East 
Side Chevrolet, Inc., and North 
Side Chevrolet, Inc., Indianapolis. 
has been named a member of the 
General Motors dealers’ council as 
a representative of dealers from 
larger cities. 


SOUND DEADENERS 


UNDERBODY COATINGS 


SEALERS & CHASSIS BLACKS 


SOLD AND SERVICED FROM OUR 
FACTORY BRANCHES 


DETROIT 34, MICH. 


P. O. Box 4665 
M#t. Elliott Station 


Phone — Jefferson 6-7284 
K. D. ROUBIE, Detroit Manager 


LYNDHURST, N. J. 


Page and Schuyler Avenues 
Phone — Rutherford 2-8118 
CARL P. SPRINGER, Eastern Manager 


J. E. ASHTON, V. P., Dir. Auto. Sales 


J. W. MORTELL COMPANY 


TECHNICAL COATINGS SINCE 1895 
KANKAKEE, ILL. 


DETROIT, MICH. 


LYNDHURST, N. J. | 
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| office at Lansing issued a warning 
|last week that ’52 dealer plates 


For Using °52 Plates have expired. 
xpects 10, 000 | DETROIT.—Michigan police are Dealer license plates—unlike reg- 


reported ticketing Michigan dealers| ular plates, which do not expire 
for using 1952 dealer license plates | until Feb. 28—are good only for the 


As Parley Opens jon ma and the secretary of state’s ' calendar year. 


(Continued from Page 1) 
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» dat Business Sessions On Today .. . Mich. Dealers Ticketed 





have been pondering for some|truck sales management is sched- 
months a successor to Bob Deo. uled for Tuesday afternoon. 

* * & The Wednesday morning ses- 
LLorp is due to discuss impor-| Sion will deal with potential, 


4 tant issues for dealers at the| Profits and taxes. . 
business session beginning at 2:30] At the afternoon session, officers 


p.m, today (Feb. 16) in a talk listed will be introduced and resolutions 
as “Let the Chips Fall. . .” presented. Dr. Clarence Manion will 
Other important issues will he| discuss a pn a for Peace.” 

brought to the front by Robert S. 

Armacost, chair- 

manof the NaDa| Nash, Ford, Willys 
industry relations 

committee and a Biggest Gainers 

man mentioned | 
frequently for the (Continued from Page 3) 
presidency. He is| centage point to maintain 1.89 per- | 
now first vice-|cent of last year's sales. 
president. Within the larger corporations, 









A 1000% increase of our daily 
rental fleet (from 5 cars to 50) in just 
two and a half years adds up to 
good business! Our first downtown 
AVIS station was opened in May, 1950 
. A second station was 
opened at the Richmond airport; 
and now we're opening stations in 
Norfolk and Roanoke. We have over 
500 units out on long term lease, too’ 
I'll say we're goimg places with AVIS * 







...to INCREASE 
SHOP PROFITS 


and assure customer 
satisfaction through 
better repair work 











Armacost is| the percentage of the ’52 market 
scheduled to re-| held by the divisions were as 
lease a great! follows: Chrysler, 2.72 percent; 
many facts dis-| DeSoto, 2.21; Dodge, 5.93; Plym- 
closed by the re-| outh, 10.42; Ford, 17.62; Lincoln, 





That's why 70% of the units of this 
type in use among car dealers are Sun built. 
The SuN Line is complete—offering scientific 





Mr. Parker Snead, Ford Dealer; 
AVIS Licensee, Richmond, Va. 


R. S. Armacost 


testing a of yon size and Pes cent survey conducted by the com-| .70; Mercury, 4.47; Buick, 7.47; 

This enables any car dealer, regardless o mittee on dealer-factory relations. illac, 2.12 he rolet, 20.50; Ying. Conk ’ : 
se nave te unts Mat Best ns shoe | "He will discuss both the immedi-| Oldsmobile, 524; "Pontiac, 640; ane 70 P Sitcanee Ge aon See 
n a FNS g! “te volt equipmen ate situati - H GON? ; 

is now available—or your present equipment, ation and long-range goals. Henry J, .69; Allstate, .03 percent, full details. 


through the Sun Modernization Plan, can be ee , and Kaiser, .99 percent. 
quickly converted to serve vehicles of both = C. FREED, chairman Sales by makes for the last year 


voltages. Talk to your nearest Sun Repre- 4 of the NADA National Affairs|are as follows: Chrysler, 113,392; 


a ea 


Paul A. Larson, Vice-president 







sentative or write direct to SuN. Committee and a regional vice-| DeSoto, 91,677; Dodge, 246,464; AVIS Rent-A-Car System 
408m. president, will review NADA’ s leg-| Plymouth, 433,134; Ford, 732,481; 10734 Fullerton Ave. 
Be islative program : Lincoln, 29,110; Mercury, 185,883; Detroit 4, Michigan 
MASTER fd La] a) ml and will discuss Buick, 310,806; Cadillac, 87,806; 
MOTOR TESTER : in detail plans Chevrolet, 852,542; Oldsmobile, 218,- 





189; Pontiac, 266,351; Henry J, 28,- 
718; Allstate, 1,566; Kaiser, 41,022; 

British Ford, 3, 854; Austin, 4,804; 

Crosley, 2,679; Hudson, 78,509; 

Nash, 142,520; Packard, 66,346; 

Studebaker, 157,902; Willys, 41,016, 
and miscellaneous, 21,623.00 miscellaneous, 21,623. 


|; which his com- 
mittee has de- 
veloped for 1953. 
NADA already is 
on record as de- 
termined to lead 
a drive to ease 
the onerous bur- 
den of taxation 
levied on automo- 
biles. 


Company Name_ 
Address_____ 


OO ——— 


| 
| 
| 
| 
| 
| Your Name____ 
| 
| 
1 
| 
| 





8 cen ene see een renee eerennenninsellilinl 








Charles C. Freed 


For Monday morning, a clinic e 
session is scheduled on new-car whie as @ 
and truck sales management and 
) | advertising 





Tuesday morning, Walter B 
Cooper, NADA director from Colo- 


| rado, will speak on the highway 2 
situation. A clinic on used-car and 2 


Motorama 


MASTER 
DISTRIBUTOR 
TESTER 





















UNIVERSAL 
eeOsis [=] —_ | (Continued from Page 2) 
y |glimpse of new features incorpo- | 





| rated into the 1953 show. 

| Every Chrysler-line dealer in 
Florida has been invited to attend 
one of the several previews. 


A feature of the Chrysler show | 
will be 100 audience participation 
exhibits, along with a transparent 
cutaway car with 1,000 working 
parts. 

Big feature of the General Mo- 
tors show is the experimental 
LeSabre, virtually rebuilt since its 
unveiling in Miami a year ago. 

GM officials were confident that 
their Miami audience would equal 
or exceed the 300,000 mark set in 
New York. Even experts can’t tell which car has the Falsie Tire Mount. 

gerne It looks exactly like the expensive Continental mount. Both use identical 








































tire cover parts ... both present the true Continental styling . . . 
Magnetic Drain Plug Co. But only the FALSIE is PRICED to sell in VOLUME. Only the 
Moves to Wellington, oO. Falsie eliminates costly INSTALLATION. Only the Falsie has the 
WELLINGTON, O.— Magnetic high style look for a low cost price. * Look again at the car 
Drain Plug Co., manufacturer of on the right... that’s the one with the unique Falsie Tire Mount 






magnetic plugs for crankcase, FORD ... custom designed but with your customers in mind. 
transmission and rear axle drains, LINCOLN 

has opened a modern new plant in 
Wellington. 








MERCURY OUTSTANDING FEATURES... 


CHEVROLET 
BUICK * Mounts directly to trunk lid —lifts easily with lid. 
























OMBUSTION Jeb “ °° ’ 
coer % OLDSMOBILE * “Hugs deck contours perfectly ~ all models. 
PONTIAC * Designed to give that unique “built in” effect. 
CADILLAC * Beautiful ““Swing-away” stainless steel hub cap. 
CHRYSLER * Allows easy access to handle and lock of trunk compartment. 
* Factory tire size duplicated on all models. 
CHARGER BC PLYMOUTH ’ 






DODGE 
DE SOTO ‘ SIMPLE TO INSTALL...LESS THAN 1 HOUR! 
PACKARD 
WILLYS 







Mounts directly to trunk lid 


It’s not necessary to extend bumper or remove stone 
deflectors. Sturdy, light... complete unit only 13 
Ibs.—no need for additional supports. You'll be dol- 
lars ahead when you see FALSIE Tire Mounts. 














For Cleaner Cars— 


U. S. Washmobile Corp., Beverly Hills, 
Calif., announces its new 1953 pressure 









foam car washer. It incorporates newly i ey AUTOMOTIV E 
developed emulsifier valves which make ~. o> 4 

an ounce of detergent into a layer of rich 403 W. SOLANO Sf. 
cleansing foam, according to David Fisher, LOS ANGELES 12, CALIFORNIA 









1327 Avondale Ave., Chicago 31, Illinois eee has a display CONTACT YOUR LOCAL DISTRIBUTOR OR WRITE FOR INFORMATION 
AR: AOR RERRRRRRRL Si ERMINE rR RCN . 
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travel broadcasts by John Cameron 

Swayze, radio commentator. 

F : The 20-year pin went to T. Ed- 
Steven B. Wilson, president, re-| ward Aldham, a vice-president of 

vealed that the auto accessory | the corporation. 

firm plans an extensive advertising| 1... than 100.000 persons read AUTO- 

campaign, including a series of | MOTIVE NEWS every week! 


110 








employes with service records rang- 
ing from five to 20 years. 





41 Fram Employes Get 
Long-Service Awards 
EAST PROVIDENCE, R. I— 


Certificates and service pins have 
been awarded by Fram Corp. to 41 





t 







Custom designed for FORD 1950-'51-’52-'53 


The Rapid Door Handle Guards are smartly styled in sparkling chrome. 
Simple to install in a matter of minutes. No holes to drill, no upholstering 
to remove, no special tools required. Simple, clear, step-by-step 
instructions included with every set. Practical in purpose as well as 


beautifully proportioned for today’s cars of lasting distinction. 






LIST PRICE 


























































_ GM Rear Door Check Link 
“OR FURTHER INFORMATION ON 
DEPENDABLE MOTORING PRODU‘ 





Ai Gee Te LUT a Le 


340 FAIRBANKS ST., N.E GRAND RAPIDS, MICHIGAN 


NATURALLY, 
1 DON'T WANT 


MY WIFE 7 


Speedy whips to the offensive in your bout for a purse full of profits. 
With one rip-roaring wallop after another, Speedy gives your sales 
message muscle for the old one-two. 


This two-fisted, copyrighted campaign is furnished on an exclusive basis. 


Your name is spotlighted in each strip giving the ads plenty of per- 
sonalized "socko." 


Visit Speedy in his corner (Booth 23) at the NADA Convention or 
fill in the coupon below for all details about this ad champion. 






(You ADVERTISING SPeci 
ae Ae 


87 MADISON Avenue - NEW YORK 16, N.Y. 


Rush details about Speedy to me! 


a leans 












ALIST 
, ime. 





Philadelphia Dealers Help Honor Judge— 


Philadelphia automobile dealers were among the more than 3,700 persons who 
gathered to pay tribute to Chief Magistrate James J. Clothier at a testimonial dinner 


recently. From left are City Treasurer F. 


D. Pastorius; John B. White, president of 


the Philadelphia Automobile Trade Assn.; Clothier; U. S. Senator James H. Duff; 
Joseph R. Daley, and Edward J. Ronan, past president of PATA, who was general 


chairman of the banquet. 





UAW Wage Drive Spurred 


Lifting of Wage Lids Gives Impetus 


To Higher Base Pay Demands 


(Continued from Page 2) 


seeks to represent all back shop 
employes and parking lot at- 
tendants. The firm was ordered to 
stop encouraging employe member- 
ship in Local 917, AFL Teamsters. 
Other provisions of the order di- 
rected Spitzer to offer 1950 vacation 


|pay to all eligible employes, and 


to discharge, if necessary, all em- 
ployes hired after Aug. 7, 1950, 
when a strike began. The firm 
must reinstate all strikers with 
back pay. 
a * - 

ESULTS of representation 

elections include: Ed Taussig, 
Inc., Lake Charles, La., 30 votes for 
AFL Machinists, 2 for Louisiana 
Auto Workers Assn. (Ind.), and 28 
for neither; Bay Shore Motors, San 
Diego, Calif. 17 for AFL Ma- 
chinists, 39 against; Bay Shore 
Motors, La Jolla, Calif., no votes 
for AFL Machinists, 6 against. 


Shop employes of Packard- 
Lackawanna Automobile Co., 
Scranton, Pa., have been granted 
a 10-cent hourly wage boost, 
retroactive to Nov. 24. Emerson 
Stanton, district representative of 
the AFL Machinists, said the 
Wage Stabilization Board had 
given approval to the boost, 
among its last official acts. 


Three additional paid holidays 
have also been granted to members 
of the union’s Lodge 1971. 


The CIO Steelworkers have with- 
drawn a petition for certification 
as the bargaining agent for em- 
ployes of Hunt Truck Sales and 
Service, Tampa, Fla. 

* * * 


N DETROIT, headquarters of the 

nation’s major  plant-guard 
union, its officials said they were 
preparing to ask Congress for a 
clarification of the union’s status, 
altered in 1947 by the Taft-Hartley 
Act. 

James C. McGahey, president of 
the United Plant Guard Workers 
of America (Ind.), said repre- 
sentatives would meet Wednesday 
(Feb. 18) with Secretary of Labor 
Durkin and Paul M. Herzog, 
NLRB chairman. 

McGahey’s union has contracts 
with a large number of auto firms. 
It was forced to give up its af- 
filiation with the UAW-CIO by a 
Taft-Hartley provision that plant 
guards might not belong to pro- 
duction workers’ unions. McGahey 
said his union wants the act 
amended. 

A strike of 3,700 at Lincoln- 
Mercury’s Wayne (Mich.), plant cut 
into that division’s output, while 
Packard and Plymouth suffered 
from a wildcat walkout of Briggs 
Mfg. Co. employes in Detroit. The 
Briggs strike idled 9,000 tempo- 
rarily. 

. * * 

RESIDENT Eisenhower's order 

on wages and salaries was ac- 

companied by a warning that of- 
fenders against the previous regu- 
lations might still be prosecuted. 
It said: 

“This order shall not operate to 
defeat any suit, action, prosecution, 
or administrative enforcement pro- 
ceeding, whether heretofore or 
hereafter commenced, with respect 
to any right, liability or offense 
possessed, incurred, or committed 
prior to this date.” 

In Miami Beach, AFL Teamster 
President Dave Beck served 





notice that dealerships might 
soon be on the organizing agenda 
for his union, but indicated that 
taxi drivers in New York City— 
30,000 of them—were the first 
order of business. 


Beck said the Teamsters had 
concluded a jurisdictional 
agreement with the AFL Ma- 
chinists, giving Beck’s union 
organizational rights over washers, 
greasers, polishers and _ similar 
workers, while leaving mechanics 
to the Machinists union. 


Beck, whose ambition is for his 
union to represent the entire auto- 
motive industry, outside of pro- 
duction workers, is also aiming at 
bringing auto salesmen into the 
Teamster fold “one of these days.” 


However, that particular field will 
have to wait its turn. It figures in 
Beck’s plan to hike Teamster 
membership from its present 
million and a quarter to 3 million. 

* 2 * 


HEARINGS on the Taft-Hartley 

Act have already begun, for 
Congressmen. Public hearings, ac- 
cording to Senator Smith, 
chairman of the Senate Labor 
Committee, will get under way 
early in March. 


He has suggested that, in the 
meantime, individuals or groups 
with specific suggestions should 
submit them to his committee 
before Feb. 20, in order to give 
the committee staff time to study 
them. 

* * * 

M BEANWSHILE, the CIO has 
4 served notice that it has not 
given up its fight for “ultimate 
repeal” of the Taft-Hartley act— 
but admitted that the “realities of 
the situation,” ie. a Republican 
Congress and Administration, had 
eliminated possibility of such action 
now. 


Instead, said the CIO Executive 
Board in Washington, “we are 
ready to cooperate with a 
sincere effort to amend the law by 
eliminating its union - busting and 
other anti-labor provisions.” 

The CIO listed seven 
fundamental” issues: 


1. Elimination of “government by 
injunction” and restoration of the 
Norris-LaGuardia Act. 


2. Removal of “undue govern- 
mental interference” from collec- 
tive bargaining—called “the corner- 
stone of our nation’s labor policy. 


3. Elimination of “hampering 
restraints” on union organiza- 
tion; aimed at Taft-Hartley pro- 
hibitions against secondary boy- 
cotts, 


4. Elimination of T-H provisions 
for damage suits against unions 
found guilty of unfair labor prac- 
tices. 


5. Simplification and clarificatior 
of the law to provide for “the rul: 
of reason” and reduce administra- 
tive delays. 

6. Protection of industrial unions 
from “disruption of established and 
orderly collective bargaining by 
artificially carving out ... craft 
units on an untenable and unwork- 
able basis. 

7. Prevention of “employer co- 
ercion and intimidation” of em- 
ployes “under the guise of protect- 
ing free speech.” 


“truly 
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|percent this year. Dealers in the ° | capacity, was reduced $44. The 
|70 percent class said they were Clar k P ares Pr ice | 3,000-pound Elec-Carloader was cut 


aiming at 80 percent. 

There ware few complaints in Of Fork Trucks Jand et 7 pt ee de L = Tne 
the latest survey about factory ne" . en Stiieees . 
shipments of asw eae tendon | BATTLE CREEK, Mich. — Price |6,000-pound Elec-Utilitruc was re- 
with accessories. However, all | reductions of $37 to $299 on ‘five of | duced $299. 
the complaints came from one {the company’s battery - powered 

|fork-lift trucks were announced | Euclid Ford Adds Lot 
A new lot accommodating 100 


line group, and that was the : : 
group also concerned about |last week by Walter EB. Schirmer | 
| vice- president in charge of indus- 
cars has been opened at 495 E. 
/185th St., Euclid, O., by Euclid 





Used Cars Causing Concern... 


Sharp Rise Is Noted 
In New-Car Stocks 


(Continued from Page 1) 
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the retail market will not absorb 
an anticipated production of 3,000,- 
000 cars in the first half of this 
year. 

The comment of a St. Louis 
dealer on that prospect was 
typical: 

“No. Not without overtrading 
and reduction of dealers’ legitimate 
profits. Used cars will prove to 
be the bottleneck.” 

Aggravating the used-car situ- 





New-Car Stocks 


In Postwar 
(Estimated by Automotive News) 


Dealers’ 
Cars Cars in Total 

in Transit Potential 

Period Field to Inventory 
Ending Stockst Dealers Stocks 


dan. 1, ’50.. 251,754 188,500 440,254 
Apr. 1, '°50.. 276,136 158,000 434,136 
June 1, ’50.. 247,680 160,200 407,880 
Sept. 1, °50.. 239,642 160,400 400,042 
Dec, 1, '50.. 295,521 128,300 423,821 
dan. 1, ’°51.. 305,888 89,900 404,788 
Apr. 1, ’51.. 406,541 138,500 545,041 
duly 1, ’°51.. 357,606 90,700 448,306 
Aug. 1, ’51.. 299,786 87,500 387,286 
Sept. 1, ’51.. 283,402 86,800 370,202 
Oct. 1, °51.. 250,762 79,500 330,262 
Nov. 1, ’51.. 230,804 76,000 306,804 
Dec, 1,51... 250,445 77,500 327,945 
dan, 1, 52... 224,968 31,000 255,968 
Feb. 1, ’52.. 198,762 69,000 267,762 
Mar. 1, ’52.. 182,577 76,000 258,577 
Apr, 1, ’52.. 213,391 83,000 296,391 
May 1, ’52.. 251,674 88,000 339,674 
June 1, ’52.. 232,036 70,000 302,036 
July 1, °52.. 193,462 84,500 277,962 
Aug, 1, ’52.. 162,086 12,000 174,086 
Sept. 1, °52.. 149,091 77,000 226,091 
Oct. 1, °52.. 233,556 89,000 322,556 
Nov, 1, ’52.. 308,894 90,500 399,394 
Dec. 1, °52.. 287,247 76,000 363,247 
Jan. 1, °53.. 291,671 83,300 *374,971 
Feb. 1, °53.. 336,935 86,600 423,535 
+Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories and demonstrators. 
*Revised. 













Save on Car Repairs 
WITH 


- 
. 


PARTS & ASSEMBLIES 
And Re-Use Original Assemblies 


National Parts restore a car or truck 
to its original fine operating condition, 
yet save major repairs because they 
re-use original assemblies. 

As Advertised in Saturday Eve. Post 
Sold Nationally by Leading ities 
Write or Wire for Detalis—Dept. AN 


NATIONAL MACHINE pine Le 


MANUFACTURER AUTOMOTIVE PROOU 


P BOX 4305 KLAHOMA CITY 9 OKLA 


1ACO 
Profit Makers 


SHORTSTOP = 
IGNITION SPRAY 


Takes but a few sprays 

to start moisture soaked 

motors. And durable plastic 

coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals out dampness. 

Comes in handy spray can with easy push 
button valve. 4 Oz. size for glove com- 
partments — 12 Oz. Service Station size. 


ZACO CHROME SPRAY 
ond PRESTO SPRAY ENAMEL 


ZACO LABS (Division of Zip Abrasive 
1360 West 9th St ° Cleveland 13, Ohio 









ation, dealers say, is the growing 
tendency of major finance compa- 
nies to shun some dealers in need 
of extensive floor-planning. This 
results in freezing needed working 
capital. 
+ + + 

EANWHILE, dealers report, 

the ratio of tradeins to new- 
car sales is on the rise. For that 
reason, it is added, used-car prices 
are dropping more than season- 
ably. 

Because the bulk of tradeins are 
made up of 1949-1951 models, used 
car inventories around the country 
are getting out of line both from 
the standpoint of number and 
dollar value. 

A dealer’s typical answer to 
the survey query. Do you expect 
any sizable increase in used-car 
sales before next spring ?—came 
from Richmond, Va.: 

“No, but we sure hope so.” 

* * * 


NLY from Denver did there 

come any optimism for a near- 
term used-car sales upturn. A 
dealer there said he was basing 
his hopes on the “big projects 
scheduled for construction in this 
area.” 

All dealers replying in the 
survey said that their factories 
have been exhorting them to get 
service absorption rates up, but 
few reported any success, 

Service absorption rates reported 
for all of 1952 ranged all the way 
from 20 to 70 percent. At the 
bottom of the absorption ladder 
were dealers in both independent 
and Big Three makes of cars. 

A dealer in Massachusetts, who 
reported a 20 percent absorption 
rate, said he was shooting for 40 


Designed for Army, 
Brake Is Offered 


For Civilian Use 


DETROIT.—A new hydro-air 
brake, developed by Federal 
Fawick Corp.’s brake division, has 
been demonstrated in the Army’s 
amphibious BARC, a 97-ton vehicle, 
at Fort Lawton, Wash. 

One of the most grueling tests 
showed that four of these brakes 
were able to hold the vehicle on 
a 60 percent grade. 

The brake features air operation 
as a service brake, with an aux- 


iliary hydraulic system available in | 


case of failure of the air system. 
Both systems are separate and may 
be applied either independently or 
simultaneously. 

Brake applications run from the 
smallest automotive size in a 
three-brake shoe _ construction— 
using a nine-inch drum—to a six- 
brake shoe construction with a 35- 
inch drum. 

According to the firm, the 
brake can be installed on most 
standard vehicles without modi- 
fication of axles or drums. 

The Fawick brake and its me- 
chanism are contained completely 
within the drum, thus eliminating 
all air diaphragms, slack adjusters, 
cam shafts and push rods. 

. * . 





Fawick Development— 


Four of these Fawick hydro-air six-shoe 
brakes, in recent tests, have held a 97-ton 
amphibious Army vehicle on a 60 percent 
grade. The new-type brake is now offered 
for standard cars and trucks. 


Se. 





North Dakota: ment Co. 


“IT read the other day where our | 
factory sales manager claimed a} 
35,000 order backlog. Those orders | 
were written by factory field people, | 
and nothing was mentioned about | 
our job of finding enough retail | 
buyers to match them.” 


Sports-Car Show 
Bows Saturday 
In Manhattan 


NEW YORK. — Custom, classic 
and sports cars from both domestic 
and foreign manufacturers will be 
displayed in 60,000 square feet of 
Madison Square Garden from 
Saturday (Feb. 21) through March 
1 during the World Motor Sports 
Show. 

Among American “classic” cars, 
according to Show Director Fred 
Pittera, will be a Mercer Race- 
about, Stutz Bearcat, Cord, Deusen- 
berg and Auburn. 

Foreign importations will include 
the prize-winning new Spanish 
Pegaso, the Italian Flying Disc, a 
gold-plated Daimler and the Mer- 
cedes-Benz that won the recent 
Mexican road race in record time. 
With the Mercedes will be the 
Lincoln that paced all stock cars. 

Sports cars will include the 
British Jaguar, Bristol and Frazer- 
Nash, while Italy will be repre- 
sented by Ferrari, Siata and Mase- 
rati models, Pittera said. 


|} cuts to economies in production. 
Clark's Elec- -Clipper, of 2,000 Ibs. 


Ford Co. The lot is under the su- 
pervision of Tom Ryan, used-car 
manager. 












p> Order Your Sample for Foot Control Releases Sand 


Demonstration Now. 
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New Low-Priced Passenger Car ROAD SANDER 





RETAIL PRICE $19 95 “ss 


For Instant Traction 





SOC 


AMERICA’S SMARTEST TIRE MOUNT 


DESIGNED ESPECIALLY FOR 
THE ‘53 FORD 


Beautiful chrome pad... 
Nothing mounted on deck lid... 
Tire carrier mounts direct to frame... 
Easy installation ... 







NADA CONVENTION BOOTH 164 auto metal products inc. 


1403 NORTH BROADWAY, 


ANGELES 12, CALIFORNIA 





Mason Sells Interest 


Natchitoches, La., to J. M. Rush- | ager. 


YOU'RE LOSING BUSINESS! 


WHEN PEOPLE HAVE NO PLACE TO PARK 
PRE-FABRICATED MULTI-DECK GARAGES 


250,000 Cars Yearly Successfully Accommodated 








in Beverly Hills 


PEAK TRAFFIC LOADS HANDLED EASILY 
ECONOMICAL OPERATION 
RELOCATABLE 


LOW FIRST COST 
PROVEN 
Erected by U. S. Steel Corp. 


NEW YORK 


MULTI-DECK CORPORATION 





CUSTOM ANGLE 
ACTION DESIGNED 
TO FIT ALLCARS 


for greater visibility. 
Loosen set screw and turn 
knob to any desired angle 
adjustment 


SYNCROSET pat. 
HEAD ACTION penp. 


New, easier adjustment, 
eliminates lost heads, slip- 
ping, freezing or head com- 
ing off the arm. 


REPLACEABLE - 
MIRROR HEAD eno. 


Simple screw adjustment 
easily replaces mirror head 
in case of damage. 


FULL 360° DOUBLE 
ACTION ADJUST- 


MENT PAT. #2533475 


Double action adjustment 
allows mounting of mirror 
with base to rear or front 
of car as customer prefers. 


THEFT PROOF 
MOUNTING 


ALL KNIGHT MIRRORS 


ing and C. M. Bostick. Bostick 
. a |will continue as manager, Rushing 

V. L. Mason has sold his interest | wij} be parts manager, and Way- 
in Peoples Motor Co. (Studebaker),|mond Ham will be service man- 





270 PARK AVENUE 
NEW YORK 17, N. Y. 











Retiring Hawley Recalls 


Real Horse Trading 


MARSHALL, Tex. — Lee Haw- 
ley sr., head of Hawley Motor 
Co. (Chrysler-Plymouth), is re- 
tiring after 44 years as an auto 
dealer. Turner Motor Co., head- 
ed by W. C. Turner, of Carthage, 
has taken over Hawley’s firm. 

Hawley started in 1909 with a 
Ford Model N, predecessor of 
the Model T. 

“In those days,” he reminisced, 
“you had to take in horses and 
buggies on trades. I owned a 
livery stable so that sort of 
swapping came natural with me.” 


Wilson Moves Up 
Notch at GMC 


PONTIAC. — Thomas E. Wilson, 
son of the former General Motors 
president, has been appointed gen- 
eral manufactur- 
ing manager of 
GMC Truck & 








Failure-Proof 


nounced last 
week by Philip J. 
Monaghan, gen- 
eral manager. 

Wilson succeeds 
Monaghan, who 
was appointed 
general manager 
of GMC when 
Roger M. Kyes 
resigned to become deputy secre- 
tary of defense. 





T. E. Wilson 


Taxpayers Elect Prince 
Roy Prince, head of Roy Prince 
Motor Co., Inc. (Packard), Man- 
chester, N. H., has been elected to 
the board of directors of the Man- 
chester Taxpayers Assn. 


BEVERLY HILLS 


NON-GLARE 
DOOR MIRROR 


* Fine New Styling 

* Exclusive New Features 

* Designed To Fit All Makes 
And Models Including 
1953 Cars 


CLAMP ON MIRRORS 


No. 130 


DOOR 
MIRROR 


4! 5” Offset head 
in non-glare 
glass. Full 360 
degree double 
action adjust- 
ment 


No. 198 412” No. 190 412” 
Center Head Offset Head 


Both non-glare mirrors with curved base and 
new narrow bracket to fit G. M. °53 and all 
other cars 


SEE YOUR 
DISTRIBUTOR 
OR WRITE 


19720 
WEST EIGHT MILE RD 


DETROIT 35, MICHIGAN 


Coach, it was an- | 
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Getting Down to Business— 


| Chevrolet Co., Los Angeles. 





BOSTON.—There will be 85 mil- 
jlion motor vehicles on America’s 
highways by 1975, H. A. Radzikow- 
ski, chief maintenance engineer of 
the U. S. Bureau of Public Roads, 
predicted at the annual meeting of 
the American Road Builders Assn. 

“The traffic of 1953 is choking 





our inadequate highways,” he 
said. “Unless drastic action is 
taken to improve and rehabilitate 
our depreciated roads and streets, 
this 60 percent increase in auto- 
motive vehicles in the next 20 
years will severely tax the efforts 
of the highway departments to 
keep abreast of requirements. 


“Massachusetts has been a leader 
in highway development, but here 
as elsewhere the highways have 
not kept pace with auto production. 
It is estimated that more than $1 
billion will be required to modern- 


ize Massachusetts’ highway _ sys- 
tem.” 
Radzikowski told the Hub con- 


ference that, “while much progress 
has been made in the Boston area 
and throughout the state, it is clear 
that traffic-jammed Boston streets 
and Massachusetts roads need 
many more improvements.” 


“It is no longer a case of how 
much more of the $100 million road 
needs can be placed under con- 
struction,” he said. “The problem 
is—how well can you keep up with 
future progress and traffic expan- 
sion?” 


Trends traffic 


U.S. Rubber Plans 


Research Center 


EMERSON, N. J.—United States 
Rubber Co. has signed a conditional 
purchase contract for approximately 
80 acres of land here on which it 
plans to create a new research cen- 
ter devoted to basic research in the 
fields of rubber, chemicals, syn- 
thetics, textiles, and plastics, it was 
announced last week by company 
officials. 


One of the conditions of the con- 
tract is that the borough of Emer- 
son re-zone the property, which is 
now in a residential section. The 
purchase price was not disclosed. 

“In its initial phase, this new 
center will house fundamental re- 
search activities,” said H. E. Hum- 
phreys jr., president. “Research 
activities at the existing Passaic 
laboratories will be continued.” 


in population, 


Canepari Succeeds Uncle 
As Cadillac Distributor 


Joe F. Canepari, president of the 
reorganized Southern Motors, Inc., 
Memphis, has been appointed 
Cadillac distributor and Oldsmobile 
dealer, succeeding his uncle, the 
late Lawrence Canepari. 

R. R. Price, with the company 
many years before the recent re- 
organization, is closing out the af- 
fairs of the old firm. 








Panel members of the “Organizing the Business" clinic, featured at the NADA 
equipment exhibition, huddle with Moderator Leonard J. Cormier jr., (seated), Central 
From left are Wallace F. Warren, Bennett Motors, Salt 
| Lake City; Harold H. Utschig, Balboa Oldsmobile, San Diego, Calif.; Walter Muller, 
Muller Bros., Hollywood, Calif., and J. D. Morris, Morris Motor Co., Bakersfield, Calif 





85 Million Vehicles Seen 


U. S. Official Predicts 60 Pct. Increase by 1975, 
Urges Drastic Action on Roads 


and national income contribute 
to the growth and essentiality of 
the nation’s highways, the 
speaker pointed out. 

Citing reports of the Materials 
Policy Commission, he estimated 
the gross national product wil! 
double in value to $547 billion by 
1975. Curves representing the an- 
nual gross national product ani 
the annual vehicular miles of 
travel have paralleled each other to 
a striking degree for the past 20 
years, he concluded. 


Membership Rolls 
Of MEWA Grow 
By 150 in Year 


CHICAGO. — Thirty-seven new 
memberships in the Motor & Equip- 
ment Wholesalers Assn. were ac- 
cepted by the board of directors 
at its meeting in Atlantic City just 
prior to the Automotive Service In- 
dustries show in December, MEWA 
has announced. 

This brings to 150 the total of 
new members added in 1952, ac- 
cording to Ray Graff, new MEWA 
president and head of Graff Motor 
Supply Co., Sioux Falls, S. D. 

The 37 newest members are: 

Atlantic City Auto Supply Co., 
Inc., Atlantic City; Berkeley Auto- 
motive Center, Berkeley, Calif.; 
Brownsville Auto Parts Co., Brook- 
lyn, N. Y.; Carson Co., Cadiz, O.; 
Central Motor Parts Co., Chicago; 
Commercial Motor Parts Co., Los 
Angeles; Cortland Auto Supply Co., 
Inc., Cortland, N. Y.; F. A. Cross- 
man, Inc., Syracuse; Davis Auto 
Parts, Inc., Dover, Del.; Dixie Mo- 
tor Supply Co., Inc., Orlando, Fla. 


Eldotread Co., Elyria, O.; Ely 


Motor Supply, Ely, Nev.; H. E. 
Everson Co. Grafton, N. D.; 
Grosser Parts, Ltd., Edmonton, 


Alta.; Guttman Supply Co., Belle 
Vernon, Pa.; Jack’s Auto Parts, 
Lancaster, Pa.; Kentucky Motor 
Service, Covington, Ky.; Knorr- 
Maynard, Inc., Detroit; Lafayette 
Motire Parts, Inc., New York; Lake 
Andes Auto Supply, Inc., Lake 
Andes, S. D.; Lamus-Lundlee Co., 
Sacramento. 


Maplecrest Battery & Ignition 
Co., Maplewood, N. J.; Megahee- 
Speight Co., Thomasville, Ga 
Mitchell Auto Electric, Mitchel, 
S. D.; Motor Service Co., Minot, 
N. D.; Motor Supply Co., Water- 
town, S. D.; S. & H. Auto Parts Co., 
Poplar Bluff, Mo.; S & W Supply 
Co., Inc., Hays, Kans.; Serrins Auto 
Parts, Titusville, Pa.; Service Motor 
Parts, Inc.; Tucson, Ariz.; Sullivan 
Bros., Philadelphia; Syracuse Auto 
Parts, Inc., Syracuse. 


Tire Trading Co., Newark, N. J 
Triangle Auto Parts Co. Inc, 
Cleveland; Valley Auto Parts, Bak- 
ersfield, Calif.; George Waldbauer 
& Son., Patchogue, N. Y., and Yank 
ton Auto Salvage & Supplies, Yank 
ton, S. D. 
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Gaffney and Thompson 
Dissolve Partnership 

Frank Gaffney and Harold 
Thompson, who operated the Chev- 
rolet dealership in Orofino, Id., 
since 1937, have announced disso- 
| lution of their partnership. 


A new firm, Frank Gaffney 
Chevrolet, has been organized. | 
Lawrence Thompson, parts man- ; ; é 
ager for 14 years, will be assistant | manifolding and improved en- 
manager of the new company. gines in working array. 

a : The foreign sports models drew 
the eyes of many, while a fur 
|fashion show attracted many 

T |} women to the show. Among show 
visitors was UAW-CIO Secretary- 

Treasurer Emil Mazey, who was 
“highly impressed” with the 1953 
models. 

Shows still in the making were 
bursting with plans at press time. 

* * * 





















2 N FORT WAYNE, dealers were 
; putting finishing touches on 
what they insisted would be “the 
greatest automobile display ever 
staged in Indiana.” Their North- 
eastern Indiana show opens Wed- 
nesday (Feb. 18) for a five-day stay 

YEAR'S GUARANTEE in the city’s War Memorial Coli- 

Terms: seum, 
Alternating blue and yellow 
‘ se panels will decorate the walls of 
stopped 90% Mo the 50,000-square-foot exhibition 
Traffic hall, while ceiling drapes of the 
same color will span the nearly 

Cc 200-foot width of the hall. 

A foreign-car display has been 
arranged with S. H. Arnolt, War- 
| 

New Safety Feats es | Chrysler 

ee Tor the aif STOPS (Continued from Page 2) 

i ressur 

“i finger - Suromatically- stood at $105,712,124, compared 
and STA’ 10 Tons with $103,076,535 in 1951. 

Suppor’; of rugged || Federal normal taxes and sur- 
pi scientifically popu- taxes cost Chrysler $138,000,000, 
anced to supP° versus $78,600,000 in 1951, and the 
jar models. in 30 excess profits levy skyrocketed to 

$31,000,000 from $400,000 for the 
preceding year. 
It is further pointed out by the 
report that “the slight increase 
i (in sales) despite reduced vehicle 
it in. You — unit sales resulted primarily from 
$ yourself, anyon per minute. a substantial increase in defense 
! a business and from increased 


prices authorized for passenger 
cars.” 


Sales of military products during 
1952 amounted to 14 percent of total 
business. “The Government’s reap- 
praisal of defense demands during 
1952,” the report adds, “resulted in 
lower peak rates of output than 
originally contemplated in several 
important programs, and in the 
cancelling by the Government of 
an aircraft engine program. 


“We have, however, taken on 
other contracts. The amount of 
this kind of work to be done by 
Chrysler Corp. in the future de- 
pends on the course of the 
defense program.” 


There was no change in the divi- 
dend level. The directors declared a 
disbursement of $1.50 per share, 
payable March 12 to stockholders 
of record Feb. 24. 


TURNS CARS 
INDOORS or OUT 


Can Be Financed if Desired 


BRUNNER’S, Inc. 


358 East Center St. 
Manchester, Conn. 








TOP SENSATION 
for 1953 - 


ARO 





Hoot Advanced | 
In Ford Sales | 


DEARBORN. — Walter A. Hoot, 
former southwestern regional car 
sales manager for the Ford divi- 
sion, has been named new and 
used-car merchandising supervisor | 
in the general sales office in De- 
troit, according to George P. Mon- 
tagnet, national car sales manager. 


Joining Ford as a district repre- 








RED, GREEN, BLUE, 


GRAY PLAIDS sentative at Houston in 1946, Hoot 
= a h was named southwestern regional 
A new, exciting addition to the /icog-car and 


truck department 
manager in 1949. He was appointed | 
regional car sales manager in 1951. 

Succeeding Hoot in Kansas City 
is William H. Dunstan III, who has 
been promoted from regional busi- 
ness management manager by I. B. 
Groves, southwestern regional sales 
manager. 

J. W. Newton, who has served as} 
southwestern branch manager at} 
Kansas City for Ford Motor Co.’s 
dealer development office, succeeds | 
Dunstan. 


ARO family of replacement Con- 
vertible Tops! Dealers from coast 
to coast are making big extra profits 
by featuring ARO KILTY, available 
in a variety of intriguing plaids. 
Tops for all models, 1928 to now. 


ARO STORM KING + ARO DE LUXE 
ARO REGAL « ARO ARISTOCRAT 





Write or wire for money making deal | 


ARO TOP SALES CO. 


1089 Commonwealth Ave., Boston, Mass. 


Kans. Deal Enlarging 


Shows Report Sales 
Hitting Brisk Pace 





Oberlin Motor Co. (Chevrolet- 
Oldsmobile - Cadillac), Oberlin, 
Kans., is enlarging and remodeling 
its place of business. It recently 
purchased the neighboring Brown 
Motor Co. building and has con- 
nected the two structures, 





World's Largest and Oldest Makers 
of Replacement Convertible Tops 


SEE US AT THE NADA SHOW 
SAN FRANCISCO, FEB. 14-18 


AUTOMOTIVE NEWS. FEBRUARY 16, 1953 
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saw (Ind.) industrialist whose 
Chicago distributorship handles a 
broad line of sports cars. One of 
the stars of the sports show will 
be the new Arnolt, his own ver- 
sion, featuring an MG chassis 
and a Bertone body. 


Antique and classic cars will also 
compete for attention, as will a 
television booth, safety displays 
and Miss America. 


Among features of the Washing- 
ton show will be the awarding of 
five new cars to spectators—a 
Buick, Chevrolet, Ford, Plymouth 
and Pontiac on alternate days 
thereafter. The show opens Satur- 
day (Feb. 21) and closes March 1. 


* * * 


AN FRANCISCO show officials 
\ have been forced to plan for 
erection of a huge tent to accom- 
modate the overflow of exhibitors 
from the Civic Auditorium. 

It will cover Grove St., in front 
of the auditorium, and will be con- 
nected with the main auditorium 
entrance. The show will be entered 
through the tent, according to 
Hilary T. Martin, general chairman 
of the 27th San Francisco show, 
scheduled for March 21-29. 

Show officials are predicting a 
record-breaking attendance for 
this first show since 1941, 

Show chairman Henry J. David- 
son, of Metropolitan Pontiac in 
Denver, reports that industry mem- 
bers are hard at work to eclipse 
last year’s record gate of more 
than 100,000. This year’s show will 
be held in the newly-enlarged City 
Auditorium with three times the 
space available last year, when 
many people had to be _ turned 
away. 
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Europeans See '53 Studebakers at Brussels Salon— 


e) 


This is a view of the Studebaker display at the Brussels International Automobile 
Salon in Brussels, Belgium. It marked the debut of the cars on the continent. 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA. — Boosted by large 
gains in the second half of the 
year, factory shipments of Canadi- 
an-made motor vehicles rose to an 
alltime peak in 1952, exceeding by 
about 5 percent the previous high 
set in 1951, the Canadian Govern- 
ment has announced. Shipments 
of vehicles for sale in Canada were 
up 3 percent from 1951, while those 
intended for export rose 13 percent. 

Sales of British-made vehicles 
declined about 10 percent from 
the preceding year, while 
shipments of vehicles imported 
from the United States increased 
about 4 percent. 

Shipments of Canadian-made 
vehicles in 1952 totaled 432,696 
units, compared with 413,772 the 
year before. Vehicles shipped for 
sale in Canada numbered 356,970, 
compared with 346,992 last year, 
while those for export totaled 75,- 
726, compared with 66,780. 


See the Clayton Chassis Dynamometer at booths 40 and 
62 of the N. A. D. A. Show, San Francisco Civic Audi- 
torium. Learn how the Model C-49 cuts costs . .. how 


it increases parts and labor sales by 30% to 70% . 


ee. 


how it gives you an inside test road for diagnosing, 
adjusting, and testing any car under all driving condi- 
tions. The Clayton Chassis Dynamometer makes your 
tune-up instruments tell the truth — always — by giv- 
ing direct readings of road speed and horsepower. Easy 
to install. Simple to operate. The new C-49 Clayton 
Dynamometer fits into a single service stall. Visit 


booths 40 and 62 at the N. A. D. A. Show. 








If unable to visit the show, write 


for full information to: 


CLAYTON MANUFACTURING CO. 


Box 550, El Monte, California 


lon 


DYNAM METER 


Canadian Output a Record 


Factory Shipments in ’52 Put at 432,696 Units; 
U.S. Imports Up, British Sales Dip 





In December, 29,868 vehicles were 
shipped, compared with 22,086 a 
year earlier. : 

Shipments of Canadian cars were 
up slightly in 1952 to 283,697 units 
from 281,245 the year before, while 
commercial vehicle shipments were 
substantially higher at 148,999 units, 
compared with 132,527. 

Sales of British-made vehicles 
during the year, were, 28,848, 
compared with 31,396 the year 
before. Cars fell to 26,627 from 
28,853 and commercial vehicles to 
2,221 from 3,043. 

Shipments ‘of vehicles imported 
from the United States were 17,024 
units, compared with 16,366 in 1951. 
Cars increased to 13,520 from 12,491, 
while commercial vehicles fell to 
3,504 from 3,875. 

Shipments of Canadian and 
United States motor vehicles and 
sales of British-made vehicles 
totaled 402,842 units in 1952, com- 
pared with 395,254 in the preceding 
year. 


Ton. shows the way to 


Profits 


at the 


N.A.D.A. SHOW 


SAN FRANCISCO 
FEBRUARY 14-18 


BOOTHS 40 & 62 
o.0 


Po cacti 
—= 


MODEL C-49TF 
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CMP Decision 
May Be Left 


To Eisenhower 


Debate Shows Action; 
Timetable Awaited 
On Price Decontrol 


(Continued from Page 1) 
ney general and postmaster general. 
The chairman of the Federal Re- 
serve Board also is a member. 


It is understood that OPS had 
prepared a decontrol timetable 
covering the period up until Apr. 
30, on which date all price control 
authority is scheduled to come to 
an end, 

Final decision was expected in 
the matter on Friday during a 
scheduled meeting of the President 
and his Cabinet at the White 
House. 


In advance of the meeting there 
was sentiment for giving sellers 
some inkling of just when they 
could expect their lines to be de- 
controlled in price, with an oppor- 
tunity to make plans for the change 
to come and the exact date of the 
action. 

As forecast in Automotive News 
last week, it seemed likely that 

automotive products not pushing 
against a ceiling would come in 
for early decontrol. 


Last word was that such decon- 
trol might come in two sections, 
with used cars and trucks leading 
the way. 

The conjecture conceded to have 
greatest weight is that CMP will be 
“open-ended” Apr. 1, or it will be 
retained in its present status until 
June 30, when it is likely to be 
“open-ended” or entirely dropped. 

a » * 
r — reason for the inability of 
the Administration to reach any 
conclusive action on CMP has been 
the wide divergence of opinion on 
whether it is best to junk CMP 
immediately, “open-end” it Apr. 1 
or preserve it until at least June 30. 
CMP scuttlebutt has been ram- 

pant for two weeks. There is a 

tug-of-war going on within NPA, 

DPA, Department of Defense, 

Munitions Board and various 

other agencies about CMP. 


Strong arguments are offered by 
proponents of the different CMP 
recommendations. It is reliably re- 
ported that Horace McCoy, acting 
NPA boss, is for immediate revoca- 
tion of CMP. But he has strong 
opposition from influential Wash- 
ington officialdom. 

* * . 

NDICATIONS are that the de- 

cision, in view of the lack of 
unanimity among government 
officials responsible for defense pro- 
duction, will have to be made by 
President Eisenhower himself. 
Thus a statement on CMP’s fate 
is most likely to originate at the 
White House and not at NPA. 


The auto industry, long opposed 
to controls and anxious to see their 
doom, is reported now as being in 
favor of “open-ending’ CMP for 
the second quarter and dropping it 
entirely June 30. Informed Wash- 
ington sources say the auto indus- 
try will have no bothersome prob- 
lems about materials if CMP is 
“open-ended.” 


* * = 


HEN the decision is made on 

CMP’s fate, it will no doubt be 
followed almost immediately by 
NPA action on inventory controls. 
Such controls never have been ad- 
mittedly effective. NPA probably 
will drop its present controls on 
inventories of steel, copper, alumi- 
num and other materials and in- 
stead restrict them broadly to a 
“minimum practiable working” 
status. 


The question of controls is one 
with which Congress will be seri- 
ously occupying itself in the 
ferthcoming weeks. The Senate 
Yanking and Currency Commit- 
tee starts its hearings on defense 
production controls Feb. 28. 

Senator Homer Capehart has in- 
troduced a bill urging standby 
controls. He wants government ma- 
chinery established so that, when a 
national emergency arises, controls 
can be immediately slapped on the 
economy. His proposal would sup- 
plant the present Defense Produc- 
tion Act. 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


TWENTY CENTS 


(20c) PER WORD for each 


These 


Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing 
readers. Count initials and groups of numbers as one word. Ads may be signed with your full name and 


address at regular rates, but if signed "Box No. 


, in care of Automotive News, Detroit 26, Mich." 


add 


One Dollar ($1). per insertion for address and extra service as replies are forwarded, unopened, the 


same day received. Display Ads: $11.20 per inch, per insertion. 


WANT AD DEPT., 


Kindly Acknowledge 


at take 


Advertisers availing 


Want Ad Sectior 


AUTOMOTIVE NEWS 





HELP WANTED 


SALESMEN WANTED 


Young men with ambition and 
ability to sell automobiles in 
large ‘Big 3°’ volume opera- 
tion. Can advance to sales 
manager and manager. Our 
wash-out plan can earn from 


$1,000 to $2,000 per month 
if willing to work. Dealerships 
located in the southeastern part 
of the United States. 


Box 2285 
c/o Automotive News 
Detroit 26 





WANTED. Service manager for Chevrolet, 
Buick dealership in north central Indiana. 
Thirty-one years in business. Opportunity 
for advancement with liberal salary and 
annual bonus. Labor sales _ potential 
$10,000 monthly. Box 2256, c/o Automo- 
tive News, Detroit 26. 


ACCESSORY SALESMEN calling on auto- 
mobile dealers. Increase your income 
selling famous Gates seat covers along 
with your other lines. Liberal commis- 
sions. Good territories open. Our line is 
tops in quality and styling. Write Gates 
Mfg. Co., Indianapolis 7, Ind. 


SALESMEN. Wonderful 
ambitious men selling ‘‘Precision Fit’’ 
seat covers to new car dealers. Beauti- 
ful, attractive line for 1953. Fabric seat 
covers offer very liberal commissions, 
steady income. Following territories now 
open: Indiana, Maine, Massachusetts, 
Ohio and Virginia. Write for informa- 
tion, stating qualifications, and following, 


opportunity for 


if any. Fabric Mfg. Co., Inc., 205 
Thomas St., Newark, N. J. 

AUTO PARTS SALESMEN. Aggressive 
salesmen seeking better future. Op- 


portunity to earn $6,000 to $8,000 per 
year at start with leading manufacturer, 
national distributor. Salary, commission 
and bonus. Protected territories open 
now due to expansion and promotions. 
Established accounts. Repeat sales. Re- 
placement auto parts, key machines. 
Selling experience necessary. Car re- 
quired. Pay while training in _ field. 
Write fully. Curtis Industries, Inc., 1130 
E. 222nd St., Cleveland 17, Ohio. 





TRUCK MANAGER to handle both new 
and used trucks for Chevrolet dealer. 
Truck department is separately set up 
in a town over 100,000. Good proposition 
for the right man with the right kind 
of references. 
Automotive News, 


Address Box 2275, c/o 


Detroit 26, 

















MANAGER 
$20,000 to $25,000 
PER YEAR 


Must be young aggressive 
ability to spark a complete 
tion. 






















and with 
organiza- 








Previous experience as sales 






manager with knowledge of used cars 
necessary. Prefer applicants under 40 
years of age. Large volume operation, 
one of the “Big 3", dealerships lo- 
cated in southeastern part of the 
United States. Applications held confi- 
dential. Please attach complete resume 



















with photo. 
Box 2286 


c/o Automotive News 
Detroit 26 





HELP WANTED 


TOP NOTCH CONTROLLER for large 
‘‘Big 3’’ volume automobile with opera- 
tions located in the southeastern part of 
the United States. Can earn from $10,- 
000 to $12,000 per year. CPA preferred. 
Box 2281, c/o Automotive News, De- 
troit 26. 








USED CAR MANAGER. Young aggressive 
person with knowledge of the value of | 
used cars and ability to handle sales per- | 
sonnel and who wishes to advance to 
sales manager or manager for large 
‘‘Big 3’' volume operation with dealer- 
ships located in southeastern part of the | 
United States. Box 2282, c/o Automotive | 
News, Detroit 26. 

USED CAR MANAGER 


We want a man to take complete charge of 
our used car department. A wonderful op- 
portunity for a honest, ambitious, energetic 
man. You can almost write your own ticket. 
One of New York City's largest Dodge-Plym- 
outh dealer. All replies confidential. |. 
Rogers, Rogers Motor Co., Inc., 6002 Ft. | 
Hamilton Parkway, Brooklyn 19, N. Y. 





SALES MANAGER 
$12,000 to $15,000 || 





Per Year 


Experience as used car man- 
ager and desire to become 
manager. Large ‘Big 3"' vol- 
ume operation with dealership 
located in southeastern part of 
the United States. Please at- 
tach complete resume with 
photo. 


Applicants under 40 preferred. 


Box 2287 
c/o Automotive News 
Detroit 26 





POSITION WANTED 


7] 





EXPERIENCED USED CAR buyer with 


Detroit connections is desirous of con- 
tacting reliable new or used car oper- 
ators who can use his services. Can 
furnish bond and references. Box 2276, 
c/o Automotive News, Detroit 26. 





TRUCK SALESMAN, 43 years of age, 
married, with 17 years successful truck 
selling background as_ salesmanager, 
wholesale man and retail sales. Fully 
acquainted with dealer operations. Prefer 
heavy duty line gas or diesel. Will 
travel or move to any location where 
I can make $10,000 a year. Write M. 
G. Dermody, 1820 Nassau Blvd., Char- 
lotte, N. C. 


ACCOUNTANT-BUSINESS-OFFICE MAN- 
AGER experienced in large operation. 
Sober, married, healthy. Accustomed to 
responsibility. Can relieve dealer of de- 
tails. Familiar with financing and 
credits. Seeking connection with Chrys- 
ler or Ford dealer in midwest. Write Box 
2283, c/o Automotive News, Detroit 26. 


YOUNG MAN, married, with experience as 
small town dealer and management in 
metropolitan area Ford and independent 
lines, would like to locate in Fla., South- 
ern Calif. or Gulf Coast as manager, 
sales manager or used car manager. 
Could make small! investment if desirable. 
Minimum income requirements — $12,000 
per annum, percentage deal preferred. 
Reply Box 2247, c/o Automotive News, 
Detroit 26. 


FORD PARTS MANAGER, now employed, 
wishes to relocate western Washington. 
Six years’ experience. Familiar with all 
phases medium dealer parts operations. 
Best of references. Box 2263, c/o Auto- 
motive News, Detroit 26. 














2666 Penobscot Bidg. 


An Ad in the Classified Section of 
AUTOMOTIVE NEWS 


Will get you quick action, and a satisfactory 
return for your investment. 


AUTOMOTIVE NEWS 





AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED 


POSITION WANTED. Young man with 
ideas, age 35, extensive factory P&A 
background in supervisory capacity, brief 
intangibles sales experience, two years 
college, family, desires any reasonable 
opportunity to improve himself. Willing 
to relocate and travel. All inquiries an- 
swered with complete resume and photo. 
Box 2264, c/o Automotive News, De- 
troit 26. 





GENERAL or SALES MANAGER. Familiar 


with all phases of a dealership. First 
position sold cars and trucks for large 
Ford dealer and worked into sales man- 


ager and general manager position. 
Especially interested in large volume 
dealership. References will substantiate 


ability to merchandise large volume of 
cars profitably. Have trained many suc- 
cessful salesmen. Just recently sold own 
wholesale auto auction. Am interested in 
moving to Gulf Coast or coast in north- 
west. College graduate, in perfect health. 
Box 2265, c/o Automotive News, De- 
troit 26. 


GENERAL MANAGER, experienced in all 
phases of dealer management. Produc- 
tion to the end of repeat business, in- 
creased volume and customer satisfaction. 
Interested in ‘‘spark-plugging’’ volume 
operation in New York or Long Island 
area. Age 34. Available 30 days. Box 
2266, c/o Automotive News, Detroit 26. 


GENERAL MANAGER. Twenty-five years’ 
experience with General Motors dealers, 
ten years as general manager. Forty-five 
years old, two children. Three positions 
in 25 years. Know all phases of this 
business: parts, service, personnel, busi- 
ness management and sales. Excellent 


record. Prefer west, far west or south- 
west. Box 2267, c/o Automotive News, 
Detroit 26. 


YOUNG MAN, 33, managerial ability and 
experienced in automobile and truck sales 
and service, desires connection with 
dealer in Pennsylvania or vicinity. Re- 
plies acknowledged. Please write Box 
2268, c/o Automotive News, Detroit 26. 


GENERAL MANAGER. Age 43, high grade 
productive record, desires management 
buy-out agreement with Mercury or Olds- 
mobile dealer in midwest city of 50,000 
or more. Can invest $25,000 immediately. 
Factory approval assured. Strictly con- 
fidential. Box 2269, c/o Automotive 
News, Detroit 26. 

SALES MANAGER — New or used cars. 
Four years’ experience in ‘‘Big 3’’ and 
Buick as buyer, appraiser and salesman. 
Veteran, 24 years of age, two years col- 
lege. Write to Box 2270, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 


TEXAS DEALERSHIP—120 units, handling 
DeSoto-Plymouth. Trade area approxi- 
mately 75,000. Modern service and parts 
departments. Building 125’x150’. Large 
used car lot. Low rent. $20,000 will 
handle. Would consider selling half inter- 
est if qualified to take over management. 
Selling because of other interests. Fac- 
tory approval. Box 2205, c/o Automotive 
News, Detroit 26. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 
909 Fisher Bidg. Detroit 2, Mich. 








DEALERSHIP AVAILABLE, handling 
Dodge-Plymouth—375 units. A fine busi- 
ness in southern Minnesota, single dealer 
city. No real estate to buy. Parts at 
inventory, equipment at appraised value 
today. Might consider selling half inter- 
est or more to qualified manager. Write 


Box 2258, c/o Automotive News, De- 
troit 26. 
FOR SALE — Agency, handling Dodge- 


Plymouth. Old established firm in county 
seat town of 7,000 in south central 
Nebraska. Building available on lease. 
Complete stock of parts. No blue sky. 





Box 2259, c/o Automotive News, De- 
troit 26. 
ESTABLISHED DEALERSHIP, handling 


Chrysler-Plymouth. Growing prosperous 
south Texas community. 150 cars, good 
lease, complete facilities. Must sell to 
dissolve partnership. Box 2206, c/o Auto- 


motive News, Detroit 26. 


DEALERSHIP—one of ‘‘Big Three.’’ Gross 
business in 1952 over $500,000. Parts 
and equipment at substantial discount. 
No real estate to buy. Box 2185, c/o 
Automotive News, Detroit 26. 

DEALERSHIP, handling Dodge-Plymouth, 
northeast Texas. Leased building. Used 





car lot. Inventory approximately $28,000. 
Depreciation to be deducted. Details to 
qualified buyers. Box 2278, c/o Auto- 
motive News, Detroit 26. 
















Detroit 26, Mich. 


DEALERSHIPS AVAILABLE 


AGENCY, handling Studebaker, in smal! 
eastern Ohio city on the outskirts of a 
large city. Trading area of 500,000 
people. We handle about 200 new and 
450 used cars each year. Complete and 
operating now. Sickness is the reasor 
for sale. Buy the inventory and lease 
rent or buy the new car building and 
used car lot. Gross profit last year 
$110,000. If you mean business $30,00( 
will handle. Contact Box 2277, c/« 
Automotive News, Detroit 26. 


AGENCY FOR SALE, handling Nash, ir 
Reno. Out sold all dealers in zone an: 
received all first prizes in last quarter 
of 1952. Sold $600,000 in used and new 
Nashs in four months. Books show 
terrific profit. Reason for selling, have 
very large deal in very large city 
Positively the best deal in America 
$15,000 will handle. Write at once 
Must qualify with factory. Mr. Joe 
Newell, 777 Virginia St., Reno, Nev. 


WELL ESTABLISHED, very profitable 
dealership for sale, handling Studebaker 





in Aurora, Ii. $40,000 will handle 
subject to factory approval. Zepela} 
Motor Sales. Phone 4274. 

NEW ENGLAND automobile broker. Com 
plete buying and selling service. Scotts 


Automobile Brokerage Service, 85 Bick- 
ford Hill Rd., Gardner, Mass. 


AUTO AGENCY FOR SALE, One of ‘Big 
Three.’’ Established many years in south- 
western Illinois town of 20,000 but serv- 
ing much larger area. All equipment 
parts, new cars, etc. for sale. If inter- 
ested address Box 2284, c/o Automotive 
News, Detroit 26. 


LONG ESTABLISHED DEALERSHIP 
available, handling Chrysler and Plym 
outh, in thriving city of 38,000. 60 miles 
from Chicago. Sale subject to factory 
approval. Complete facilities, well trained 
staff. Owner sacrificing because of other 
interests, Annual sales over $500,000 
Total price only $39,500. Write or wire. 
Box 2272, c/o Automotive News, De- 
troit 26. 


COLORADO DEALERSHIP, handling 
Dodge-Plymouth and J. I. Case. Thriving 
farming community. Excellent climate. 
Lease building. Buy parts and equipment 
only at $15,000 or invoice. Box 2273, 
c/o Automotive News, Detroit 26. 


DEALERSHIP, handling Hudson - Interna- 
tional, in coastal town—population 85, - 
000. Operated profitably. Owner retiring. 
Modern shop. Service gross covering ex- 
penses 100%. Full price not over $25,000. 
425 Washington, Monterey, Calif. 


DEALERSHIP, handling Studebaker, in 
north Texas city cf 25,000 population. 
Deal has netted $18,009 per year for the 
past six years. Price, $17,950, includes 
furniture, fixtures, tools, machinery and 
approximately $7,000 in parts. Lease 
modern building with adjoining used car 
lot for $250 per month. Should make 
investment back first year. Sale subject 
to factory approval. Box 2274, c/o Auto- 
motive News, Detroit 26. 





MODERN DEALERSHIP 
handling DODGE-PLYMOUTH 
San Francisco Bay area, lovely city—70,000. 
Climate good enough for convertible sales 
year around. 300-400 new vehicles. Good parts 
and service business. Favorable leases, excel- 
lent personnel, operating profitably. Owner 


2261, c/o Automotive News, Detroit 26 








DEALERSHIP WANTED 


WANTED—Chevrolet or Buick deal, Have 
factory approval. Prefer east, under 200 
cars. Confidential. Box 2228, c/o Auto- 
motive News, Detroit 26. 


GM - CHRYSLER - MERCURY. East coast 
states or Pennsylvania. Have no factory 
connections. Confidential. Box 2257, c/o 
Automotive News, Detroit 26. 


HAVE SOLD my dealership and want an- 
other, preferably Ford or GM in city of 
not less than 20,000. Able pay cash, Box 
2250, c/o Automotive News, Detroit 26. 


GM, FORD, MERCURY agency wanted 
metropolitan city or suburbs. Factory 











approval, finances, confidence assured. 
5127 Tilden St., N.W., Washington 16, 
D. C. 


MERCURY - BUICK — 150-300 potential. 
Prefer lower half U.S. Strictly confiden- 
tial. Box 2271, c/o Automotive News, 
Detroit 26. 


FORD—175-350 potential. South, midwest, 


west. Write or wire in strict confidence. 
Apt. D., 1812 Argentia Drive, Dallas, 
Texas. 





ATTENTION 
FORD or GM DEALERS 
who wish to sell. 


Have ample cash to buy and fovtony . 


proval assured. Want dealership wit 
or more units. No objection to location. 
Replies held in strict confidence. Box 2280, 


c/o Automotive News, Detroit 26. 








WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All 
replies held in strictest confidence. 


DAVID JARET CO. 


Established Over 29 Years 


150 Montague St. Brooklyn 2, N. Y. 
ULster 2- 





BUSINESS OPPORTUNITIES 


GOOD USED CAR BUSINESS, northern 
Ohio, doing $210,000 in 1952. Inside 
showroom with 300 square feet of floor 


space. Five apartments attached and 
grocery store doing $25,000 business 
yearly. New steam furnace. Business 


and buildings for sale for $55,000. Earl 


H, Sayre, Amsden, Ohio. 
DEALER SERVICES 


INVENTORY SERVICE 
Complete parts and accessories inventories 
fer all dealers by qualified full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Gee. E. Kinney Inventory Service <o. 


1731 Candler Bidg. Atlanta 3, Ga. 
Alpine 1140 
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DEALER SERVICES 
[INVENTORY SERVICE. Parts and acces- 


ories. Top type personnel, organized 
rocedures, up-to-date records. Model, 
ear breakdown for Ford, Chevrolet, 


L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
ervice, 124 S. Woodward, Birmingham, 
Mich, Midwest 4-5355 or 4-8460. 
—$——— 


INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
f onfidential and unbiased. Certified reports. 
{ Also special buy-sell service. Experienced 
organization —in business since 1939. Free 
booklet on Parts Department operation sent 
on request, Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 








INVENTORY SERVICE 
Parts Accessories 

Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work, Accurate, unbiased and 
confidential. Inventories accepted by ail 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, Illinois 
ESsex 5-8300 


, 








CARS WANTED 








WANTED 
METAL STATION WAGONS 


FORD, PLYMOUTH, CHEVROLET 
TOP PRICES 
(No Taxis) 


ESQUIRE AUTO SALES 
397 Central Ave. East Orange, N. J. 
Orange 5-6000 


WANTED 
NEW 1953 FORDS 


FOR LEASE PURPOSES 
ONLY 


If delivered to Los Angeles, 
will pay Pacific Coast 
prices as follows — equip- 
ment extra: 


MAINLINE 


Body Style 6Cyl. 8Cyl. 


Business Coupe $1,522 $1,581 
Tudor 

FOG sce 
Ronch Wagon 


1,603 
1,641 
1,908 


CUSTOMLINE 
$1,675 $1,732 
1,712 1,770 
1,682 1,740 
2,121 


1,661 
1,700 
1,966 


Club Coupe .. 
Country Sedan 


CRESTLINE 
WiCIONG 6 sc. 
Sunliner .... 2,070 
Country Squire 2,226 
Wire - Phone - Write 


LES KELLEY 
FORD DEALER 


1225 So. Figueroa, Los Angeles 
Phone — Prospect 7531 


$1,986 





CARS FOR SALE 


| XK 120 JAGUAR, 1952. Sixteen hundred 
| actual miles. Top never been down. Sil- 
| ver streak gray. White-wall tires, $3,850. 
| J. F. Allen, Wadesboro, N. C. Phone 
| 
| 
i 
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BUYING or SELLING 
Your Greatest Dollar Valve's at 


CARL E. MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Indiana's Oldest Auction 
One of America's Best 


Sale Every Tuesday — 11:30 A. M. 
Open All Night Monday 


Phone E-1254 Phone E-5209 
324 West Main Street Fort Wayne, Indiana 


We Guarantee All Checks 
Dealers Only 


R. S. HENRY’S 


BUYING 
LATE MODELS and DEMONSTRATORS 
PHONE, WRITE OR DROP A CARD TO 


R. S. HENRY 


614 5th Ave. 
NEW BRIGHTON, PA. 





' 
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CARS FOR SALE 


LATE MODEL WRECKS for sale. New 
York dealer with salvage connections can 
supply late model wrecked cars to dealers 
and body shops who want them for parts 
or to repair. Box 2255, c/o Automotive 
News, Detroit 26. 





WHOLESALE 
USED CAR BUYERS 


A large selection of clean Fords, Chevro- 
lets, Plymouths and other makes. All years 
and models. 


See Mark Boyer, Used Car Mgr. 


GRIEBEL MOTORS, INC. 


“Baltimore's Oldest Ford Dealer" 
814 Light Street Baltimore 24, Maryland 





anh UTO— 
AUCTION 


ons Pinus 


HORSEHEADS, NEW YORK 


EVERY FRIDAY 





écanjilnins 


DANVILLE, PENNA. 
EVERY WEDNESDAY 





You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 


DEALERS 
WE WHOLESALE 


100 CARS TO CHOOSE FROM 
Write - Phone or Wire 
Harry Davis 


KING FORD MOTORS, INC. 


Authorized Ford Dealer 


1425 Bruckner Blvd. 


Bronx, New York Cypress 2-9400 


AUTO AUCTION 


TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 





OUT-OF-TOWN DEALERS ATTENTION! 
We wholesale all makes and models. Herb 


Kessler, Phil Bloomgarden, Inc., 
Grand River, Detroit 4. Phone Webster 
3-7845. 





ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 


BUY NOW AT LOW PRICES 
1950 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


ee. 





Phone N.B. 6230 











9669 | exchange. 


115 





CARS FOR SALE PARTS FOR SALE 








KEN SCHAEFER'S 


The Only Indiana 


| 
AUTO AUCTION 
| 


In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 


NASH PARTS 
Write - Wire - Phone 
COMPLETE INVENTORY 
FROM 1937 TO DATE 
Same day shipment 
IN THE HEART OF INDIANAPOLIS 
| DOWNTOWN NASH 
| 


Market 8541 — Belmont 015! 


CORNER CAPITAL AND MORRIS STS. 
WE 1200 W. Madison Street 


SELL WHOLESALE Chicago 7, Illinois 


Monroe 6-1370 
WE 


SELL EVERYWHERE 


Over Three Hundred Cars 
“New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 








Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 


GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 


nee 
TRUCKS FOR SALE 


WRECKER, W-45 Holmes crane and 24,000 
pound auxiliary winch on two-ton Dodge 
with custom body. 
10,000 miles. 
chester, Ohio. 


Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 


Cars - Trucks - 


Used approximately 
John Shisler, Canal Win- 


FOR SALE 


Five 1950 and three 1951 Ford F-7, 
Marmon Harrington Tandem trucks with 


PARTS WANTED Marmon Harrington front end drives. 


PARTS WANTED. 
also wrecked MG, Austin, 
man, Jaguar for parts. 
1779 W. Flagler St.. 


PARTS FOR SALE 


Austin 48-51 motor, 
Morris, Hill- 
Waco Motors, 
Fla. 


Very Low Mileage 


Perfect Condition 
Miami, 


Original cost new — $9,500 each 





Will sell all these units in a 
group for $25,000 


For information write or call 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Quantity Shippers—All GM Parts 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


McCain - Richards, Inc. 
Monroe, Louisiana, Phone 2-2681 





BUSES FOR SALE 


ett nl nt => 

NEW CHEVROLET 48-passenger capacity 
school buses with Ward deluxe body— 
$2,990. Also 36-passenger capacity Ward 
deluxe body—§2,690. 
Co., Cabot, Ark. 


7 SHOP EQUIPMENT FOR SALE 

ALLEN MOTOR ANALYZER and distrib- 
utor tester, Black and Decker valve re- 
facer, VanDorn hard seat grinder, seven 
parts bins, gas welding outfit and other 
shop equipment. Hudson parts and ac- 
cessories. Make offer. Hopkins Bros., 
sem Vine St., Lexington, Ky. 


Bailey Chevrolet 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 


Phone 





CLAYTON DYNAMOMETER 


Model 41 C—524 F F. Latest type water 
cooled. In perfect condition. Can be bought 
for less than 50% of original cost. 
problem only reason for selling. 


PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 

Complete stock Hydrc-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 


Space 
é Write or 
phone F. C. Hindsley, V. P. & Gen. Mar., 
CHIEFTAIN PONTIAC, INC., 11 W. 38th St., 
Indianapolis, Indiana. TA. 1588. 
ee 
SEEN 
SHOP EQUIPMENT WANTED 
LATE MODEL Dodge wrecker. 1%-ton 
chassis, fully equipped, in good condition. 
Send photos and details to Ewell Motors, 
Inc., Glen Burnie, Md. 


ANTIQUE CARS FOR SALE 
FOR SALE. 1923 Cadillac V-8 sedan, very 
good original condition. 
tires; $375. 
Decatur, Ind. 
FOR SALE. Maxwell roadster, 1916, excel- 
lent mechanically, all original equipment, 
motor No. 166602. Must sell. Make offer. 


Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 
5416 N. Broadway Chicago 40, Illinois 
Phone: Longbeach 1!-1773 
Open Accounts to Rated Concerns 





Runs fine, good 


Zintsmaster Motor Sales, 








L. L, Davis, 651 A. St.. Davi i ; 
é u \ c K = a 5 , avis, Calif 
WHOLESALE ca 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Cails — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 


"Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [] or send bill [—] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


MISCELLANEOUS 


Improved 1953 


Wider Spreading Rear "V" 
With Full Floating WRIST ACTION Ride 
and Tow on all type roads 


Automatic BraKing 


WITH BRAKE HOOK-UP 
ONLY . . $5145 sui 
Meets 1.C.C. Strength Requirements 


COMPLETE with 
Guide Cables and $6] 45 
BRAKE HOOK-UP.......... = 


Meets ALL 1.C.C. Requirements! 


QUICK-TOW, Bumper- 
to-Bumper Tow Bar 
TRI-KING 3-Point Hook-Up 
Intra-State Tow Bar 


$42.50 


(Folding "'V'' Type) 


—SPECIAL— 
Protecto Covers (Tailor Made).... $6.95 
Carrying Bags 
SAFETY CHAINS, set of 2, only .... $2.50 
All Prices Include 8% Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 44485 
40 So. Clinton St., Chicago 6, Ill. 





ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia. 


QUICK CHANGE dealers 


license late 
holders. : 


$1 per set of four postpaid. 
. — 1498 Overlook Drive, Akron 
. o. 


8 out of 10 
DEALERS PREFER 


THE 1953 MODEL 


MOTO-MATIC 
TOWe GUIDE 


4 Contour Grip Couplers. 
Extra Wide V-Spread. 
Oscillating Stabilizer. 

Shock Absorbing Action. 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 


$ 85 Federal Tax 
Included 


LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 


Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 


FACTORY 
NET PRICE 





AUTOMOTIVE NEWS 
WANT ADS GET RESULTS 







GM PARTS 


Shipped Anywhere 





Same Day I RN a ot a ae ea meee Wick skc cas 
GM C PARTS Cas icbcaadiancaies eases kab e Shake ee GG: én cans deadeanaouas 
TRADE CONNECTION: 
Phone—Wire—Write Car Dealer () Truck Dealer (1) Manufacturer [(] 
FRANKLIN-WEBER PONTIAC Jobber [1] Insurance [] Financial [_] Supplier [) 
6101-25 N. Clark St. Chicago 26 eG G8 TUE ick Shscsadosweiadetouaeees Oi 6554305%4004KRs Ree 
Direct Phone—AM 2-7117 2-16-53 


a 





WONDERFUL 


HUDSON. JET 


about to be announced to the public ! 


A complete line of cars gives 
Hudson dealers a 94% coverage of 
the entire American new-car market! 


HUDSON 
HORNET 


Upper-medium-price 
field 


HUDSON 
WASP 


Medium-price 
field 


HUDSON 
JET 


Low-price 
field 


i ee 


eee 


7 


HUDSON SUPER JET SIX-PASSENGER, FOUR-DOOR SEDAN 


HE WONDERFUL new Hudson Jet is a new kind of car— 
t the low-price field, yet with performance, luxury and 
safety comparable only to that of the fabulous Hudson 
Hornet! Hudson Jets are in production, and shipments to 
Hudson dealers are under way. 


Hudson dealers now have the only auto franchise that offers 
a 94% coverage of the new-car market: The fabulous Hudson 
Hornet, national stock-car champion, in the upper-medium- 
price field; the spectacular Hudson Wasp in the medium-price 
field; and the wonderful Hudson Jet in the low-price field. 


If you are looking for a sound business opportunity, it will 
pay you to look into the Hudson franchise. For complete 
information on one of the brightest futures in which you 
could invest, send in the coupon below, today. 


Standard trim and other specifications and 
accessories subject to change without notice 


C. A. J. Hadley, Sales Manager 
Hudson Motor Car Company 
Detroit 15, Michigan 


Send me complete information on the Hudson dealer franchise and advance details on 
the new wonder car. | understand that all such information is to be confidential. 

en 

crime aici ect ghibsaldiainiaantiaieal 


City & State __ = — 





Business a Position. 








S 


